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Selling MultiKopy 


STAR BRAND RIBBONS 
for modern methods 





( NE of the advertisements 

of the series, showing hou 
MultiKopy and Star 
Brand are being advertised in 
the Saturday Evening Post, 
Sunset Magazine, and Gregg 
Writer, Rotarian and other 


magazines 
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’} IDE-AWAKE stationers everywhere are 
taking advantage of MultiKopy and Star 
Brand national advertising. This advertising 
sells the use of the right carbon paper for each 
particular job—the modern method of using 
carbon. And then it sells MultiKopy as the mod- 
ern carbon paper for use in the modern way. 
Thousands of carbon paper customers are 
writing in for Webster’s Little Handbook that 
tells them quickly just which kind, weight and 
finish of MultiKopy Carbon Paper to use in 
simplifying their work. 

The missionary work—the hardest part of 
the selling job—is done for you. Have Multi- 
Kopy Carbon Paper and Star Brand Ribbons 
in stock, and finish the job by selling your cus- 
tomers the type they need. No time wasted, 
satished customers, and more profits for you. 


F. S. WEBSTER COMPANY, Incorporated 
338 CONGRESS STREET, BOSTON, MASS. 


M 


Carbon Papers 


A kind for every purpose 






TRADE 





——4 F. S. Webster Company, Incorporated, 

338 Congress Street, Boston, Mass. 
Gentlemen: Kindly tell me about the Webster Way 
and the Definite Selling Plan. 

















athe 
owe 





Page 3 OFFICE 


“APP LIANCES 


For March, 1929 





(5) 





§ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Its compre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
largest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 


equipment. 


§ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year, $2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 





| Applian ts 





Published on the First Day 
of Every Month by 


THE OFFICE APPLIANCE Co. 
417 S. Dearborn St., Chicago 


EVAN JOHNSON, Presiden 


Cc. F. MALHOIT, Treasurer 


Ch A. “GILBERT, Secret 


C. H. EVERLY, V. President 


C MILLER, V. President 





H.W. MARTIN, Assoc. Ed. OTTO KNEY, Asst. Ed. 
J. A. PALMER, Cir. Mgr. B.C. WALLSTEN, Mgr. Copy Dept. 


G.C. WHEELER, Manager Service Bureau 





C. H. EVERLY, Eastern Mgr 


D. N. BRIGGS, Asst. Mgr. 


1601 Pershing Square Building, 100 East 42nd Street, New York 
Phone and 8319 








by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


{| No person, firm or cor- 
poration, either directly or 
indirectly connected with 
t! eindustry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the fieldit serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


{ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by thesender. 

Correspondents should give 


dresses, 
which will be withheld from 
publication if requested. 


{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


{ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, 

under Act of March 3, 1879. 


q “‘Office Appliances” is reg- 
istered in the United States 
Patent Office, Washington, 
Db. c. 


§ COPYRIGHT. Contents 
covered by Copyright, 1929, 
by The Office Appliance 
Company. 
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New Post 


Gets Important 


National Association News 62 " 
oe : =~ y = Bece dm Accountin Machines ee _¥, SUSE SMB see eeeessesesesessess 
pe ne ng ee Dinners Adding Muchines - = Sheaffer Club for $100,000 Men. 75 
, 26 Business Opportunities 10, ‘90 J. H. Good Visits “Mimeo- 
DEPARTMENTS CMS 2. tc vi cacia nes graph’' Headquarters ....... 98 
Birthdays 18] Exports 217, 213, 221, 222, - R. Davis Youngest Art 
Editorial 13. Furniture ; 205 Matal DEAROOEP .. vciewnseeace 102 
Excuse Us. Please’! 35 House Organs "213 B. L. Waters and Wife Vaca- 
Guest Book pare: 35 Loose Leaf .. 193 tiosking? Bowe 2... ccsecdscvaces 103 
Meetings — Dinners Conven Other Machines . .209 Tucson Printer Opens Office 
theme a ee Patents ..... t -. 10 Equipment Store ............ 109 
Mintings—The Pane ef Preavess il Pens and Pencils... “193 Cc. M. Carroll Returns to Sta- 
Mew Machines and eviecr Ribbons and Carbons.. . .250 tionery Business ...........; 13 
News and Miscellany a4 Stamps—Stencils—Seals .. 197 Eberhard Faber Pencils Used 
Other Lands. In i 95, Stationery 194 for HoeGer Pens ....ccsccene 4 
Passed Away 168 Typewriters . 198 “Comptometer” Offices at Mem- 
Salmarrundl gr [252] Phis Moved .....sescccccseess 117 
Weddings 181 Chain Store Methods Attacked.118 
a Newspaper Publicity for Qual- 
FBATURES MISCELLANEOUS iy, PRR Chi cciccectisnarcins 118 
~_ MIS SLLANEOUS : >) 
Some Thoughts Anent Type aad > b . Senin R. E. Stewart Promoted by 
w rite rs—Special Correspond a for Office tilities | GB GCG Be Ghedecs sabes oatanties 7 
SS errerenerenteey 28 Acme Staple Gompany ‘Pur-. Henry Simler ‘Travels s Bit. .--137 
( ‘onditions in the German Office ' chased by Syndicate é i 4D Rohrer Announces Placement 
ppliance rade 29 N.C. R. to — a o- ERD ABA, te OO VEED. cc cnecdednedeueseneenue 131 
visnsnemtainien hey 7 . ase Ellis Out ar wg sry Inc., Opens 
The Right Honorable, The Lord O. A Wilkerson Appointed lores Exhibit’ at ’ Disiindoiuhie = 
Mayor of London _ 12 me W" General M: ger 34E 2 — es reer ee 35 
ahs aon re “ee Mr and Mrs Geo s A 7 PUREED cee er secesseseseeses se cohen ’ 
' ‘Seca —_ OF Pi EK " , e le oe Parker 34F L. * E. Beck Organizes Office 
: Suggestions in Capsule 30 First Vacation in Fifty bane Equipment Company ......... 136 
MERCHANDISING for F. L. Straubel ++ -34G W. ©. Eheneman Heads lvane- 
Guiding Factors in Retail Sta Woodstock E xport De partment | ; ville Manufacturers .......... 1% 
with tas From an_ Interview Moved to Chicago G Territorial Assignment by “Sun- 
with arry G. Horder...... 16 Ché es i ’ Organi- + ~ ali SEE 40 
Why I Killed the Super-Sales- sation - hi aed on 34G Million Dollar Paper Goods 
man—By Ellis Parker Butler; Duffield Made “¥ and B* Aa" | Company Formed ............ 164 
Reprinted from Printers’ Ink vertising Manager .. 34G Jack Linsky in Europe on An- 
Monthly SEPT SO 18 Marchant Distribution Appoint-. veel Ss) ee eer 72 
Appropriate Suggestions, Get ments Abroad ..... 34G BE. J. Sullivan Promoted by 
that Second Sale—By Charles Cc. B. Mathes Visions Good Remington Rand ............ 182 
Y ‘7 cunnell re 22 Business in West ......... .. 34H Mansfield Typewriter Company 
e. Modern Mr. Pepys V isits W. J. Boyd Represents “Acco MOVES 2... cecsvccsvcvevisacces 185 
Kenosha—By James Doyle. 22 in Pennsylvania .............34H Finney Returns to L. C. Smith.185 
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A teadeasy .. .233 
Accounting Devices Co 86 | Regal Typewriter Co. 225 
Acme Staple Co 188 Adv ° Reiner’s Rotaprint, Inc.....161 
Acorn Personnel Service. .233 f Reliable Tpr. & A. M. Co. .230 
Add-A-Unit Partition Co. .211 ws iIsements Remington Rand Bus. Serv 
Ag essogrTrap Cc ‘ ”' & ee ee, Pee en es. 6 ee a 00d ee evsewe o 48, 125 
Adduotabee. Table Co 224 Roberts Num. Mach, Co. .177,8 
Aigner, G. J.. & Co 231 Roberts, Weldon, Rub. Co. 49 
, TT . SH . ae . toc rell-Barnes Co ios 
3 oy ag lg ; toe aoe These advertisements present the prod- or aon R. "333 
Allen & Co. 210 ucts of the leading manufacturers in each Rotospeed Co. 200 
All-Steel Equip. Co 232 division of the industry. Because of the Royal Metal Mfg. Co 170 
Alma Furniture Co 210 ground for honest differences of opinion Royal Typewriter Co 137 
American Clip Co 164 the publishers obviously cannot under- S 
American Electric Co......140 take to guarantee transactions between Seasons & Ce.. om = 
American Embossing Co 228 advertisers and customers. They do Sanford Mfg. Co... 192 
American Lead Pencil Co 78 ° . . vas ” Sanymetal Products Co 192 
Amer. Multigraph S. Co 71 however, offer their service in resolving Scholihorn, Wm., Co 122 
American No. Machine Co.207 any disagreements between advertisers Scripto Mfg. Co., The 108 
Amer. Writ. Mach. Co..52, 61 and customers, which result from rela- Searles Elec. Weld. Wks. .219 
Ames Safety Envelope Co.215 tions established through the journal. Seneca Falls Rl. & Bik. Co.217 
Ames Supply Co 18S Sengbusch S-Cl. Inkstand..133 





Ames & Rollinson 228 Service Steel Prod. Corp. ..219 
Arlac Dry Stencil Corp 208 Sesamee Co.. The 144 
; — Shaw-Walker Co 119 


Art Metal Construction Co. 84 











Art Steel Co 195 <== Sheaffer, W. A., Pen Co..94, 5 
Atlas Staty. Corp 179 — _ 92 Sheppard, C. E., Co 130 
Ault & Wiborg Co., The 128 eee — van cos Lamb. Geo - 99} Sherman-Manson Mfg. Co..221 
Aurora Metal Cabinet Wks.237 . y F “3 Leopold Desk Co... 141. 2 Shipman-Ward Mfg. Co 107 
Auto. File & Index Co 165 ’aber. A. W 239 Lewis Ball-Bearing Inkwell Sibley, Edwin L., Mfe. Co. 66 
Auto Pencil Sharpener (o.139 —eo esha 148 Co 8 _.. 220 Ge ecw osewhiesas 158 
Autopant Co ; aso Faries Mfg Co 216 Lincoln Rubber Key Co. 206 Silverglo Lamps, Inc 186 
neers Rescer Ce _ Faultless Caster Co 171 Listo Pencil Corp..........234 Simonson, R. A., & Co 229 
B 7.8 Mfe. Go........ 997 Little. A. P.. Inc... 997 Smith, L C and CoronaTws.166 
samen Epemarty C “0S Featheredge Rubber Co....191 Lloyd, W. G., Co .... 86 Smith Noise & Shock Elim.232 
Baltimore Index Mfg. (o..227 Fe ating rwt. Eyeshade Co...229 Loose Leaf Metals Co 212 Smith-Premier Tw o« 
women ~s aoe a = Fifth Avenue Bldg ‘a 131 Los Angeles Reg. & Ptg.Co.154 Smith Tw Sales Corp 199 
woe ue - Filing Equipment Bureau. .241 Luther Ink & Stp. Pad Co.223 Speed Key Mfe. oe a 
es CO = Flaven ....... »+ 280 Lyon Metal Products, Inc.. 73 Staedtler, J. S., Inc... 230) 
Bates Mfg. Co ; 97 ames Wee A & CO 152 M Standard Filing Box Co 203 
Beach Publishing Co 231 Fox. G . i thn 150 eee i an Standard Mailing Mach. Co. 79 
Bentley & Gerwig 136 a, S08, &. & X20 op Macey Co., The...... v6 Stationers’ Loose Leaf Co..155 
Bentson Mfg. Co 187 Free Hand Binder Co 219 MacLeod Mfg. Co., The "> Steel Bound Box Co 224 
Berger Mfg. Co 91 Frits-Cross Co., The Is» Manifold Supplies Co ‘7 Steel Equipment Corp “SI 
' ’ : : , Fulton Specialty Co »-231 Marble & Shattuck.. 200 ~ r A , 
Bettcher Stp. & Mfg. Co. .183 oe Deal a ne “or” : a Stewart, R. A., & Co 202 
Boorum & Pease Co 120 Furnas Furniture Co 20 Marchant ¢ ale. Mach. Co. 112 Stiffel-Freeman Safe Co 167 
Bridgeport Pen Co., The 213 G : Markilo WO. sone: cosseseie>  . Jebee Fabie Co.. 163 
Bristow, Stanley R .. 230 Gardner, P. A., Lthr. Wks.232 McGill Paper vec., ine : Storms, H. M., Co.........236 
British Stationer 240 General Eclipse Co 203 | - Mellicke Systems ...... 192 Stylograph Co 235 
Browne-Morse Co 115 General Firpr. Co 110, 11 Meilink Steel Safe Co. ‘ 82 Sundstrand Add. Mach g° 
Buckeye Rib. & Carb. Co. .104 General Office Equip. Co... 83 Metal Office Furn. Co.. 7 Sun Rubber Co.. The 127 
Bump Paper Fastener Co. .223 General Pencil Co.. 194 Meyer & Wenthe.......... 175 Swan Pencil Co... i 175 
3uro-Bedarf-Rundschau 240 General Typewr. Exch 208 Miller Bros. Pen Co........235 System Bindery, Inc 228 
Burroughs Add. Mach. Co Gies, Walter G., Co . 231 Milwaukee Chair Co....... 59 T 
Bushnell, Alvah, Co Globe-Wernicke Co / 105, 6 Mittag & Volger, Inc.. = Tate Exposition Co 162 
Bushnell Mfg. Co Goes Lithographing Co....173 tt) DD ccnceceseeeeotol 38 Tell City Desk Co 187 

Cc Graff, George B., Co 216 Moore, John C., Corp. os 180 Terrell’s Ei ss Co : 126 
Canode Ink & Off. Sup. Co.226 Great Northern Hotel 211 Moore Push-Pin Co. .. 235 Thaver Telkee Corp ; "103 
Carpenter, E. W., Mfg. Co.233 Griffith-Hope Co. 168 Multipost Co. ........ -+++-81¢  Pheta Dry Stencil Corp... 230 

. , . . one . > an Cam ‘ y § p. 23 
Central Paper Co 909 Gunlocke, W. H., Chair Co.203 Munkee Products Corp 16 Thompson Time Stamp Co.232 
Check Writer Co., In« 299 Gunn Furniture Co., The 75 Munson Supply Co on 5 Todd Cn The stam ia 
Clarotype Co., The 235 Guth, Henry L., Assoc 58 = neg ll oe 3 “ Toledo Metal Furniture ‘& 90 
Clemetsen Co., The 55 H eae aa eraees ™ eee Gee Genk cacedes: 229 
Colonial Chair Co 215 Hahn, Arthur W.... 232 , , : N . Triner Scale & Mfg. Co....225 
Columbia Rib. & Carb. Co. 98 Hanson Bros. Scale Co 233 Natl. Brief Case Mfg. Co..191 Trussell Mfg. Co........... 74 
Columbia Steel Equip. Co. .134 Harter Corp., The.. 235 Natl. Business Show Co...147 Turner & Harrison Pen. Co.232 
Colytt Laboratories, The 232 Harvey, Fred W., Co 234 Natl. Cash Register Co. 92 Typo Trading Co 237 
Conklin Pen Co., The 100 Hellesoe, Hans H . .230 Natl. Fiberstok Env. Co... 93 u 
Conrades Mfg. Co 205 Heywood-Wakefield . 222 Natl. Vule. Fibre Co.......176 , ’ ‘ _ . 
Cook, C. A., Co 216 Higgins, Chas. M. & Co...172. Neidich Precess Co........174 Underwood tetane = 
Cook, H. C., Co 218 Hoffman, L. ...... eee 228 Neva-Clog Prod., Inc..101, 224 Union Ribbon & Garb. C O35 
Cordley & Hayes 181 Hoge Mfg. Co... 9 N. Y. Silicate Bk. Slate Co.230 ur . a En a ss C a Se “eo 
Corona Adding Mach 143 Hoosier Desk Co.... 204 ° i. 2 te eee Wn. oe 
Corona Typewriter 166 Horn, W. C., Bro. & Co 235 O. K. Mfg. Co se cncessseeee U Ss. Pencil =. * 212 
Corry-Jamestown Mfg. Co.215 Hotchkiss Sales Co 182 Old Town Rib. & Carb. Co.179 1 g _ * * Sin in One 
Crocker Chair Co 195 Hunt, C. Howard, Pen Co.190 Onken, The Oscar, Co......216 oo Tw. Ribbon Mfg. Co 228 
Crown Ribbon & Carb. Co.224 i Orpin Desk Co...... 174 Universal Fixture Corp... .20% 
Currier Mfg. Co 215 I. D. L. Mfg. Corp... 212 GOSa, Eis osccs. oT , Vv ‘ 

D Ideal Linoleum Top Co 196 Oxford Filing Supply Co 56 Van Dorn Iron Works + 222 
Davenport-Taylor Mfg. Co.207 Ideal School Supply Co 212 Pp Van Valkenburg, L. D., Co. 230 
Defiance Sales Corp 223 +Imperial Desk Co... 184 Pacific Carb. & Rib. Co....201 Varityper Incorporated ....205 
Derby, P., & Co., Inc 118 Imperial Mfg. Co. 206 Parmer Fem Oe.....cccee. 87, 88 Victor Adding Machine Co.239 
Detroit Metal Spec. Co 198 Imperial Methods Co 218 Parrot Speed Fastener Co. .180 Victor Safe & Eqp. Co. .159, 60 
Dick, A. B., Co . 63 Imperial Steel Cabinet Co..204 Payson's Indelible Ink Co. .229 Vidaver Letter Opener Co.225 
Dictaphone Sales Corp .193 Impvd. Boehner Binder Co.234 Peerless Carb. & Rib. Co. .220 Volger, B. G., Mfg. Co.....202 
Diebold Safe & Lock Co.123, 4 Indiana Desk Co.. 102 Peerless Key Co., Inc......145 w 
Diemer, John F.. Co 191 Ink-Out Mfg. Co 196 Peerless Wire Goods Co...213 Wabash Cabinet Co........113 
Dietz, The J. F., Co 117 Invincible Metal Furn. Co. 64 Pelouze Mfg. Co...........219 Wagemaker Co. ..... . 50 
Downey, The C. L., Co 235 Irving-Pitt Mfg. Co. ; 116 Phillips Rib. & Carb. Co...197 Wark-Beacon Steel Fur. Co.200 
Du Pont, E. L, de Nemours156 J Pierce, S. K., & Son Co....211 Weber Costello Co..........149 

E Jamestown Metal Desk Co. 60 Pittsburgh Tw. & Sup. Co.234 Webster, F. S., Co......... 2 
Eaton, Crane & Pike.....176 Jamest'n Metal Equip. Co.132 Polar Mfg. Co....... sl Weeks, Frank A., Mfg. Co.196 
Economy Seat Co séacte Jasper Chair Co. “ 114 Polk, R. L., & Co. . 231 Weis Mfg. Co.....67, 68, 69, 70 
Ediphone, The io a Jasper Desk Co.... 114 Portable Adding Mach. Co.143 Western Furniture Co..... 200 
Elliott-Fisher Co. 83 Jones, Fred H., & Sons 153 Premier Metal Products €o.195 Weston, Byron, Co.........228 
Emerson Electric Mfg. Co.203 7 Purcell, E. E......... ee Wholesale Typewriter Co.. 72 
Empire Chair Co 220 Kav-Dee Co. .. 170 Q Wiggins, John B., Co..214, 227 
Englewood Desk Co 57 Kiggins & Tooker Co 234 Quality Park Envelope Co.146 Woodstock Typewriter Co..243 
Erskine, W. W 191 Kihn Bros : : : Queen Ribbon & Carb. Co.209 Wrenn Paper Co...........109 
Esterbrook Steel Pen Co 23 Kobler & Co., Inc....... 229 Quigley Furniture Co 195 Y 
Eureka Blotter Bath Co 22°86 Kohlhaas Co., The... 135 R Yankee Paper & Spec. Co. .217 
Evansville Desk Co... 183 Kwikstik Cor ...... 231 Rand McNally & Co 157 Yawman & Erbe..... »+++-129 
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Adding Machines 


Burroughs Adding Mach. Co. .242 
Corona Add. Machine ..142 
Elliott-Fisher Co. . . 83 
General Office Equip. Co 83 
Marchant Cale. Mach. Co .-112 
Portable Adding Machine Co..143 
Reliable T. W. & A. M. Co..230 
Sundstrand Add. Mach. . 8 
Victor Add. Mach. Co.. . 2300 


Adding Machine Rolls & Paper. 
Central Paper Co 
Rock well-Barnes 


U. S. Lace Paper Works... ..207 

Yankee Paper & Spec. Co.....217 
Adding Typewriters. 

Burroughs Adding Mach. Co..242 

Elliott-Fisher Co... : . 88 

Reliable T. W. & ry M. “Co . .230 

Underwood Typewriter Co.... 

oc ebesnsweteeuneeee Back Cover 
Address & Memo Books. 

Kiggins & Tooker .........-- 234 
Addressing Machines. 

Addressograph Co. .......... 51 
Adhesive Tape. 

uality Park Env. Co.... 146 
Adhesives. 

(See Inks, Adhesives, etc.) 
Arch and Clipboards 

Free Hand Binder Co. . 219 

Globe-Wernicke Co........ 10, 6 

Rockwell-Barnes Co... 173 
Bankers’ Note Cases. 

General Fireproofing Co...110, 11 

Globe-Wernicke Co.. 105, 6 


. t 
Van Dorn Iron Works Co 121 


Billing Machines. 


Burroughs Adding Mach. Co. .242 

Elliott-Fisher Co.......... 83 

Underwood Typewriter Co . 

5696006049699 00 Back Cover 

Binders, Catalog and SesaSeanS, | 

American Clip Co....... 
Blackboards. 

N. Y. Silicate Book Slate Co. .230 
Blank Books. 

Boorum & Pease ...... ..120 

Rockwell-Barnes Co. .173 
Blanks for Bonds and Stocks. 

Ames & Rollinson ...... .228 

Goes | pate er 1738 





Sy ME. sotncecnctesewe . 222 
Blotters. 
Wrenn Paper Co.. .109 


Blue Print & Plan File Cabinets. 





All-Steel-Equip. Co. . we e2de 
Art Metal Construction. Oo. 5 
General Fireproofing Co...119, 11 
Globe-Wernicke Co. ° ..106, 6 
Lyon Metal Products, Inc o- 48 
Van Dorn Iron Works Co 121 
Yawman & Erbe..... .129 
Bond Boxes. 
Corry-Jamestown Mfg. Corp.. .215 
General Fireproofing Co...110, 11 
Globe-Wernicke Co...... 10, 6 
Steel Equipment Corp....... 81 
Book Cases. 
All-Steel-Equip. Co 
Globe-Wernicke Co. 
Gunn Furniture Co... a 
meer Ge cseces 2s ee 
Premier Metal Products Co...195 
Van Dorn Iron Works ~~ 
Weis Mfg. Co......67, 68, 69, 70 
Yawman & Erbe .» 129 
Bookholders. 
American Clip Co. 164 
American Electric Co.. .140 


Book Rings. 
Carpenter, E. W., Mfg. Co...233 
Bookkeeping Machines. 
Burroughs Add. Machine Co..24 
Elliott-Fisher Co . 83 
Underwood Typewriter Gaeoes 
oe Cover 


. Back 

Box Files. 

General Fireproofing Co...110, 11 

Globe-Wernicke Co 105, 6 
Buildings. 

Fifth Ave. Bldg., N. Y .151 
Bulletin Boards. 

New York Silicate Bk. Slate 

ek sbabtiacaaswac<e< 200 

Univ. Fixture Corp. .........207 
Business Shows. 

National Business Show (Co...147 

Tate Exposition Co..........162 
Busses. 

General Fireproofing Co...110, 11 

Macey Co., The... 6 

Toledo Metal Furn. Co. . 90 
Calculating Devices. 

Meilicke Systems.... . -192 
Calculating Machines. 

Burroughs Add. Mach. Co... .242 

Marchant Cale. Mach. Co -— 

Portable Adding ¥4 hine Co. .148 

Reliable T. W. & M. Co...230 
Calendar Pads & Stands. 

Defiance Sales Corp soon 

Typo Trading Co... 287 


Weeks, Frank A., 
Carbon Papers. 

(See Ribbons and 
Card Cases, Pocket. 

Gardner, P. A., Leather 


Mfg. Co...196 
Carbons.) 


Wks.232 


Improved Boehner Binder Co. .234 
Wiggins, The John B., Co.... 
hhhead en eed sencmy aan 

Cash Registers. 

Los Angeles Reg. & Prtg. Co.134 

Nat'l Cash Register Co., The. 92 

Portable Add. Machine Co...143 
Casters. 

Bassick Co aint 151 

Faultless Caster Co 171 





AS Classifications 


For the benefit of the subscribers the 
‘ lines advertised are here classified. 
Many of the requirements of the 
modern business office are represented. 
Should subscribers be interested in any 
article of office equiprnent not listed 
here, they are cordially invited to com- 
municate with the service bureau, 
through which the information will 





be promptly and cheerfully furnished 
by letter, 


without obligation. 














Chair Irons. Desk Signs and Tablets. 








Bettcher Stp. & Mfg. Co.....183 Davenport-Taylor Mfg. Co....207 
Chair Pads and Cushions. Desk Trays. 
Economy Seat Co............. 220 American Electric Co......... 140 
Featheredge Rubber Co.......191 Ast Beeel Gerovcocccccscceves 195 
Fox, Geo. E., & Co. .150 Den, Geo. B., @ OB... cesese 150 
Polar Mfg. Co. 184 General Fireproofing Co...110, 11 
Sainberg & Co = cms oe Globe-Wernicke Co........ 105, 6 
Sun Rubber Co. ............-127 Imperial Methods Co......... 218 
Chairs Jamestown Metal Desk Co.... €0 
Colonial Chair Co. 215 Macey Co., The............- 96 
Conrades Mfg. Co..... 205 Metal Office Furniture Co.... 77 
Cook, C, A., Co.. 216 Sainberg @ Ghcens so eeese +. 234 
Crocker Chair Co.......... 1% Weis Mfg. Co....67, 68, 69, 70 
Derby, P., & Co., Ine 118 Desk Work Distributors, 
Empire Chair Co.... .220 Pen, Gee. Bi. GB Giicccccsece 150 
Fritz-Cross ae as tht ee en 185 Globe-Wernic ke ES ay 6 
Gunlocke, W. . Chair Co.203 Horn, W. C., Bro. & Co.. -235 
Hey wood-W chee id kee : 222 Irving-Pitt Mfg. She han a pane 116 
Jasper Chair Co.... erry | Sainberg & Co...........++:. 34 
Marble & Shattuck eveuee cue Victor Safe & Equip. Co 60 
Milwaukee Chair Co ere Desks. 
Pierce, S. K., & Son........ 211 Alma Furniture Co.........210 
Royal Metal Mfg. Co......... 170 Art Metal Construction Co... 84 
Sikes Co. tereteeeeees . 158 Pentley & Gerwig Furn. Co...136 
Toledo Metal Furniture Co . Browne-Morse Co. ....... 115 
Wark-Beacon Stee! Furn, Co. .200 Clemetsen Co. 79 Salpetetaelas 55 
Check Protectors & Writers. Corry-Jamestown ats. Corp. “215 
ra 9 Dietz, The J. A Serer rer 117 
Check Protectors & Writers, used. Englewood Desk Co. meee esenes oe 
Check Writer Co. Inc... ” Evansville Desk Co.......... 183 
Flaven .. apaety eT fe eR ‘o> General Fireproofing Co...110, 11 
Reliable T. Ww. & A. M. C...230 Globe-Wernicke Co........ 16, 6 
mito ~ Gunn Furniture Co., The..... 75 
Check Sorters, f Hoosier Desk Co............ 204 
Kohlhaas Co., The...... 135 Imperial Desk Co............ 184 
Checks, Stamped Metal. i Indiana Desk Co............. 102 
Meyer & Wenthe..........+. 175 Invincible Metal Furn. Co... 64 
Stewart, R. A., & Co....... 202 Jamestown Metal Desk Co.... 60 
Clips, Paper. Jasper Desk Co.............. 114 
(See Paper Clips.) Leopold Desk Co.......... 141, 2 
Coin Bags, Trays and Wrappers. — a  ereseoee 96 
Downey, C. L., The.......... 235 Metal Office Furn. Co......... 77 
Copy Cards (for corres. index). Myrtle Desk. Co.............. 138 
Stylograph Co....++..-++++ 235 Guete Te Gi. cee ckewnns sxe 174 
Copyholders. : Quigley Furniture Co........ 195 
American Clip Co..........+. 164 Shaw-Walker Co.............. 119 
American Electric Co...... 140 Steel Equipment Corp........ 81 
Mebler & O8.....cscccesesecns 229 Tell City besk NE Rig SiR apire 187 
Premier Metal Products Co... 195 Van Dorn = Works Co 121 
Readeasy  ....--+.eseaseeeees 233 Wagemaker Co..........+-.. 50 
Copying Devices & Supplies. Weis Mfg. Co...... 67, 68, 69, 70 
Eureka Blotter Bath Co... 226 Western Furniture Co.... ...200 
Yawman & Erbe ............ 129 Yawman & Erbe ......... 129 
Costumese. on . Diaries 
Conrades Mfg. Co......... 205 _ . - 
Furnas Furniture Co.........208 Kiggins & Tooker............ 254 
Globe-Wernicke Co........105, 6 Dictation Machines. 
Jamestown Metal Desk Co.... 60 Dictaphone Sales Op.......... 193 
DA Ch, Mincdddun nd oanne 6 221 Dee, TO tccccenaceses 85 
Premier Metal Products Co...195 
Sanymetal Products Co.......192 a eS, Mfg. Co....207 
Cuspidors. a 
Detroit Metal Spec. Corp.....198 Display Fixtures. Ms 
Faries Mfg. Co.........cceses 216 All-Steel-Equip. Ch. adsense . 232 
Cutters, Paper & Card. Onken, The Oscar Co........ 216 
Ideal School Supply Co.. 212 Orthwine, R.............++.. 233 
Dating Stamps. ' Universal Fixture Corp...... 207 
Amer. Numbering Mach. Co...207 Duptenting Machines & Supplies. 
Fulton Specialty Co.... 3 Addressograph Co............ a1 
Meyer & Wenthe............ 7 Aladdin Dry Stencil Cp...... 196 
Stewart, R. A., & Co Amer. Multigraph Sales Co... 71 
Desk Calendars. Arlac Dry Stencil Corp........ 208 
Defiance Sales Corp. 223 Canode Ink & Office Sup. Co. .226 
Desk Lamps. Dee, A, . iis Sebbinncencene 63 
Faries Mfg. Co........ 216 Wie . Webaes nes oan 191 
Silverglo Lamps, Inc. 186 Pittsburgh Tor. & Supply Co.234 
Desk Pads, Blotter. Reiner’s Rotaprint, Inc....... 161 
Roorum & Pease Co..........120 EE SO - bocce an enabid 200 
Fox. Geo. E., & Co... ..150 Theta Dry Stencil Cp. .....230 
Be, cans neddnknccdsue 228 Electric Motors. 
SS OR Os cw ccesaceeas 234 Emerson Electric Mfg. Co... .203 
Sun Rubber Co....... LS ——~ Sealers. 
Desk Pads, Glass. Standard Mailing Mach. Co... 79 
Fox, Geo. E., & Co. .150 Envelopes. 
Polar Mfg. Co....... 18 Ames Safety Envelope Co....215 
Sainberg & Co....... 234 Bushnell, Alvah Co........... 236 
Desk Pads, Linoleum. Diemer, John aS 191 
» Z| Sea 150 Globe-Wernicke (o........ 106, 6 
Ideal Linoleum = Ce.. 196 MeGill Paper Products, Inc...192 
. sf. | Bere 184 Nat'l Fiberstok Env. Co..... 8&3 
Sainberg & Co....... , . .234 + sated Park meuaape Co... .146 
Wagemaker Co. ...... . + We MD Ga ciwesaves 99 
Desk Pending- Letters Holders. cutee Celluloid. 
American Clip Oe...... ccc. 164 ED Gb Bedbodcunsesvetet 232 


Eradicators. 
Ink-Out Mfg. Oo..........0005 196 
Erasers. 
Faber, Eberhard ..........+. 148 
©, Tie. Mee. Sib eceseecoesanet 233 
Roberts, Weldon, Rubber Co. 49 
Exhibitions. 
National Business » ened Co. ..147 
Tate Exposition Oo.......... "162 
Ex se Books. 

— 4 Publishing ~t peéweoeet 231 
Defiance Sales ee 
Harvey, Fred W., Co......... 234 
I. D. L. Mfg. Corp ve sleep nacas 212 


Eyeshades. 
Featherweight Eyeshade Co... 
File Boxes, Collapsible. 


Bankers Box Co...........++: 1 
Jones, Fred a ‘& Teh tannd 153 
Kay-Dee  (0......eeecsceeees 170 
Standard Filing Box Co....... 208 
Steel Bound “Pere 224 
File Boxes, e 

Art Bteel Od......cccccesesss 195 
Auto File & Index Co....... 165 
Griffth-Ho Co. .. 

Kay-Dee Co., The.. 





Diemer, Jobn 

Globe-W ernicke second 105, 6 
Hlo@mmam, Ta coscccsccccesves 228 
Imperial Methods Co......... 218 
Macey —. TRO. co cccvccccecse 96 
Sainberg sc ancnescesaus 234 

Filing Cabinets, “Metal. 
All-Steel-Equip. Co........... = 


Art Metal Construction Co.. 
Aurora Metal Cabinet Works. ‘aut 


Auto File & Index Co........ 

Bentson Mfg. Co.........+++ ist 
Berger Mfg. ©0.......0se00% 91 
BProwne-Morse Co, .........5+ 115 


Columbia Steel Equipment Ck @o.134 
Corry Jamestown g. Corp..215 
General Fireproofing ©o...1 6, 11 
Globe-Wernicke Co........ 16, 6 
Imperial Steel Cabinet Co....204 
Invincible Metal Furn. Co... 64 


Jamestown Metal Equipt. Co. .132 
Kay-Dee Co., The.......+.+. 170 
Macey (o., RT eye 

Metal Office Furn. Co........ 77 
Premier Metal Products Oo...195 
Service Steel Products Oorp..219 
Shaw-Walker Co...........+. 119 
Steel Equi yment Oorp........ 81 
Terrell's uipment Co...... 126 
Van Dorn Iron Works Co..... 121 
Yawman & Erbe ............ 129 

Filing Cabinets, Wood. 
Auto File & Index Co........ 165 
Browne-Morse Co..........+> 115 
Globe-Wernicke Co........ 16, 6 
Imperial Methods Oo, ....... 218 
Mater Gh, Beer. sesccccesces wm 
Shaw-Walker .......+.+. 119 
Wagemaker Co, ....+s--s55> Py] 
Weis Mfg. Co....67, 68, 68, 70 
Yawman & Erbe...........+. 20 
Filing Su e 

Aigner. G. J., & Co........45. 231 
American Clip Co............. 164 
Balto, Index Mfg. Co........ 227 
Browne-Morse Co............. 115 
Filing Equipment Bureau..... pa} 
General Fireproofing Co...110, 11 


Globe-Wernicke Co...,....10, 6 
Imperial Methods 
Invincible Metal 
Macey Co., The. 96 
McGill Paper Products, Ine. 198 
Oxford Filing Supply Ce 

Quality Park Env. Co 
Rockwell-Barnes Co 
Simonson, R. A., Co 


Furn. 





Steel Equipment Corp........ 81 

Wabash Cabinet Oo.......... 113 

Weis Mfg. Co...67, 68, @, 70 

Yawman & Erbe ...........-. 
Fountain Pens. 

Conklin Pen Co., The........ 100 

Parker Pen Co........ ...-87, 88 

Sheaffer, W. A., Pen Oo..04, 5 
Furnitvre ° 

Du Pont, E. I., de Nemours.156 
Furniture Polish. 

Globe-Wernicke Co........ 105, 6 

Van Dorn Iron Works Co...121 
Gold wy we 

Aigner, B Gover cccsaes 231 
Gummed Cloth.’ 

Aigner, G. J., & Co 6henene 
Hotels. 


Great Northern Hotel .......211 


Index Card era 8. 


Cook, H. ibe canceee aseccme 
Graff, Georte = Ghee cewvase " 
Mineee Ge, Wee. .cicccccesss 
Moore Pasi Pin "Oe. "995 
Index Tabs. 
Aigner, G. J., Oe. csovnues 241 
Balto, Index Mite. Gaicccnss 227 
Cook, a = Yer 218 
Globe-Wernicke (Co........ 105, 6 
Simonson, R. @ Cdicceases 
Victor Safe z. Equip. Co. 150; 60 
Ink-Eradicato 
Ink-Out Mie. ae err 
ks, Adhesives, Etc. 
Canode Ink & Office Sup. Co.226 
Excelsior Ink Oo......... eee Bl 
General Eclipse Co...... ee 


Higgins, Chas. M., & Co.....172 
\ ft. Ferernessers 1 
Lather Ink & Stamn Pad Co..223 
Parson's Indelible Ink Co....229 


Gaerne BE Whe ccccevvsssa 192 
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Inkstands. 

Atias Staty. Corp 170 
Bachrach Speciality Co 20 
General Eclipse Co Qu 
lewis Ball Bearing Inkwell 
Co. 20 
Sengbusech 8S-C Inkstand Co..1%3 
Weeks, Frank A., Mfg. Co...196 


ay Filing & Recording Bquigmens. 

hayer Telkee Cp 10. 

Labels, Law Books and Number. 
Aigner, G. J & Co 


Leads for Mechanical Pencils. 
American Lead Pencil Co 78 
Faber, A. W Im 232 

Leather Goods. 

Nat'l Brief Case Mfg. Co 1 

Letter Distributors 
Bristow, Stanley RK 20 
Globe-Wernicke Co Oo. 6 
Imperial Methods (« 218 
Kohlhaas Co., The 135 

Letter Openers 
oO. K. Mfg. Co 
Vidaver Letter Opener Co 

Letterheads, 

American Embossing Co 228 
Goes Lithographing Co 175 

Lettering and Show Card Pens. 

Bridgeport Pen Co 2 


Library Equipment. 
General Fireproofing Co 1m, 11 


Globe-Wernicke Co 105, G6 
Linoleum Desk Tops. 
Fox, Geo. E., & Co 1™) 
Ideal Linoleum Top Co 106 
Polar Mfg. Co 184 
Sainberg Co 234 
Wagemaker (+ MM 
Lists. 
Polk, R. I & Co 21 
Leckers and Storage Cabinets. 
All-Steep- Equip Co 232 
Art Metal Construction Co s4 
Aurora Metal Cabinet Works .227 
Corry-Jamestown Mfg. Corp...215 
General Fire proofing Co 110, 11 
Globe-Wernicke Co 106, 6 
Invincible Metal Furn. Co oF 
Lyon Metal Products, Inc 73 
Macey Co The Mi 
Premier Metal Products Co..195 
Steel Equipment Corp SI 
Terrell’'s Equipment Co 126 
Van Dorn Iron Works Co 121 
Yawman & Erte 129 
Locks, Desk, Cabinet, Etc. 
Sesamee Co 144 


Loose Leaf Books and Systems. 


Accounting Devices Co 


Roorum & Pease (« 120 
FP-B Mfg. Co 227 
Irving-Pitt Mfe. Co 116 
Lioyd, W. G., Ce 86 
Moore, John { Cp 180 
Neva Clog Products, Inc.11, 224 
Sheppard, CC. E Co 130 
Stationers I I Co 15 


Trussell Mfg. Co. 74 
Loose Leaf Covers, Emb. & Decor 

Irving-Pitt Mfg. Co 116 
Loose Leaf Envelopes, Celluloid 

Markilo Co 2 
Loose Leaf Metals 


Carpenter, EF. W Mfze. Co ps | 


Loose Leaf Metals Co 212 
Map Tacks. 
Graff, George B.. 216 
Moore Push Pin Co 235 
Maps, Globes, Etc. 
Rand McNally & Co 17 
Weber Costello Co 149 
Matched Office Suites. 
Clemetsen Co The Ww 
Dietz The J. F Co 117 
freneral Fireproofing (: 110. 11 
Leopold Desk Co 141 2 
Macey Co The a8 
Memorandum Books & Devices. 
Currier Mfg. Co 21 
Fox. Geo. E., & C 150 
tiriffith Hone (€:« 108 
System Bindery oo™ 
Typo Trading Co 237 
Moisteners. 
tachrach Specialty Cx os 
Sengbuech S-C Inkstand Co 


Motors, Electric. 
Emerson Ele Mfe. Co 1 
Numbering Machines 


American Numb. Mach. Co 207 
Rates Mfe Co “7 
Force Wm 4 & Co | 
Roberts Numb. Mach. Co 177, 8 
Office Partitions and Railings. 
tilobe-Wernicke Co mH, 6 
Add-A-Unit Partition Co 211 
Oil, Office Machine 
Clarot ype Co ae 
Defiance Sales Cort oe 
Pads, Figuring Ruled or Plain 
toorum A& Pease { Pe 
Paper 
Eaton, Crane & Pike 176 
Westor Kyror Co o-% 
Wrenn Paper ( Ten 
Paper Clamps 
American Clip Co 14 
Atlas Staty Corp 7 
Deterbrook Steel Pen Co 1 
Hunt, ¢ Hioward. Pen Co 190 
Van Vatlker ry . ogy 
Paper Clips 
American ({ t Co 164 
(ook Hi. Cc ( 218 
(iraf®, George R Co 716 
Oo K. Mfe. 22 
Rockwell-Barnes (Co 17 
Van Valkenbure. I D ot 1) 











The Service Bureau of Office Appliances 


lr 
is maintained for the exclusive use of subscribers and adver- 
tisers. In the execution of its various commissions this 
bureau calls upon practically every member of the staff. It 
answers by personal letters all inquiries upon matters ger- 
mane to the field, it furnishes special reports upon articles 
of office equipment, supplies names of manufacturers of any 
article wanted, puts man and job together, prepares adver- 
tising copy, furnishes lists of desirable agents and dealers in 
nearly every country, aids foreign dealers in securing U. S. 
A. lines, and in many other ways performs useful service, 
all without charge. Subscribers in every land have made, 
and are making, good use of this bureau; manufacturers in 
every section of the field have had evidence of the service. 
Subscribers’ requests for catalogues to bring their files up 
to date, or to replace the file in case of fire or other form 
of destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 




















Paper Fastening Machines. Rubber Stamps. 
































Acme Staple Co.... Fulton Specialty Co 251 
Auto Pencil Sharpener Co Meyer & Wenthe 175 
Bump Paper Fastener Co Stewart, R. A... & Co 202 
Defiance Sales Corp. Rulers. 
Eveready Mfg. Co. Seneca Falls Rule & Bik. Co.217 
eA a A Co Safety Deposit Boxes. 
. . ‘one ‘repr ry Co 0, 11 
I. D. L. Mfg. Corp General Fireproofing Co...11 : 
: o” rine » Met. Furn. Co (4 
Neva Clog Products, Inc.101, 224 Invincible 
Parrot Speed Fastener Cp Safes. 
Rockwell-Barnes Co : Art Metal Construction Co.... S4 
Sibley, Edwin L., Mfg. Co € Diebold Safe & Lock Co.123, 4 
Victor Safe & Equip. Co..159, 60 General Fireproofing Co..110, 11 
Paste. aoa agg A Co.. 105, ot 
iSee Inks, Adhesives, Ete.) Meilink Steel Safe Co 82 
Pen and Pencil Clips. Steel Equipment Corp 81 
Detiance Sales Corp Stiffel-Freeman Safe Co 167 
Van Valkenburg, L. D Van Dorn Iron Works Co 121 
Pencil Sharpeners. ; Victor Safe & Equip. Co.159, 60 
Auto Pencil Sharpener Co...159 Yawman & Erbe vesnene 129 
Graff, George B., Co 216 : 
Hunt, C. Howard, Pen Co 190 Sales Representatives for East. ; 
Pencils. Cedar. Acorn Personnel Service 
American Lead Pencil Co 78 Rohrer, A. R 
Faber, Eberhard Salesmen Wanted 
General Pencil Co Wiggins, John B., & Co.214, 227 
Staedtler, J. S., In Scrapbooks. 
Swan Pencil Co Me Horn, W. C., Bro 235 
U. S&S. Pencil Co. 212 r s, Office 
Pencils, Thin Lead, Magazine. ouene, = I 221 
Autopoint Co 169 Sealing Wax. 
Conklin Pen Co., The 100 Luther Ink & Stamp Pad Co.22: 
Listo Pencil Co : 23 Sanford Mfg. Co 192 
Parker Pen Co oe, SS Seals, Notary and Sengesntion. 
Secripto Mfg, Co 108 Meyer & Wenthe 175 
Sheaffer, W. A., Pen Co...94, 5 Stewart, R. A & Co tr 
Pens, Lettering and Show Card. Shelf Boxes. 
Bridgeport Pen Co 215 All-Steel Equip. Co 232 
Hunt, C. Howard, Pen (+ 190 Diemer, John F.. Co 191 
Pens, Steel, Globe-Wernicke Co 105, 6 
Esterbrook Steel Pen Mfg. Co.251 Shelving. 
Hunt, ¢ Howard, Pen Co 190 All-Steel Equip Co 232 
Miller Bros. Pen Co Me Art Metal Construction Co s4 
furner & Harrison len Co Rerger Mfg. Co 91 
Picture Hooks. General Fireproofing Co..110, 11 
Moore Push Pin Co 25 Globe-Wernicke Co 105, 6 
Pins and Pin Containers. Steel Equipment Corp 81 
Defiance Sales Corp 225 Van Dorn Iron Works Co 121 
Platens, Typewriter. Sign Markers. 
Amer. Writing Mach. Co. .52, 61 Fulton Specialty Co 231 
Ames Supply (Co ISS Hellesoe, Hans. H Zt 
Bushnell Mfg. Co 22) Signs. 
Postal Scales. Davenport-Taylor Mfg. Co 207 
Hanson Bros. Scale Co Sorting Devices. 
Pelouze Mfg to Kohlihaas Co 13 
Triner Sales Co Stamp Affixers 
rriner Scale & Mfg. (+ Multipost Co 214 
Publications. Stamp Pads. 
British Stationer 240 Fulton Specialty Co 251 
Buro-Bedarf-Rundschau 240 Iuther Ink & Stamp Pad Co.22 
Mon Bureau 258 Meyer & Wenthe 175 
Punches. MunkKee Products Cp Tt 
Atlas Staty Corp Peerless Carbon & Rib. Co m0 
Roorum & Pease Co Stewart, R. A., Co 202 
Defiance Sales Corp ; Volger, B. G.. Mfg. Co 202 
Globe Wernicke Co 1m, 6 Stands for Office Machines. 
Schollhorn Wm. Co 123 Adjustable Table Co 224 
Push Pins. Harter Corp as sa) 
Moore Push-Pin Co - Premier Metal Products Co 1m 
Ribbons & Carbons. Searles Elec Weld. Works. .21" 
Alien & Co 210 Sherman-Manson Mfg. Co 221 
Ault & Wiberg Co 128 Toledo Metal Furn. Co oh L 
Buckeye Ribbon & Carbon Co.104 Stapling Machines. 
Canode Ink & Off. Supp. Co.22 Acme Staple Co 18S 
Columbia Rib. & Car Mrz Defiance Sales Corp 223% 
Co os Hoge Mfg. Co au 
Crown Ribbon & Carbon Co. .224 Hotchkiss Sales Co 182 
Imperial Mfg. Co 205 Neva Clog Preducts, Inc.101, 224 
Little, A. P In 227 Parrot Speed Fastener Cp ISO 
Manifold Supplies Co i7 Stationery, Embossed, Engraved. 
Mittag & Volger i American Embossing Co 22 
Neidich Process Co 174 Wiggins, John B., Co...214 
Old Town Rib. & Car. Co 179 Stationery Racks. 
Pacific Carbon & Ribbon Co. .201 Currier Mf¢. Co : 215 
Peerless Car. & Rib. Co 20 Imperial Methods Co 218 
Phillips Rib. & Car. Co 197 Jamestown Metal Desk Co “o 
Queen Ribbon & Carbon Co. .200 Stencils. 
Rockwell-Barnes Co 17 Meyer & Wenthe 175 
Storms. H M.. Co 256 Stewart. R. A., & Co 2 
Union Ribbon & Carbon Co 44 Stenographers’ Note Books. 
S. Typewr. Rib. Mfg. Co.2 Boorum & Pease Co 127) 





Webster iv 2 
. 


Rockwell-Barnes Co 173 


Stools. 
Conrades Mfg Co 
Crocker Chair Co 


Milwaukee Chair Co. 





Searles Elec. Weld. Wks 
Toledo Metal Furn. Co 
Storage Cases. 
Bankers’ Bex Co 211 
Jones, Fred H., & Sons .153 
Kay-Dee Co 170 
Rockwell-Barnes Co . 173 
Standard Filling Bex Co . 208 
Steel Bound Box Co... oe 
Swinging Typewriter Stands. 
Amer. Writing Mach. Co.52, 61 
Globe-Wernicke Co 105, 6 
Weis Mfg. Co ..67, 68, 69, 70 
Tables. 
General Fireproofing Co 110, 11 
Globe-Wernicke Co 105 6 
Guth, H. L., Assoc ~ Oe 
Lyon Metal Products, Inc > 
Macey Co., The. . . 
Mutsechler Bros. Co. . 46 
Premier Metal Products Co 195 
St. Johns Table Co....... 1633 


Van Dorn Iron Works Co 121 
Tablets. 

Rockwell-Barnes Co.. 173 
Telephone Accessories. 

American Electric Co. ..140 

Colytt Laboratories eC 

MacLeod Mfg. Co 6 


Victor Safe & Co.159, 6 


Thumb Tacks. 


Equip 


Graff, George B., Co. 216 

Hoge Mfg. Co. sa Su 

Moore Push-Pin Co... 235 
Time Stamps and Recorders. 

Ajax Time Stamp Co HS 

Thompson Time Stamp Co 232 
Transfer Cases. 

All-Steel Equip. Co 


Art Metal Construction Co. 
Aurora Metal Cabinet Wks 
Berger Mfg. Co. 





110, 11 


General Fireproofing “Co 
Globe-Wernicke Co 106, 6 
Kay-Dee Co., The. 170 


Macey Co., The 96 


Shaw-Walker Co .- 119 

Steel Equipment Corp. . 81 

Van Dorn Iron Works Co 121 

Weis Mfe. Co 67, 6S, 69, 70 
Trimming Boards. 

Ideal School Supply Co 212 
Type, Typewriter. 

Ames Supply Co 188 
Tyvewriter Cleaning Brushes. 

Hahn, Arthur W. 232 
Typewriter Cleaning Material. 

Amer. Writing Mach. Co. .52, 6 





Clarotype Co 





Gries, Walter ie Gibe< 

Purcell, E 

Sanford Mfg. Co . ‘ 

Webster, F. 8., Co — 2 
Typewriter Cushion Keys. 

Lincoln Rubber Key Co 2065 

Munson Supply Co M 

Peerless Key Co 145 


Speed Key Mfg. Co 254 
Typewriter Cushion Knobs & Feet. 


Ames Supply Co . 188 
Azora Rubber Co 214 
Fox, Geo. E., & Co ™ 


Peerless Key Co Te oS 
Smith Noise & Shock Elimi 
nator 2 


Typewriter Parts and Tools. 


Amer. Writing Mach, Co. .52. 61 

Ames Supply Co . 188 
Typewriters, New. 

Amer. Writing Mach. Co. .52, 61 

Rarr-Morse Corp. xO 


Corona Typewriter , 166 
Reliable T. W. & A. M. C..230 


Remington Typewriter Co.48, 125 


Roval Typewriter Co 137 
Smith, L C and Corona Tws.106 
Smith Premier Tw 52 
Underwood Typewriter Co 

tack Cover 
Varityper Incorporated 20h 
Woodstock Typewriter Co a4 

Typewriters, Rebuilt. 

Amer. Writing Mach. Co. .52. 61! 
General Typewt! Exch 208 
Regal Typewriter Co..... : 
Reliable T. W. & A. M. C 
Shipman-Ward Mfe. Co 
Smith Tw. Sales Corp 





Wholesale Typewriter Co 
Visible Index Systems. 


Globe-Wernicke Co 1a f 
Irving-Pitt Mfg. Co 116 
Sheppard, ¢ E Co iw 
Stationers Leose Leaf Co | oe 





Vietor Safe & Equip. Co.159, 6 
Wardrobes. 
All-Steel-Equip. Co 
Aurora Metal Cabt. Wks 
Furnas Furniture Co 2 
General Fireproofing Co...110. 11 
Globe-Wernicke Co., The.105, 6 
Lyon Metal Products, Inc 73 
Premier Metal Preducts Co. .19 
rerrell’s Eauipment Co , 126 
Waste Baskets. 
General Fireproofing Co..110, 11 
Globe-Wernicke Co., The..105 ‘ 
Invincible Metal Furn. Co. 4 
Macey Co., The 6 
Metal Office Furniture Co 77 
Nat'l Vulcanized Fibre Co... .17¢ 
Peerless Wire Goods Co “1 
Sainberg & Co ‘ a4 
Water Coolers. 
Cordley & Hayes . 181 
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The rate for 
Classified Advertisements 


rica 





is eight cents a word, 
Minimum charge, $1.60. 








SITUATIONS WANTED 





selling expe- 
change to 
references. 


YOUNG MAN with ten years’ retail stationery 
rience, single, at present store manager, desires 
traveling and selling for a manufacturer. Best of 
Address J-57, care Office Appliances, Chicago 





A STATIONERY SALESMAN whose experience includes out- 
side selling, buying and manager of department seeks new 
connection as representative of manufacturer selling to gov 
ernment offices or to dealers in Maryland, Virginia, and perhaps 
farther south. Has the necessary background to cover territory 
including government departments profitably Address E-200, 
care Office Appliances, Chicago. 








CONNECTION WANTED by capable office furniture 
salesman experienced in domestic business and as export 
manager for steel furniture manufacturer. Competent to 
handle any situation in office furniture field in direct selling or 
through dealers. Address K-52, care Office Appliances, Chicago. 


SALES 


line of loose leaf 


complete 
ring books, sheet 


‘TS WANTED to handle 
description: post binders, 
Our factory equipped to handle orders for 
catalog covers including embossing and air brushing. Sell 
direct to user. Exclusive territory. Good proposition to the 
right men. Let us know what territory you cover. Federbush 


Brothers Loose Leaf Co., Inc., 160 Varick St., New York, N. Y. 


AGEN 
binders of all 
holders, ete. 








SALES PROMOTION MAN WANTED 


SCHOOL SUPPLY SALES—A modern equipped factory manu- 
facturing their own paper items and carrying a large line of 
general merchandise used in the schools, is contemplating the 
placing of a man in their organization to assist in the promo- 
tion of sales. Well equipped factory as well as a complete 
printing plant. An opportunity for a young man having some 
sales management experience in a practical and theoretical 
way. All communications held in strict confidence. Address 
Chas. T. Kurtz, Personal, Kurtz Bros., Clearfield, Pa. 











MANAGER with many years’ experience selling 
abroad has relinquished his position with leading 
representative of two 
remarkable record in 


EXPORT 
office supplies 
manufacturer and is available as export 
or three non-competing lines. Has made 
building up foreign business. Familiar with trade conditions 
everywhere and personally acquainted with leading dealers. 
Will consider any worth while line of office equipment or sup- 





plies. Address M-—58, care Office Appliances, Chicago. 

SALES PROMOTION MAN with seven years’ experience in 
one of the livest advertising-sales departments in the office 
appliance industry desires to make connection with office 


equipment manufacturer in or near Chicago in a sales promo- 
tional capacity. Considerable analytical experience and doing 
special work along those lines at present, but available on 
short notice Previous employer will serve as best reference 
but can furnish any number of other good ones. Can analyze 
proposition quickly and produce type of promotional work that 























has favorable effect upon sales. Address H-60, care Office 
Appliances, Chicago 
SALESMEN WANTED 

NEVA-CLOG PRODUCTS, INC.—(See page 101 this issue) 
have territories open almost everywhere for part or full time 
salesmen. In reply give experience, compensation basis, lines 
now handled 

YOUNG MEN to sell window and regular envelopes Every 
office a prospect. Protection. Experience unnecessary. Full 


or part time. Transo Envelope Co., 3542 Kimball Ave., Chicago 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER billing and bookkeeping machines bought 
and sold. Maloney, Gilmore Co., 508 8S. Dearborn, Chicago. 


DICTAPHONES AND EDIPHONES bought, sold and ex- 
changed. We also can rebuild your machines at a very reason- 
able figure. All work guaranteed. Let us give you an estimate. 
DICTATING MACHINE EXCHANGE, 533 W. Jackson Bivd., 
Chicago. ‘Phone Harrison 0634. 


ELLIOTT-FISHER machines bought, sold and rebuilt. 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 


NATIONAL CASH REGISTERS, all styles, sizes, bought, sold 
and exchanged. We can save you money. Henry Kass, Inc., 
Cash Register Systems Experts, 640 Broadway, cor. Van Tromp 
Street, Albany, N. Y. 











Teeter- 











DISTRIBUTORS WANTED. 


JUFACTURER of leading office line wants representa- 
No objection to salesman with one or 
attractive opportunity for the 
Chicago. 





A MAN 
tive for New England. 
two non-—competing lines. An 
right person. Address O-90, care Office Appliances, 


MANUFACTURER of quick selling stationery specialty wants 
representatives to call upon stationers and jobbers in New 
England, Maryland, Virginia and vicinity, and Kansas and 
Nebraska This line is one which sells to all stationers with 
an overflow into other lines of business. Address N-77, care 
Office Appliances, Chicago. 








open for 
Remington 
remunera-— 
Bldg., 


surrounding territory 
salesman—Dalton or 
giving experience and 
MacKenzie, 224 Curry 


WINNIPEG and 
capable accounting machine 
experience preferred Apply 
tive basis desired to H. A. 
Winnipeg, Man 


STATE 
hourly! 
chines 

free trial offer! 


CITY OF 





3,000 envelopes 


MGR Marvelous invention § seals 
Sells $4.50 only; équals work expensive electric ma-— 
Offices buy 1-100. Exclusive territory. Write quick 
Rede, 15D Winthrop Bldg., Boston 

office equipment salesman for outside 
well established and operates in eastern 
connection for the one who qualifies. 
Appliances, Chicago. 











AN EXPERIENCED 
work The firm is 
Pennsylvania A good 
Address C-55, care Office 





WONDERFUL NEW SIDE LINE. Big commission with order. 
Sell printing for every business at half price. Copyrighted 
illustrations free Just take order. We do the rest. Pocket 
outfit free. Sales Manager, 1522 Wells—Van Buren Bldg., Chicago. 


DISTRIBU TORS—An established sales organization, or an in- 
dividual capable of creating a sales organization, can secure 
the exclusive distributors franchise rights in the large cities 
of the country. A very desirable dealership basis is also open 
in the smaller centers. We manufacture and control several 
patented office specialties that are quick selling items. The 
merchandise sells for cash on demonstration. This is an oppor- 
tunity to get in on a real live business that possesses excep- 
tional money making possibilities. Silent Speaker Corporation, 
333 N. 52nd St., Philadelphia, Pa. 








DISTRIBUTORS WANTED, ABROAD 





SOUTH AMERICAN representatives wanted to handle complete 
and attractive line of stationery. An opportunity for dealers 
to secure agency for a line which is reasonably priced and 
offers remarkable sales opportunities. For full information 
address G-80, care Office Appliances, Chicago. 








OFFICE BQUIPMENT MANUFACTURER 
with national distribution has openings for experienced 
character, ability and industry. Protected territory 

commissions on reorders. Training at company's 
Write Box 1016, Dayton, Ohio, about openings nearest 


sales— 
men of 
including 
expense 
you 


OUR TWO HIGH-GRADE TYPEWRITER SPECIALTIES can 
be sold by typewriter salesmen, repair men, supply and spe- 
cialty salesmen. This is a golden opportunity for any salesman 
calling on office trade Territories are being allotted now. 
Write for details and selling plans. Address B-144, care Office 
Appliances, Chicago. 








located in the East, 
openings in the following centers: New 
York City, Philadelphia, Boston and Pittsburgh. Unusually 
desirable proposition with large earning possibilities available 
to men with a thorough knowledge of the loose leaf line, in- 
cluding visible record equipment. Must be experienced in con-— 
sumer selling. Address V-—54, care Office Appliances, Chicago. 


ONE OF THE leaf houses, 


has very desirable 


OLDEST loose 





SPLENDID OPPORTUNITY for qualified bookkeeping machine 


salesman to take charge of bookkeeping machine department. 
Chicago territory national organization. Salary and bonus. 
Give full qualifications Letter held in confidence. Address 
F-77. care Office Appliances, Chicago 


LINES WANTED, ABROAD 


ITALY—DAMIANI & GIORGIO—VENICE—special organization 
typewriters and supplies. House established 1866. Particular 
interest given to portable typewriters. 











TO RENT 


FOR LEASE AS A STATIONERY STORE, a 20-foot store of 
zood depth, that has been used continuously for the stationery 
business for over 30 years. Present occupant is combining his 
stock with his father’s stationery business—leaving this valu- 














able stand vacant. Town of 13,000. A. B. Park Estate, Adrian, 
Mich. 

BUSINESS OPPORTUNITIES. 
FOR SALE—One-half interest In a stationery and office equip- 


Established more than twenty years in a city 
Average annual 
Address D-56, 


ment business. 
of 55,000 in the central section of California. 
sales $95,000. Net worth approximately $50,000. 
eare Office Appliances, Chicago. 


PROFITABLE BUSINESS FOR SALE—A _ well ——, 
typewriter and adding machine business for sale, part 

whole. Located in southern city over 100,000. Established ow 
owner over twenty years ago. Bad health makes this necessary. 
Has good trade name. Well advertised. Five leading office 
machine agencies. Large rental, repair and ribbon depart- 
ments; employ five, netting $600 and up monthly. Replies con- 
fidential. Address L-60, 





care Office Appliances, Chicago. 
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OFFICE APPLIANCES for June, 1929, will be the most 
impressive and the most important number in the 
history of the publication. It will contain a comprehen- 
sive presentation, attractively arranged, of the outstand- 
ing developments and achievements in the industry 
during the past twenty-five years. 


The Twenty-fifth anniversary of the founding of the 
publication and of the founding of the industry is made the 
occasion for this special souvenir issue which will be of 
appealing interest to all manufacturers and distributors. 


Twenty-five years ago there was no office equipment 
industry as such. No apparent appreciation of mutual 
dependence between the groups of producers and dis- 
tributors in what now constitutes three divisions of the 
office equipment industry; machinery and supplies — 
commercial stationery and all the term comprehends, 
and office furniture, supplies and accessories. No or- 
ganizations. No concerted action. In short, no industry 
as an entity and therefore, no industry consciousness. 


The fabrication of the former unrelated units into 
an entity and the creation of “industry consciousness” 
has had a tremendous effect upon the business of every 
manufacturer and every distributor in every division 


of the field. 


“Industry consciousness” has brought higher con- 
cepts of the business to those engaged in it through a 
greater appreciation of the importance of the function 
of the products which contribute economy, convenience 
and facility to business of every kind; it has also 
brought elevation of standards, improvement of practice, 
uniformity of trade customs, etc. 


The contributing factors in this progress of the in- 
dustry collectively and individually are—the evolution 
of the entire range of older products to higher quality 
and greater efficiency, their adaptation to new uses and 
new systems and inventions for the promotion of econ- 
omy and dispatch in office routine; greater dealer initia- 
tive out of which has come improved methods of retail- 
ing, better sales organizations, better informed salesmen, 
accurate knowledge of goods, better stores, improved 
store practices, more carefully selected stocks, more 
attractively arranged and displayed, dealer co-operation, 
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etc. While in distribution through the manufacturers’ 
own branches has been evolved a new technique of sell- 
ing, a new special study of the buyers’ requirements, 
more development of good will between seller and buyer, 
more intensive cultivation, etc., etc. The twenty-fifth 
anniversary number of Office Appliances will make 
permanent record of the industry’s achievements through 
these factors. No time could be more appropriate for 
such a record. Every division of the industry is flourish- 
ing; is extending its boundary lines. The foreign market 
is absorbing as much as fifty per cent of the total in some 
lines. The character of the twenty-fifth anniversary 
number will insure its favorable reception wherever it 
goes. Its designing will be appropriate to its content and 
to the occasion it is to commemorate. 


The Advertisements 


To present a story of each producer’s and distribu- 
tor’s contributing influence to the development of the 
industry would require a volume as large as Webster’s 
Unabridged Dictionary. The special articles will of 
necessity, therefore, cover briefly the development of 
the products from the viewpoint of their function and the 
progress of the industry through principles and practice. 


In the process of the evolution of the industry from 
a number of isolated units to a great commercial entity 
the products of many manufacturers have wielded im- 
mense influence. Not only have certain products devel- 
oped an affinity with other lines, as the bookkeeping 
machines with the loose leaf system, but many of the 
ideas expressed in new products have revolutionized 
manufacture in these particular lines, as the invention 
of the rubber sac by which fountain pens were made 
self-filling. 


The nature of the matter to be presented on the reader 
pages of the number lend peculiar interest and value to 
the pages devoted to advertising. Here is offered the first 
opportunity to appropriately record in advertising form 
something of each manufacturer’s constructive contribu- 
tion to the development of the industry under the most 
favorable psychology. Many products which have been 
on the market but a few years have exerted a powerful 
effect upon the progress of the industry; other products 
which have undergone no material change during the 
quarter century are stones in both its foundation and 
superstructure. 


The advertisements will participate equally with 
other contents in reader attention and interest. The 
character of the anniversary number will impress as a 
joint effort of producers, distributors and publishers. 
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1,682,779—Characterized check protector; 








£ CSF Soz 


patented Sep- tember 18, 1928, by William W. Lasker, Brooklyn, N. Y., as- 


, 1928, by Harry R. Fields, Orlando, Fla., assignor to signor, by mesne assignments, to Remington Rand iInc., New 
The E. T. Burrowes Company, Portland, Me. Serial number York, N. Y. Serial number 713,534. 
18, 1928, by 


1,683,319—Time stamp; 


No. 1,684,620—Card index; patented September 
Samuel L. Forbes, Mount Vernon, N. Y., assignor to The Globe- 


Z 4, 1 > . —. ; : - 
patented Captember =, ty Wernicke Company, Cincinnati, Ohio. Serial number 717,922. 


Joseph W. Adlon, Serial number 155,904. 


No. 1,684,429—Platen-adjusting mechanism; patented Septem- 


No. 1,683,238—Temporary binder; patented September 4, 1928, - 
. if cal Serial a 529929. ber 18, 1928, by John H. Barr, Ithaca, N. Y., assignor to Barr- 

No. 1,684.685—Pencil: patented September 18, 1928. by John P Morse Corporation, Ithaca, N. Y. Serial number 60,974. 
e 1; ° ; Pp 7 SS Ane int Product c onn . No. 1,684,801—Typewriting machine; patented September 18, 
assignor to “Autopo roducts Company, 1928, by Louis A. Nemcovsky, New York, N. Y., assignor, by 


by Antone J. Cardoza, Oakland, Calif. 


Lynn, Chicago, 
number 685,942. 


mesne assignments, to Sun Typewriter Company, New York, 


No. 1,684,545—Numbering and counting device; patented Sep- N. Y. Serial number 726,063. 


ippliances for 


the usual listing of patents issued The numerical list of patents issued 


will appear in the April number 


He travels the entire south, and Oklahoma, Kansas, Arkansas 


Business Opportunities. and Missouri, selling a popular line of high grade chairs, me- 
- a oe dium priced desks and medium priced line of steel furniture 

’ ; 8, gt ’ Dallas, Texas.—The Dorsey Company, manufacturing sta- 

anufacturers and jobbers tioner, lithographer, printer and office outfitter, Dorsey build 


Wants Abroad 


Johannesburg, South Africa. 


is well known 
Johannesburg 


ing. Poydras and Jackson streets, wishes to receive price lists 
and complementary literature from manufacturers of office 
equipment 


‘ 2 > -929° 
BL my poet ee Detroit, Mich.—Fred C. Funke, manufacturers’ agent, P. O 
n established bus 30x 244, is selling five lines to the trade in Michigan, Ohio and 
been estabii: ae $.. us! Pittsburgh He seeks a connection with a manufacturer of 
Smith a | a ease "_ eee, See ee - round out his lines . 
~ oo oe we ie > ernerville, S. C.—. 3. Stanley is open for lines to sell to 
a SS. S Seer pom hs ggg Bg dealers in the territory south of the Potomac and Ohio rivers 
manufactures and develops methods and systems for land #"4@ east of the Mississippi. excluding Florida. He is selling 
various government de desks and tables to the trade in the regions traveled. at 
filing equipment, card _ Little Rock, Ark.—The Quapaw Printing Company, 213 East 
Third street, is planning to open an office equipment and sup 


equipment: filing supplies 


Wanted Here at Home 


representation 


manufacturers 


Dade City, Fla 


ply department 
Los Angeles, Calif.—William W. Cutler, 3043 Victoria avenue 


: Ie. 2 see wishes to hear from manufacturers interested in developing the 
interested in developing trade possibilities of the territory west of Denver 
Manhattan, N. Y.—Samuel Katz, 470 Montgomery street, 
trooklyn, has established trade among office furniture dealers 
in New York City, Brooklyn and the metropolitan district. He 
building, wishes to is in a position to add non-competitive lines of office furniture 
lines in the Atlanta McGregor, lowa.—Charles F. Widman, established office out- 
distribution of a fitter, wishes to make a connection with manufacturers of 
iliness prevented con metal chairs and tables, wooden tables and tablet chairs for 
relinquish those lines school use 
New Haven, Conn.—Charles S. Stone, 148 Hubinger street, 
Shore drive, can handl New Haven, Conn., sells a well known pencil line to the trade 
He travels Illinois in New England and part of Pennsylvania He has traveled 
known manufacturer this territory a considerable period, and believes he will be able 
to take on one or two additional lines to good advantage 
representative with an estab Reading, Penna.—William Heintz is organizing a stationery 
of high grade desks store at 838-40 Penn street, and wishes to receive catalogues 
He has been calling and price lists 
many years, is well Washington, D. C.—W. B. Mallory, 3131 Sixteenth street, 
Sem 14, Care Office N. E., wishes to make a connection with a manufacturer as 
Chicago, Ill. government business representative, or salesman selling to 
Box 151, has fre dealers in the territory from Baltimore down through Wash 


desks and tables ington to Virginia, and possibiy further south 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 
True progress consists in getting these truths nto consciousness, whereby 
thoughts, words and acts are directed in accord with principle. 


“What man knows, not what he believes, de- 
termines his progress. Mankind has advanced 
because a few outstanding figures in history 
thought their way through the illusions of the 
senses and the illusions supported by custom 
and dogma. The truths they revealed brought 
them to—the hemlock—the cross—the stake 
and faggots—the torture chamber and the 
chains; doomed by theological dogma that 
took millions of lives as toll to ignorance. In 
schools throughout the world are taught today 
truths about the solar system, comets, the sur- 
face of the earth—its inhabitants—its compo- 
sition—its delineation and the antipodes, the 
penalty for believing which a few hundred 
years ago was torture or death. Astronomy— 
geography geology — medicine — chemistry 
—sanitation, zoology, etc., ruthlessly opposed 
by error and entrenched behind sacred writ- 
ings, fought every step to victory. The story 
of the warfare affords many of the most 
thrilling pages of history.”—Selected. 





“Law, not confusion, is the dominating prin- 
ciple in the universe. Justice, not injustice, is 
the soul and substance of life; and righteous- 
ness, not corruption, is the moulding and mov- 
ing force in the spiritual government of the 
world. This being so man has but to right 
himself to find that the universe is right; and 
during the process of putting himself right, he 
will find that as he alters his thoughts toward 
things and other people, things and _ other 
people will alter towards him.”—James Allen. 

x * * 


“Law rules the universe. The law of the 
unseen is as positive as the laws which govern 
in the visible. Nothing just happens. Every 
effect has its cause. Each individual is the 
sum total of his experience under law. His 
thoughts—his words—his actions—his_ con- 
tacts and his impressions.”—( Selected. ) 

* 


“By mastering our thoughts we become mas- 
ters over all that is within our world. Right 
thought (righteous thought) has power to 
make us rulers over every situation. Through 
right thinking we enter spiritual consciousness 
and therein receive kingly power.”—Selected. 


“We but half express ourselves, and are 
ashamed of that divine idea which each of us 
represents. It may be safely trusted as pro- 
portionate and of good issues, so it be faith- 
fully imparted, but God will not have his work 
made manifest by cowards. It needs a divine 
man to exhibit anything divine. A man is re- 
lieved and gay when he has put his heart into 
his work and done his best; but what he has 
said or done otherwise, shall give him no peace. 
In the attempt his genius deserts him ; no muse 
befriends; no invention, no hope.”——Emerson. 

* * * 


“As we progress in Truth, we must give up 
all tendency to deal unjustly with others. We 
must set ourselves free from all temptation and 
all desire to be lawmakers for others or to 
cause them to conform to that which we think 
is best for them. 

“We need to understand that we have ne 
right to attempt to deal unjustly with our fel- 
lows. In the divine scheme of life there is no 
provision which justifies man in meting out 
injustice to others.”—-Unity Daily Word. 

x * & 

“But through such Purgatory pain it is ap- 
pointed us to pass; first must the dead Letter 
of Religion own itself dead, and drop piece- 
meal into dust, if the living Spirit of Religion, 
freed from this its charnel-house, is to arise on 
us, newborn of Heaven, and with new healing 
under its wings.”—Carlyle. 

* * * 


“Persons are termed atheists and _ infidels 
who do not believe in someone’s idea of the 
supreme power, The Infinite Intelligence back 
of all laws and all things.”—( Selected. ) 

x * * 

“Very many ideas of the Great Source are 
held by very many groups of people. The 
progress of mankind has been retarded by the 
fact that each group has insisted that its idea 
is the correct one. Each group has revealed 
proofs to support its position—but through the 
ages the revelation of knowledge has dissipat- 
ed many of the proofs.”—( Selected.) 

x * * 

“Even devout and earnest people among us 
attribute things to God that no respectable men 
or women would permit to be attributed to 
themselves.” —R. W. Trine. 
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The Right Honorable, The 
Lord Mayor 


of London 


whose message to the 
Office Equipment Insti- 
tute of the United States 
appears on page 24. 
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Outlook Brings Satisfaction 
USINESS in all the three divi- 
sions of this field is flourishing. 
It is apparently equally good in 
office machinery, office furniture and 
commercial stationery lines. De- 
mand at home and abroad is grow- 
ing each year, and 1929 promises to 
go ahead of its predecessors in all- 
‘round, solid prosperity. 

The outlook for the Spring is en- 
couraging. All material conditions 
seem to be normal. A fairly severe 
winter seems to presage warmth and 
productiveness later, for Nature 
usually balances her activities. 

<> 


Industry’s Prestige Advances 
A’ THE office equipment indus- 
try expands it is becoming 
more and more widely recognized 
as an industrial entity rather than 
as a disassociated collection of units 
grouped for convenience. The ac- 
tivities of the industry now embrace 
the world, for everywhere the utility 
of machines for mechanical work 
involving repetitive processes is be- 
ing more and more understood. And 
in the wake of the machines follow 
all the multitude of other things 

needed in modern record-keeping. 
The most recent official acknowl- 
edgment of the office equipment in- 
dustry as an entity comes from 
the Lord Mayor of London, who 
opened the Business Efficiency Ex- 
hibition in that city late in January 
and through Office Appliances sends 
a message of good will to the Office 
-quipment Institute of the U. S. A. 

<-> 


Guild— Retailers— Manufacturers 
—A Letter. 
HE president of the Stationers’ 
(juild of America, Mr. A. 
Pomerantz, sends us copies of 
correspondence with the promoters 
of the movement for a retail sta- 
tioners’ association, for the forma- 
tion of which a preliminary meeting 
was held in Chicago last month. 
Request was made that “the corre- 


EDITORIAL 





spondence or a large part of it” be 
published for “the good of the 
cause.” Because of its length only 
the substance can be presented. 
The correspondence consists of let- 
ters from the president of the Guild 
and from William E. Ward of John 
Ward & Sons, New York; Eugene 
H. Tower, Jr., of Eugene H. 
Tower, Inc., New York; T. A. 
Steinmueller, Lucas Brothers, Bal- 
timore; Charles L. Mitchell, Crane 
& Company, Topeka, Kas. ; William 
Henry Brooks, William Murphy 
and Sons Company, Philadelphia, 
and Milo Schuitema of Tisch-Hine 
Company, Grand Rapids, and a 
three-page communication from the 
Guild president to Guild members 
throughout the country. 


In all of the Guild member let- 
ters the writers offer the Guild or- 
ganization as an instrument for re- 
solving difficulties with which the 
dealer may find himself confronted. 
Opinion is expressed that a retail- 
ers’ association would add nothing 
that is not in one way or another 
already provided for promoting the 
progress of the business. It is sug- 
gested that co-operative buying by 
a widely scattered group is imprac- 
ticable and that better results may be 
secured through buying from some 
purchasing agency even if the num- 
ber of lines to be secured from such 
source is limited. It is considered 
that commission to the purchasing 
agent would be as effective, as far 
as group buying is concerned, as 
dues in the association. As for the 
several other objects suggested as 
reasons for a retailers’ association, 
Guild is offered as “the answer to 
all of the problems of the retail 
stationer.” 


Two paragraphs in one of Mr. 
Pomerantz’s letters present the 
claim in full. “The Stationers’ 
Guild of America offers the only 
sound, commonsense assistance to 
the stationery industry and it has 
placed our industry on a higher 


plane by changing the conditions 
which threatened its destruction. 
The manufacturer can not assist 
with his own standard brands of 
goods, for he must sell these goods 
to any dealer who has established 
credit and who wishes to purchase 
the merchandise; consequently, the 
stationery business is taken out of 
the channels of the retail stationer 
and directed into other channels. 
“In Chicago it was remarked by 
one of the stationers at the meeting 
that if all the stationers would join 
the Guild movement, the manufac- 
turers would start chain stores as a 
reprisal. This is the usual bugaboo 
spread by the representatives of the 
manufacturers opposing Guild, but 
to the thinking stationer this is ri- 
diculous, for if all the legitimate 
retail stationers were to merchan- 
dise Guild products, all good manu- 
facturers would be willing to man- 
ufacture Guild stationery for the 
retail stationers in addition to their 


standard brands which could be 
supplied to fulfill all other de- 
mands.” The statement that “if all 


the legitimate retail stationers were 
to merchandise Guild products, all 
good manufacturers would be will- 
ing to manufacture Guild stationery 
for the retail stationers in addition 
to their standard brands which 
could be supplied to fulfill all other 
demands” appears to disclose some- 
thing of Guild dealer dependence 
upon standard brands. Or is it in- 
tended that in event of Guilding all 
articles the “other demand” is to be 
fulfilled through other channels than 
the present stationery dealers? 
Surely Guild with one item for 
every purpose Guilded would not 
expect manufacturers to furnish the 
standard brands as a sort of “come 
on” for Guild brands, with salesmen 
instructed to urge the private brand 
in every transaction. 

By what arrangement could “all 
good manufacturers” share in the 
Guild order? How, for example, 
would the writing ink order be di- 











BS 
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the carbon paper and rib 
bons, the fountain pen, the loose 
leaf, the filing cabinet, etc., 
And how attain uniformity 1m arti 
cles produced in a number of fac- 


vided 


etc. ? 


tories ? 
The Guild idea carried to logical 
would put every item 
Guild brand. Is it “ri- 
reflect upon what 

happen in such 
event, say, for example, if every 
established dealer in Philadelphia 
sold only Guild trademarked goods? 
No “reprisal” on the part of the 
manufacturers would happen. The 
day the established houses opened 
with Guild lines exclusively, there 
would be opened other — stores 
throughout the city to furnish the 
popular favorites. Enterprising men 
of experience, backed with ample 
capital, would jump at the oppor- 
tunity which, in street parlance, 
would be some opportunity. The 
older dealers would find themselves 
in competition with the established 
products upon which the success of 
the business has depended in_ the 
past and will continue to depend in 
the future. 

Now, if Guild with comparatively 
few articles at present represented 


conclusion 
under the 
diculous” to 

would certainly 


in the line has for its members 
“saved the business from destruc 
tion’ and has “solved their prob- 
lems,” then the members who com- 


pose it have reached the stationery 
Elysium where “it ain’t gonna rain 
no more ~ 

With certain lines the Guild 
dealer may and probably does find 
satisfaction. But if the lines were 
extended to include under the trade 


mark each article handled, that 
would have little effect upon the 
conditions with which the dealer 


would be confronted in his com- 
munity, for it is beyond hope that 
every dealer in the community will 
become a member of the Guild or- 
ganization. Nor would this be de- 
sirable from an economical point of 
view. In theory it would place the 
country’s entire stationery business 
a group of manu- 
products and 
other fac 


in the hands of 
facturers of (Guild 
would lown every 
tery unless the other manufacturers 
found other outlet for their goods. 
And after all, isn’t the business 
that Gsuild dealers secure upon any 
item of their stock directly 
ible to the effort of some producer 
vho blazed the trail? 
By branding certain 


4 le ms 


trace- 


{ nuld 
meni- 


lines 
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Goes No adopt 


secure for its 
bers some increased profits on those 
particular goods, but what percent 
ve of the profits on the total busi 


lines contribute \1 
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they the outstanding things upon 
which the success and prestige of 
the house is predicated? Or is that 
success dependent upon goods which 
the manufacturer has established in 
public favor? And is it not the flow 
of new things upon the initiative of 
the manufacturer that keeps the bus- 
iness from becoming static ? 

A Word for the Manufacturer 

In the outset, be it said that the 
dealers’ function in _ distribution 
makes the retailer the most valu- 
able asset of the manufacturer who 
does not sell his product direct to 
the consumer. The dealer’s pres- 
tige in his community, his enterprise 
and capital are important factors in 
the manufacturer’s success. All 
manufacturers appreciate this fact. 
But the conditions of the relation- 


ship are not ideal in every case 
The manufacturer has occasional 
losses and disappointments. Bills 


are not always paid promptly and 
there are even times when the man- 
ufacturer has been left “holding the 
bag.” 

But giving distribution its full 
meed of praise, it must be conceded 
that the motivating force of the 
business is the ideas of the manu- 
facturers. hese ideas keep the 
business pulsating and progressing, 
ever widening its boundary lines 
with some article for new usage or 
developing the established products 
to higher standards and _ greater 
utility. 

The fountain pen affords a con- 
vincing illustration. ‘Twenty-five 
years or more ago an eastern foun- 
tain pen manufacturer’s idea of a 
new standard of quality and an ex- 
tensive national advertising cam- 
paign, then unusual for such a prod- 
uct, popularized the fountain pen. 
Some years later the idea of an 
Ohio manufacturer, the employment 
of the by which foun- 
tain pens self-filling, 
gave great impetus to sales. A few 
vears later a mid-western manutac- 
ilea of barrels 
and the idea of another mid-west- 
ern manufacturer for putting the 
barrels in color not only advanced 
the popularity of the fountain pen 
tremendously, but more than dou- 
bled the amount of the average 
hese ideas enabled the dealer 


rubber sac 
were made 


turer's oversized 


sale 
to make as much net profit in the 
sale of a fountain pen as had tor 
involved in the entire 
transaction. The idea of the foun- 
tain pen desk set by one of these 
mid-western manufacturers has cre- 
ated a volume of business probably 
equal to the total volume of foun- 
tain pen business twenty-five years 


merly been 


ago 


, 1929 


Every article in the stationer’s 
store is the expression of the idea 
of some manufacturer. 

Why, then, any instrumentality 
against the manufacturers? As 
dealers are necessary to the manu- 
facturer, so are the manufacturers 
necessary to the dealers, and what 
aside from initiative, industry and 
integrity are the dealers’ best assets 
but the agencies for the lines of cer- 
tain manufacturers ? 

The vast majority of dealers, 
including Guild distributors, of 
course, give the manufacturer full 
credit for his part in the combina- 
tion of production and distribution 
which makes the stationery business 
an important and profitable enter- 
prise. The head of one of the larg- 
est businesses in the field, whose 
accounts are desired by every manu- 
facturer, when interviewed upon the 
subject recently, said: “The manu- 
facturers have been our best friends 
and have helped to make our de- 
velopment possible. No difficulties 
arise between us that are not re- 
solved by mutual good will.” 

l‘or difficulties that originate with 
the manufacturer through condi- 
tions that he can control, a solution 
must be found. His interest is one 
with the dealer’s interest. It must 
not be forgotten, however, that, like 
the dealer, the manufacturer has 
problems that grow out of compe- 
tition and that circumstances some 
time bring situations that he cannot 
avoid. All is not “beer and skittles” 
in the production end of the busi- 
ness. Nor incidentally is it all 
profit. Yet once in a while when 
the Foreign Missions Board desires 
to send a missionary to the South 
Sea Islands, or when the music com- 
mittee reports the need of a new or- 
gan, or the Dorcas Society expresses 
a wish for more quilting frames, 
some good deacon suggests that the 
prorated among the 
manufacturers. And the manufac 
turers come through smiling. Just 
as the retailers do when approached 
by some of their customers for sup- 
port of some community enterprise 
which they are assured will be to 
their advantage ; and with the same 
inner feeling. 

\ctually, manufacturer and deal- 
er are in partnership. The success 
of one depends upon the success of 
the other. \nything that can be 
lone to promote that mutual interest 
without injury to anyone else makes 
for stability and permanence of the 


expense be 


business. 

in business relationships, as in all 
other relationships of life, the ideal 
condition is not to be achieved. The 
like everything 


stationery business. 
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problems. Ralph Bauer, Charlie 
Bellman and I were sincere in our 
belief that it could be done. Last 
fall Ed Sell wrote to inform me that 
he had been corresponding with 
Charlie Thom of Detroit with the 
idea of a retailers’ association, but 
no movement was started. 

Some time in February last year 
the idea was again brought out. 
After talking with Mr. Kennedy of 
St. Louis it was concluded not to 
act at that time because it might be 
interpreted as something inimical to 
the National Association of Station- 
ers and Manufacturers who were to 
have a convention in the fall. 

Many of those concerned know 
these facts. Those interested in the 
retailers’ movement appreciate the 
accomplishments of the National 
Stationers’ Association but there are 
many problems in the business with 
which the manufacturer is not con- 
cerned. Many things which an ex- 








WHAT D'YA MEAN—RETAILERS AND MANUFACTURERS PROBLEMS? 


john W. Graham (left) and James J. Graham (right), president heavy hauling. They are just opposite their ranch near the 
and secretary-treasurer respectively, of John W. Graham & Alamo in Hidalgo county, Texas. Next we see Mr. 
o., Spokane, at the company’s annual costume ball, an im is Governor of the Bighth Regional District, 


portant social event in which 400 couples 


a riot of laughter 


Below is Ernest C Hazel of the Lockwood 


Stationery 


across the line in Old Mexico, where the 


joyously participated 
recently John W. was arrayed as an old-time western sport 
ind gambler, while James J.’s impersonation of a hick caused 


aboard his tractor. 


oxen still do the 








else, is always in process of evolu- 
tion. Old problems will be resolved, 
but new difficulties are attendant 
upon the process. Mutual forbear- 
ance and friendly consideration is 
the only resolvent. But the prob- 
lems will be solved and the business 
pushed to greater heights. What- 
ever the vexations, temporary or 
permanent, the stationery business 
is throbbing with activity. It is a 
main division of the office equip- 
ment entity which is now one of the 
country’s outstanding industries. 
<> 


THE LETTER 
February 20, 1929 
Editor, 
OFFICE APPLIANCES, 
Chicago. 

\While attending a meeting of the 
retail stationers in Chicago last 
month | was amazed to encounter 
the statement that my interest in the 
movement for a retail stationers’ or 
ganization is inspired by my dis- 
ppointment in not being made gen 
ral manager of the national sta- 
tioners’ organization. Someone has 


CTa 


circulated a report in several quar- 


ters of my being “sore” on that ac- 
count. Can you beat it? 

No one knows better than you 
that if I had any inclination to leave 
the business, of which I have been 
a part for so many years, I would 
have accepted one or the other of 
the two offers of several thousand 
dollars more per year than the fif- 
teen thousand dollar salary which 
goes for general management of the 
national association. 

While even that sum a year is 
undoubtedly more than I am worth, 
and may even be more than finds its 
way into my private account, you 
know that the offers were no 
temptation for me to leave the busi- 
ness, to the upbuilding of which | 
have devoted twenty-four of the 
best vears of my life; and to leave 
the place where home and friends 
are my greatest assets. 

You know also that this retail 
stationers’ organization was first 
proposed several years ago at a 
meeting in Chicago. At that time 
the national officers, of which I was 
one, persuaded the group to drop 
the idea in the belief that the na- 
tional organization would solve the 








superintending 
irrigation work on the ranch, and at the bottom is Mr. 


We know a stationer who presented his state with a mountain 
to be used as a park; another has an estate in Alabam’, with 
his own river ’n everything. A manufacturer in this fleld owns 
Hazel Printing and a hotel in Florida, and we even heard of another manufacturer 
Company Atchison, Kans with Mrs. Hazel just who had patiently saved up enough money to take his family 
to Europe and get them back again. 











or 
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clusively retailers’ organization can 
consider and try to change for the 
improvement of the business. 

While I was not in accord with 
some of the actions taken at the 
West Baden convention, | am sport 


GUIDING 


HERE two principal mat- 
ters with which retail stationers 
have most reason to concern them- 
stock control and 


are 


selves. They are 
correct bookkeeping. Reliable rec- 
ords which show what one must 


know about the business, and a con- 
trol of stock which prevents the 
waste of accumulated, dead or slow 
moving goods are two of the foun- 
dation stones of business. 
Good bookkeeping determines when 
one is making money and when he 
is not; it presents the facts; it is 
the final analysis of the activities 
which make up the business, show- 
ing which way one is headed. Book- 
keeping is not hard to learn. 

And good stock keeping can also 


gC I vd 


be learned—there is no mystery 
about it—no psychological hocus 
pocus no Freudian complex — 
nothing but plain, concrete facts, 


figures and sense. 

If one finds his business headed 
the wrong way, the bookkeeper’s 
records ought to give an idea of 
where the leak is. Having located 
the trouble, one asks, what is the 


remedy? One uses energy and 
common sense. No genius is re- 


quired. 

There are, of course, more fac- 
tors than these which can wreck a 
business, but without good records 
and a good stock keeping system, 
the matter of profit is a hit-or-miss 
affair. 

Buyer Outside the Picture 

Too much importance, I think, is 
laid on the subject of buying. A 
stationer whose account is worth 
having is not put upon by manu- 
facturers. He who is sound, ener- 
getic and establishes himself as a 
comer has little need to worry about 
not being given the best the manu- 
facturer has to offer. To be sure, 
there are some manufacturers who 
are riding two horses, but in prac- 
tically every line in our field there 
are those who are not. It is up to 
the dealer to choose those lines 
which he prefers. For stationers to 
be seeking here, there and every- 
where for a hoped-for ten per cent 
from manufacturing houses is not a 
good sign. Far better would it be if 


enough to accept what was approved 
by the majority of those attending 
the sessions and to do anything | 
can consistently do to help the na- 
tional organization. 

As some may misunderstand the 


—* 


object of the retailers’ association 
movement, I will be glad to have 
you publish this letter. 
Yours sincerely, 
(Signed) C. L. MircHety, 
Secy., Crane & Co., Topeka, Kan. 


FACTORS IN RETAIL 
STATIONERY 


Being a Few Suggestions 
Gleaned by an Office Appliance 
Representative in a Recent Unof- 
ficial Interview with Harry G. 
Horder. 


Note.—N ot being an adept at the 
art of shorthand, the reporter was 
unable to reproduce Mr. Horder’s 
pungent expressions verbatim. The 
best he can do ts to attempt an out- 
line of the thoughts expressed om 
the various matters brought up as 
a message from one stationer to an- 
other. Mr. Horder intimated a 
preference to remain incognito. We 
feel, however, that it would be a 
mistake not to mention his name, 
because for years he has given that 
business the benefit of close, accu- 
rate and logical thinking, and has 
himself profited from the experi- 
ence of his able father and a rather 
exceptionally brilliant staff of asso- 
ciates. To native ability Mr. Hor- 
der has added a rich experience, 
which qualihes him to speak with 
authority on the stationery business. 


every stationer were to put his own 
house in order; tabulate his facts 
and figures, and find out all of the 
things he should do to make his 
business better. He will find that 
the information he needs is to be 
had with little trouble. Investiga- 
tions through associations and trade 
paper channels have _ established 
principles which may be applied to 
every stationery business. Obvious- 
ly, however, the dealer must take 
the initiative—no one can help with 
information until he knows what is 
wanted. All the practical problems 
of retailing have been solved—but 
different conditions call for differ- 
ent applications. 

Does the dealer question what he 
may pay as rent? We can answer 
that it depends on what items of the 
business he stresses. If his chief 
emphasis is on the heavier items, 
such as office furniture, machines, 
etc., with comparatively few of the 
smaller items, the percentage he can 
afford to lay out on rent may be 
different from what he can afford 
ta pay if seventy-five per cent of 


his business is in the straight com- 
mercial stationery lines. Ordinar- 
ily, the commercial stationer can- 
not afford to pay more than five per 
cent of his gross sales volume for 
rent, assuming always that his gross 
margin is forty per cent, which 
must represent the average gross. 
If the furniture department, for in- 
stance, does not make that much, 
then some other department must 
make enough more to bring up the 
average. Here in Chicago we have 
to make more than forty per cent 
gross, but I believe in smaller com- 
munities that percentage will leave 
a fair net profit. No dealer can get 
far unless he knows how to tabulate 
his overhead on a percentage basis. 

No matter what the volume of 
sales, the outlay for definite ex- 
penses, such as rent, salary, etc., 
should not go above the percentage 
assigned. 

We hear a good deal about de- 
partmentization in the _ stationery 
store and about training men for 
special, exclusive lines such as loose 
leaf, visible systems, office machines, 
office furniture, etc. This is all in- 
teresting from a theoretical stand- 
point, but what stationer can do it? 
Take our own stores, for instance. 
We have ten stores in Chicago. 
Where would we be if we attempted 
to put loose leaf specialist, a card in- 
dex specialist, an adding machine 
and typewriter specialist and an of- 
fice furniture specialist in each one 
of those stores? Obviously, such 
an attempt would be ridiculous. Just 
to illustrate, let me cite the example 
of one of the stores we took over 
a few years ago. After the deal 
was consummated, we sent two or 
three of our good men over to the 
store to see how the business was 
running. There were a half a dozen 
customers waiting in the center of 
the store, leaning on showcases ; two 
or three salespeople in the front part 
of the store were idle, while two 
others in the rear of the store were 
busily engaged with customers. Our 
men inquired of the salesmen in 
front why the waiting customers 
were not being cared for. “Oh,” 


the reply was, “they want things 
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that aren’t in our department. Some 
of them want loose leaf goods and 
two or three of the others want to 
talk about filing cabinets. Our de- 
partment includes pens, pencils and 
lighter stationery.” I hardly need 
say that that condition was very 
shortly remedied—not by discharg- 
ing the clerks of the old store, but 
by placing them in our other stores 
to learn our system and putting our 
own men in the store just pur- 
chased. 


In the average stationery store 
the specialist is not needed. Any 
man with enthusiasm and sound 


sense can become sufficiently well- 
informed on everything in the sta- 
tionery store to sell the goods. We 
have hardly a man on the floor who 
could not register a mark of ninety 
per cent if examined on his knowl- 
edge of the stock, and many of 
them would go higher than that. 
Now, of course, we have depart- 
mentization and we do use special- 
ists, say in office furniture and office 
machines, but we do this, not be- 
cause our men cannot sell these 
things, but because we must per- 
force centralize certain lines and 
manage them after the accepted sys- 
tem for specialty departments. 
The Question of Rent 

You ask whether the rent prob- 
lem could not be handled by station- 
ers moving to the second floor. My 
answer is, no. If one does a heavy 
business such as furniture or heavy 
office machines: and simply operates 
a sample room, trade can be brought 
upstairs about as well as anywhere 
else, but the average commercial 
stationery house is better off in a 
ground floor location with suitable 
show windows. To neglect the 
show window is to lay the weight of 
the business on the outside solici- 
tors. I assume that a correct pre- 
mise is that a business must start 
at home. Show windows are all im- 
portant. A dozen stationers use 
them properly where five hundred 
do not. The stationer who attempt- 
ed to move his store upstairs would 
be trying to make people go to per- 
sonal inconvenience to buy the class 
of goods he sells. The commercial 
stationery business is made up of a 
multitude of more or less related 
items and the customers of the com- 
mercial stationer are not what may 
be termed people of the leisure 
If a man buys a book to 
read, he has the leisure to pick it 
out. He will go to the basement to 
get it if need be. If he buys an 
adding machine or a desk he takes 
the time necessary to select what he 
wants and will willingly go up 


class. 


stairs; but the hundreds of custom- 
ers a day who buy ink, pens, pencils, 
filing supplies, index cards, and all 
the multitude of smaller things, 
some of them during the noon hour, 
are on a time schedule. They buy 
quickly and get out. Nothing but 
some special inducement that always 
costs the dealer money will get such 
people above or below the ground 
floor—and then only a small pro- 
portion of them. The stationer 
must be a service station to the pub- 
lic for what the public must have. 
It is the convenience of his store as 
represented by its ease of access; 
by its trained and competent sales 
people; by its well-selected stock, 
and by informative windows, that 
brings in volume of store trade. The 
stationer cannot afford to despise 
the day of small things, and this 
brings me to a story which I like to 
relate. Some years ago we had oc- 
casion to approach John J. Mitchell, 
who was probably one of the ablest 
men who has ever graced the bank- 
ing business in Chicago, and I was 
assigned as the one to see Mr. 
Mitchell for the accommodation de- 
sired. Mr. Mitchell, on being in- 
troduced, said, “Oh yes. I know 
your company. I went into your 
store across the street the other day 
to get one of these little pocket, loose 
leaf note books. I did not know a 
soul in the store, but the first clerk 
who saw me asked me what I want- 
ed and when I told him he went to 
considerable trouble to find the ex- 
act book. It took him perhaps ten 
minutes, but he found it. Your store 
service is excellent.” 

I replied as best I could, express- 
ing the gratification of the Horder 
organization and asked if by any 
chance the clerk knew him. He 
said absolutely not—that he was the 
veriest stranger and that he believed 
any man would have gotten similar 
treatment whether carpenter, banker 
or truck driver. 





HARRY G. HORDER 


The result of the interview was 
that I got the accommodation we 
wanted. Mr. Mitchell realized that 
our men as a whole probably repre- 
sented the spirit of our business, 


Store Man Has Broad Contacts 


The man in the store represents 
the company, and he makes or 
breaks its reputation for service. | 
for one do not believe in graduating 
men from the inside of the store 
outside. To my mind it is much 
more sensible to graduate the out- 
side men inside. It is, of course, 
different with specialty men who 
must get their living by pulling door 
knobs. At that, the specialty man 
seldom sells the real chief in a big 
office, whereas the inside man must 
be ready to meet everyone. Nobody 
is so great or so busy he can’t drop 
into a stationery store for a per- 
sonal purchase. Such contacts may 
be of immeasurable value. 


I am told that customers shop 
around, but I don’t believe it. Peo- 
ple who buy stationery don’t shop 
nowadays. What they want is a 
fair price and service and they go 
where they believe they get it. The 
time factor is of more importance 
than small differences in price. 


To return to the subject of de- 
partmentization for a moment. We 
had no specialists for many years, 
but we felt it the obvious thing to 
get the best we could out of every 
man we had. Accordingly, we es- 
tablished schools. One morning 
each week the managers met and 
listened to a demonstration by some 
manufacturer’s representative. Then 
the buyer talked, because he has 
contact with the manufacturer. 
Meetings were arranged so as to 
give the maximum amount of in- 
formation that each man _ could 
handle. They then returned to 
their respective stores and during 
the week called a meeting of the em- 
ployees, passing on the information 
they had received. There was no 
evening work, because experience 
shows that men who are tired and 
want to get away to their own af- 
fairs are not receptive to new ideas. 


What store people need is infor- 
mation—customers like to deal with 
men and women who know the busi- 
ness in which they are engaged, but 
who aren't self-opinionated about it. 
It requires a salesman who knows 
what things are best for certain 
uses to sell items that fit the needs 
of customers. A courteous man ap- 
plies the right psychology when he 
sells a needed article to a customer 
so that the customer will remember 
pleasantly and come again. 
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WHY I KILLED THE SUPER SALESMAN 


Y NAME, gentlemen, is Cas 
M par Milquetoast, U. C., and 

[ am a most unfortunate 
person. I will tell you why I am. 
[ have a wife and three children 
and a mother-in-law, although it had 
been my intention to live and die a 
bachelor; and I seldom have more 
than two cents in my pocket when 
| reach home. I am a victim 
super-salesmanship. I am asking 
you what can be done about it 

* x 
| Caspar was inspired to relate his 

troubles by an article published pre- 
viously in Printers’ Ink Monthly 
regarding a druggist who sold $4.00 
worth of drugs and a box of candy 
toa man who wanted but two 
bits’ worth of carbolic acid. 
Caspar explained, also, the 
significance of his title, “U 
C.” It means “ultimate con- 
rumer.”’ | 


ol 


Gentlemen, [| am _ being 
quite frank with you so that 
you will able to tell me 
what I had better do. I have 
always been this way. When 
[ was a bachelor | was asked 
to a home to hear the new 
phonograph and before | 
knew it I had been loaded 
with a wife and a mother-in- 
law, neither of which | 
wanted. That is how super 
salesmanship works with me 
My first child was a girl and 
[ wanted no more children, 
but my wife was a super 
salesman and, the first thing 
I knew, she had sold me the 
duty of becoming a father 
again. I said to the doctor, 
“Doctor, this time it must be 
' boy,” and do you know what he 


did? He sold me twins. 
* 


be 


nve 


I do not like to suggest such a 
thing, gentlemen, but is it not pos- 
sible that this new super-salesman- 
ship is not so new after all but only 
the old nuisance stuff of the barber, 
which drove most of us to using 
safety razors rather than an- 
noyed with urgings to be shampooed 
and massaged when we wanted only 
a shave and-be - quick - about - it. 
Might not my father, Mr. Patient 
Milquetoast, who was sold so much 
Mr. Gilbert, say—the next time 
he wanted two bits’ worth of car 
bolic acid—‘“To the devil with that 
store that a lawn mower, 
‘wo dozen eggs and a pin cushion 
‘very time I want a quinine pill; I 


be 


by 


sells me 


SUPBR 
cent 


In Part, as Told by Caspar 
Milquetoast, U. C., to Ellis 
Parker Butler in Printers’ 
Ink Monthly — Copyright, 
Reprinted by Permission 


will go to Jinks this time!” I may 
be wrong about this. What do you 
think ? 

* * 

\n Ultimate Consumer, gentle- 
men, expects to have to put up with 
some of these unpleasantnesses be- 
cause he knows a dealer must sell 
every man enormous quantities of 


things he does not want—because 
what does the Ultimate Consumer 
exist for if not to let the super- 


When a 
sold a 


SALESMANSHIP goes in 


lead pencil and is 


man 
sewing 
to 


business is 


getting 


business 


merchandise 
like the 


the 


nuch barber 


salesman practice on him?’—but 
when I began to moo like a cow | 
was sure I had been super-sold too 
much Decorticated Milk by the 
eager salesmen who were contacting 
the soda fountains in our town. I 
was sure of this, gentlemen, when 
| found myself going into a feed 


store and asking for a bale of 
hay. 

“One bale of hav—yes!” said the 
feed dealer; “I will send it up to 


vour home this afternoon. And how 
about a couple of barrels of lime 
and a ton of.sheep manure? Have 
you seen our paris green? We have 
it in neat ten-pound cartons. ,I bet 
vou have not taken home a carton 
of paris green to vour mother-in- 
law in a long time, have you?” 
No, gentlemen, I hadn't, but I 





to 


a machine, a 
can of beans and two volumes of Maupassant for a total 


of 856.75 be 


would buy one then, and that is 
what I call real selling. What I 
want to know is what I am going to 
do with two barrels of lime. 

Now, gentlemen, what I am ask- 
ing you is how I am going to pay 
my taxes, or shall I let my property 
be sold for them? I am afraid the 
butter fat of the Decorticated Milk 
has seeped into my cranium and 
taken the place of my brains. For 
sales talk purposes we Milquetoasts 
have always been considered simple 
minded, but I fear | am becoming a 
fat head. Only yesterday I took 
my twins to the zoo and asked the 
man to sell me a bag of peanuts, 
and before we had got away 
he had sold me a camel and 
a giraffe and a half interest 
in the hippopotamus. He 
would have sold me the com- 
plete menagerie from stem 
to stern if I had not run out 
of money. “I bet you have 
not taken a hippopotamus 
home to your wife in a long 
while, have you?” And I 
burst into tears. 

x *« x 

| Caspar narrated how he 
had been super-sold by a de- 
partment store clerk so that 
his purchases were more than 
twenty trucks could carry. 
The proprietor told the 
super-salesman: “George, 
you are fired! You do not 
know your business! While 
you had that poor mutt of a 
Milquetoast in the buying 
mood you should have sold 


him the escalators!’ | 
c * 


buy 


too 

Now, gentlemen, what | 
am asking you is whether you can 
give me any assistance in the trouble 
in which I now am. No doubt it is 
the article you had in your publica- 
tion that has set all the salesmen in 
our town to super-selling in this 
way, and perhaps you can give me 
some advice or tell me the name of 
a good lawyer, because I will tell 
you what occurred. 

I, Caspar Milquetoast, U.C., ama 
good citizen, and I am eager to do as 
Mr. Henry Ford advises and spend 
everything I have, and I have done 
but I think there must be a 
streak of insanity in my family, for 
I have done a terrible thing. While 
the trucks from the department 
store were unloading the purchases 
I had been so cleverly super-sold I 
went to the pie wagon on the corner 


SO, 
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to buy myself a sandwich. I said 
to the man behind the counter, “Joe, 
give me a ham sandwich,” and he 


said, “Yes, Mr. Milquetoast, but 


before you eat it may I call your 
attention to these excellent digestive 
selling to our 


now 
and 


tablets we are 


best customers ?” before I 


thought, I picked up the cash regis- 
ter and hit him on the top of his 
head and he fell dead. 


I am now waiting for the officers 
to come and arrest me, gentlemen, 
and I am asking you if I should 
plead insanity? Or should my plea 


be justifiable insanity? Will the 
judge say, “Go, Mr. Milquetoast. 
you have merely removed a con- 
founded nuisance,” or will he not? 
That is what I would like to know, 
gentlemen. Or should I[ have 
bought the digestive tablets? Please 
tell me. 





ATTRACTIVE AND COMPREHENSIVE 
THE LOS ANGELES DIVISION OF THE 
PANY.—Whether one does his vacation 
something in the above window which the 

arrow at the left 


points to the 


8c 8888 es0Qnurm * 














UNIVERSITY TYPEWRITER COMPANY FIRST TO SHOW 
NEW REMINGTON PORTABLE IN SEATTLE.—The ex- 

hibit, made during an annual automobile show on the Uni- 
versity of Washington campus, created much interest 


No Hootch There 


An eastern typewriter company, a considerable part of 


whose business consists of the rebuilding of typewriters, 


tly from two young men. They were 


received a visit rece! 
good looking and impressive enough to be typewriier men. 
Che 


and inquired 


his order book 
“That's 


the point,” replied the spokesman of the pair, “what are you 


manager of the reached for 


“What make are you looking for?” 


company 


making?” “Typewriters, of course,” answered the man- 


ager. The young man then explained that he and his com 
panion were Federal agents come to look for a still alleged 
building. 


to be in the [The manager volunieered to guide 


them and a thorough search of the factory and premises 
was made, but no still came to light 

Bootleggers admittedly make more money than _ type- 
writer men, but the longer life expectancy of the latter is 


WINDOW 
SCHWABACHER-FREY 
traveling by 
traveler will find essential to his convenience. The 


store 


THOMAS OF 
COM- 
there is 


DESIGNED BY J. CLAY 
STATIONERY 
motor or airplane, 


rail, boat, 


entrance, 736 South Broadway. 











BLIND GIRL EXPERT REPORTER.—Miss Mabel Green, 
London, Eng., blind from birth, was official reporter at the 
National Conference of Blind Workshop representatives. She 
used the Stains—by—-Wayne-Braille shorthand writer, taking 
about 160 words a minute.—International Newsreel Photo. 


some compensation for the absence of large wads of kale. 
With life and liberty may pursue happiness, even 
though, as Mr. Edison is said to have recently intimated, 


one 


one seldom catches up with it. 


a 
N. C. R. Class 3000 Accounting Machine 
[he National Cash Register Company, Dayton, Ohio, 


has designated the Ellis adding typewriter, now a N. C. R. 
product, the Class 3000 accounting machine. The National 
Cash Register Company is now prepared fully, through its 
complete line of business machines, to meet all require- 
supplanted the old hand 
methods in The Class 3000 ma- 


chine has been demonstrated, through actual experience in 


menis where machines have 


the conduct of business. 
unexcelled characteristics of accu- 


many cases, to possess 


racy and speed. 











ee 





Hy 
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APPROPRIATE SUGGESTIONS GET 
THAT SECOND SALE 


By Charles N. Tunnell 


VERY 


makes suggestions for other purchases. 


enterprising salesman when completing a sale 
Sometimes 

in accordance with a pre-arranged plan for the day 
some special item that it is desired to push that day is 
brought to the customers attention 


F. H. Wottrich, manager of Wilson's Store, Houston, 
Texas, has established a practice worked out upon a 
psychological basis, the idea being to bring to the cus- 


tomer’s attention articles closely akin to the one which cus- 
tomer has purchased 

“There is nothing that can be as forceful as proper sales 
but these suggestions must not be too obvious 
merchandise that the 
to create the wrong re- 


Suggestions; 
or too foreign to the prospect has 
come in to buy, for it is as easy 
action to sales suggestions as it is to create the right re- 
sponse. For this reason, we suggest for the extra sale 
some article that groups with the article first purchased,” 
says this stationery merchant 

Mr. Wottrich continues, “We have regular sales meet- 
these meetings concrete sales demonstrations 
For 
of type cleaner for a typewriter. The average sales clerk 
could suggest blank books, inks, desk 
cles that might appeal to the prospect; but we get maxi- 
near type 


ings: and at 


are given instance, a prospect comes in for a box 


sets and other arti- 


mum sales returns by suggestions that are so 
that the name of the article must 
word “typewriter.” And at these meetings with practice 


sales under way, every sales person is required to think 


leaner begin with the 


and help build up and memorize a list of the articles in 
stock that are very closely related to other articles. 

first, as the average clerk could sug- 
gest only typewriter ribbons, paper and erasers. But by 
list,’ we 


“It seems hard at 
training ourselves and preparing a ‘suggestion 
find that there are two dozen items in stock that begin with 

This list includes such items as 
oil can, cushion feet, cushion keys, 


the word ‘typewriter.’ 


typewriter paper, oil, 


mats, cleaner, ribbons, carbon sheets, second sheets, 


brush, and other articles to complete a list of some two 
The same thing is true with numerous other arti- 
In our stock is something that the 


type 


dozen. 
cles of office supplies. 
bookkeeper, the carpenter, the merchant, etc., 
such articles are called to their attention when they are 


may buy if 


buying something else.” 

[his stationery and office supply retailer finds that the 
strongest tie-up with sales suggesiions is the actual dis- 
play of merchandise itself. In his store, there are no be- 
hind the counter positions. Every counter is spaced well 
out in the floor, making it convenient to shop through and 
inspect the merchandise on all sides of the counter. Every 
item carries a plain price tag. 

With the merchandise attractively displayed and priced 
attention of the customer that is making a 
this watch 


to catch the 


purchase, the salesmen in store closely for 


leads. When they see a prospect give some attention to an 
article, in an easy manner, this article is picked up and 
clearly demonstrated to thé prospect. It is just this type 


f concrete suggestions that ring up the second sale. 


‘ 

“There are dozens of little items that the average cus- 
tomer would appreciate using if he only had them called 
when he mood; and 
surely there is no better just this 
than when he clearly demonstrates it by buying 


similar. Although the 


was in the 
find 


to his attention proper 


time to him in 
mood 
some article of merchandise 
second sale may be for only a small sum it can usually be 
made with a minimum amount of time and selling expense. 


Che advertising, the first contact and the main sales argu- 


very 


ments have done, been spent and charged to the first sale; 
that extra one means more net profit,” offers this retailer 

And it is just this consistent method of using sales sug- 
gestions that stick to the original subject that is close to the 
that has Wilson’s leaders in 


Southern stationery volume. 


customer made one of the 


YE MODERN MR. PEPYS VISITS KENOSHA 


By James Doyle 


Wisconsin, the retail merchants are 


In most places they like to talk 


P AT Kenosha, 
an enterprising lot 
about cooperation, but hesitate to cooperate In 
Kenosha they talked a while and then tried out the theory! 
And it worked! Sixteen Kenosha dealers in various 
including Brosk’s Office Supply and 


Store, recently pulled off a codperative advertising 


lines, 
Book 


stunt 


Store Ernst’s 


which set the cash registers to ringing all over town. They 
dared to give the idea a literary background and it 
We suspect that some wily Kenosha newspaper 


went 
over Dig. 
man set the spark to the powder, but he is doubtless con 
tent with the results and craves no personal publicity. 

A full page of advertising was contracted for in one ot 
the leading dailies of the city. The page was divided into 
sixteen equal advertisements, with space left at the top of 
introduction, which was illustrated with 
modern Mr. Pepys and an ancient Mr. Pepys 
he advertisement then stated that a cer- 


the page for an 
cuts of a 
reading a diary 
tain Mr. Pepys in England many years ago wrote a diary 
which was read a great deal after his death and also in 
modern times 


This Mr. Pepys 


eccentricities of his 


about the 


told 


period and also praised certain enterprising merchants who 
The 


Pepys, it further declared, came to Kenosha and 


offered excellent services and wares to the public. 
modern 
visited sixteen shops, which in his opinion, offered the high- 
est type of service in their particular field. In each store’s 
individual advertisement, this fictional modern Pepys stated 
his impression of the visit. 

The cooperative page created much attention in that city 
and brought many good results to those participating. 

The used in Brosk’s featured the 
portable typewriter and was cleverly written. The sugges- 
a cut of the 

The adver- 


copy advertisement 
tion of stationery was included by means of 
store, advertising pads, pencils and notebooks. 
tisement said: 

“My wretched hand persuades me to buy a portable. My 
handwriting has been advancing steadily with my years, so 
I figured that while age might become me, an ugly scrawl 
did not. And so I bought a portable typewriter for my 
home and travels.” 

Ernst’s book store advertisement was just as catchy as 
Brosk’s. Of course Ernst’s handle stationery, but the books 


were featured as follows: 
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“I don’t waste time wading through the poor books. It 
has always been a matter of amazement to me ihat so many 
books could be constantly produced when there are really 
so few people to read them. And I'm forced to the conclu- 
sion that most books can’t be worth as much as the paper 
they're printed on. So I’ve found a shop where I can keep 
posted on new books and where they only show me those 


books 


place s 


that are worth my time. It’s one of those rare 


they let me buy what I want and always 
have something I do want.” 


where 


Fach individual advertisement was illustrated with a 
small cut in the upper left hand corner which also added 
to the uniformity and effectiveness of the advertisement. 

NOTE.—Coéperation in advertising, as intimated, is not 
by any means confined to Kenosha merchants. Early in 
January, for instance, as reported elsewhere in more detail, 
nine office equipment dealers of Portland, Ore., took a 
page of one of the daily papers and did some very effective 
cooperative advertising. “Mr. Pepys,” however, was not 
present at the Portland party. 


—__<g>————— 
Patent Holding Company for Desk Sets 


Chicago Herald and Examiner] The Wahl Company, the 
W. A. Sheaffer Pen Company and The Parker Pen Com- 
pany have organized a jointly owned Pen Desk Set Com- 
pany, to which each company will assign its desk set foun- 
tain pen patents. The proprietary companies will benefit 
equally under the 
manufacturers will be licensed at nominal fees. 


* * * 


license to all patents, and other pen 


[The Pen Desk Set Company is an Illinois corporation, 
domiciled at 1800 
stock of $30,000. 
pen sets and household and office accessories.” 
porators are W. A. Sheaffer, G. S. Parker, C. J. 
and Thomas Drever, execuiives respectively of the W. A. 
Sheaffer Pen The Parker 
[The Wahl Company 


Roscoe avenue, Chicago, with capital 
It is authorized “to deal in and with desk 
The incor- 

Frechette 
Company and 


Company, Pen 


— 


Business Show to Be Held in Detroit 
Che Tate Exposition Company will sponsor the Detroit 
Exposition to be held in the Conven- 


tion Hall of that city during the week of April 22 to 27 


Office Equipment 


nclusive. 
The 


late 


show will be under the management of James F. 


and associates. Details of the event will appear in 


the May issue of Office Appliances. 


= — 


Stenographic Almanac Published by A. Navarre 

The 1929 issue of the Stenographic Almanac, edited and 
published by Albert Navarre, a prominent French authority 
officer in the Department of Public 
some 


on stenography and an 


Instruction of the French government, contains 
interesting information 

Reference is made to the European stenographic socie- 
ties and other bodies, and pictures are shown of the winners 
of the 1928 typewriting contests held at the Paris Business 
fables are 


Two Amer- 


Efficiency Exposition. Several articles and 
printed in the “Duployé” stenographic system. 
ican office machines, the Royal typewriter and the Mar- 
chant calculating machine are advertised in the booklet. 


> - 


Burroughs Changes Address at Des Moines 
The Burroughs Adding Machine Company has moved 
from 201 South Surely avenue, Des Moines, to 527 
The new location, which will be the Bur- 


lowa, 
Sixth avenue. 
roughs home five years or more, is on the ground floor. 
The space occupied is double that used at the former offices 
in the Southern Surety building. 


Thomas & Grayston in New Home 

The Thomas & Grayston Company, for many years deal- 
ers in stationery, office supplies, architects and engineers 
supplies, blue printing and photostating, in Minneapolis, 
Minn., has moved into new and larger quarters at 713 Mar- 
quette avenue. The new location permits carrying more 
extensive stocks in all lines. 

In the rotogravure section of a recent issue of the Min- 
neapolis Sunday Journal appeared a Thomas & Grayston 





THOMAS S GRAYSTON CO. 
MINNEAPOLIS BLUE PRINTING CO. 











FINE NEW STORE OF THE THOMAS & GRAYSON 

COMPANY, MINNEAPOLIS.—Top and bottom: The two 

entrances. Center: View of the main floor on opening 

day, showing the beautiful floral pieces sent by friends 
in honor of the occasion 


advertisement that showed several views of the new s‘ore. 
An interior scene revealed a wide aisle space flanked by 
counters and display cases arranged parallel to the walls, 
which are covered with built-up shelving for carrying cur- 
rent stock items. The store has two entrances both of 
which were pictured in the advertisement. One is on Mar- 
quette avenue and the other opens on the Baker Arcade. 
A view of the blue printing and photostat department was 
also shown. This department is located on the fourth floor 
of the Roanoke building. 
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CARTERS CONSTIT! 

rion DESK STAND 
PRESENTED TO 
IUDGE FOSDICK OF 
BOSTON Upon com 
pletion of three years 
mn the benc! the court 
fficers in the Superior 
‘ourt of Suffolk Cour 


“arter Constitution 
desk stands as a token 
of their appreciation 
Judge Fosdick estab 
lished a new record by 
handling 19,272 cases 
during that time He 
is shown at the left 
receiving the desk set 


ty soston. presented from Court Crie! Pat 
‘ , or 

: Judge Frederick W rick Melier 

Foedick one of the new 




















Sola 
Cartoac THWORTH TYPEWRITER PAPER 
SOUTHWORTH COMPA eee 

™ MARSHALL- JACKSON CO. CHICAGO- 


SS. ~ 
[SSeS ae 
—. 








FOUR DEADLY DUCK HUNTERS Here we have—left to 


ght: Charles Petersen of the Underwood Typewriter Con MARSHALL-JACKSON'S CARLOAD ORDER OF TYPE- 

pany Allen Miller, Burroughs Adding Machine Company; Lee WRITER PAPER.—The photograph shows the loaded freight 
Blackmer, auditor, Pocatello High School, and Jack Robbins of car on the siding next to the Southworth Company’s ship- 
The National Cash Register Company. all of Pocatello, Idaho ping-warehouse in Mittineague, Mass., before it was hauled 
home from a duck hunt on American Falls Reservoir, the across the country to the Marshall-Jackson Company in Chi- 
vaters of which have been impounded by the new $6,000,000 cago This shipment is believed to be the largest ever sent 
jovernment dan The reservoir is a short distance fron in response to a single order for typewriter paper from a 
Pocatello The law of Idaho allows twelve ducks per man and Chicago stationer Paul Cheney of the Chicago office of the 
here the ure forty-eight in all Southworth Company is the gentleman who made the sale 





(iA he HLA . J kx a _ Fe a Waddey, Shulman and Thom 
a4" 5 ee COMPANT. ason Back row Lumpkin 

ARKER PEN ¢ AN Parham, Jones and Edgar La 
Front row, left to right: Keen , 


. le yilot of the lane 
Fasst. Mizell. Watkins Parle, pi plan 





Georgia Tech. Football Eleven Guests of Parker The ship, which is one of the first to be put in commis 
Pen Co. sion by a manufacturing company for the delivery of mer 
\ler ey sf othe tooth 1) ot th Oro: “hoo ot ‘ » 
all tea e Georg?a School ot handise, arrived at Candler field Monday January 28, 
echnology—winners of the Pasadena “Rose Bowl” gam , , , 
- ee eee Bov — piloted by Edgar LaParle, and since then approximately 
ere guests of nor of the Parker Pen Company on the ‘ : na. 5 . , , rs 
é, 31 200 il Parker Pen dealers have been given a ride in it. 
‘ 5 
Assembling early in the afternoon at Candler field, they \t present the ship is on a “goodwill” tour of the United 
the Parker Pen Company's famous States, visiting all of the centers of distribution for the 
| thre rker 1) ! d vhicl stopped over 11 Parker Pet company It left on February 3 tor Mont 
Florida gomery, Ala., its next stop.—J. H. R 








e~— — 


British Machine Records Telephone Messages 


perfected and put on the 


\ machine which has been 


market in England and on the continent of Europe will 


make a wax cylinder record of both sides of a telephone 
back at 


any time when placed in a reproducing machine, or may 


conversation which can be preserved and read 
be transcribed by a typist and filed for reference. 

The machine is known as the Recordaphone, and is pro 
duced and distributed by Recordaphones Limited, Trafalgar 
House, 11 Waterloo Place, S. W. 1, England. It 


is provided with a large cylinder giving ample recording 
Some models will record speeches and discussions 


London 


surface 
lasting half an hour, while others are so arranged as to 
present a continuous record irrespective of the length of the 
speech being recorded. The latter are known as Double 
Recordaphones. 

The standard Model Mark 1 
about the same space as a talking machine or radio cabinet. 
Recordaphone Mark 2 may be used with an extra sensitive 
said, so that the speaker may dictate 


Recordaphone occupies 


miprophone, it is 
from any place in the room. Thus conferences and board 
meetings may be recorded, or speeches, instructions, etc., 
may be sent forth quickly and instantly recorded as a safe 
guard to all concerned. 

Many years ago Alexander Graham Bell, inventor of the 
telephone, referred to the desirability of some device that 
would preserve a telephone message in case the intended 
recipient happened to be absent at the time of the call. 
Both of the American dictation machine companies have 
worked on the idea, producing machines, which, we under- 
as the British machine 


stand, will perform substantially 


described above. For some reason—possibly on account 


f the apparent reluctance of the American Bell Telephone 
Company to permission to connect such devices 
across its line, efforts have not been made to market them 
\ machine is called the Tele 


graphone which embodies Mr. Bell’s original idea of a de- 


grant 


manufactured in Germany 


vice to answer the telephone and receive messages in the 
absence of the person for whom they are intended 

The British machine above described is licensed by the 
Postmaster General of Great Britain and is connected to 
telephones by engineers of the Postoffice Telephones De- 
stated that 


by the 


installations have 
War Office, 


which are 


partment It is extensive 


already been made Admiralty, and 


organizations, not all of connected 


It is stated that the machine is now in 


other great 
with government 
government departments, 


kind. 


regular use on the Continent by 
banks, insurance offices and business houses of every 


Oe 
Bert Levins and Wife in Auto Wreck 


Bert Levins, proprietor of the National Typewriter Com- 


ms wit 


and serious injuries in 


Park, 


Chey were struck by another car which had 


pany, narrowly escaped 


an automobile accident while driving near Gordon 


Cleveland, © 


been pushing a disabled machine, and which suddenly 

swerved around the disabled car and then crashed into 

Mr. Levins’ car, wrecking it badly. Fortunately none of 

the occupants of the machines were injured.—A. FE. D. 
> a 


Washington Students Like Underwood Portables 


That Underwood portable typewriters are popular with 
the students ai the University of Washington, is evident 
from the contents of a letter received by the University 


Seattle, 


Type- 


4220 University 


office of the 


Typewriter Company, avenue, 
Wash., 
writer Company 


Manager F. G. Fink “We 


our hearty congratulations on the splendid record you have 


from the Seattle Underwood 


Says, wish to extend 


Branch 


I sales of the new 


that 


made in the ve months covering 


Und 


past 


rwood portable Che records show you -were 
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first in the Northwest in With the improved 1929 
model, your sales will be greater.”"—J. C. J. M. 











sales. 


—<— 

Royal’s 1928 Earnings Best in Company’s History 
According to the New York Times of February 16, 1929, 
the Royal Typewriter Company and domestic subsidiaries 
for 1928 a net income of $1,360,744 after interest, 
depreciation, Federal taxes and other charges had been 
deducted, equivalent, after seven per cent preferred divi- 
dends, to $8.16 a share earned on 134,309 shares of no par 
stock. This compares with $1,130,156, or $6.45 a 
1927. The earnings were the best in the history 


of the company. 


report 


common 
share, in 


<j 

Underwood Elliott Fisher Makes Good Earnings 

Che following is taken from the New York Evening Post 
of February 13: 

The income statement of the Underwood Elliott Fisher 
Company, published today for 1928, after giving effect to 
consolidation of the various units, showed larger results 
than the preliminary estimates issued several weeks ago. 
Consolidated net profit amounted to $4,643,456 after all 
charges. This figure, equivalent to $6.30 a share on 675,- 
830 shares outstanding at the close of the year, compares 
with $3,973,672 for the component companies in 1927, or 
$5.54 a share on 645,200 common shares outstanding last 


year. 
For the final quarter of 1928 alone net earnings after 
Federal tax were $1,629,110, equivalent, after preferred 


dividends, to $2.29 a share on 660,515 common shares. 
iavchtenclliliealisiall 
Monroe’s Latest Financial Statement 
In the January 1929 issue of the Monroe Micrometer, 
published by the Monroe Calculating Machine Company, 
J., a financial statement for the twelve months 
It indicated generally 


Orange, N. 
ending August 31, 1928, was printed. 
an excellent financial condition. 

The total current liabilities were less than ten per cent 
of the total current assets. Inventories were carried at 
cost or market, which ever was lower, and patents and 
good will were listed at $1.00. The net earnings, after 
federal taxes and other charges were deducted, were $1,- 
008,510.54. 

—e >  — 
Remington Typewriter Dividend 

The New York Evening Post of February 13, presented 
the following announcement: 

“The Remington Typewriter Company announced an ex- 
tra dividend of $4.50 a share on the common stock to ap- 
ply only to the small number of old shares outstanding that 
have not been exchanged for Remington Rand common, 
and does not apply to Remington Rand common.” 


Q——. 
Remington Rand Earnings Show Increase 
Che net sales of Remington Rand Business Service, Inc., 
for the last quarter of 1928 amounted to a million dollars 
more than the net sales for the corresponding quarter in 
1927. According to the New York Times of February 20, 
1929, the net income for the quarter was $1,016,513 after all 
charges, equal after dividend requirements on the seven 
per cent first preferred stock and eight per cent second 
preferred stock to fifty cents a share on 1,334,052 no par 
1927, the net 
income was $692,742, or twenty-six cents a share. 

—— os 
Extra Dividend Planned by Sheaffer 
At the anuual stockholders’ meeting of the W. A. Sheaf- 
fer Pen Company at Fort Madison, lowa, January 8, W. A. 
Sheaffer, president and general manager, indicated that the 
first ten months of the fiscal year ended February 28 had 
been the best in the history of the company. The earnings 

justify an extra dividend, in addition to the regular. 


common shares. For the same period in 

















Page 24 OFFICE APPLIANCES For March, 1929 














THE MANSION HOUSE, 
LONDON, E. C. 4. 


January 29, 1929 


To Mr. Evan Johnson, 
Editor of Office Appliances, 
Chicago : 

It was my pleasure and privilege 
to declare open the Business 
Efficiency Exhibition organized 
by the Office Appliance Trades 
Association of Great Britain and 
lreland. I! was glad to know that 
there were many distinguished 
American business men present. 
Business affords not only a field 
for friendly rivalry, but also for 
strengthening the ties of friend- 
ship between men and _ nations 
that grow with mutual esteem and 
understanding. I should be glad 
if you would convey to the Office 
Equipment Institute of the U. S. 
A. my very cordial greetings. 

With good will and good wishes 


from the citizens of London. 


Yours sincerely, 
_ ee | 


ind bMayw 




















Office Equipment Institute of the 
United States of America 


New York City, 
February 21, 1929 


To the Right Honorable, 
Sir Kynaston Studd, 
Lord Mayor of London: 

I have read with interest and 
pleasure the cordial greetings 
which you extended through the 
Editor of Office Appliances to the 
Office Equipment Institute of the 
U.S. A., of which organization | 
have the honor to be president. 
It will afford me satisfaction to 
present your message at the 
quarterly meeting of the Institute 
next month. We most heartily 
reciprocate the good will of the 
citizens of London as expressed 
by you, their Chief Executive. 
For the people of Great Britain 
and Ireland we cherish sentiments 
of cordial friendship and the best 
of good wishes in all the relations 
of life. 

Sincerely, 


CLEMENT EHRET, 


President, Office Equipment Institute 
of the U. S. A. 
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Representatwes of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices of 
The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 


this journal their headquarters. 


Ave., New York, will be happy to be of any pos sible service. 
are not so many as at Chicago, there will be found the same desire to serve. 


While the facilities at New York 
United States 


manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 


18 Templars Avenue, Golders Green, London, N. W. 


11, England. 


Mr. Shore’s knowledge of the office equipment business 


and its possibilities in 
counsel 


Great Britain 
valuable to 
cultivate the British 


makes his 
those desirmg to 


Market. 


LONDON NOTES AND NEWS 


By W. T. Shore, 18 Templars Avenuc, Golders Green, London, N. W. 11, England 


Note.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE 


APPLIANCES 1n the British Isles. 


New subscriptions should be sent to Mr. Shore. 


Renewal orders should be 


sent to OrFICE APPLIANCES’ home address, 417 South Dearborn street, Chicago, Illinois. 


1929. 


London, February 4, 
A Great Business Efficiency Exhibition. 
T IS strange and wrong that in the City of London there 
| is not a building provided for and devoted to business 

that when such shows are given it is 
necessary for business men to seek them far oustide the 
city boundaries. Thus it was that on January 23, I went by 
“tube” train to the far west of London; to Shepherd’s Bush, 
so rural in name and so towny in fact; to the White City, 
a vast range of buildings which were once white and which 
once housed various International Exhibitions, that were 
the scene of much jolity and feasting by night. 
cause I had been invited to be present at the “opening” of 
the Business Efficiency Exhibition, organized by the Office 
Appliance Trades Association of Great Britain and Ireland. 
It was “opened,” most appropriately, by the official business 
head of London City, the Lord Mayor, Sir John Edward 
Kynaston Studd. It is typically British that he is most 
widely known to Englishmen not for his eminence as a 
man-of-affairs, but because in his younger days he was 
captain of the Cambridge University Cricket Eleven. His 
and travel. 


exhibitions, so 


I went be- 


shooting, 
distinction 


are athletics, 
curious admixture of sport, 
as I have said, typically British, and I may 


recreations, he states, 
This 
business is, 
misquote the words alleged to, have been uttered by the 
great Duke of Wellington: “British business battles have 
been won on the cricket fields of England.” We have 
realized that it is this tvpe of man who has been a standby 
times are 


social and 


19 England in days of peace and of war. But 


changing and men with them; for better or for worse? 


Who knows? 
The opening ceremony was unceremonious and business- 


like. Which was as it should be. His Lordship, accom- 


panied by Mr. A. W. Thomas, of the Royal Typewriter, 
Chairman of the Office Appliance Trades Association, and 
by other officials of the Association, first attentively ex- 


amined the exhibits, asking many shrewd questions, and 
then, speaking briefly but very much to the point, declared 
the Exhibit:on open. commending it to the notice and at- 
tention of all progressive business men. Then all settled 
down to hard work. Not quite all, for I spent a couple 
of hours watching others at work. 

Most workmanlike was this Exhibition, by far the larg- 
est and the best of the series, which has done so much to 
assist the office appliance trade in this country and to 
stimulate the interest increase the knowledge of 
British business men. 

The Association, generally known as the “OATA,” is 
a non-profit making society, whose main purpose is to do 
all in its power, which is great, to improve the efficiency of 
British offices. Its membership consists of responsible 
firms only, marketing in the United Kingdom office ap- 
pliances and systems of high promise and performance. It 
has aimed at and has won the confidence of the business 
world in this country. 


The Exhibition. 


It is difficult to over-estimate the educative value of these 
exhibitions; the comprehensive display of efficiency ideas 
and of the methods, machines and appliances produced to 
carry those ideas out efficiently. I went more than once, 
and the more I saw the more I marvelled. The atmosphere 
reeked with efficiency! The idea at the back of this exhi- 
bition is not to unload goods upon the visitors, but to 
enable business men to see for themselves the latest, best 
and most efficient ways of getting the work in their of- 
fices done most economically, that is to say most efficiently. 
It succeeds, and a great part of the success must justly be 
credited to Mr. A. C. McLellan, the genial and energetic 
organizing secretary. I was greatly struck, especially on 
my second visit, by the admirable efficiency of the salesmen 
in charge of the exhibits, who are not only able but most 
ready to import information and to discuss with visitors 


and 
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VISTA OF THE BUSINESS EFFICIENCY EXHIBITION AT “WHITE CITY” IN LONDON, ENGLAND, JANU- 
ARY 23 TO FEBRUARY 2 Here is an interesting arrangement of some of the principal booths or “stalls” 
fronting one of the main aisles 
their particular needs, showing them how then can be met they may know what has been done and what is to do. 
Chey were as efficent as their machines, and that is say Many of the speeches on these occasions contain matter 
ing a deal! I met many friends, for this is a great place of great interest, especially as the words are spoken by 
tor seeing those whom one does not meet in the ordinary those who fully realize their responsibility. For example, 


course of business nearly as often as one would like to do. 
It was pleasant to find an atmosphere of confidence and of 
immediate future here of 
the 

Metal 


reasoned optimism as regards the 


Among exhibitors ot 


the Art 


the ofhce appliance trades 


especial interest to you were Construction 


Company, the Brandt Automatic Cashier, Burroughs Add 
ing Machine, Columbia Ribbon and Carbon Manufacturing 
Company, Dictaphone, Thomas A. Edison, Egry, Inter 
national Multigraph, Kalamazoo, Lamson-Paragon, Libra 
co, Munson, National Cash Register, Remington, Royal 
['ypewriters, L. C. Smith and Corona, Wnderwood Types 
writer. It would be superfluous to describe their exhibits 
It is sufficient to say that every stand was worthy of its 
exhibit and that all round there was a business-like bustle 
ind vigor 

After the Exhibition I addressed the Lord Mayor, tell 
ing him how greatly appreciated would be a message from 
him to you—and on Page 24 is what he says to you. His 
words will, | know, be kindly welcomed and his good 
wishes warmly reciprocated 


<---> 
Industrial Conditions in Great Britain. 
At this time of the 
call 


year big business concerns and bank 


ing organizations together their shareholders so that 


vate 
9 ay 


- oe 





on January 17, addressing the shareholders of Barclays 
> 


sank, the Chairman, Mr. Frederick Craufurd Goodenough, 
dealing with the past and the promise of the immediate fu- 


ture of British trade and manufacture, said: 
“At the date of our annual general meeting last year, 
there were distinct signs of industrial improvement and 


of a more hopeful outlook. Unfortunately, a change has 
since taken place, and expectations were not realized, al- 
though, quite lately, the tron and steel industries and cer- 


allied The 


coal industry, however, continues to be in a very bad state, 


tain trades have shown some improvement. 


and so also are sections of the Lancashire cotton industry. 


On the other hand, what are commonly known as the 


finishing sections in certain industries and those engaged 
with the production of articles of luxury, as well as cer- 
tain of the newer industries, such as artificial silk, etc., are 
in a much more satisfactory condition, and some are do- 
This that the 


maintain his old-time ability 


ing very well means British workman 


continues to for skilled manu- 


It should be borne in mind that this country has 


facture 


not as yet, save only with a very few exceptions, proved 


iiself to be 


le, chiefly 


entirely suited for mass production on a great 
limited home 


compared 


because of the comparatively 


the 


sCa 


market, owing to smailer population, as 
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LONDON BUSINESS EFFICIENCY EXHIBITION, 
ANGEMENTS ON THIS SIDE OF THE OCEAN 
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for instance, with America In the case of world markets, 


the variety in the needs and tastes of customers has also 


proved a limiting facior. On the other hand, we have al- 
ways been foremost in the production of high grade goods. 
There have been large profits made in the past by the basic 
industries of the country, and there seems to be no reason 
why, with better organization, and the cheapening of costs 
of production, the same results should not be possible in 
the future. The Board of 


foreign trade show that the total exports of British manu- 


Trade returns relating to our 


factured goods during the past vear have increased as com- 


pared with the previous year, but, notwithstanding these 


favorable features, which should not be ignored, the de- 


pression in the heavy industries is so serious as to create 
a general feeling that our industrial organization is not as 
it should be. There is also much distress in the coalfields 
and elsewhere owing to un-employment. 


I.ooking, however, to the future, there is, in my opinion, 
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THE MANSION HOUSE, LONDON, HOME AND OFFICE OF 
THE LORD MAYOR.—The incumbent is the Right 
Honorable Sir Kynaston Studd, whose likeness appears on the 
from whom 


present 


frontispiece of the present issue, and a message 


is to be found on page 24 


ample ground for a confident and hopeful feeling, as great 
efforts are being made to place the depressed industries 
on a more satisfactory footing, both as regards economy 
and efficiency, through the great combinations of interests 
which are taking place, some of which have already been 
publicly announced, while others will shortly follow. Much 
is also being done to develop new outlets for trade and to 
improve the marketing of our goods on more scientific 
On the other hand, there are no signs of a reduc- 


These bar- 


lines. 
tion in the tariff barriers if taken as a whole. 
riers tend substantially to reduce international trade and it 
seems that if we are to regain our full pre-War volume of 


foreign trade, steps must be taken to reorganize upon more 


economical and efficient lines many of our industries which 
subject to foreign competition.” 
<---> 

British vs. Foreign Typewriters. 

it will be remembered, at any rate by typewriter folk, 
that some two years or so ago, following a public com- 
ment by the King at the British Industries Fair, it was 
proclaimed far and wide that in future British made type- 
writers should be purchased for Government offices. But 
there us who smiled and said: “Wait and 
see,” knowing that there were many reasons why this pa- 
triotic policy could not be carried through. We have waited, 
and though there was a time of some stress and troubles 
this is what we see. The Postmaster General, Sir William 
Mitchell-Thomson, has come out with this acknowledg- 
ment: that the number of typewriters used in his Depart- 
ment is 1,777, and that of this number no less than 1,745 
are foreign made! On the top of this: 585 adding machines 
have been installed, of which 539 are of entirely foreign 
manufacture, the remainder being assembled from parts 
imported from abroad! The fact being that there is not a 
single adding machine on the market here that is wholly 
Good for the American typewriter 


are specially 


were some of 


made in this country. 
men! 
mae ES 
Good Prospects in Gulf and Carribbean Countries 
Herman Lutz, assistant export manager for the W. A. 
Sheaffer Pen Company, returned a short time ago from a 
trip which included Trinidad, Venezuela, Curacoa, Colom- 
bia, Panama, Cuba and Mexico. Mr. Lutz had been away 
from Fort Madison about four and one-half months. The 
countries visited were covered thoroughly. Complete sam- 
ples of the Sheaffer line were carried. For the most part 
trade was brisk in practically all the cities visited. The 
outlook for 1929 is good, particularly in Trinidad and Vene- 
zuela, where the development of natural resources is being 
pushed vigorously. The merchants in the countries visited 
by Mr. Lutz are well abreast of the times and keenly 
interested in high grade merchandise from the United States 
and other countries. They are eager to adopt the best 


merchandising methods which are suggested to them. 
<> 


Some Thoughts Anent Typewriters 


Special Correspondence to Office Appliances 

BOUT twenty years ago a small, lithe Frenchman 

named Bleriot sat at the controls of a primitive air- 

plane and as the machine rose from the ground and 
flew a few yards, the watching crowd gasped and then burst 
into cheers. A French military man who had been view- 
ing the experiment with critical interest said, when the 
Bleriot plane had demonstrated its ability to fly, “This 
changes all values; transport as it is at present goes by the 
board!” 

That army officer's came back to me 
recently saw one of the first pieces of typewritten copy 
sent by cable across the ocean from America to Europe. 
The new method of transmitting images may not imme- 
diately supersede all existing forms of transoceanic com- 
munication, but it will make them look to their laurels. I 
mention the process merely because of the very important 
part which the typewriter plays in it. For communications 
to which no answer is desired I think it will displace all 
other present means of rapid communication, for it is or 
soon will be a comparatively inexpensive process. 

Where an immediate reply is necessary, the telephone 
and telegraphic typewriter have the advantage, but even 
in these means of transoceanic communication the type- 
part. Before transmitting a 


words when | 


writer plays an important 
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message by either of these two methods copy should be 


typewritten to insure accuracy Likewise, at the receiving 


end of the line, the message is transcribed into typewritten 


form for checking purposes 


Che photographic method of transmitting messages by 


wire is unquestionably dependent on the typewriter. Of 


course, hand-written messages may be sent, but the cost 


of sending communications by the photographic method 


s based on the area of the “copy.” Hence, typewritten 


messages, which in general contain in a given space more 
they were written by 


words than if hand, are clearly the 


more economical [ypewriting also has the advantage of 


legibility, which is all important in that accuracy is a prime 
factor in communications ef such importance as those sent 
over the ocean 

Growing Interest in Typewriters 


is ever finding new worlds to con 


by wire 


hus the typewriter 


quer and its growing importance 1s attested by the increas 


ing interest manifested by practical men of affairs in 


They 
ness the typewriter is and that anything which increases 


Europe recognize what an important tool of busi 


the efhciency of typewriters and typists is immediately re- 


flected in the effect on the profits of business. One would 


not think that business men are interested in the arrange 
ment of characters on the keyboards of typewriters—but 


they are Recently at a conference of business men in 


Brussels a resolution was passed urging the adoption of a 


universal keyboard for all of the European languages. 


Austria, the Balkan states, Germany, and Great Britain 
have already adopted the American standard keyboard 
France and Belgium feel that a keyboard arrangement 


which is particularly adapted to the French language could 


not be altered without affecting the efficiency of the 


machine 
Just 
of the portable is increasing by 


a word about portable typewriters: The popularity 


leaps and bounds in Eu- 
well it may, for it has excellent “talking 


rope, as many 


points” which no informed person denies. These points are 
all familiar to people who read typewriter advertisements. 
Yet there is one advantage of the portable typewriter which 
I think is not fully 


advertisements 


manufacturers, if their 
that is, that 


appreciated by 


taken as a criterion 


may be 





OFFICE EQUIPMENT DE- 
PARTMENT STAFF OF MUS- 
TARD AND COMPANY, LTD., 
SHANGHAI, CHINA, — Back 
row, left to right: E. W. Har- 
ris, special representative of 


The Dalton Adding Machine 
Division of Remington Rand 
Business Service, Inc.; S. R 


Gotts, sales manager for China; 
J. A. Trevor-Thomas, manag- 
ing director, and F. De Stunger, 
salesman. Front row, left to 
right: N. Vinogradoff, N. Ki- 
mura, J. W. Elam, T. W. Bren- 
nan, C. Y. Chao and V Te 
Wong, salesmen, and Ah Mow 


chief mechanic In the group 
seven nationalities, American, 


English, Welsh, Polish, Russian 
Japanese and Chinese are rep- 
resented 


away in desk, or drawer, or cab- 


it can easily be locked 


inet; in fact, in any convenient place. 

Telegraph Companies Approve General Use of Typewriters 
Telegraph companies abroad are considerably annoyed 

the indecipherable handwriting which their 

patrons often turn in. Not even the expert is always able 

to decipher telegrams written in Italian, Russian, German, 

French and perhaps three or four other languages, not ali 


A Frenchman connected with 


by reason of 


of them carefully written. 
the telegraphic department of France agrees that the Amer 
icans and British are at the head of the procession in turn- 
ing out legible telegrams, mostly using typewriters for the 
purpose. He longs for the time when the portable type- 
writer will be adopted by every business man 

The young people of the present day, he said, will not 
waste their time attempting to decipher illegible messages. 
Che newer generation is less seriously concerned with older 
ways. Premier Poincare has appealed to old officials to 
remain at work for the reason there is no one to replace 
them. It is believed in France that the era of the older 
man will mean a greater and greater demand for machinery 
of the time-saving kind, for these men will be forced to 
work with machines instead of hand labor on account of 
the difficulty of getting men and women who will perform 
the old tasks properly. The machine will do many things 
better than the man will, do them more quickly and with 
perfect instead of imperfect legibility. Elderly men having 
charge of clerical work are, therefore, equipping their offices 
with machines. The tendency is further emphasized by the 
fact that labor is becoming dearer and more exacting every 
day 

The 
signs and indications for conditions can not be interpreted 
Everything has changed. 


American dealer should not lose sight of these 


today by standards. 
New machinery is introduced not because of expansion of 


pre-war 


trade but by reason of the conservatism of resources, not 
only in point of clerical hire, but in the matter of office 
space which is increasingly difficult to get within certain 
desirable locations. The big Parisian newspapers and fac- 
tories are moving to the suburbs and many firms are faced 
with the alternative of reducing their staffs and using ma- 
chinery or leaving for some other point.—L. R. 
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A. B. Dick Agent in Germany Moves 
The new address of Ruy’s Maschinen Ges m. b. H., is 
Lutzowufer 22, Berlin, W 62, Germany. This company 
has handled the A. B. Dick Company business in Germany 


for some time. Through the efforts of its sales staff, the 


Mimeograph distribution in Germany is rapidly being 
widened. At the Sixth International Office Equipment 
Exhibition held in Berlin last September, the company 


arranged a very attractive booth which was visited with 


interest by attendants at the show.—E. R. B. 
——_<—__—_— 
Conditions in the German Office Appliance Trade 


Special Correspondence to Office Appliances 


USINESS in the German office equipment trade is 
slow, due to general trade conditions brought about 
by the heavy load of reparations, now amounting to 

2,500 millions of Reichmark a year, which takes away much 

capital urgently needed by industry. 

portable 


machines and typewriters are 


most of which are effected by means 


Bookkeeping 
enjoying good sales, 
of installment payments, without which it would be difficult 
The Remington-Rand Corporation, Under- 

Company, Royal Com- 
& Corona Typewriters, 


to do business. 
Elliott 
co <a 
sharing in the 


Fisher Typewriter 


Smith 


wood 
pany, Inc., ete., are 


business. German siatistics show an in 


creased importation of American-made typewriters and 
calculators, but German exports do not show a correspond- 
ing improvement. This lack of capital 
required for the extension of foreign sales. However, some 


remarkable sales have been effected in France, which enjoys 


may be due to 


share of the reparations being paid to ihe 
receiving forty-eight per cent of the total 
Reichsmarks a It is impossible to 
transfer so vast an amount in cash, for it would cripple 
Arrange- 


“deliv- 


the largest 
Allied 
of 2,500 


Powers- 
million year. 


industry by stripping the couniry of money. 
ments have accordingly been made to contract for 
kind,” which may be made in any kind of 
so long as there are funds available to be paid in France. 


firm, the 


eries of goods 


be delrvered to French 
Ifa 
contract with a German house, the contract must be sub- 


Such goods may any 


procedure being as follows: French house desires to 
mitied to the French government to be entered as a repara- 
tions payment. The then deliver the 


goods to the French firm, payment to be effected by the 


German firm may 
German government to the German firm, out of funds avail- 
The then 


deposited to the account of the 


value of the goods is 


French reparation agent. 


able for reparations. 


There are no duties for government deliveries. The result 


is that between six and seven hundred million reichsmark 


must be paid to France in deliveries of kind. A similar 
situation exists between Germany and Belgium, Germany 
and Italy and other allied powers. As the Dawes plan says 
that all reparations are io be paid by the surplus of export 
over imports in order not to ruin the currency, it will be 
understood that made to 
“deliveries of kind” because in the last two years German 
If the allied powers 


great endeavors are develop 
exports have not equalled its imports. 
would secure their share of reparations, they should try 
by all means to contract for deliveries of kind from Ger- 
However, by reason of the great volume of goods 
to be taken there 
danger in the continuation of this method. 


many. 
into consideration, seems to be some 

Another element in the situation which is unfavorable to 
the growth of German industry is the uncertainty of the 
time during which these high reparation claims will con- 
tinue. If the claims could be ultimately fixed at a given 
amount, Germany would work hard to meet them and to 


bring about a condition of business prosperity, knowing 
what she had to contend with. As the United States is 
now the business heart of the world, so Germany is to be 
regarded as the heart of European continent. If any Amer- 
ican manager is coming across to investigate European 
business conditions, he will make no mistake in making 
Germany the center of his activities. From the principal 
cities of Germany he can travel by car easily to any other 
continental business center. 


Berlin Exposition 
sixth international office equipment exhibition at 
(Continued on page 175) 


The 











SMITH & CORONA GENERAL OFFICES ESTABLISHED 
IN NEW YORK CITY—The entire eighteenth floor of the new 
New York Life building, 51 Madison avenue, New York, is now 
occupied by the administrative, foreign and domestic sales, ad- 
vertising, treasury, accounting and credit departments of L. C. 


L. C. 


Smith & Corona. The production department, consisting of 

factory service, order, purchasing and school departments and 

a section of the cost division of the accounting department, 
remains in Syracuse, N. Y. 








Additions and Transfers by Sheaffer 


Several important changes in territories and additions to 
the sales staff of the W. A. Sheaffer Pen Company have 
been made, with the aim of intensifying the sales activities 
in all parts of the country. 


O. W. Hedstrom, who has charge of a sales district in- 
cluding parts of Iowa, Minnesota and Wisconsin, has been 
transferred to the twin city district of Minnesota, with 
headquarters at Minneapolis. He is succeeded in the for- 
mer territory by H. H. Johnston. The latter had spent 
most of his business career with the Aluminum Corpora- 
tion of America. 









































SOME SUGGESTIONS IN CAPSULE 


Being a Few Paragraphs Intended as Thought Stimulators for Those Who Deal m 
Office Furniture 


‘6 SLOW sort of country this,” said the Queen forth vitalicy He took a prosaic subject and made it 
“Now here, you see, it takes all the running one shine He made the dealer believe he, too, could sell 
can do to keep in the same place. If you want chairs—and would you believe it? From that day forth the 

to get somewhere else, you must run at least iwice as dealer could and did sell chairs. He borrowed the stean 

fast as that.” to start with, but he has generated his own power for lo! 
Which was doubtless a marvel to Alice, but is the com these several years; and what he learned about selling 
mon experience of everyone who has to meet a note at chairs he has applied to other things to the great benefit 

the bank or get ahead in business Che Queen’s remark of his business \ belief that was nothing less than a 

fits the office furniture department of the stationery store feeling of certainty first sketched the picture and practice 

toa T. It is a specialty business which has to be pushed gave it substance. 

It tests mental resources It demands knowledge, nerve Believe it or not—'tis true. 

ind concentration of thought. One can not even mark * % 


time and stay in the same place, for times change and 7 p eo} } Doh . 
He who uses judgment in his buying has better grounds for 


stock deteriorates ’ . . te , . 
enthusiasm in his selling: and he who sells with enthusiasm 


The office furniture department demands intelligent pub mciaiie ent ait Rebada bn odinccthes tustitind 
licity It is benefited by good advertising; it derives ve ; a 
strength from service; it receives advantage from good 
window displays; yet is is not a business which can depend Bernard Shaw is quoted as saying that any man of fam 
upon transient trade. It is a go-and-get-it propositior intelligence could acquire a reputation equal to his if he 
So much for generalities would pay the same price—twenty-tive years at hard labor 


Mr. Shaw, we suspect, is a little optimistic as to average 
capacity; but even if the average man didn’t attain the 


\\ kre a de: t h it into th ar t fo stocl ° 
‘ ww a dealer who wet n he marke or a — Shavian eminence, he would, with the same intensive culti- 


hairs. He selec ine rote his o , ' 

chat le selected a line and wrote up his « rder. The vation. achieve something eulte as satisfactors 

chair manufacturer’s representative was in the store the 

cha after the order was delivered He came to see that Che present moral is that work and work only will keep 


: +} of . rni re < . nn tt “ft . } 5 < - 
the order was properly filled and to make a few sugges 1e office furniture stock in attractive condition. This work 


tions about selling chairs Phere was no hooey about 1ust be done in the early hours of the day, so that when 
what he said. He made it plam that his house was intet ustomers come in everything will be in order, dustless and 
ested in having the dealer sell chairs and write up more shining \ man in shirtsleeves polishing the stock is a 
ders. He didn’t use long words—he didn’t “go into cor listurbing note when everything should be in readiness to 
ference” with the dealer—didn’t attempt to “educate” him greet King Customer on his royal entrance The sugges 
The salesman was a plain chap who had made a life study tion that manual labor is required to keep stock in condi 
of selling chairs. which had become a sort of hobby wit! tion may not imerfere with a sale, except that it is one of 
his He ide chairs interesting He wasn’t much to those things which distract attention and betray slackness 
look at—just a fat man with intelligent eyes that had lights of management 

then Men liked him Women liked him Childret . 
climbed about him and sat on his knees Dogs grinned _ San feel Ube Rebecca McCann's Cheerfal Choral 
ind wagged at him. Yet he was a forceful man—a strong “76.0. beaks on How te Win Success 
serious man, with the hint of a laugh showing through th Have left my problems all unsolved 
texture of his talk once in a while He called because he awn” sound inspiring, hut I find 
wanted the dealer to sell chairs not to keep them Wi There’ rt. . rr werk ennel “— FC 

acre Ss airways much TW y wv ved 

don't know what this chair wizard said If we did we Slee haa 
might write a handbook on how to sell chairs, but we ar 
sure it would lack the snap and personality that made his Apparently there’s more than one road to the same des- 
conversatior h a happily remembered event in the life tination. One office furniture dealer delivers orders in the 
of the deale He imparted more than facts He gave original package. uncrating the goods in the office of the 
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customer, cleaning them off and disposing of the litter— 


even sending a wagon to cart it away when the customer 


has no other convenient way of disposing of ti Chis im- 


presses the customer with the fact that the goods are fresh 
make 


ind that the dealer is doing everything he can to 


the deal satisfactory 


Another successful dealer imsisis that orders for in- 
dividual desks, chairs, etc., be filled when possible from 
the floor of the salesroom. In this way he always has 


fresh samples on the floor, while the customer gets new 
taken that no 


soods go out that are not in perfect condition. 


goods just the same, since every care is 


Pieces so 
wrapped and padded, so that, bar- 


delivered are carefully 


unforeseen and unavoidable accident, they arrive and 


ring 
ire installed in perfect condition. 
# : * 

Perfection ts an elusive elf. She is to be striven for, but 


To grasp her would be the end of enterprise 
effort—the denial of 


never caught. 


the ultimate consummation of further 


yrowth 
* * 
dealer who didn’t office 


We know a 
furniture stock, but did so 


want to put in an 
and put in a good one—because 
he felt that without it his store was losing prestige. Being 


works hard and does things thor- 


+t 


he sort of man who 


success of the departmeni. It 
leet 
prestige but a maker of money beyond all anticipations. 

Here 


cerns delegate the purchase of staple items to einployees. 


roughly, he has made a 


stands today on its own and is not only a giver of 


is one of the things he discovered: Heads of con- 


But the chief himself or his office manager—if he has one 


buys the desks and chairs and filing cabinets. He prefers 


not to buy from catalogues when he can see the goods by 


stepping over to the store where the articles are shown. 


In this way the dealer and his staff have a chance to be- 


come with those whose good will is 


of the 


acquainted persons 


greatest influence in sustaining the business. 


lVhen the man of large affairs steps out of his daily en- 


tronment he is seldom difficult to approach. 
can relax and display those 


\ ecessily hedges 


him in at his office—outside he 


malities of magnetism and humanness which are so much a 


part of the bigness of the big. 


While arrangement of the office furniture stock is one 


of the important considerations, it must not be assumed 
that the excellent placing of the different pieces one has 
good arrange- 


It is 


ichieved after some experiment is the only 
ment. There are others. and it is well to study them. 
i good plan to change the stock around occasionally. It 
gives customers who are used io one arrangement the im- 


pression of entering a new store. Interest is quickened and 


comment is always forthcoming. Occasional changes some- 


times disclose smaller articles which have been neglected. 
Likewise, rearrangement of the lines tends to bring differ- 
nt items into the more favored positions. In an aciive 


department dust and cobwebs can’t collect. Use the broom 


ind the dust rag by all means, but don’t forget the cob 


webs in brains. *Ware the ruts! Rearrange occasionally 
ind pep things up. 

* * 
What is a man if his chief good and market of his time, 


Be but to sleep and feed? A beast, no more. 
Sure, he that made us with such large discours 
woking before, and after, gave us not 
That capability and godlike reason, 
rust in tt unused.’ 
Shakespeare. 
» 


The office furniture field is not prolific of new merchan- 
] 


dising ideas, but it is rich in the application of constructive 


principles and in artistic design. The dealer today is able 
to satisfy every requirement of taste and utility, from the 
plain but excellent designs of the furniture of the average 
office to the artistic and practical suites in period styles 
He can provide everything wanted either in wood or steel 
and give his customer the best in anything the market 
His opportunities are less circumscribed than ever 
correspondingly 


affords 


before, and the service he can give is 
expanded. 

Opportunity is everywhere, but it must be sought for 
It is not to be had by waiting. 


——__< - 


Fountains and Furniture 


How a Seattle House Interests Pedestrians by Means of 
“The Ordeal by Water” Given a Steel Desk. 


HOOTING sprays of water upon the surface. of a 
metal desk, Trick and Murray, stationers and office 
furniture dealers of Seattle, Wash., have created con- 

siderable new interest in this piece of metal office furniture 

which occupies the center of the limelight of a unique win- 
dow display in the metropolis of the Pacific-Northwest. 

The new desk is put to the test of receiving water 
squirted from a number of jets, that fall with concentrated, 
unabated profusion over the flat top, and into the yawning 
drawers, kept open for the purpose of a thorough ducking. 

This window display might well be termed “Ordeal by 
Water,” a companion for the ordeal by fire, for the splash- 
ing of the steady streams show the extent of the ordeal 
hrough which the desk passes entirely unscathed, stand- 
ing under the immersion without the slightest effect. 

Greater intensity is given the water display by the large 
tin basin with upturned edges especially prepared to form 
a pond, and the floating rubber toys, such as the frog, toy 
vellow balloon on the desk, and other bits of color that 
add variety and contrast to the display. 

Further variety and comparison is lent by a section of a 
wooden desk that has been through water with considerably 
less success. 

A motor in the window is used to keep the water in 

When it has dropped over the desk and down into 

from numerous 


motion. 
the drawers, trickling over the 
little fountains, the water runs out of the bottom of the 
little pond, to be shot back into the display. Unusual light- 
ing effects consist of spotlights focusing attention upon the 


legs, as 


desk in the center. 

The ordeal by water never fails to attract attention, as 
practically every passerby is struck by the unusualness of 
the window decoration which calls attention in a vital man- 
ner io the resistance of the desk to water—and that water 
is often more damaging and dangerous than fire, when a 
conflagration breaks out in the office building.—C. M. I 

sginpalliiilnenaasel 
Chair Company Receives Special Mention 

The Marble and Shattuck Chair Company were give! 
special mention in the Cleveland Press because they are the 
The compaiy was estab 
forty-seven years Bedford, but moved t 
Cleveland in 1899. The plant is located at 10200 Foster 
ivenue and the bulk of the company’s output is fine office 
have been manufactured 
for use on the Leviathan and California. Presi- 
dents Taft, McKinley and Roosevelt used chairs made by 
the company and the private offices of the Van Swearingen 


only chair concern in Cleveland. 


lished ago in 


chairs. Many chairs and _ settees 


steamers 


brothers in the Terminal building, Cleveland, railroad mag- 
nates, were furnished with chairs of the company’s manu 
facture. 

Five chairmakers who were in the employ of the com- 
moved from Bedford are still among its 


pany before it 


employees.—A. E. D. 
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A*Desk with Double Acting Drawers 
i “a 910% Main Little Rock, Ark., has 
obtained a patent on a double acting desk drawer which he 
The desk 


made 


Russ, street, 
has incorporated into a desk of his own design. 
market, Mr. 
only one model for his personal use and two others on 


is not yet ready for the Russ having 


special orders. 


Mr. Russ’ desk is the result of a personal requirement. 








DESK DESIGNED BY C. L. RUSS 


As a credit he needed a desk in which could be 
kept a 
necessary that these records be instantly available. 
desk 
After 


desk shown in the accom 


Manager 


great number of individual records. It was also 


As in- 


quiry indicated that no such was on the market, 


Mr. Russ decided to make one several years of 


experimenting, he produced the 


panying illustration, which he believes to be unique in 


design and us« 
The drawers in be 


desk, 


secured Che drawer slides hold the 


their full length o 


so that records in any part of any 


pulled out to 
either side of the 
drawer can be easily 
when pulled out completely for rei 
this desk 
total of 87,000 credit ratings and there is room for expan 
The desk top 


end to provide space for the credit manager to work. A 


drawers in position 


erence Chere are eight drawers in holding a 


sion. extends several inches bevond one 


stenographer-clerk is seated at each side. Provision for 


three main line telephones as well as wiring for lighting are 
Sockets for holding pencils and a foun 


sunk 


built into the desk 


tain pen tor each occupant of the desk are into the 


desk top 
Che desk is of 
kept at hand for constant reference 


where a great many rec 
All the 


available to two clerks 


undoubted utility 
ords must be 


records kept in the desk are readily 


without either leaving her chair [his saves time, and in 


1 


the case of a credit bureau or other information service, 


speedier response can be made to an inquiry. 


Russ 


it could be constructed more economically of 


Though the model shown is made of wood, Mr. 


believes that 
that it 
He states further that by 


steel, and would then have an even higher degree 


of efficiency changing drawer 


sizes and re-arranging partitions, the desk would be idea! 
tor general and executive use because whatever the con 
tents of the drawers, whether correspondence cards, or 


NEW MACHINE 


EvICES 







other matter, the contents would always be quickly avail- 
able. 
— 
Remington Announces a New Portable 

The new model portable typewriter now being introduced 
by the Remington Typewriter Division of Remington Rand 
Business Service, Inc., Buffalo, N. Y., has a number of new 
and improved features. The attract the 
attention of a casual observer is the new streamline body. 
and simplicits 


first of these to 


No sharp angles are evident, smoothness 
being primary characteristics of the design. 

Perfect visibility is achieved in the new Remington port- 
able by having the type bars set so that the type impression 
is made on top of the roller instead of on the side. Re- 
gardless of the direction from which the light is coming, 
the line being typed is not in the shadow of any part of 
The new type bars are set in writing position, 
before 


the machine. 


eliminating the necessity of raising the segment 


commencing to type. 


An entirely new feature is a paragraph key It is a 


tabulating device set in units of five spaces providing a 


means for uniformly indenting paragraphs, lining up sub- 
headings, and putting figures in columns. It works like a 


space bar, but it is five times as fast 





TYPEWRITER 


PORTABLE 


THE NEW REMINGTON 


Other refinements include a new paper bail that holds 


the paper tight to the extreme bottom of the page, a new 
carriage return lever that is larger and easier to operate, a 
lock that from misuse 


or accident, and a new margin release key that is set on the 


new carriage protects the machine 
keyboard. 
In addition to black, the new machine is finished in sev 


eral popular color combinations. 


Interesting European Bookkeeping Equipment 
The Express system of filing account cards and sheets 
cards in 


has tor its basic plan the placing of the account 
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THE 400-ACCOUNT MODEL OF THE 


pockets. The value of the system lies in the arrangement 
of these pockets in containers or frames and in the manner 
in which the frames are bound together. The pockets are 
so placed that cards do not entirely overlap but leave at 
the top of each card a visible margin of about a half inch. 
[he frames containing the pockets are assembled in book 
plaited accordion- 
flattening of the 
about 3% 


being 
use, the 


the back of the binding 
fashion. When the book is in 
folds in the back of the binder 
nches at the left-hand side of the 
Of this visible space on each card, anly 


torm, 


leaves vis‘ble 


top margin of every 


ird in the file 


one-third need be used for the name of the account, the 


two-thirds 
character and frequently required, such as: 


other recording general information of a vital 


credit, terms of 


ivment, salesman, et¢ 

Thus there are immediately available in one binder as 
many as 400 visibly-indexed accounts. The 
count cards are easily removable renders the system adapt- 
ible to bookkeeping systems of many kinds, regardless of 


bv bookkeeping 


fact that ac- 


whether entries are made in pen and ink, 


machines, or otherwise. 

[The Express model most generally used by large com 
book ten frames or a capacity of 
approximately 400 accounts. To spread it on the desk 
for use only one hand is required. Other models 
the six- and eight-leaf books 


panies is the having 
ready 
of the Express system are: 
and double-frame styles. 
to fifty accounts, depending on 


and the single- Each frame ac- 
commodates from thirty 


the size of the frame and of the cards 

be placed in a safe or fireproof 
cabinet when not in use. The frames 
are filed in desk cabinets which are partitioned either hori- 


The vertical cabinet is particularly 


The larger binder may 


models with fewer 


zontally or vertically. 
adapted for desk use because it occupies a minimum of 


The cabinets are made in both wood and 


desk top space 
steel. 

[The books and 
paper stock, and nickel-plated brass; 
weight they combine strength of construction and attrac- 


made of fibre board, kraft 


so that with minimum 


frames are 


tiveness of appearance. 


Express devices are patented in all civilized countries. 
The manufacturers 
who might be interested in obtaining manufacturing rights 
for the United States. Correspondence may be addressed 
to the Express-Kartothek-Gesellschaft, August B. Wolf & 
Co., Wallnerstrasse 6, Vienna I, Austria. 
————— 
Marble & Shattuck “Ad-Jus-to-Form” Chair 

The Marble & Shattuck Chair Company, Cleveland, Ohio, 
after extensive experimenting, has perfected the “Ad-Jus- 
features of 


invite communications from persons 


to-Form” clerical chair which embodies salient 


comfort and serviceability 


EXPRESS VISIBLE CARD-ACCOUNT FILING 





SYSTEM 


The seat of the “Ad-Jus-to-Form” can be moved for- 
ward or back to accommodate occupants of different size. 
The manufacturer claims that this feature has not hereto- 
fore been incorporated in any chair. The chair also has 
other adjustments for correcting the height and securing 
the proper pitch for the back and lowering the seat. This 
combination of adjustments permits fitting the chair to suit 
the form and size of any occupant. 

The “Ad-Jus-to-Form” is finished in oak, birch mahog- 
The chair mechanism is made 
solid cold rolled 


any or walnut as desired. 
entirely from cold stamped steel with a 





“AD-JUS-TO- 


& SHATTUCK 
FORM” CLERICAL CHAIR—Lateral ad- 


MARBLE 
justment of the seat is a novel feature. 


adapting the chair to any size or form of 
individual. The backrest also conforms. 


steel post which revolves on a full floating ball bearing and 
is guaranteed against breakage 

The awakening of the public to the value of correct 
posture while seated as well as standing, makes this type 
of chair have a wide sales appeal. The “Ad-Jus-to-Form” 
is a specially designed member of the Marble & Shattuck 
line of form fitting chairs. 














A Versatile Inserting Machine 


The S inserting and mailing machine, the manutas 


ag uc 


turers state, has been in constant use for two vears in the 


mailing departments of several large corporations and has 


proved itself to be reliable and efficient. Several companies 


ave added to their original Sague equipment. 


In addition to inserting, the Sague machine performs sev 


eral other operations. It seals the envelopes, counts 


and affixes stamps or imprints permit mail indicia. It has 


another interesting feature, a sensitive automatic control 


device which detects too many or too few enclosures and 
stops the machine before the irregularly stuffed envelope 
s sealed This enclosure detector is a mechanical finger 
which presses each envelope before it is sealed and is 


shortage or surplus of even one 


paper 


machine are 


capable of uncovering a 


enclosure printed on very thin 


Various models of the Sague built to handle 


resvectively four, six, and eight enclosures. 
machine is me 
All standard 


be used, and the 


Although the entire action of the Sague 


chanical, an electric motor is used for power 


sizes of envelopes up to number 10 may 


machine has a speed of from 3,000 to 3,600 stuffed envelopes 


per hour Several companies use the Sague machine for 





\ NEW MACHINE 
OF ITSELF.—The 


WHICH 


HAS GIVEN Goop 
inserting and mailing 
enclosure model 


ACCOUNT 


Sague machine four 


imserting and uiling close to a million envelopes a month 
T he 


Mailing 
N.Y 


Inse rting & 
New York, 


Sague machine is manutactured by the 
Machine Park place, 


und 608 South Dearborn street, 


Corporation, 11 


Chicago 
an 


“Mydex,” a New Rand Book Unit 


Mydex,.” a new development in Rand visible records 
designed particularly for personal use, has recently been 
put on the market by The Victor Safe & Equipment Com 


pany Marietta Ohn 
book units. 


Mvydex is similar to the Rand commercial 


consists of thirty-two pockets equipped with thirty-two 
ve by three cards which are horizontally ruled on one 
side, ledger ruled on the other It also has a set of A-Z 
inserts tor ilphabetical inde xing 

Che visible margin of each card in “Mydex” is protected 


trom dust and dirt by the celluloid tip of the pocket. Cards 

annot become dog-eared or torn no matter how often 
they are handled 

Equipped with horizontally ruled cards, “Mydex” provides 

stant reference tor address records, club membership lists, 

as a desk tickler and date box k Inde xed by subject 

s avery valuable memorandum book for the lawver, doc 
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tor, public speaker, business executive, salesman, or debat- 
ing team 

Used with ledger cards, “Mydex” is a valuable record 
for any income or expenditure It takes the drudgery out 
if personal record-keeping, gives greater accuracy, and 





MY DEX’ 


RAND 


BOOK UNIT 


keeps the record always instantly available. It is especially 


valuable as an income tax or personal investment record 


or green and 
for desk 


\ivdex is attractively bound in red, blue 


folds up to convenient size, eight by six inches, 


r porttoho 


Phe 


“Mydex” is $2.00. 
> = 
Teletype-Setter a New Device 


It is now possible, it is said, to operate newspaper type 


retail price ot 


setting machines by telegraph 
in December at the plant of the Rochester Times 
N. ¥ 


ferred mechanically directly 


Early 


Union of Rochester, dispatches by wire were trans 


into the linotype machines and 


were recorded in lines of metal type, each as long as a 


news column is wide. This was done without the touch of 


human hands at the receiving end. The machine is the i 

vention of Walter M. Morey of East Orange, N. J., and 
the Teletype Company of Chicago, IIL, built the machine, 
The sending was done in the demonstration room 
to two machines on the opposite side of the room operated 
simultaneously and from the same wire. One was a lino 
tvpe machine and the other an intertype. The interposition 


of resistance coils made the short wire equivalent to a dis 
tance of fourteen miles 

The sender punched a tape s of an inch wide which 
operated the telegraph wire by sending impulses corre 


sponding to the hole in the tape. At the receiving end an 
strument a little larger than a typewriter produced a 
punched tape exactly like the sending tape. This receiving 


small electrical ma 
This 


translated the tape holes into electrical impulses 


through a 
the 


tape then ran automatically 


chine on a stand beside typesetting machine 


once 


more 


carried by wire to an apparatus fastened to the side of the 
typesetting machine and having metal fingers, each con 
trolling a number of letters and characters. These metal 


fingers were released according to the impulse received, the 
typesetting machine functioning exactly as if a human 
operator had pressed the keys. It is believed that this 
invention will effect a substantial modification of the com 
posing machines of daily newspapers. It is said that one 
sending can operate an indefinite number of typesetting 
machines In the opinion of Neal Dow Becker, former 
president of the Hammond Typewriter Company, and now 
president of the Intertype Corporation of New York, the 


eletvpe-Setter has demonstrated its practicability 





— 
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Diebold Introduces a New Line of Vault Doors 

[The new Victory line of fire-resistive vault doors, re- 
The Diebold Safe & Lock Company, 
in the 


cently introduced by 
Canton, Ohio, 


construction ofl! 


offers some definite improvements 


doors The line includes an 


Room labeled door and a 


light vault 


Underwriters’ half hour Record 


six hour Underwriters’ labeled door. 


With doors offering metered protection and known pro- 


tection for every degree of risk, the Victory line is com- 


plete. Based on Underwriters’ Laboratories test, Victory 


uninsulated doors offer more than twice as much resistance 


to fire as the old style plate doors. 


The electric arc-welding process, which has been proven 


more effective in building stronger doors and reducing bulk 


and unnecessary weight, is used in the construction of 


every door in the Victory line. This welding method of 


use of lighter gauge metals 


on the face of the door exposed to the fire 


construction has permitted the 


where it was 








VICTORY LINE OF 


DOORS 


THE 
tESISTIVE VAULT 


eR OF 
-I 


found that lighter metal would do less damage under the 
strains of buckling and warping due to heat, than heavier 
metal. It formed 


reinforcing 


also has permiited the use of strong 


members in the internal construction of the 


doors, which effectively close the space between the door 


and the wall against the entrance of heat into the vault. 
rhe new line is being advertised to the consumer market 
by a campaign based on the facts developed by the Under- 
writers’ test, on scientific construction and on the quality 
of resistance to heat that the Victory vault doors afford. 
Diebold 110, the Victory line is 


pictured and described in detail. Examples of each door 


In the catalogue No. 


in the line are reproduced in colors. Line drawings show 
the details of construction. Dealers are invited to write for 


copies of the new catalogue. 


~~ 
“No-Blot’”” Desk Pad Announced 

The Sandell Manufacturing Company, 537 South Dear- 
born street, Chicago, IIL, recently put on the market the 
“No-Blot” desk pad, a desk accessory that has many new 
and attractive features. 

The “No-Blot” is made from a special formula of which 
rubber is the base. The composition will not burn and it 


resists stain. Lighted cigars and cigarettes will not mar 


the surface and spots made by ink or other causes are eas- 
ily washed off with a damp cloth. The “No-Blot” is of 
sufficient weight to lie perfectly flat on the top of a desk 
and its smooth finish provides an ideal writing surface. 
Because of its stain resisting qualities, the pad does not 
require a covering of blotting paper, a feature of economy 
and neatness. 

The “No-Blot” is made in one size only, nineteen by 
twenty-four inches, and in two color combinations, light 
green mottled with white, and black with a mahogany and 
gold mottling. 

Ee 
“Bakelite” Enters Rubber Stamp Field 


The Lake Manufacturing Company, 1910 Caddo street, 
Dallas, Texas, has introduced “Bakelite” into the rubber 
stamp field by using this material for moulding and 
handles. As pencil barrel stock “Bakelite” has found wide 
use in American and foreign offices. 

Lake’s “Rubber Neck” patent hand stamps use “Bake- 
for the handles, and also for mouldings on stamps of 
that type. The base and neck are formed of a single piece 
of high grade rubber, and provided with a conical shoulder 
at the base of the neck to give strength and to equalize the 
distribution of the impression over the face of the entire 
printing die. The neck is reinforced with a coil spring. 
This adds strength to the neck, yet does not interfere with 
the flexibility of the stamp. 

“Rubber Neck” mounts are made for 
arranged to use with or without 
Moulding stamps with the “Rubber Neck” can be 
An important advantage is that the “Bakelite” stock 
is colored throughout its that wherever the 
moulding is cut to die length the color is uniform with the 


924.99 
ite 


square 
dates. 
sup- 


Standard 
or round dies, 
plied. 
body, so 


sides of the moulding. 
— co 


Subdivisions for Steel Shelving Sections 
Lyon Metal Products, Incorporated, Aurora, IIl., produces 
a line of inserts for use in connection with steel shelving 
Two styles and four sizes are made, per- 
small parts or packages in steel 


installations. 


storage of 


mitting the 





TWENTY-FOUR FOR LYON 


SHELVING 


SBCTION OF INSERTS 


STYLE “M” BOX IN- 
SERT—Dividers Adjust- 
able on one inch centers 





shelving, storage and issue, and protecting 
small, fragile parts against damage in hasty handling. 
These inserts can be used with Lyon standard, commercial, 
“Durand” type and mercantile shelving. 


facilitating 


Two styles are made, eighteen or twenty-four compart- 
ments; both fit shelf openings twelve inches high, thirty- 
six inches wide, and either twelve or eighteen inches deep. 
The boxes are provided with combination label holder and 
drawer pull, and fitted for dividers adjustable on one inch 
centers. 

















oe - 


—* 
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Barr Typewriter Equipped with “Type-Lite” 


In addition to several improvements in design and 


mechanical structure, such as a longer line space handle, 


left hand carriage release, new line scale and a paragraph 
lever and tabulator, the Barr typewriter made by the Barr- 





BARR TYPPWRITER EQUIPPED WITH BARR “TYPE 
LITE 
Morse Corporation, Ithaca, N. Y., is now equipped when 
desired, with the new Barr “Type-Lite.” 
Like the Barr typewriter, the “Type-Lite” is a Morse 


Precision Product. It is made exclusively for use on the 


Barr typewriter and is a particularly useful attachment 
where a good deal of typing work is done in the evening 
The bracket, heavily nickeled like the other exposed parts 
of the light, clamps to the right hand side of the machine 
The lamp, a 15-watt, 110-120 volt Mazda much the same 
as is used in illuminating showcases, throws a clear, even 
light on the work at hand, and at the same time protects 


against glare from the lamp itself or reflec- 
about 


the user's eves 


from the Each light is furnished with 


silk 


outlet in the 


tion paper 
plugged into any con- 
The “Type-Lite” 
be removed from the side of the machine by simply turning 
a knurled side It 


finish of the 


five feet of cord, which may be 


venient usual manner can 


thumb nut at the does not mar the 


machine in any way 


se = 
Hummer-Brush “Office Boy” Moistener 


a. Hummel Company, Cincinnati, Ohio, manufac 
turer of a complete line of brush moisteners for stamps, 
envelope flaps and gummed tape, is marketing the “Office 


Boy” stamp and flap moistener which is recommended 
particularly for the small office 
The “Office Boy” is a neat little contrivance made ot 





“OFFICE BOY" STAMP AND FLAP 
MOISTENER 
genuine cast aluminum finished in olive green enamel 
trimmed with nickeled brass Its rubber covered feet 


The water reservoir 
without 


prevent marring of polished surfaces. 
holds last 


refilling 


sufficient water to ten days or more 
Each moistener is equipped with a brush that feeds water 


in a sufficient quantity to properly soften the gum without 
diluting it to the extent where it loses its adhesive quali- 


ties. The brush is set at the correct angle to moisten 
evenly whatever gummed surface that may be drawn 
over it. 
The “Office Boy” is retailed at $2.50. 
—__———_— 
Counter Height Display Case by “Y and E” 
The Yawman and Erbe Manufacturing Company, 


Rochester, N. Y., produces a display case for merchandise, 


samples, etc., which intermembers with counter height cabi- 


nets. Aside from use in stores, the new case will be found 


useful by local and branch offices of mercantile concerns, 


which wish to show samples in the offices. The display 


cases can be combined with counter height files, giving 


visitors an opportunity to study merchandise while await- 
ing service 
The 


box type closed base. 


frame is of welded construction, and includes a 


Two sliding doors at the rear afford 
They are provided with flush bronze 


access to the case. 


pulls; locks can be provided as an extra. Steel shelves can 


be provided, with suitable adjustable shelf supports. Stand- 


ard finishes are olive, walnut or mahognny; shell white is 





STEEL AND GLASS 


CASE OF 


Y AND E”" DISPLAY 


provided at extra cost. Six options are provided for the 
arrangement of top, such as plain steel (or glass); plain 
bronze bound linoleum; glass top with felt cov- 


steel with 


ever display pan, permitting card samples, lists, etc, to be 
shown under glass, etc. 
oe 


The Dodge Cash Register 


The Dodge Cash 
has developed a system for handling cash and recording 


Register Company, Los Angeles, Calif., 


sales in a store that involves the use of a cash register and 
a daily record sheet, a method that ties up mechanically 
two operations that have been proved successful. 

The Dodge cash register provides a quick and easy way 
has some fea- 
handling 


of handling money in all denominations. It 


tures that make it particularly convenient for 


coms, 

As the register opens it projects a slide, in easy writing 
position, upon which a daily record card is held. The card 
is of folder stock eleven and a half by fifteen inches and 


is folded once. The card is ruled and printed according to 











WORKING 


DODGE CASH REGISTER AND DAILY FILE 
the latest business practice for columnar journal and daily 


When the 
is quickly 


record slide is extended an entry of the 


transaction and easily made at the time of the 
transaction 

The complete outfit comprises in addition to the cash reg- 
ister, a daily working file, finished in mahogany, for filing 
the cards during the month; a transfer file for storage oi 
the cards after they have been summarized, and a hundred 
stock The 


recording six ways of receiving money and three ways ot 


cards. cards are ruled to provide means for 


paying it out. The complete system retails at $90, with a 
liberable discount to dealers 

The Dodge Cash Register Company has also devised a 
credit system whereby credit accounts can be handled with 
This 


alleged to bridge the gap between the expense of handling 


the same expedition as cash customers. system is 
charge accounts on salesbooks and the saving affected by 
the cash system. 

One model of the register is made with a money chang- 
ing device and other models are provided with an exten- 
sion base for use with an adding machine or autographic 
register. 

The Dodge cash register is being marketed by the Los 

Company, 639 South San 
Calif. Roscoe M. 


manager of the company, invites dealers and stationers to 


Angeles Register & Printing 


Pedro street, Los Angeles, Breeden, 
write for further information and data concerning territory 
allotment. 
Ses 
The New Varityper 
York City, 
Varityper machine, 


Varityper Incorporated, 305 Broadway, New 


has brought out a new model of the 


embodying a number of interesting and valuable new fea- 


tures. The company states that the close co-operation be 


tween sales and manufacturing departments has brought 


about in the past year over five hundred construciive 


mechanical changes in the machine. The new Varityper, 
it is stated, has all the features of the up-to-date standard 
half- 


lateral 


typewriter, including tabulator, variable line spacer, 


inch ribbon on standard spools, paper rest with 


guides, light key action and light carriage return 


The new Varityper has many individual features, not all 


of which of course are new, but all are characteristic of 


the machine. These features include changeable type, per- 


mitting the use of any one of over forty English type 


plates, instantly changed without the use of tools, two dif 
ferent styles or sizes of type may be handled in the ma- 


chine at one and the same time. The simple turn of a 


knob removes one and places the other in writing position. 
Thus, one may change from one language to another or 


switch to type plates which have the characiers used in 


the different sciences. 


Another feature is the variable horizontal spacing where- 


by the spacing between letters or characters may be 
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THE NEW VARITYPER 


changed to conform with the size or siyle of type used. 
There are four different spacings giving ten, twelve, four- 


Any 


three of these spacings may be had in the same machine. 


teen and sixteen letters or characters to the inch. 
Pica and elite typewriter spacing may now be had on one 
machine also fourieen or sixteen for condensation. 

In addition to the regular single, double and triple spac 
ing of the standard typewriter and the variable line spacer, 
picking up with fixed spacing at any point, the Varityper 
also spaces 18, 9 and 4'4 lines to the inch. These features 
include the variable horizontal spacing, the variable per- 
pendicular spacing and the changeable type, making it pos- 
sible to place an astonishing amount of copy on a sheet, 
card or stencil. 

The new machine is equipped with an open end carriage, 
both ends open, making it possible to write on paper of 
any width. 

The impression of the type is controlled mechanically 
so that three degrees of 
be secured—light, medium and heavy. 


and ihis pressure is variable, 
density may 

Owing to the construction of the machine, it is impos- 
sible for the letters to get out of alignment. 

The applications of the Varityper are many and it pre- 
senis opportunity to produce letters having the individual 
touch. 

The operation of ‘he Varityper is identical with that of the 
standard typewriting machine, except that three rows of keys 
are used instead of four. The figure shift is used for writing 
figures characters, but shift, it is 
For tabulat- 
ing work, where figures predominate, special type plates 
are used doing away with the necessity of shifting for fig- 
ures. 


with the double 
claimed that more characters are obtainable. 


and 


Among ihe uses to which the Varityper is particularly 
adapted, according to the manufacturers, are for sales and 
collection letters, where different styles of type may be 
used in the same letter; for processed letters; for stencil 
cutting; for weather or other like reports and for medical, 
chemical and mathematical work for condensing financial 
statements, reports, etc., and finally, for card writing, mak- 
ing it possible to write more on a given area than could 
otherwise be written. 
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in Every Section of the Field. 


Trusteeship for Office Utilities Corporation 


Under date of January 29, 1929, the Los Angeles Board 


of Adjusters, L. Boteler, manager, sent a letter to the cred 


itors of Office Utilities Corporation, 802 Architects build 


ing, Los Angeles, Calif., and Western Office Utilities, Inc., 


821 West Seventh street, Los Angeles, Calif., stating that 
on the above date a meeting of local creditors was held at 


the offices of the Los Angeles Board of Adjusters. The 


records of the debtor concern were gone into, with the 


following results 

Tangible assets as of January 1, 1929—Accounts receiv- 
able, $21,192.91; $91,088.43; 
furniture and fixtures, $9,212.59; store furniture and fixtures, 
Total, $123,815.98 


merchandise inventory, office 


Liability to creditors—Merchandise creditors (due and 


not due), $52,696.16; notes payable and loan creditors, 
$15,634.61. Total, $68,330.77. 
In addition to the foregoing R. B. Larter, who owns 


concern, is a 
$24,364.14. In 


Larter 


stock of the debtor 


loaned in the 


practically all of the 


creditor tor money sum of 


granted an extension, Mr. 


stand aside until merchandise 


consideration of being 


has agreed to let his claim 


and loan creditors have been paid. [The extension was 
accordingly granted by unanimous vote of those present, 
and L. Boteler was made trustee. The following com 


mittee of five of the largest creditors was then elected with 
Bank, 


Company, 


full power to act Pan-American Stationers Cor 
Western 
pany and Stables-Mason Company 

Mr. Boteler 


trustee bill of 


poration, Pacific Paper Buzza Com 


has taken over the business under the usual 


sale and has placed his representative in 


charge under bond 


The trustee’s announcement says that a more definite 
statement of assets and liabilities will be issued to creditors 


as soon as the physical inventory is completed and the 
usual examination of the books and records is made. 
The figures above given do not indicate that the situa 


tion is desperate by any means. Assets are well above lia 


bilities, and it is not unlikely that, with the time extension 
granted, the business will pay out and continue on a sound 
and profitable basis 
—_ > 

Acme Staple Company Purchased by Syndicate 

Through Guest & Company, brokers in Camden, N. J., 
Milton M. Roach, M. S. Cook and Leon (¢ 
chased the common stock of the Acme Staple Company, 


Camden, N. J, the estate of the late Charles O. 


Guest pur 


from 


1894. 


since 


deal was 
Guest & 
Company has marketed an issue of 3000 shares of seven per 


The 
then 


Baird, who founded the business in 


consummated late in December and 
cent preferred stock and 600 shares of common stock. 
Staple 
Through his ability and 
prospered. At the 


years ago the Acme Company was 
Charles O. Baird. 
wisely efforts, the 
time of his death in 1918, the company was well established. 
John H. 


under Mr. 


Chirty-five 
organized by 
directed business 
general manager 
managing 
the affairs of the business for the executors of the Baird 
March, 1924, Mr. died and the 
mantle of managership fell upon the capable shoulders of 
Milton M. Roach. 

[he officers of the 
are M.S 
Milton M 


and assistant 


Bernheiser, who had served as 


Baird, continued in active charge, 


estate. In Bernheiser 


company under the new ownership 


Cook, president; Lyman B. Cook, vice-president; 
treasurer, and Leon C. Guest, secretary 


M. S. Cook has 


with the Acme Staple Company for over thirty years and 


Roach, 
treasurer. been associated 
is well fitted to assume the leadership of the new organ- 
ization. Milton Roach, who has proved his executive and 
managerial ability through many years of service with the 
company, continues as general manager 

Products of the Acme Staple Company are well known 
throughout the stationery industry. The line includes 
twenty-five different types and styles of stapling machines 
The machines and 
staples are United 


\bout thirty-five per cent of the company’s output 


and over 200 different sizes of staples 


used by industries in all parts of the 
states 
is sold to the export trade 
> 
Berger Acquires Van Dorn Equipment 
As the last 
dispatches reported that 
pany division of The Central Alloy Steel Corporation had 
Van Dorn 


said to be 


forms of this issue were closing 
The Berger Manufacturing Com- 


newspaper 


purchased the metal furniture division of The 
Iron Works 


$1,000,000 he 


Company. The price paid is 


transaction includes all machinery, tools 


and inventory in process. The Berger organization has 
assumed all the Van Dorn agency contracts, consisting 
of seventy-five exclusive agents and 250 dealers. 

> 


Father of W. L. Clark Passes AWay 


John I. Clark, father of W. L. Clark, sales manager of 
The Parker Pen Company, passed away early in Febru- 
ary at his home in Hallsville, Mo Interment was at 


Rantoul, IIL, the old family home. 
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“Jerry” Sprott Heads Berger Sales 
S. S. French, president of The Berger Manufacturing 
Company, Canton, ©., has announced the appointment of 
reneral manager of sales, effective March 1. 


J. S. Sprott as 


ted as a civil engineer at Purdue 


Mr. Sprott was educ: 
University and entered sales work in 1913. During the past 
eight years he has been vice-president in charge of sales 
of The General Fireproofing Company, Youngstown. Mr. 
Sprott’s hundreds of friends will rejoice that he is to remain 
in this field and continue to give his talents to the indus- 
try 

Che Berger Manufacturing Company produces more than 
4,000 items of fabricated products made chiefly from steel 





J. S. SPROTT 


sheets. Mr. Sprott will direct all of the sales divisions of 
the company, which include metal furniture, metal lumber, 
metal ceilings and many metal building products, corrugated 
metal culverts, and a large number of special and mis- 
cellaneous metal products. 

Announcement of Mr. Sprott’s resignation from the ser- 
vice of The General Fireproofing Company appeared in our 
February issue 

_ ‘ 
N. C. R. to Increase Ellis Output 

The National Cash Register Company has taken steps 
looking toward an increase in the output of the plant of 
the Ellis Adding Typewriter Company, Newark, N. J., 
following the merger of the two companies. The efficiency 
of operation of the Newark plant is to be increased. 

The accouniing division of The National Cash Register 
Company has been placed under the direction of W. A. 
Outten, who will be assisted by John W. Briggs. Members 
of the accounting division sales staff were called into con- 
ference a short time ago, and a thorough demonstration 
was made of the Class 3000 National accounting machine, 
formerly known as the Ellis adding typewriter. Questions 
were asked and answered so as to acquaint thoroughly the 
members of this sales division with the excellence of the 
product 

an 
O. A. Wilkerson Appointed “G-W” General Man- 
ager 

O. A. Wilkerson has been been made general manager 
of The Globe-Wernicke Company, Cincinnati, Ohio, by 
appointment of H. C. Yeiser, Jr., president. This action 
has been approved by the board of directors which has 
also elected him a vice-president. 

Mr. Wilkerson will continue as president and general 
manager of the affiliated company, the Steel Equipment 
Corporation, Avenel, N. J. His position as a vice-president 
and general manager of The Globe-Wernicke Company 


will involve no change either in the Globe-Wernicke or 
Steel Equipment dealer organizations. Each company has 
satisfactory outlets and will continue to serve its own trade. 
The dealer organizations of both companies will be main- 
tained on the same basis as in the past. 

In assuming his new duties, Mr. Wilkerson brings to 
The Globe-Wernicke Company a broad and varied experi- 
ence in the industry. Under his sales managership, The 
Fireproof Furniture and Construction Company, Miamis- 
burg, Ohio, achieved a world wide distribution of “Secur- 
ity” steel products. Later, when the name of this company 
was changed to Steel Equipment Corporation and the plant 
moved to Avenel, N. J., Mr. Wilkerson was promoted from 
sales manager to general manager. In 1922 he was elected 
vice-president of the corporation, retaining the duties of 
general manager, and in the fall of 1923 became president 
of the Steel Equipment Corporation. 

The affiliation of The Globe-Wernicke Company with the 
Steel Equipment Corporation, as announced some months 
ago, is one that instituted a new high degree of service to 
dealers in the office equipment and stationery industries. 
Economies in the purchasing of materials, in production 
and in engineering will be effected soon, and will result in 
the expansion of the well known Globe-Wernicke and 
Security lines of filing cabinets and supplies, office furni- 
ture, sectional bookcases, steel partitions, stationers’ prod- 
ucts, etc. 

The location of the two modern plants, one in the Middle 
West and the other in the New York City metropolitan 
district, permit prompt installations of special contract 
work for municipal buildings, public utilities companies, 





0. A. WILKERSON 


banks, insurance companies, librarians, courthouses, etc., in 
all parts of the country. 


The combined organizations have more than 2,000 em- 
ployees. The Globe-Wernicke plant occupies forty acres of 
floor space and is one of the largest plants in the world in 
which a complete line of steel and wood office equipment, 
bookcases and stationery products is manufactured under 
one roof. The factory of the Steel Equipment Corporation, 
which is three city blocks long, contains machinery and 
tools of the most modern type for producing steel office 
equipment. Both plants are designed and equipped by 
engineering and production experts for quality production 
on a large scale basis. 
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C. R. Strohm Joins Executive Staff of U. E. F. 














C. R. Strohm, formerly sales manager of the Elliott- 
Fisher division, has been advanced to the executive depart- 
ment of the Underwood Elliott Fisher Company, as assist- 
int to E. F. Geer, vice-president, according to a recent 
announcement by that company 

His new position follows rapidly his appointment as 
Elliott-Fisher sales manager, and brings another important 

Cc. R. STROHM 
promotion to his record of seven years with Elliott-Fisher 
and General Office Equipment Corporation sales work 
Returning from service abroad during the World War, he 
first joined the Elliott-Fisher Company, which at that 


time had just been placed under the presidency of a former 
Wagoner. 


the 


employer and associate, P. D 
After his first 
pany Mr. Strohm joined the General Vehicle Company, 
trucks, of Mr 

His resourcefulness 


position with General Electric Com 


pioneer manufacturers of electric which 


Wagoner was at that time president. 


was shortly recognized by advancement to the secretary 
ship of that company His association with Elliott-Fisher 
ver the past ten years was broken for two years as office 
manager of the General Motors Export Corporation, a 
position he left to return to Elliott-Fisher in 1921. 

Mr. Strohm carries with him to his new capacity the 
most thorough knowledge of the G. O. E. C. sales activi 
ties Che organization and able direction of the sales sta 


tistical division is responsible in large measure for his great 


breadth of experience, which a few months ago prompted 


his rise to the sales manager of Elliott-Fisher 


position of 


pre ducts 


i. - 
Mr. and Mrs. George S. Parker Touring 


Mr. and Mrs. George S. Parker are iraveling in South 
America to escape the rigors of a Wisconsin winter. The 
tinera cludes Brazil, Uruguay and the Argentine, with 
1 possibility of crossing the continent and returning to 


the west coast 


the United States by 


Mr. Parker's interest in the company’s export trade will 


lead him to combine business with recreation He is and 
has been always intensely interested in the export business, 
having learned early in the operation of the industry that a 
sizable and uniform export trade is a very desirable sup 
plement t lomestic producti and sales. It tends to 
equalize tl eaks and valleys domestic sales. Inciden 
tallv the Parker export trad including the operations 
subsidiar ympanies, was $1,750,000 in 1928 
> 
Fred Butenschoen in California 
Fred H. Butenschoen, president of the Imperial Methods 


Company, Forest Park, IIL, left for California early in 
February. He w return the latter part of March or the 
first of April 


Chicago Stamp Makers’ Officers 
An the 


Appliances included a list of 


on 


Office 


the officers elected for the pres- 


item page 61 of February issue of 


ent year, by ihe Chicago Stamp Manufacturers Club, Inc. 


Henry Hanson had been elected president, but it was found 


that he could not serve. He is a director of the Interna- 
tional Stamp Manufacturers’ Association, and the work 
entailed is sufficient contribution io the good of the busi- 


Chas. | 
to replace Mr. Hanson. J. R 


ness for one officer Safford was chosen president 


Swift was elected chairman 
of the board 
was devoted to routine 


the 


Che February meeting of the club 


changes were made in official roster. 


> 
New General Sales Manager for A. W. Faber 


the 


matters, after the 


Fera and the likelihood 
of his not returning to at A. W 
Newark, N. J., in the Albert K. 


been engaged to fill the position of general sales manager. 


Because of illness of Henry 


Faber, Inc., 


Trout 


his office 


near future, has 
Mr. Trout has had twenty-eight years of experience in 
sales promotion and management, and is an able merchan- 


He 


sale ot 


dising man in all lines. will no doubt be able to suc- 


the A. W. 


lo familiarize himself with the 


cessfully direct Faber products. 

trade and the stationery 
business, Mr. Trout plans to make a trip covering the entire 
A. W. He 
with salesmen and visit agents in all parts of the country. 

ee 

Alfred Jensen Now Elliott-Fisher Sales Manager 
M. E 


of the General Office Equipment Corporation, Alfred Jen- 


Faber distribution organization. will travel 


Through an announcement by Eylar, vice-president 
sen has been appointed sales manager of the Elliott-Fisher 
that the 


sales 


vears he has 
Elliott-Fisher 


Company and the General Office Equipment Corporation. 


Six 


the 


division of company lor past 


directed the educational work of 


Mr. Jensen joined the New York Sales force of the 
Elliott-Fisher Company ten years ago as a salesman under 
Charles Reed. Within three years he had completed an 
unusually significant sales record 





ALFRED 


JENSEN 


Upon the introduction of the Elliott-Fisher automatic 
feed machine in 1922, he was chosen sales manager of this 
new product His successful endeavors in the promotion 


led 
ie head of the sales educational department, to cover all 


of these machines, within 


| 
; 


a year to his appointment to 


the products of the company. Upon the formation of the 
General Office Equipment Corporation, the company in- 
creased Mr. Jensen’s supervision to direct the educational 
work of Sundstrand machines 

He now undertakes his new duties with a competent 
record of ten years with the sale of Elliott-Fisher and 


Sundstrand products 














or 
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First Vacation in 50 Years for F. L. Straubel 


F. L. Straubel, accompanied by his wife, is taking a Calli- 
fornia vacation, the first real relaxation from business in 
fifty years. A friend in business on the coast remarked 


for Mr 


industry 


Straubel to take his vacation, 
that the 


that it wasn’t so easy 


for the veteran of suggested monotony 
of unaccustomed relaxation would be relieved if some con- 
\fter Mr. Straubel 


will have less difficulty in enjoying his 


genial task could be assigned to him. 
gets acclimated he 
new leisure, for the climate has a way of making it easy 
to relax, and to forget the aciivities of business 

> 


Woodstock Export Department Moved to Chicago 


The export department of the Woodstock Typewriter 
Co., formerly at Woodstock, Ill, is now at 35 East 
Wacker drive This brings Arthur Williams, the export 
manager, back to Chicago, where his friends from abroad 
will find it more convenient to call when in the United 
Siates. 

C. S. McAlister has been appointed sales director in 


W oodstock He has 


been with the organization some time, following an execu 


Europe by the vpewriter Company. 
tive experience which gave him contact with the typewriter 


trade all over the country He is regarded as being espe- 


cially well qualified to care for the interests of his com- 
pany in Europe. 
_— : 
Announcements and Changes in Varityper Organ- 
ization 

W. J. Hausman has just been elected vice-president in 
charge of sales of Varityper, Incorporated, New York 
City. He was also elected a member of the Board of 
Directors—a signal honor, by the way—at a stockholders’ 


14 Wall 


Incorporated, are as 


meeting, held Monday, February 4, at 
The officers of Varitvper 
President, F. T. Hepburn; 


vice president in charge of 


Street. 
follows 
vice president, F. H. Trego; 


sales, W. J. 


treasurer, F. H 


Hausman: secre- 
assistant 
Frank 
Hepburn, 
Trego, W. J. 
Holl, Jr 


George Hepburn lrego; 
Miss A. M 
Zieris Che board of directors consists of F i 


A. E. Walbridge, M. W. Pask, F. H 
man, George Hepburn and W. H 


tary, 


secretary, Igoe; assistant treasurer, 


Haus- 





W. J 


HAUSMAN 


Henry Resch, formerly in the general advertising depart- 


ment and prior to that in the tactory of the Underwood 


Cypew riter Company, 1s now factory manager of \ arityper, 


Incorporated. He will work under Frank H. Trego, vice 


president of the compan, 


lhe Varityper factory has been completely re-organized 
and departmentized. The departments now are the special 
inspection department, the 


experimental 


engineering department, and the 


department, all of which are separate and 


distinct from the factory and production department. 


Duffield Made “Y and E” Advertising Manager 

The Yawman and Erbe Manufacturing Company, 
Rochester, N. Y., has appointed D. W. Duffield advertising 
manager. He succeeds Carl Gazley, who resigned to enter 
another field of business. 

Mr. Duffield 


“Y and E” in 


became director of school service for 


1926. When the 
departments were merged, he took charge of the consoli- 


educational and school 





DUFFIELD 


a Wee 


dated work. Mr. Duffield will continue to carry the duties 
of the educational and school departments with his new 
work. During the past seven years he has been in close 
touch with the company’s advertising as applied to filing 
equipment and system supplies. His experience is well 
rounded, and enabled him to qualify successfully for the 
post of advertising manager. 
ae a 


Marchant Distribution Appointments Abroad 


Louis Debarnot, special export representative of the 
Marchant Calculating Machine Company, returned to the 
United States late in February, on the “Leviathan” from 
an extended tour of the old Oakland in 
1928, and covered all of the principal countries of 


On this prolonged 


world. He left 
June, 
Europe, as well as Turkey and Egypt. 
trip he visited all of the established Marchant distributors, 
and made a number of new connections. 
Marchant calculating machines are now sold in France 
Perfect S A R L, 1 Boulevard 
This is a liability company 


and Belgium by Bureau 


Haussman, Paris. limited 
formed recently under the joint management of F. C. Gros- 
jean, Frederick Rosenthal and Emil Spira. Mr. Grosjean is 
The _ entire 


Perfect Bureau organization is eminently fitted for market- 


an vexperienced calculating machine man. 
ing Marchant machines successfully. 
Che West India Mercantile Company, Ltd., 


D. W. 1. has been appointed Marchant distributor for the 


Curacao, 


Dutch West Indies. 
Gebr. Weinitschke, Seydelstrasse No. 3, Berlin, is dis- 
tributor of Marchant calculating machines for Berlin and 


Brandenburg. 
Se 
Edwin O. Tupper Joins Benedicts 

Edwin Odell Tupper, secretary of the National Business 
Show Company, New York, N. Y., was married to Kather- 
ine Congdon, Friday, February 22, 1929, in the chapel of 
the First Baptist church, Montclair, N. J. Only the imme- 
diate families and three or four close friends were present. 
\ reception followed the ceremony. Shortly after, Mr. and 
Mrs. Tupper left for an automobile trip to points unknown. 
Office Appliances extends heartiest felicitations. 

Mr. Tupper is the son of Frank E. Tupper, president of 
the National Business Show Company. 


the province of 











or 


Charles Stanton Leaves Crown Ribbon & Carbon 


After eighteen years of association with the Crown 
Ribbon & Carbon Manufacturing Company, Rochester, 
N. Y., Charles Stanton has severed his connections and 


Mr. 
is little doubt 


the concern Stanton’s 


but there 


disposed of his interests in 


plans for the future are unsettled, 





CHARLES STANTON 


that he will engage in a kind of work that will enable him 
to make use of his broad knowledge of export business 

In 1910 Mr. Stanton joined the Crown Ribbon & Carbon 
organization as secretary and export sales manager. He 
was appointed vice-president and general sales manager in 


1920 and served in that capacity until his resignation 


Mr. Stanton is a 
trade He speaks 
and Pe 


v ecessity 


nationally known authority on export 


both 


[t is his opinion that there is an 


Spanish fluently and understands 


French rtuguese 


increasi! for a steady outflow of American goods 


to other countries if our factories are to continue operating 
at full c: 
~— 

C. B. Mathes Visions Good Business in West 

C. B. Mathes The Conklin 


pany, returned to February after completing an 


general manager of Pen Com 


Toledo in 


extensive trip through far western and northwestern mar 
kets He nsiders the outlook in 1929 for the pen and 
pencil business unusually good on the Pacific coast Dur 
ing the tour he visited the trade in all principal cities west 
of the Rockies, and found the prospect for a larger Conklin 
business most promising. His dealers generally were found 
to have sold their stocks heavily during the holidays. The 


replenishment in Western markets, as well as gen 


erally, gave Conklin a large January gain in sales volume 
over the company’s previous highest January 

Che initial sales of the new Conklin “Endura” imperial 
purple and gold pens and pencils indicate that this new 
Conklin color combination will be one of the biggest sellers 
ever oftered by the company 

> 
St. Petersburg Equipment Concern Moves 

Che Southern Office Equipment Company is now located 

it 658 Ceniral avenue, St. Petersburg, Fla This business 


had been at 691 Central avenue, almost directly opposit¢ 


tormer lo¢ 


the 


The Southern Office Equipment 


ation. 


Company acquired the 


business of the St. Petersburg Office Equipment Company 
in March, 1928 d has had an encouraging measure of 
success since, under the management of C. Murray Brown 
It is operated as a branch of the Southern Office Equip 
ment Company, Lakeland, FI] 

George H. Thornton, Ir., is traveling the outlving terri 
tory for the Southern Office Equipment Company He is 
making an excellent record in sales of equipment and 


sul plies 


Page 34H OFFICE APPLIANCES For March, 1929 





#5 


Stationers and Publishers Board of Trade 


The annual meeting of the Stationers’ and Publishers’ 
Board of Trade was held in New York City, January 15, 
1929 The following trustees were elected to serve for 
1929: H. W. Armstrong, Joseph Dixon Crucible Company, 
Jersey City, N. J.; Ellis W. Bacon, J. B. Lippincott Com- 
pany, Philadelphia, Penna Arthur C. Brainbridge, Brain- 
bridge, Kimpton & Haupt, Inc., New York, N. Y.; Henry 
C. Brainbridge, Jr., Charles T. Brainbridge’s Sons, Brook- 
lyn, N. Y George W. Brainard, American Pad & Paper 
Company, Holyoke, Mass.; R. E. Corthell, Dennison Man 
ufacturing Company, Framingham, Mass.; J. A. Du Plessis, 
Steel Equipment Corporation, Avenel, N. J.; T. B. Edwards, 
Boorum & Pease Company, Brooklyn, N. ¥ I. Ewerling, 
L. E. Waterman Company, New York, N. Y.; Philip J 
Fox, Harper & Brothers, New York, N. \ William | 
Halsey, Esterbrook Steel Pen Manufacturing Company, 
Camden, N. J Frank Hempstead, Eaton, Crane & Pike 
Company, Pittsfield, Mass.; William C. Horn, W. C. Horn 
Brothers & Company. Newark, N. J.; Edward E. Huber, 
Eberhard Faber Pencil Company, Brooklyn, N. Y.; Arthur 
MacAuley, The Baker & Taylor Company, New York, 
N. Y.: George E. Milner, Milner Brothers, Inc., Brooklyn, 
N. Y.; C. Harold Southard, The A. M. Davis Company, 
Boston, Mass.; Nelson H. Stewart, K. & O. Company, 


Inc., Brooklyn, N. Y.; Frank Stump, The Boss Manufac 
turing Company, Brooklyn, N. Y., and C. S. A. Williams, 
The Bates Manufacturing Company, New York, N. Y 


follows W. . 


vice-president; 


Officers for 1929 were also elected as 


Horn H. W 
Arthur MacAuley, second vice-president 


president; Armstrong, first 
and Gordon Cam 
and treasurer 


eron, secretary 


At the January meeting the Automatic Pencil Sharpener 
Company, Chicago, Ill, was elected to membership and in 
December the New York, 
N. Y., and the Hano Paper Corporation, Brooklyn, N. Y., 
The Year 


will 


Boss Manufacturing Company, 


Book of the organi 
for 


were accepted as members. 


zation is now being printed and soon be ready 


distribution 
eo ~ 


W. J. Boyd to Represent “Acco” in Pennsylvania 


The American Clip Company, Long Island City, N. Y.., 
manufacturer of the “Acco” line, announces the appoint- 
ment of William J. Boyd as sales promotion representative 
to cover the Philadelphia and eastern Pennsylvania terri 
tories 

In accordance with the plan inaugurated by this com 


pany almost a year ago, Mr. Boyd will not only sell “Acco” 


trade, but will also lend his extensive sales 
“Acco” 
consumer accounts with the dealer’s salesmen 
“Acco” Mr 
the opportunity 


building 


products to the 


experience to dealers by calling upon large and 


important 
It 1 


territory 


hoped that the many dealers in Boyd's 


avail themselves of to work 
this 
had from the American Clip Company, to 


Mr. 


will 
him on sales plan, details of 


with proven 


which may be 


gether with advice as to when sovd can arrange to 
cooperate 


an 
Haverton Returns to Sundstrand 


Peoria, Ill., has returned to 
Adding Machine 


Virginia street. 


the 
with 


Van W. Haverton, 


service of the Sundstrand 


West 


L_ompany 


headquarters at 901 He had worked 


for the Sundstrand organization eight vears up to May, 
1928, when he took up representation at Peoria for the 
Victor Adding Machine Company and the Marchant Cal- 


Machine February 1 he surrendered 


these agencies and returned to the 


culating Company 


Sundstrand division of 
the General Office Equipment Corporation, working out of 


the western division offices as special representative. 


he 
ith 
ed 


ay, 
‘he 
al- 
‘ed 

of 
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W. H. Partee Gets Important Royal Post 
W. H. Partee, recently manager at Milwaukee, Wis., for 
the Royal Typewriter Company, Inc., has been promoted. 
He is now manager of the company’s branch at Philadel- 
phia. Mr. Partee’s promotion from the ranks has taken 
him to many important centers, giving him contact with 
many varied industries, and their individual requirements 
for office efficiency. 

He became a junior salesman with the branch at Bridge- 
port, Conn., after release from army duties following the 
world war. His military career brought a citation for 
bravery, and conspicuous promotion. From Bridgeport he 
was sent to Newark, N. J. Rapid promoiion followed, 
sending him in succession to Springfield, Mass., Syracuse, 
N. Y., Peoria, Ill, and St. Paul, Minn. At the latter city 
he showed his leadership, preceding promotion, three years 
ago, to the post of manager at Milwaukee, Wis. While at 
Milwaukee he won a Hupmobile in a thrilling four-month 
sales contest, making nearly 200 per cent of quota. This 
performance opened for him the door of the manager’s 
office at Philadelphia. 


> 


Excuse Us, Please! 


Report of Alex. Herschler’s Death Erroneous 

On page 25 of the Autumn edition of The Office Appli- 
ance Exporter, 1928, a paragraph appeared presenting the 
announcement of the purported death of Alex. Herschler 
of the Wahl Company in a wreck of the Simplon-Orient 
Express traveling from Bucharest to Paris. The report, 
taken from newspaper accounts of the wreck, was not 
correct, we are happy to say. Later reports disclosed the 
fact that though injured, Mr. Herschler is by no means 
ready for the final rest. He has fully recovered from his 
injuries and is on the job again as Director of Foreign Sales 
of the Wahl Company, with headquarters in New York 
City, having taken the place formerly held by Paul Mahony, 
who, in July last, after eight years with the Wahl Com- 
pany, became vice-president of the International Goodrich 
Company. 

This is the first time we have had, the privilege of 
announcing a man as living who was reported dead. We 
offer apologies to Mr. Herschler in a spirit of thanksgiving. 
Mr. Herschler is one of the few men who finds himself 
in the same situation as that of Mark Twain, who, after 
being erroneously reported dead, corrected the mistake 
with the statement, “The report of my death is greatly 
exaggerated.” 

el 


Wrong Size of Staple 


In the description of the new Model 5 Parrot speed 
fastener which appeared on page 39 of the February issue, 
it was stated that this machine takes the one-half inch 
staple. This is erroneous. The statement should be that 
the machine takes the regular quarter-inch staple. The 
half-inch staple is used in the No. 13 Parrot speed fastener. 


- pe 
We Inadvertently Repeat Ourselves 

On page 152 of the February issue we gravely presented 

the names of the officers of the Pacific Northwest Sta- 

tioners Association, thereby repeating news which had 

been given in the July issue. How such a repetition got 

by all of us is not exactly clear. However, nobody is 

harmed by it, and if any apologies are due, we hereby 
make ’em. 
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The Guest Book 





J. CLAY THOMAS of the Schwabacher-Frey Stationery 
Company, Los Angeles, Calif., called on February 8 His 
principal object in visiting Chicago was to attend the China, 
Glass and Gift Show conducted at the Stevens hotel under 
the auspices of the Gift, Artwares and Novelties Associa- 
tion, and to make purchases of certain items of stock. In 
addition to his work as gift buyer and his duties on the 
main floor, Mr. Thomas supervises the window display 
work. From his conversation we received the impression 
of good business in California and an excellent outlook. 
Mr. Thomas is a Hoosier born, and has lived eighteen years 
on*the Pacific Coast. He is a man of enthusiasm and en- 
terprise—qualities which the brethren from Indiana insist 
are among the inevitable and inseparable attributes of the 
Hoosier nativity. 

CHARLES F. UNDERWOOD of the Fulton Specialty 
Company, Elizabeth, N. J., paid a visit to this office on 
January 31. 

C. E. REYNELL of Cleveland, Ohio, who is handling 
the field work of the Oxford Filing Supply Company, paid 
us a visit February 4 while on a trip through the middle 
west. 

CHARLES W. LIPMAN, secretary of the George B. 
Graff Company, was also a visitor on February 4. He was 
traveling fast to cover a large territory. 

CARL M. SCHUTZ, sales manager of the Browne- 
Morse Company, Muskegon, Mich., spent part of the after- 
noon in this office on February 6. Mr. Schutz has just 
completed a trip of 12,000 miles taking him from New York 
to San Francisco; Minneapolis to New Orleans. He called 
upon the Browne-Morse dealers in all the cities visited, and 
completed the trip in three weeks, which all will admit is fast 
traveling. In all sections he found the dealers busy and en- 
thusiastic. 

M. V. FOLLIN also of the Browne-Morse Company, 
Muskegon, accompanied Mr. Schutz. He had been calling 
upon the dealers in Chicago. 

J. C. SAINBERG, New York, was a visitor February 11. 
Mr. Sainberg formerly traveled for Sainberg & Company 
and one or two other eastern manufacturers. He was in 
Chicago for the purpose of establishing a new connection. 

H. L. LINDQUIST of the Geyer Publications, New 
York, called upon us February 13. 

DEAN S. PATTON, assistant sales manager in charge 
of the eastern office of the Marchant Calculating Machine 
Company, with headquarters in New York City, called on 
February 15. 

H. W. BUCKLAND of Detroit, Mich., called on Feb- 
ruary 13. 

JOHN H. BARR of the Barr-Morse Corporation, Ithaca, 
N. Y., was a visitor on February 15 and again on the 
20th. Mr. Barr is a typewriter man of many years’ ex- 
perience. He is the inventor of the Barr typewriter made 
by Barr-Morse Corporation. While in Chicago he called 
upon some of the dealers. 

JAMES MARR of the Marr Duplicating Company, San 
Francisco, called at this office on February 20 while on a 
trip which was taking him from San Francisco to New 
York and back, with many stops in between. 

a 
H. J. Gelston Joins Davids Ink Company 

H. J. Gelston, formerly with the Modern Stationer, New 
York, N. Y., is now connected with the Thaddeus Davids 
Ink Company, New York. Mr. Gelston left February 25, 
for a three months‘ trip through the South and South- 
west. 
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Annual Meeting, Regional District No. 1, Nationai 
Stationers Association 


lhe yearly regional meeting of District No. 1 was held 
it the Chamber of Commerce, Boston, Mass., on Febru- 
iry 4. The meeting opened with an address of welcome 


from Samuel Groom, regional governor of the district, who 
emphasized the benefit of the personal contact which comes 
about through association work and spoke also of what the 
condition would be without Association activity. 


He then introduced Charles M. Marshall, president of 
the National Stationers Association. Mr. Marshall told of 
his ambition to serve the industry that had served him. 


He complimented the Boston Association on the splendid 
work had the National He 
sounded a definite note of optimism concerning the sta 


they done for Association. 
tioner climbing to a higher level and a better recognition 
for the importance of the work he did, and said that if the 
stationery business had a real weakness it was in the selling 
personnel of the dealers in the field over the country and 
of that the particular work of the 


Association vear directed toward 


this 
this 


it was because 
National 
better selling. 

Mr. then M. Conger, president of 
the Irving-Pitt Manufacturing Company of Kansas City, 
Missouri, and first vice-president of the National Stationers 
Association. Mr. Conger his in 
being able to be present as an officer of the National As- 


would be 


Groom introduced C. 


expressed appreciation 
sociation and brought out the fact that the 
work done by the men in the National Asso- 
ciation was not done for selfish reasons, but 
effort to the field He 
that success was largely a matter of horizon 


in an serve stated 


the higher you get the better your view— 


and he asked the direct question of those 
present, “How wide is your horizon?” He 
urged that every one of his hearers learn 


their job and learn about their industry and 
said that there was no better way to aid in 
this educational work than by having a part 
National He par- 
ticularly emphasized the value of educational 


in the Association work. 
work in our field today and urged that the 
dealers take a line at a time, study it inten- 
sively, learn all there was to learn about it, 


. . . Ss TEL 
ind when they had built up their knowledge SAMUEE 


Governor 


. 
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B. 


District 








Meetings--Conventions--Dinners 





CHARLES P. GARVIN 
General Manager 


EDWARD L. LITTLE 
Governor District No. 5 


RECENT MEET- 
AT MONTREAL 


of that line then take another line and thereby acquire a 
knowledge of all the major elements in the stock of the sta- 
tioner today. He expressed the belief that the stationery 
business stood on the threshold today of a new era and rec- 
ommended that the one best way for a man to widen his 
horizon and get a better picture of his possibilities was to 
take part in the work of the National Association. 


Governor Groom then introduced Charles P. Garvin, gen- 
Mr. Garvin gave an out- 
He gave a 


eral manager of the Association. 
line of the plans of the Association for 1929. 
brief review of the work he had done since taking office, 
told of the expenses having been reduced and the income 
increased, and spoke of offers of help from members all 
over the country. He told of consulting with the men 
who were successful in the industry all over the country; 
the purpose of the National Association is to put this in- 
formation together for the benefit of the trade as a whole. 
He explained the removal of the office of the Association 
to Washington because of the need for a better and closer 
tie-up with the legislative forces of the country, in particu- 
lar connection with the legislation which would affect the 
products and the men in our field. He outlined the work 
that was being done on the Capper-Kelly Bill. He told of 
the purpose of the new publication of the National Asso- 
ciation to carry to the dealer the material covering better 
selling and put it in the hands of the people who actually 
sell the goods. He told of the meetings which will be 
held in different districts over the country to 
discuss the special problems of retail sell- 
ing and called the attention of those present 
to the fact that if they were going to com- 
pete with direct selling they must educate 
their salesmen to go into competition with 
this direct work. He that the 
Association was working to bring out a sim- 
ple cost-finding system for the use of the 
He spoke of the effort that 
the 





explained 


small dealer. 
would be made to keep good men 
business and find jobs for those who might 


in 


not be able to remain where they were and 
He told 


of the plans including retail conferences at 


so prevent their leaving the trade. 


regional meetings during the year so that 
the dealers might be able to get together 
could be done 


GROOM . . 
No. 1 and agree on things which 
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which were best for the business and when they had 
agreed on these things through these conferences, then 
the National Association could put them over. He made 
a strong plea for the carrying on of the Harvard 
Research work. He touched on the forming of a re- 
tail selling division which they hoped to organize in 
which those who are eligible will have to pass an exam- 
ination covering their knowledge of the stationery business 
and that the summing up of the whole plan would be to 
make a real truth of the slogan, “You can buy from a 
National Association stationer with confidence.” He said 
that the National Association was going to be operated as 
a business and that it would give the members what they 
wanted and would so conduct itself as to build respect in 
the minds of those for the business in which they were 
engaged. 

The meeting was then turned into a round-table dis- 
cussion for the purpose of answering questions that had 
been sent by dealers in regard to problems that were met 
with and this question box hour was handled most ably by 
President Marshall answering the questions and W. H. 
Greenleaf of the Carter’s Ink Company of Boston, acting 
as the questioner. These questions covered a broad range 
in connection with such problems as direct selling, activi- 
ties of the local association, educational matter on loose 
leaf, filing equipment, fountain pens, visible systems and so 
forth, chain store competition, advertising, value of inside 
and outside salesmen, the co-operation of inside and outside 
men, how can a small dealer keep on top of his business, 
and in fact almost every angle from which a business can 
be viewed. The splendid ability of the president of the 
National Association was never brought into better evi- 
dence than in the remarkably clear and constructive way 
in which these questions were answered by him. 

The president of the National Association emphasized at 
the close of this hour that the problem of the manufacturer 
and the retailer was mutual and that there was a great 
need for better understanding of this truth between manu- 
facturers and retailers. 

Afternoon Session 

The first subject in the afternoon session was in charge 
of Harry Ferry of the National Blank Book Company and 
the subject was, “New Lines of Merchandise and the 
Dealer.” Mr. Ferry referred to the remarkable develop- 
ments in the lines the stationer carries today covering new 
discoveries and improvements, and asked the question, “Can 
the stationery business remain inactive in the face of this 
development of advancement in other lines?” He took 
the ground that the manufacturer was ready and willing to 
cooperate with the dealer and recommended that there be 
regular conferences to study these new things that are 
brought into the line for the purpose of helping the clerks 
to a better understanding of what they had to sell, on 
the ground that they must advance in their knowledge and 
in their method of selling because the man who does not 
change and does not keep abreast of the times accumulates 
a deficit. 

E. M. Berry of Lewiston, Maine, also spoke on “New 
Lines of Merchandising” and recommended speeding up 

(Continued on page 145) 


—— 
Fifth Regional District Finishes Program 

The ambitious and constructive program of the Fifth 
Regional District of the National Stationers Association 
terminated on February 28 at the Hotel Gibson, Cincinnati, 
where the fourth of a series of meetings was held under 
the direction of Governor Ed. L. Little, assisted by First 
Vice-President C. M. Conger, Carl M. Schutz and William 
H. Greenleaf, and Lieutenant Governors H. J. Koehn, 
Detroit; W. R. Diehl, Columbus; J. J. Hanlon, Indian- 
apolis, and W. H. Stanage, Cincinnati. The meetings were 
interesting and will-attended. Further particulars will ap- 
pear next month. 


Second District N. S. A. Meeting 

The second regional district of the National Stationers’ 
Association met on Thursday, February 7 at the Hotel 
Ten Eyck, Albany, N. Y. 

The regular program for the morning session was sus- 
pended owing to delay in the arrival of President Charles 
M. Marshall of the National Stationers’ Association and 
General Manager Charles P. Garvin, who were detained in 
Springfield, Mass., but who arrived in time to take part 
in the afternoon session. 

The morning was utilized for registration; round table 
discussions of retailers’ problems and a review of the value 
of regional meetings. The discussions were led by Kenneth 
Gallien, president of the Capital District Stationers’ Asso- 
ciation, which is known in the National Association as 
District No. 2. Ed. Little of the Wabash Cabinet Company 
assisted Mr. Gallien in the conduct of the discussion cover- 
ing the value of regional meetings, and the various ele- 
ments of value in such classes of association work were 
clearly outlined. 

After luncheon, upon the arrival of the officers of the 
National Association, F. D. Sargent, regional governor, 
introduced President Marshall, who gave a comprehensive 
outline of the advantage of stock control to the retailer. 
Mr. Marshall stated that in seeking a remedy for the con- 
dition in which he found the business of the company with 
which he is connected, he found upon investigation that 
eighty-eight per cent of their sales came from twelve per 
cent of their volume of items carried and this was the fact 
which had brought about his close study of the value of 
stock control. He recommended that dealers establish some 
means of keeping track of how their merchandise moves 
and from the facts learned in regard to the movement of 
merchandise so to build their reserve stock as to make it 
a stock of goods that really sell. He then spoke of the 
changed methods of selling needed today and said that the 
dealer must so develop his selling as to make his store 
really the direct representative of the manufacturer and that 
if the dealer would so develop and build his sales organi- 
zation, he would find he could meet successfully the direct 
selling organizations and hold the business for the dealer. 
He urged the dealer to form a closer acquaintance with 
his customers. Know personally the man that buys your 
goods, he said, keep your outside salesmen all on the same 
basis, serve your customer properly, and there will be no 
need to worry over competition taking the business from 
you. 

The meeting was then thrown open for a general discus- 
sion on stock control, and other problems that face the 
dealer, and Mr. Marshall ably answered the many ques- 
tions presented by those present with problems to solve. 

C. P. Garvin, general manager of the National Stationers’ 
Association, then gave an outline of what the National 
Association will do and is trying to do for the dealer. He 
stated that the business office of the National Association is 
to be the headquarters for the betterment of the dealer 
in the field and nothing is going to stop it. He stated that 
modern merchandising is needed and organized effort in 
the National Association can accomplish the promotion of it. 

He stated that the headquarters at Washington would 
work for legislation benefiting the industry. He said the 
association was working to provide a simple cost finding 
system suitable for the small dealer for general distribu- 
tion to and use by such dealers. He told of the advantage 
of the Harvard Research Bureau work and urged all to 
have a part in it and profit from its results. He then 
stated that the present, direct, important work for the year 
is better retail selling and that efforts in every possible 
direction would be carried out to put in the hands of the 


(Continued on page 58) 
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Annual Meeting Connecticut Valley Stationers 

The eleventh annual meeting and dinner of the Connect- 
icut Valley Stationers’ Association took place at the Hotel 
Kimball, Springfield, Mass., on Wednesday, February 6 

Owing the 
Conn.., president of the association, Vice-President George 
E. Martin Mass., 
Mr. Martin welcomed all those in attendance and 
proceeded to the regular program without delay. 

The of the 


approved and the various 


to illness of Frank H. Fargo of Bridgeport, 


Springfield, presided at the business 


or 
session. 
and 


meeting read 


of officers 


minutes previous were 


reports and commit- 


tees as well Che report of the nominating committee was 


as follows: President, James E. Feeley of the Springfield 
Office Supply Company, Springfield, Mass.; 
Ray I. Coles, Bradley & Scoville, New Haven, Conn.; Ed. 


Pierce, Hartford, Conn., and George E. Martin, 


vice-presidents, 


Pierce, Inc., 


Springfield News Company, Springfield, Mass.; secretary, 


A. C. Eddy of E. A. Kramer Company, New Haven, Conn.; 
treasurer, Thure Bengston, Adkins Printing Company, New 
Britain, Conn.; auditor, Edward Granfield, Tuttle, More- 
house & Taylor, New Haven, Conn. 

Upon motion the secretary was instructed to cast one 


ballot and the nominees were unanimously elected. 

rhe 
lows: Percy Jacobs, J. R. Rembert, Company, New Haven, 
Conn; A. S. Johnson, Johnson’s Book Store, Springfield, 
Mass.; G. F. Gilmore, F. Webster Company; Harry 
Ferry, National Blank Book Company; N. A. 
Joseph Dixon Crucible Company. 


membership committee for the new year is as fol 


S. 
Haggerty, 
is the executive committee for the new 
Towne, National Blank Book Company, Holyoke, 
D. D. Macdonald, Bradley & Scoville, New 
Driscoll, Carter’s Ink Company, Cambridge, Mass.; 
MacDonald, Plimpton Manufacturing Company, Hart- 


Following year 
Frank 
Mass.; 
W. J 
B, Be 


Haven; 


ford, Conn.; John F. Molloy, Meriden, Conn.; Thomas A 
Stonhouse, W. A. Sheaffer Pen Company, West Haven, 
Conn.; Frank H. Fargo, Bridgeport, Conn.; A. O. Wash- 
burn, Whitlock’s, New Haven, Conn. 

The nominating committee consists of the following: 
E. W. Pape, Adkins Printing Company, New Britain, Conn.; 
Percy Jacobs, Rembert Company, New Haven; George 


E. Martin, Springheld News Company, Springfield; Fran- 
cis Vanderlip, Hartford 
the 


on motion C 


ot 
P 


of officers and appointment 


M. Marshall, president, and C. 


Following election 


committees, 


Garvin, general manager of the National Stationers’ Asso 
ciation, were made honorary members of the Connecticut 
Valley Stationers Association 

Vice-President George E. Martin then asked President 


Marshall of the National Association to say a few words. 
Mr. Marshall called attention to the grow 
ing spirit among the members of the indus 


time to do things to strengthen our position. Mr. Gar- 
vin then paid a tribute to the work done by Fletcher 
B. Gibbs, the former general manager of the association, 


and went on to say that it was his desire to have the Wash- 
ington office of the association the functioning, business- 
planning office of the trade through which the best men 
in the industry would give to the industry the best that 
to make the business office of the association 
of of constructive 


materials of all kinds. 


can be given 


the channel distribution worth while 


Mr. Garvin then spoke of better retail selling and the 
need for its development. With the opportunities existing 
today greater than ever before, the way to succeed as a 
dealer in contact with direct selling is through the develop- 
ment by cooperative effort of a better type of retail selling. 

Mr. Garvin stated that the former effort to better educate 
retail salesmen had failed because the manual was not 
written by men familiar with the problems in our field. He 
then stated that the new publication of the National Asso- 
ciation would be devoted to “How to Sell” and would be 
written by men actually in business in this field and not by 
professional advertising men. He then stated that each 
dealer member of the National Association would 
entitled to five copies of the National Association publica- 


be 


tion for use among the sales forces of the dealers and that 
additional copies could be secured at a subscription price 
of fifty cents each. 

Mr. Garvin then that the 
search work would be continued for the benefit of the field. 


stated Harvard Bureau Re- 
He urged the members of the association to try to keep 
in the business the men that know the business. He stated 
the purpose of the National Association to provide employ- 
ment service and to try to attract the right kind of young 
men into the He stated that some of the pur- 
poses of the office of the general manager are to study 
legislation important to the industry, and to develop retail 
conferences districts. He the manufac- 
turers must know what the retail problems really are, learn 


business. 


in different said 
the common problems and then the manufacturer will be 
able to cooperate in solving the problems, for the manu- 
facturer wants the dealer to prosper. 

He stated the association purposed to try to work out 
a simple cost system for the small dealers—urged that each 
of the the 
transplanting of sections 
with a bigger, better business. 

Donald Macdonald of New Haven then spoke briefly on 
and the favorable results in 
own company. He urged that the dealer go into the stand- 
ardization of lines carefully and stated that their own ex- 
turn- 


through 
the 


sections 
build all 


help other 


will and 


section country 


SO 


good 


standardization secured his 


perience had produced an increased 


over, a satisfactory profit and an unques- 








try to cooperate and make mutual sacrifice 
for the benefit of the whole. He said: 
“Make no mistake, the spirit is growing!” 

Following the introduction of President 
Marshall came the introduction of C. P 
Garvin, general manager of the National 
Association, accompanied by the statement 
that he hardly needed any introduction to 
those present 

Mr. Garvin gave an outline of the plans 
and program of the business office of the 
National Association at Washington, D. ( 
He expressed the hope that the problems 


that affect the business can be solved, and 
stated they were the same problems that 
affect all business. He expressed the belief 
that the work done by the association in 
the past is showing its effect today. Busi FRANK 
ness is good, he stated, and that is the ae 





H 


Connecticut 


tioned success. 
The business meeting then adjourned and 
the evening program followed at 6:30 in the 


grand ballroom of Hotel Kimball 
Evening Session 
G. E. Martin 
President Frank H. Fargo. 
of the F. S. Webster 


Company of Boston acted as toastmaster. 


Vice-President presided in 
of 


Gilmore 


the absence 


George F. 


The first speaker of the evening was Hon 
F. C. Parker, of Mr. 
Parker graciously to 
the city at large and gave a review of the 


mayor Springfield. 





extended a welcome 


civic improvements and developments 
planned for the city in the near future. He 
to return and 
of New Eng- 


extended a hearty invitation 


enjoy further the hospitality 


FARGO 
Valley 


Associatior 


land. 
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Thirteenth District Holds Lively Meeting 

The stationers of the Thirteenth Regional District of the 
National Stationers’ Association met at the King Edward 
hotel, Toronto, on February 13. J. S. Luckett, regional 
governor, presided. He welcomed President Marshall of 
the National Association and C. P. Garvin, general man- 
ager. 

President Charles M. Marshall was the first speaker of 
the day. He reminded those present there are the same 
great fundamentals in business everywhere. We cannot 
sell goods to people who don’t like us, no matter how good 
the line we offer. Friendliness is the great asset. The 
successful man is the friendly man. Mr. Marshall stated 
his belief it was better to cover a few accounts and cover 
them thoroughly than to try for many accounts. His 
claim was that if this were done the sales would be larger 
and better, whether by manufacturer or retailer. The need 
today, he claimed, is a need to serve better. No associa- 
tion can live, he said, that does not serve its members. The 
manufacturer to succeed must have the best interests of the 
retailer at heart and that this was the only way to hold 
business if the manufacturer markets through the dealer. 
He stated the trend of the future would bring a closer tie-up 
between manufacturer and retailer. There would also be, 
in his opinion, a more careful selection of distributors by 
the manufacturer. The dealer will also more carefully 
select the lines that he will handle. He stated that by 
specializing on lines there is possible a better knowledge 
of the lines and a better ability to sell, and by handling 
fewer lines it is possible to specialize. Play ball with the 
manufacturer who will play ball with you, was his recom- 
mendation to the dealer. Select special lines and concen- 
trate and in this way the dealer can meet successfully the 
direct selling organization. Today, said Mr. Marshall, the 
direct seller knows selling better. This means the dealer 
must learn to sell better. The dealer must develop sales- 
men so he can see the picture as it is and grasp the oppor- 
tunity. 

C. P. Garvin, general manager of the National Associ- 
ation, was next on the program. Mr. Garvin announced 
that the National convention of the association would be 
held in Montreal, October 7 to 10, 1929, and stated that the 
association was coming to Canada for its meeting for a 
number of reasons, but chiefly in the belief they would 
have a better business meeting. In the states, he said, we 
worry too much about business and in Canada they attended 
to their business in a more reasonable, methodic manner. 

The thing that appealed to him in taking up the work of 
the National Association, he said, was the opportunity to 
analyze a great business. As a matter of fact, he noted, 
the field is an aggregation of businesses not yet matured 
and trying to find the best way of carrying things on. 

The National Association, he said, is com- 
posed of a group of the largest and best 
manufacturers and dealers, and the Associa- 
tions’ effort in particular is to bring a better 
contact between and a better knowledge of 
the business among those engaged in it, and 
that which holds the organization together 
would come through a better understanding 
of each other and the problems the field 
faces. 

The Association, he stated, would make 
as their primary effort a more efficient array 
in the sales field. Real association work, he 
said, was in the hearts of men. When work 
is the same, men naturally gravitate together 
to solve mutual problems. 

Business is changing, Mr. Garvin said. 
The policy of yesterday fades away today. 
We must be organized if we are to make 
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progress. We must share with each other the things we 
learn. 

The plans of the association for this year, he stated, were 
built around the central idea of “Better Retail Selling,” a 
common problem for all. It was the intent of the associ- 
ation, he said, to collate the experiences of salesmen and 
give to the members the benefit of all through the distri- 
bution of ideas, plans and such constructive elements as 
bear on the business. By developing the young men in 
the business and using care in their training, he said, you 
can accomplish a job of merchandising that will create a 
wonderful future. Mr. Garvin then asked the cooperation 
of all in carrying on the work, and stated that the job of 
the association is to help the entire field and not the asso- 
ciation members alone. 

In closing, Mr. Garvin gave an outline of the work of 
the field division members. 

During the luncheon there was an informal discussion in 
regard to the Harvard Bureau of Research, and Mr. Garvin 
covered the “Reason Why” of the research, the possibilities 
of it, and the real value of further research of a similar 
character, presenting as it does a practical picture of the 
retail business. The benefit of finding operation costs was 
forcibly emphasized, as only through these can there be a 
proper application of other costs so as to permit sales 
being made that the dealer knows mean a profit. 

Mr. Marshall was the first speaker of the afternoon ses- 
sion. He gave an outline of salesmen’s compensation as 
carried out by the company he is connected with. This 
covered such facts as inside salesmen’s compensation based 
on seven per cent—outside city salesmen, ten per cent— 
traveling salesmen, fifteen per cent—a quota given based 
on sales of past year, five per cent on excess over quota; 
no territories for city salesmen; fifty accounts to each as a 
maximum. Tie your men to a quota and they will fight 
to get it and more. 

The development of men is the important work today, 
he said. 

Joseph Cook of Toronto then led a discussion on Store 
Management and Co-operation with the Sales Staff. This 
covered all the varied elements the breadth of the subject 
would indicate. What to do in looking after the store and 
the stock; the period of training new boys in stock and 
products. How long to spend in building man-power 
seemed to be the problem. Co-operation between outside 
men and inside men was discussed and many of those pres- 
ent contributed examples of the methods followed in the 
stores they were connected with. 

The opinion seemed to be that to have a proper knowl- 
edge to sell, the training should begin in the stock room 
and follow through the regular channels of the business, 
order department, packing, shipping, manufacturing de- 
partment, if any, so the man will know what 
a job of work means, its processes of pro- 
duction; furniture department as junior, re- 
tail department as junior, but not to wait 
on a customer until satisfied he can handle 
sale to its completion, and so on to the regu- 
lar task of selling. Mr. Grand of Grand and 
Toy gave a very thorough outline of their 
procedure in developing new men. The 
opinion was that business must be attractive 
to attract the right men. 


President Marshall then spoke on Better 
Retail Selling and Stock Control. He urged 
that the manufacturers cut down lines and 
that the retailer gauge consumer demand 
and stock accordingly. He referred to 
Horder’s of Chicago as a splendid example 

(Continued on page 53) 
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Wholesale Stationers to Help Improve Retail Selling 

The Wholesale Stationers Association at its meeting held 
last month in New York City discussed a carefully pre- 
pared plan for the dissemination of scientific merchandis 
ing information to independent retailers selling stationery 
and allied lines. The plan was proposed by the executive 
committee and worked out in considerable detail. 

According to the outline of the plan, the program for the 
first year will stress the following activities 


1. Window trims and displays, which will include post 
ers and advertising material for effective windows, sugges 
tions on how properly to trim windows and when to change 
them, and tests for actual sales value of window displays 


2. Store arrangement and counter displays covering 


scientific arrangement of stocks and practical counter dis 


plays to meet chain store competition 


3. Management and selling, with emphasis on increasing 
turnover through stock simplification, special merchandis« 
for special sales and simple methods to increase sales 

It is proposed to carry out this program in the following 


manner: 


1. Employ a suitable expert agency to create litho 


graphed window posters for various events and the differ- 
ent seasons of the year 


2. Issue lessons on 


window dressing and display, and 
send out information as to the proper time and material for 
seasons and special occasions. 


3. Conduct actual tests in several stores under different 


conditions to prove the actual sales value of window dis- 
plays. 
4. Issue 


salesmen upon proper arrangement of 


data and photographs, and train wholesalers’ 
stock, counter and 
show case utilization, and employ expert advice to create 
merchandising counters and display racks to compete with 
chain store methods 

5. Increase retail store turnover through training sales 
men in the principles of stock simplification and scientific 
buying 

6 Arrange with various groups of manufacturers for 
special items for special sales events. 

7. Publish a bulletin at regular intervals containing de 
tailed photographs of window trims and interior arrange- 
ments, counter displays, etc 

The organization suggested to develop and carry out the 
program is as follows: 
committee of members, ten 


l. A general twenty-five 


manufacturers, ten wholesalers, three retailers and two 


salesmen, to be appointed by the executive committee of 
the Wholesale Stationers’ Association. This general com 
mittee to meet at least twice a year to outline the principal 
work of the department. 

2. An 


wholesalers, 


operating committee of eight members, three 


two manufacturers, two retailers and one 
salesman, to be appointed by the general committee and to 
serve for one year. This committee to meet and to serve 
This committee to meet at least once every 


staff of the 


for one year 
sixty days to confer with the secretary and 
department which will conduct the active work. 


3. The department to be 
subscriptions from manufacturers and 


financed for a period of two 
years by voluntary 
wholesalers who are members of the Wholesale Stationers’ 
Association. The 


under the control of the treasurer of 


operating funds thus raised to be kept 
the association, in a 
separate account, and all disbursements to be made under 
the direction of the general committee when authorized by 
the president 


4. The 


retailers, 


members, 
A retailer 


classes of 
field. 


shall be eligible to membership by pledging his willingness 


department to have four 


wholesalers, manufacturers and 
to co-operate in the work. A wholesale member shall be 


one who is an active member of the Wholesale Stationers’ 
Association and has either made a voluntary subscription 
to the department or has agreed to assist in the work in 
some active manner. A manufacturer member shall be one 
who ts an associate member of the Wholesale Stationers’ 


A field 


member shall be a salesman whose company has become a 


Association and has made a voluntary subscription. 


wholesale member of the department and who has been 


assigned some active part of the work of the department. 


Resume of Discussion 

The Wholesale 
took the form of a conference and luncheon at the Hotel 
McAlpin, New York City, on Monday, February 18. Dur- 
ing the day about sixty-five persons were present. Presi- 
dent A. L. 
The first speaker introduced was Harold C. Whittemore, 
outlined the plan to 


meeting of the Stationers Association 


Salomon presided 


secretary of the Association, who 
organize a special department of the Wholesale Stationers’ 
Association to help independent retailers. (The substance 
of the plan is above.) Mr. Whittemore 
that the only practical way to put the plan over is through 


It is expected to 


given believes 
the salesmen of the wholesale houses. 
employ two young college men to go about the country, 
make contact with the jobber salesmen and help present 
the plan the Association has in mind to aid and inform 
the owners of the smaller stationery stores who may need 


advice and suggestion. Half of the fund of ten thousand 


spent tor 


year for a 
The other half will, it is expected, pay for 


dollars a two year period will be 
dealer helps. 
one or two men (preferably college men) who will travel 
Mr. Whittemore 
referred to the experience of grocery, dry goods, hardware 


and drug stores, all of which have profited through organ- 


among the members of the organization 


ized educational campaigns. 

President Salomon read letters from the Powers Paper 
Company, Springfield, Mass.; the Practical Drawing Com- 
pany, Dallas, Tex.; W. A. Hoover & Co., Denver, Colo.; 
the Sanford Manufacturing Company, Chicago, Illinois, and 
others. He then called on Eberhard Faber, who said that 
he believed the manufacturers should foster the movement 
with monetary 
standards of 
He re- 


and to some extent assist the wholesalers 
contributions in the work of advancing the 
the stationery business and its general prosperity. 
ferred to a campaign carried on several years ago in which 
five manufacturers contributed $75,000, the results of which 
campaign fell somewhat short of the hopes of the Asso 
ciation. 

G. L. Davis of Adams, Cushing & Foster, Boston, sug 
gested that at the time of the previous campaign the chain 
store idea was not so well developed and that the Federal 
Trade Commission had not then come into existence. A 
start has already been made to secure subscriptions and 
the matter should be vigorously pushed. 

Whittemore said that it would be too much 
each of the 300 members of the Wholesale 
contribute, and it is therefore 


Secretary 
to expect 
Stationers’ Association to 
hoped the manufacturers will consent to assist. 

Paul J. Wielandy of the Blackwell-Wielandy Book and 
Stationery Company, St. Louis, former president of the 
Association, believed ten thousand a year for two years to 
be a small sum with which to handle the work. By the 
education of the wholesale stationers’ men the retailers will 
profit also. The chain store is here to stay, but if in any 
the Wholesale help the 
retailers, then the ten two 
years will be money well spent. 

Mr. Davis of Boston again spoke in favor of the plan, and 
was followed by W. C. Whittemore of the American News 
Company, who described the methods whereby his com- 


Association can 
each of 


Stationers 
thousand 


way 
asked for 


(Continued on page 50) 
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Stationers’ Association of New York 


The regular monthly meeting of the Stationers’ Asso- 
ciation of New York was held at the Drug and Chemical 
Club, 85 John Street, New York City, Monday, Febru- 
ary 18. 

After a delicious turkey dinner, President L. C. Geils 
called the meeting to order. He spoke first of the Harvard 
Research work and advised all those present who had not 
already subscribed to pay their $10.00 per unit and join in 
this effort. He stated that they would be sorry if they 
did not do so. In the second place he referred to the 
Capper-Kelly Bill and asked everyone present to inquire 
of their senator and congressman how they felt about the 
Capper-Kelly Bill. He then read a clipping of a speech 
made by S. C. Scott, vice-president of the Credit Clearing 
House, stating that at times manufacturers or wholesalers 
accept twenty or twenty-five per cent as compromise settle- 
ment in view of the fact that it is the easiest thing to do 
in the settling of a claim. Mr. Scott in this speech made 
a plea against compromise settlements. 

President Geils then spoke of the fact that Eddie Gash 
needed help in his duties as chairman of the entertainment 
committee. The particular need mentioned was in rela- 
tion to the returning of the tickets, which are sent out 
monthly, to the members. This would give Eddie ample 
opportunity to plan properly for the dinner and enable 
the entire organization to function more efficiently. 

A new member, Harry F. Tanner of the Tanner Sta- 
tionery Company, was introduced. Mr. Tanner, in turn, 
presented his associate Mr. Liebowitz. 

Following the preliminaries President Geils presented 
Stephen I. Miller, executive manager of the National Asso- 
ciation of Credit Men, the speaker of the evening. 

Mr. Miller began his address by saying that he had 
been studying a great deal about business of late, but had 
not found anything in the literature of olden days about 
this all important subject. The social status of the busi- 
ness man at that time was not high and business had 
never, until recently, been recognized as a_ profession. 
There are two things in recent times that have made busi- 
ness a profession. First, a profession must have a science 
back of it and business today has the science of economics. 
Secondly, a profession must have a code of ethics and 
business today has that. In recent times we have learned 
that capital is something to make money with, something 
to use in the preparation of goods and that capital is not 
barren from the present point of view. Loans were for- 
merly made in times of distress and anyone who made 
a loan did not measure up to the standards of good citi- 
zenship. 

In 1776 the science of economics was started in this 
country. Competition was started at the same time. Com- 
petition, however, when not supported by a certain kind of 
ethics, is not good. Only competition that is properly 
controlled counts for real progress. 

Mr. Miller brought out the fact that we are now in a 
revolution of merchandising. This revolution has struck 
our distributing system as the production system previously 
was struck. Low unit cost of production has only come 
into being within our own time and it is only within that 
same space of time that we have been talking about mass 
distribution. 

Mr. Miller then emphasized the fact that in business 
today we have too many business men, or rather, we have 
too many men who are not business men. Business is 
about the only thing left that a man can go into easily. 
In the professions of medicine, law, ministry, etc., by the 
raising of the standards necessary to attain a degree, the 
supply can be shut down when there are too many in 


each profession, but there is no control of those who enter 
business. 

Twenty-five thousand concerns go out of business and 
go into bankruptcy every year. The other men who silently 
fold up their tents due to compromise settlements, etc., 
would bring this total up to four or five times that many 
and the cost of all these failures must be paid by the 
consumer. Competition is what brings about the principle 
of selling for cash and then permitting the customer to 
default on the payment. 

We have a large group of people nowadays who enter 
into large scale mergers. More mergers are being pro- 
moted today than ever before. This is the result of keen 
competition. We have horizontal and vertical mergers 
which are the result of the attempt to control the supply 
over against the demand. 


Installment buying and selling is nothing more than 
the result of keen competition. It is the attempt to antici- 
pate the market twelve months ahead. It is a result of 
the vast supply of productivity and the vast attempt to 
put the goods out through the competitive system. In 
combinations today we have something known as the chain 
store. This has come about because of the very keen 
struggle between individuals to move their goods. The 
independent merchant is going to remain. Big business 
operation of stores does not necessarily mean the begin- 
ning of the end for all small businesses. It means the 
beginning of the end of all small men in business. The 
man who cannot adapt himself to modern changes is lost. 
This is a fast age indeed and the man who survives in 
America today is the man who is fast in his head. There 
are any number of merchants who still live out of the 
till—who do not know how to carry proper stock—who 
do not know how to advertise, and who do not know how 
to display their goods. The chain store, where it has suc- 
ceeded, and it has not succeeded in all instances, has been 
successful by virtue of good merchandising rather than the 
elimination of the wholesaler. The chain store has to dis- 
tribute from a central distributing point the same as the 
wholesaler. 

Mr. Miller then referred to the credit crook and men- 
tioned the $1,400,000 fund which the Credit Association 
raised in 1925 for the protection of business. Over $300,000 
is being spent per year for the investigation of crooks of 
this sort. Already 2,400 cases of alleged fraud have been 
investigated at an average cost of $400.00—1,500 indict- 
ments have been secured at an average cost of $750.00—and 
635 penitentiary convictions have been recorded at an 
average cost of from $1,700 to $1,800. 


Mr. Miller mentioned success as being the result of the 
commanding of four horsemen—three of whom ride to- 
gether, namely, first—ability to read a financial statement; 
second—personality, and third—loyalty to God and to man. 
These three horsemen always go together but are of no 
use without the fourth, which is the outrider—vision. He 
stated that any man who does not command the four 
horsemen is limited. 

It is the purpose of the National Association of Credit 
Men to try to keep the business clean, Mr. Miller con- 
tinued, and to keep the business house in order. That busi- 
ness men are now going into the government is encourag- 
ing and speaks well for the future of the country. 

Each year, $500,000,000 is lost in fraudulent failures 
which are recorded and it is estimated that one billion dol- 
lars each year is the closer figure. This one billion dollars 
is almost equal to the Federal corporation income tax an- 
nually. Mr. Miller mentioned that some of the greatest 
values he has received are indirect rather than direct 
values. 

In closing, Mr. Miller said that the business man should 
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be a student because he cannot keep up with the progress 


constantly studying busi 


the 


of economics today unless he is 
ness The 
more of a student than the business man of today because 


conditions business man of future will be 


he will have to be one if he is to survive. 


General Fireproofing Managers Convene 


[The semi-annual meeting of branch managers and de 


partment heads of The General Fireproofing Company was 


held at the plant offices, Youngstown, Ohio, February 1-3 


inclusive. Those in attendance, in addition to department 





GROUP PHOTOGRAPHED AT THE SEMI-ANNUAL MEET- 
ING OF BRANCH MANAGERS OF THE GENERAL FIRE 
PROOFING COMPANY AT YOUNGSTOWN, FEBRUARY 1-3 
heads from the plant and general offices. were Messrs 
Palmer, Muckley, McCarthy, Watkins, Wetherbee, Cady, 
robin, Nelson, Dungan, Copeland and McGregor. 

Che meeting was in charge of George C. Brainard, presi- 
dent of the company W. H. Foster, chairman of the 
board, was present throughout the sessions 


> 


Addressograph Hundred Club Meets in Chicago 

Eighty-seven of the eighty-nine sales agents, salesmen 
and juniors who elected themselves to the 1929 Addresso 
Hundred Club by 
present at 


making or exceeding their sales 
the “Homecoming” held in Chi- 
cago during the week of January 14. Fifteenth 
Anniversary Hundred Club, the largest in Addressograph 
and it that the should 
meet in Chicago for a real “Homecoming.” 

Hundred Club were held in 


graph 


quotas, were 


It was the 


history, seemed fitting members 


The business sessions of the 
the Lake Shore Athletic Club, said to be the most beautiful 


men’s club in America. During free periods, the quota 


makers availed themselves of the recreation privileges of 


the athletic club 


In an unusual setting of blue and silver, the 1929 Hun 


dred Club-ers went into action daily in the convention hall 
Lake Shore Athletic Club. 


of the A huge proscenium arch 


1 


records of achievement of the 1928 sales leaders 
the Un ted 


it myriads of large stars pointing out the 


carried the 


und an enormous silver map of States and 


Canada had on 


territories in which the honor men achieved success. Blue 
and silver pennants recording the accomplishments of each 
individual member of the club surrounded the convention 


hall, 

On Monday afternoon, January 14, R. N. Fellows opened 
the convention. J. E. Rogers made the address of welcome 
and the following officers of the 1929 Hundred Club were 
H. W. Sill, president; J. J 


installed: Mullin, vice-president; 


\. R. Renninger, secretary, and H. C. Avery, treasurer. 
All of these men more than doubled their 1928 quotas, 
Mr. Sill making the high score of 284.3 per cent of his 


allotment. Two men, H. C. DeCourcy and A. E. Yaccarine, 
were installed as honorary life members of the club. 

Tuesday was “Factory Day.” The entire day was devoted 
to a very interesting and instructive survey of the enlarged 
Addressograph plant at Chicago, the largest in the world 
devoted to the manufacture of addressing and duplicating 
machines. 

At every session facts and figures pertaining to Addresso- 
graph business were presented through addresses and by 
charts. The their 


ness knowledge, made the most of these opportunities and 


quota makers, eager to improve busi- 
agreed that the convention was a complete success. 
Thursday evening, January 17, the Testimonial Dinner 
for the members of the 1929 Hundred Club held in 
the Louis X VI room of the Hotel Sherman, Chicago. Dur- 


Buckley, an emi- 


was 


ing the course of the evening, Homer J. 
nent authority on advertising and merchandising, addressed 
and C. C. 
International Advertising 

Mr. Younggreen likened 
machine, 


“Customer Control,” 
Y ounggreen, the 

Association, gave a “Battle Talk.” 
the Addressograph 
bestowing on officers and department heads such titles as 
Field In this amusing and 
illuminating manner Mr. Younggreen explained the operat- 


the Hundred Club-ers on 


president of 


organization to a military 


Marshal, General and Colonel 


Addressograph Company. 
> 
Eleventh District to Meet With Pacific-Northwest 
Regional District No. 11 of the National Stationers As- 


ing organization of the 


sociation will meet jointly with the Pacific-Northwest Sta- 
tioners Association, June 3, 4 and 5 at the Hotel Daven- 
Portland, Ore 

One of the principal topics discussed will be “Better Retail 
Selling,” the National 


tion’s schedule. 


port, 


following out the line of Associa- 


a. 
New Item for Stationers 
Flypaper for airmail correspondence.—Ti-Ps (Irving-Pitt 


Manufacturing Company) 




















TESTIMONIAL DINNER FOR THE MEMBERS OF THE 1929 ADDRESSOGRAPH HUNDRED CLUB, held in 


the Louis XVI room of the 


Hotel 


Sherman, Chicago, January 17, 1929 
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“Reliable” Entertains Chicago Typewriter Men 

Tuesday evening, February 12, was a gala night for the 
Chicago Typewriter Dealers Association, for the respon- 
sibility for the evening’s entertainment was on the capable 
shoulders of the staff of the Reliable Typewriter and Add- 
ing Machine Corporation, and right well did they discharge 
the trust Members of the association were the guests 
of the Reliable, which supplied the dinner as well as the 
entertainment. The meeting was at the Hamilton Club, 
where a reception room and dining room had been reserved 
for the eighty-five persons who were present. Several of 
the young ladies of the Reliable organization were pres- 
ent and some took part in the program, which was mostly 
musical. Aside from the musical hits, which were many, 
one of the best sketches of the evening was that by Samuel 
Cassell, middle aged and prosperous of physique, who gave 
a truly professional imitation of a polite and rather dis- 
heveled inebriate who had found his way home in the wee 
hours, after having lost his money and his key. His 
touching serenade to his wife, the burden of which was, 
“Please come down and open the door,” was enthusiastical- 
lv encored. If Mr. Cassell weren’t a typewriter man he 
might do handsomely as a club and lodge enteriainer. 
Later in the evening he gave some readings which were 


much appreciated 


[he six-piece orchestra which kept lively tunes going 
throughout the evening was composed of men from the 
Reliable’s own organization and they played real music 
well, as witness the following: March from “Masquer- 
ade”; selections from “The Spring Maid”; selections from 
“Mdlle. Modiste’’; other selections. Al. Churma played a 
march from “The Sharpshooters” on the piano accordion; 
Ernest Beckly gave a piano solo from “Lilac Time”; Ralph 
Sorenson rendered a violin solo, “Caprice”; W. E. Bran- 
key played a violin arrangement of “Serenata,” while S. B. 
Silver rendered a concertina fantasy, and H. Hammer- 
strom gave a piano solo from the “Rag Doll.” “Kurt” 
Moss, who all but hid his talents, was dragged forth and 


gave a tuneful vocal and piano performance. 


Two of the young ladies of the Reliable organizacion 
were also among the highly appreciated features of the 
program. Violet Bloom sang “Kiss Me Again,” and 
proved herself an accomplished vocalist, while Lillian Red- 
wanz showed real artistry in her violin rendition of an In- 
dian Love Song 





CHICAGO TYPEWRITER 
DEALERS ASSOCIATION 
GUESTS OF RELIABLE 
TYPEWRITER AND ADDING 
MACHINE CORPORATION AT 
HAMILTON CLUB ON FEB- 
RUARY 12.—This is believed to 
be the first picture ever taken 
of the Chicago association at a 
stated meeting. Everybody 
seems happy except the repre— 
sentative of Office Appliances, 
who was waiting for the flash— 
light to go “Boom.” Among the 
familiar faces we note many 
well known men—Art. Ames, 
Billy Holbrook, Ed. Sheehan, 
Walter Fox, Art. Froehlich (the 
host), Fred Morse, P. E. Kin- 
nisten, John Lutz, John Tro- 
bark, L. McDonough, Tip O'Neil, 
Otto Ernest, James P. Ward, 
Jr., W. C. Shivley, Harry Ried, 
Mr. Kline, J. L. Soutter (Add- 
Index), H. L. Leight (Sund- 
strand) and others. 


} 


A most interesting feature of the program was given 
by “Bob” Ward, a lawyer, son of James P. Ward of the 
Shipman-Ward Company. Appropriate to the day, Mr. 
Ward, made up to resemble Abraham Lincoln, gave a 
stirring reading of Lincoln’s Gettysburg Address. 

Arthur B. Froehlich of the Reliable Typewriter and Add- 
ing Machine Corporation, was master of ceremonies and 
kept everyone laughing with his humor and witty sallies. 
At the conclusion of Mr. Ward’s contribution to the 
evening’s entertainment Mr. Froehlich expressed his warm 
appreciation of the good will of his competitors which 
made it possible for all to meet together in common under- 
standing and effort. 

Dancing followed the formal program, the music being 
supplied by the Reliable orchestra. 

The programs were neatly mimeographed in blue. On 
the front cover was a picture of a birthday cake with six 
candles on it. Below were the words, “Now We Are Six,” 
February 12, 1929, being the sixth anniversary of the mer- 
ger of the Reliable Typewriter Company and Adding Ma- 
chine Corporation of America. 

At the conclusion of the program “Larry” McDonough 
of the Portable Department, Royal Typewriter Company, 
invited the association to be the guests of his department 
on the regular meeting night in March. 

About midway between the beginning and the end of the 
evening Secretary Kinnisten, in the absence of President 
Elmer Young, called former President Holbrook to the 
chair. Reading of the minutes of the previous meeting 
was dispensed with. Chairman Pratt of the Convention 
Committee said that the outlook is for a good attendance 
at the National Association meeting, which will be held 
August 19, 20 and 21 at the Congress hotel. Plans are be- 
ing made to take care of no less than 250 out-of-town dele- 
gates. Many will bring their wives and daughters, and 
provision will be made for their entertainment. 

Mr. Pratt then congratulated Mr. Froehlich on the fine 
entertainment and the talent to be found in his organiza- 
tion. 

Stationers Squares Meet 

The fifty-fifth meeting of the Stationers Square Club 
was held at the Level Club, on West Seventy-third street, 
New York City, February 28. Dinner was served at 7:00 
p. m., and the meeting was called to order an hour later. 
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CONVENTION OF EDIPHONE DIVISION, THOS A. 
Office Equipment Institute Directors Meet 
Fhret, M. S. Eylar, F. J. Yawman, W. C. 
Dunlap, L. C. Stowell and H. R. Russell, directors of the 
Office Equipment Institute, met Monday, February 11, at 
York City, in an imteresting 


Clement 


the Advertising Club in New 
session where plans were made for the year and several 
committees appointed. 

The next regular meeting of the Institute will be held at 
the Commodore hoiel, New York, N. Y., March 14 and 15. 
A prominent speaker for the occasion and an unusual pro- 


gram are promised by the program committee. 


Ediphone International Sales Conference 

[The Ediphone organization of the Thomas A. Edison 
Industries held its fifth international sales conference 
uary 3, 4 and 5, 1929, in the Book Cadillac hotel, Detroit, 
Mich. In the number of men attending and the number of 
districts represented, the conference was the largest ever 
Men from all parts of the United States 
Australia was repre- 


Jan- 


held by Ediphone. 
and Canada were present and even 
sented 

The three days of the conference were packed full of 
business sessions with special addresses by Charles F. Ket- 
tering, vice-president of the General Motors Corporation, 
E. St. Elmo Lewis, eminent authority on advertising and 
sales methods, and Edgar Guest, the poet. Officials of the 








EDISO N, INC., 





Book-Cadillac Hotel, Detroit, January 4, 1929 


Edison Company who were in attendance were Charles 
Edison, president, and Nelson C. Durand, George E. 
Stringfellow and W. D. Cloos, vice-presidents. 

Though 1928 had been a very successful year, everyone 
freely predicted a big gain during the coming months of 
1929 

oe 
Fourth District Lt. Governors Appointed 

John D. Hanson, governor of the Fourth Regional Dis- 
trict of the National Stationers’ Association, has appointed 
the following as lieutenant governors: Edgar Hart, Foote 
and Davies Company, Atlanta, Ga.; Arne Skagseth, Miami 
Miami, Fila., 
Company, Ltd., 


Stationery Company, 68 N. E. First street, 


; Fitzwilliam, T. Fitzwilliam & 
414 Camp street, New Orleans, La. 

The Roosevelt hotel, New Orleans, La., has been selected 
as headquarters for the Fourth Regional District meeting 
to be held April 11 and 12, 1929. 

a - 
Roberts Distributes “Quik-Lok” Files 

R. G. Roberts & Co., 12006 Lowe Avenue, Chicago, are 
distributors of the “Quik-Lok” line of storage files fo 
Illinois, Wisconsin and Indiana. Mr. Roberts was for 
some years with the Safe-Cabinet Company in a managerial 
position. Later he managed the Remington-Rand office at 
Hammond, Ind. The files are made by the Kay-Dee Com- 
pany, Lincoln, Neb. 


and John 











GROUP OF EXECUTIVES AND SALESMEN 


INK COMPANY AT BOSTON 


RUARY 


ATTEN DING THE SALES CONVENTION OF THE CARTER’S 
AN ACCOUNT OF THE MEETING APPEARS ON PAGE 156 OF THE FEB- 
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M. & V. Standard Products 
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The Better Value in Typewriter 
Ribbons and Carbon Papers 


OMPETITION is so often wrongly 

confounded with price-cutting. 
Price-cutting, which is really the death of 
trade, should never be confounded with 
real live, healthy competition. This ap- 
plies very keenly to our industry. The 
dealer handling our goods saves himself 
much worry in trying to compete with the 
most inferior lines on the market. 


Quite a while ago we decided that, in 
making our goods distinctively different 
and having in mind quality only we could 
create such a standard as would enable 
the dealer to build up a most satisfactory 
and profitable business on the actual qual- 
ity of the goods and, in this, they are 
greatly aided by the fact that the user is 
becoming more discriminating and knows 
what represents a good typewriter ribbon 
or a good sheet of carbon paper. He is 
interested in the work it does and is sat- 
ished only with such results as may be 
obtained from goods of a recognized 
standard. 


The dealer and consumer alike, there- 
fore, should examine very carefully into 
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M.@& V. Lines 


give the service 
that satisfies <Q] 











the merits of our goods, as it will solve 
every problem that may confront them in 
the use of these two very important arti- 
cles. Our goods are made to serve every 
purpose and each one exactly. The steady 
growing demand for the higher qualities 
is certainly most gratifying and, also, 
as establishing the correctness of our 
principle. 


In addition to the standard lines of 
Typewriter Ribbons and Carbon Papers, 
we manufacture inked ribbons for any de- 
vice using them and in any degree of ink- 
ing required. We make a carbon sheet 
for every possible purpose for which car- 
bon paper is used, also in any weight, in 
any finish from the soft finish of the pen 
carbon to the extra fine hard finish of the 
higher grades of Typewriter Carbons, 
yielding the maximum number of copies 
per sheet—a character of copy that is ap- 
preciated by the most discriminating user. 
Copy of our price list, which we will 
gladly mail to anyone, will quickly show 
the large variety we are making in all of 
our various lines. 





The trade-mark 
that makes ‘‘come 
back" customers 








MITTAG & VOLGER, Inc. 


Principal Office and Factory 


591 Mission Street 326 Erie Building 


PARK RIDGE, N. J., U.S. A. 


Branches: 
MINNEAPOLIS NEW YORK BOSTON LOS ANGELES 
1040 McKnight Building 261 Broadway 115 Federal Street 102 San Fernando Bldg. 
(406 So. Main St.) 
SAN FRANCISCO CLEVELAND CHICAGO ST. LOUIS 


205 W. Monroe Street 8th and Pine Sts. 


AGENCIES ALL OVER THE WORLD 
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Samson lables 
are 
Fine Furniture 


Office tables need not be ordi- 
nary — SAMSON has demon- 
strated this beyond all doubt. 
SAMSON tables have the same 
characteristics of beauty and 
fineness as are found in matched 
suites of period furniture. 


SAMSON has changed the 
ordinary table into a piece of fine 
furniture and made it as neces- 
sary in the well furnished office 
as the other richly finished 
appointments. 


There is satisfaction for any 
dealer in this complete line of 
well made Office and Directors 
Tables. Catalog and dealer 
information will be sent on 
request. 


MUTSCHLER BROTHERS COMPANY 


FIVE HUNDRED THREE MADISON STREET 


NAPPANEE, IND. 








OFFICE AND DIRECTORS’ TABLES 
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Twin City Stationers Dine 

The annual banquet of the Twin City Stationers was 
held at the Nicollet hotel, Minneapolis, on Saturday eve- 
ning, January 26. About 115 persons were present, the 
attendance consisting of stationers and traveling men. The 
linner started promptly at 6:30 p. m., and at its conclusion 
several well-known men were called upon for remarks. 
Arthur J. Walker, third vice-president of the National 
Stationers’ Association, read an interesting and instructive 
address in which he presented a resumé of his experience in 
the stationery business. Mr. Walker's remarks were lis- 
tened to with close attention and were much appreciated 
by all present. 

Governor Al. R. Skibbe of the Sixth Regional District, 
said that “making money is vegetable gardening,” and 
“making friends is flower gardening.” Mr. Skibbe presented 
a forceful and well considered talk on the purpose of 
meetings and dinners among stationers and travelers, em- 
phasizing their results in creating friendship, understanding 
and cooperation. 

Fred. Schaefer, president of the Northwest Travelers’ 
Club, talked at some length about the educational sales pro- 
gram and its progress in the Seventh District. 

Other speakers who made interesting remarks pertinent 
to the time and the occasion included Sterley F. Jerue, 
former governor of the Seventh Regional District; James 
T. Lacey of the J. G. Shaw Blank Book Company, and 
Mr. McCleary of the Wilson-Jones Company 

W. E. (“Bill”) Smith, Western representative of A. W. 
Faber, was in his usual fine form as toastmaster, and no 
speaker escaped scatheless from the scintillations of his wit. 

The meeting was considered to be one of the best which 
the Twin City stationers have ever held, and much of its 
success was due to the work of the committee in charge 
and the cooperation of stationers and travelers in advance 
of the event. 

———E——— 

Boston Stationers’ Association Annual Banquet 

The forty-first annual banquet of the Boston Stationers’ 
Association was held Monday evening, February 4, 1929, 
at the Hotel Statler, Boston, Mass. There were about 
250 present with Claude M. Conger, first vice-president of 
the National Stationers’ Association; Frank H. Fargo, 
president of the Connecticut Valley Stationers’ Associa- 
tion, and Raymond Shaw, president of the Rhode Island 
Stationers’ Association as guests of the evening. Charles 
M. Marshall, president, and Charles P. Garvin, general man- 
ager, of the National Stationers’ Association, were the 
speakers. 

After welcoming the officers of the National Stationers’ 
Association and the visitors, Waldo H. Rice, president of 
the Boston Stationers’ Association expressed his apprecia- 
tion of the co-operation of the National Association and 
emphasized the opportunity in the stationery field today. 
He pictured the future as unlimited in its possibili- 
ties with national co-operation through the work of the 
National association. 

An amusing dialogue followed between C. P. Garvin, 
general manager of the National association and W. H 
Greenleaf of the Carter's Ink Company, Boston, as to 
which of them should be selected as toastmaster for the 
evening After the elimination of each other, the decision 
was to have Robert Meyers of Eaton, Crane & Pike Com 
pany serve. Mr. Meyers accepted the responsibility anc 
proceeded to acquit himself creditably. 

The first speaker to be introduced was Mr. Garvin. He 
expressed his great delight at being home again and in 
dulged in a few appropriate stories to illustrate more 
graphically his great pleasure in being with the group 
again that he had worked with for so many years. He 
then outlined the advantage to the members of the National 
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es *‘The Line that can’t be matched” 

— A line which has both quality and individ- 
uality, variety enough for every requirement 
and manufactured with the greatest care. 
Manifold Supplies Company 

= 188 Third Avenue 
ee BROOKLYN, istationt2) N. Y., U. S. A. 
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typewriters that is not 


found in the Remington line. Sa ig ts =i 
They’re modern to the minute. My [TABULATIN 
Portability, durability, quiet operation, Ni. 


we 
extra speed, tabulation ability . . . all these are Tr 
- . a 
Remington features. ‘ . 


Naturally, they’re outstanding in performance and in pro- 
duction of perfect work. Before you buy, ask for a Remington 





demonstration. 


‘Remington Typewriter Division— 


Remington Rand 


BUSINESS SERVICE nc 


BUFFALO, N. Y. 
Sales Offices in all Principal Cities 
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association, of the Washington headquarters. He gave 
credit to the women in a large measure for the betterment 
of the ethical standards set since the ladies have been in- 
troduced into a part in the association proceedings. His 
concluding remarks were a tribute to New England for its 
contribution of men and service to the stationery field. 

The toastmaster then introduced Charles M. Marshall, 
president of the National Stationers’ Association. Mr. 
Marshall prefaced his address by say:ng that the New 
England district association was a real inspiration. He 
then paid a glowing tribute to the splendid character of 
the outstanding men in the industry all over the country. 
He characterized the industry as a great business of which 
all engaged in it should be proud. 

Mr. Marshall continued by mentioning the fine lines of 
merchandise offered to dealers, but said that there was no 
use in having good lines to sell if the dealer failed to get 
a proper turnover and through that a fair profit. The men 
who succeeded, he said, were kind men, lovable men, men 
who loved their neighbors, loved their customers, and 
loved their business. You will have friends if you will 
be friendly, he said in closing. There is nothing like 
friendship. You can be competitors and yet be real friends. 
If we pool our experiences we will all be better off. 

Dancing followed the addresses and concluded the eve- 
ning’s program. 

we 7 
Cody Calls Meeting to Prepare for Regional 
Convention 

Cliff Cody, Governor of the Seventh Regional District 
of the National Stationers’ Association, on Sunday, Jan- 
uary 27, called a meeting of the Executive Committee of 
the Northwest Travelers’ Club, lieutenant governors and 
stationers of the Twin Cities, to take up and dispose of 
some of the preliminary work in preparation for the meet- 
ing of the Seventh Regional District to be held at the 
Curtis hotel, Minneapolis, on May 27 and 28. Those 
present at the called meeting which took place at the 
Andrews hotel, Minneapolis, the day following the annual 
meeting and banquet of the Twin City stationers, included 
the following: Regional Governor Cliff Cody, Harry Mur- 
doch, S. H. (“Herb.’”’) Fall, Roy Clarke, A. J. Walker, 
Oscar Bertelson, R. B. Valleau, Sterley F. Jerue, Fred. 
Schaefer, A. R. Skibbe and Walter E. Maddock 

After some discussion the following general arrangements 
committee was appointed to handle the details of the coming 
district meeting: Oscar Bertelson, chairman; Ernie 
Thomas, Ed. Hanson, Sterley Jerue and R. B. Valleau. 
This committee will complete the details of the day-and- 
a-half program, except for the hotel arrangements and the 
golf tournament. The hotel committee consists of “Herb.” 
Fall, chairman; A. R. Skibbe and Arthur J. Walker. The 
golf tournament will be in charge of A. C. Statt. 

The first day of the meeting—May 27—will be used 
by the dealers, who will hold an all-day conference. The 
travelers and executives will hold a separate session on 
the same day 

The banquet and entertainment will take place the first 
night, and will be followed by a regular session next morn- 
ing. In the afternoon of the second day the golf tourna- 
ment will take place. 

The Northwest Travelers’ Club will have charge of the 
entertainment of the ladies and the registration of dele- 
gates and visitors. The registration fee will be five dollars 
per man. Ladies will register without charge. 

On motion of A. J. Walker, duly seconded, it was 
ordered that any money left over from the Northwestern 
Stationers’ Banquet of the previous evening be turned over 
to Regional Governor Cliff Cody. 


Waldon Rows 


World’s Quality Standard 


S 


“88 STYLES” 


Best Grade Rubber 
Erasers For Every 
Office Purpose 


Grades, Shapes, Sizes exact- 
ly suited to do the work you 
expect of them. 


Weldon Roberts Rubber Co. Newark,N 
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DESK, TABLE AND 
COUNTER TOPS 


—Are advertised to a million magazine 
readers every month. 


Are you taking advantage of the tre- 
mendous good will value in the Neo- 
Leum trade-mark and are you equipped 
to co-operate with us in following up 
inquiries received? 


If you stock Neo-Leum, check and 
return the coupon. 


If you do not stock Neo-Leum mail 
your order for a few standard sizes and 
check coupon. 


If you require information, prices and 
samples check coupon for instructions 


on getting Neo-Leum business. 


coming in every day from your 


territory. 


Neo-Leum 


It is 


is used by hundreds of 


the very largest corporations, as a relief 
from the old eye damaging glare, and 
there is more profit in it for you. 


WAGEMAKER CO. 
Grand Rapids, Michigan 


We stock Neo-Leum and want inquiries. 


We are enclosing order and want inquiries. 


Send us full information for selling Neo-Leum 


(Signed) 
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(Wholesale Stationers to Help Improve Retail Selling— 
Continued from page 40) 

pany had been trying to help the dealers—methods which 
had worked very well, resulting in an increase of business 
through promotional work and service given to customers. 
Sales talks, he said, are welcomed by his salesmen from 
the manufacturers’ representatives and are effective in 
carrying the message on to the retail trade. 

President Salomon said that dealers seem to fear chain 
stores. He believed’ that manufacturers selling the chains 
will not benefit in the long run, for chain stores, after 
reaching a certain point in buying ability, will try to fix 
prices at which they will buy from manufacturers. 

Harry G. Horder of the Horder Organization, Chicago, 
thought the program too broad He believed it should 
be taken step by step. The commercial stationery business 
is seventy per cent charge accounts and ninety-five per 
cent service. Such a problem the chain store cannot meet. 
Among commercial stationers the principal weakness is 
in stock-keeping and bookkeeping, not a weakness in 
selling. He suggested that efforts be directed toward help- 
ing dealers put their stocks in good shape. It is not easy 
for the salesman of a wholesale or a manufacturing house 
to tell a dealer he (the dealer) doesn’t know how to sell. 
Mr. Horder referred to the report of the Harvard Bureau 
of Business Administration and the outline of stock-keep- 
ing plans as the two things which have elicited real re- 
sponse from the dealer members of the National Stationers’ 
Association. However, Mr. Horder said that his objection 
to the wholesalers’ plan was based on the idea that it 
might prove too broad, but he was not against the plan 
itself. 

President Salomon said most commercial stationers buy 
from manufacturers; the wholesale stationer goes after the 
smaller man who carries a variety of merchandise. 

Hereupon a vote was taken and the plan received unani- 
mous endorsement. 

G. D. Hills of the Seneca Falls Rule and Block Com- 
pany suggested that the raising of funds be made inclusive 
of all classes of the trade. A. H. Berwald of the Eagle 
Pencil Company suggested that the smaller retailers also 
be asked to pay for some of the material given them. 
Secretary Whittemore explained that it is the idea to try 
to get the campaign to pay for itself after it gets started 
Nate Milnor of the Moore Push Pin Company suggested 
that the Association disregard chain stores. Progressive 
dealers have nothing to fear from them. Maynard Mor- 
gan of Geyer’s Stationer briefly stressed the importance of 
proper display in stores and windows. Other speakers 
included Mr. Plummer of Portland, Me., and H. B. Elmer, 
sales manager of the Eberhard Faber Pencil Company, who 
suggested that the program should be more definitely 
outlined 

On motion it was decided to leave the plans with the 
Executive Committee for further development. The 
wholesalers are first to be asked for donations, and then 
the manufacturers. 

Among those who spoke briefly during the early after- 
noon were Mr. Hites of the Western Tablet Company; a 
representative of Mr. Hausler of M. Hohner, Inc.; W. S. 
Donnelly of The Modern Stationer, and others. Mr. 
Taylor, representing the J. C. Blair Company was felici- 
tated on the fiftieth anniversary of his company. 


The meeting then adjourned. 
> 


The Office Supply Co. Adds Furniture 
The Office Supply Company, 112 West Jefferson street, 
Butler, Penna., has purchased the office equipment stock of 
Patierson Brothers Furniture Store. The company opened 
for business March 1 at the Jefferson street address. 
J. G. Purvis and J. H. Simpson conduct the company. 
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Model H-3 — $75. Imprints 
names or data, 1200 to 180 
impressions an hour! Other 


hand operated models $20 to 
$105 F. O. B. Chicago. 


Dupligraph — 


Model D-3 — 
Leased at $65 
per month 
Prints 2 


complete 
letters per hour, with 


name, address, saluta- 


tion, date, and signa- 
ture. Other duplicat- 
ing machines $57.50 to 
$1,770, F. O. B 
Chicag 


Model A-4 Automatic Feed 


— $1,975. Imprints forn 


rate f 7,500 per h 
Other automatic machines 
$475 to $4,400, F.O. B 
Chicag 
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Where do your customers go 


when they are otf the books’ ? 


EVERY business — manufacturing, 
wholesaling, retailing — faces the 
common problem of “lost custom- 
ers”. Out of every 100 “lost custom- 
ers” 82 drift away because of real or 
imaginary grievances or because they 
have not been properly encouraged 
to continue their patronage! 

But just what can you do about this 
in your business? 

The Addressograph Company has 
made a special study of the sub- 
ject and is prepared to give you some 
definite, helpful, “brass tack” infor- 
mation. 


The Addressograph Customer Con- 
trol system is a complete, quickly ac- 
cessible, automatic system of record- 
ing customers according to what and 
when they buy. It provides an effi- 
cient, low-cost method of preventing 
inactive accounts and spreading pat- 
ronage to more departments or lines 
of merchandise. 


Let the Addressograph representative 
tell you the whole story in terms of 
dollars and cents profit for your busi- 
ness. Or mail the coupon and de- 
tailed information will be sent to 
you, without obligation. 


Sales and service agencies in the principal cities of the world 


ADDRESSOGRAPH Company, 903 W. Van Buren St., Chicago 
Canada: Toronto, Vancouver, Montreal 
European head office and factory: London, England. 
Manufacturers of Graphotype, Addressograph, Dupligraph, Cardograph 


Record-Card Addressograph plates 
provide record-keeping space on the 
address plate itself 
tabs permit certain plates to print or 

skip automatically as desired. 








Removable metal 


Model F-2 Elee- 
tric — $365. Im- 
prints forms at 
rate of 2,000 to 
3,000 an hour. Other 
electrically operated mod- 4 

els $215 to $515, 

F. O. B. Chicago. 


on 


















¢ with your 
‘ letterhead to 


ADDRESSOGRAPH Co., 


903 West Van Buren 
Street, Chicago, Illinois. 


Va lalahwetstclofaseclolan 


PRINTS FROM TYPE 


Without obligation to me, 
send information concerning 
7 Customer Control System and 
7 preventing inactive accounts. 
3-29 





Copyright 1929 Addressograph Co. 
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Uniformity of Touch 
over the widest range 
of Carriage lengths is 
only one of the pre- 
dominating features. 


It stands the test of 
competition. 


Investigate its sales 
possibilities. 


There is money in it. 


Dealerships open 


SMITH-PREMIER 


“The Dependable Typewriter” 


AMERICAN WRITING MACHINE COMPANY 


Sole Distributors 
U.S. A. AND CANADA 


449-455 CENTRAL AVENUE 
NEWARK, N. J. 














1929 


March, 1929 


(Thirteenth District Holds Lively Meeting—Continued 
from page 39) 


to pattern by with adaptations to fit the individual business. 
Two days’ buying and twenty-eight days’ selling was the 
ideal he set. There was a general discussion covering vari- 
ous matter in connection with stock control and kindred 
matters, Mr. Marshall answering all questions. 

The committee to nominate a regional governor to be 
elected at the meeting of the National Association next 
October was then asked to report. 

The name of Percy F. Grand of Grand and Toy, Toronto, 
was presented and on motion was unanimously approved. 

Stationery Trade Relations was the subject allotted P. F. 
Grand, vice-president of the Commercial Stationers’ Asso- 
ciation of Toronto. Mr. Grand stated that manufacturer, 
jobber and retailer each had a purpose that distinctly over- 
lapped and that it was imperative each study the problems 
of the other. He went on to say that the real cost of 
any article was the cost when in the hands of the consumer. 
In his opinion, manufacturing costs were at a minimum 
but distribution costs too high. Formerly producer and 
seller were one, but today many selling agencies are not 
engaged at all in manufacturing, which brings greatly 
increased competition into selling and a decided increase 
in the cost of selling. He also expressed the belief that 
large orders do not as a rule carry a fair share of cost 
and that too large a share of the cost of selling is placed 
on small orders as a result. Wasteful methods of distri- 
bution are too common and a more intensive study of dis- 
tributor problems was recommended. Mr. Grand main- 
tained that the jobber performs an essential service to the 
manufacturer in his distribution problems by permitting 
the dealer to carry less and rely on the jobber as the man- 
ufacturer’s representative; and the manufacturer benefits 
through the elimination of small accounts and doubtful 
credits. Mr. Grand gave the retailer’s function as a job 
to service the consumer. He said the dealer should equip 
himself to give advice—make a study of his lines so as to 
be competent to give advice. Each division of the business, 
said Mr. Grand, should handle the type of business that 
belonged to it, manufacturer, jobber, retailer and not step 
over in an effort to get it all and so lose money instead of 
making a profit and afford economic distribution. 

Harold Whittemore, secretary of the Wholesale Station- 
ers’ Association, then told of the activities of the Wholesale 
Stationers’ Association and this was followed by a general 
round table discussion on problems of the industry. 

On motion, the meeting voted to approve the selection 
of Montreal as the convention city. This was unanimously 
approved. J. S. Luckett, regional governor, then expressed 
in well chosen words the thanks of the members of the 
Thirteenth District to President Marshall and General 
Manager Garvin of the National Association for their 
attendance at the meeting. 

The Banquet 

The Crystal ballroom of the King Edward hotel was 
the scene of the evening gathering. An attendance of nearly 
two hundred members of the trade made the event notable. 
A fine orchestra and some delightful vocal selections were 
among the features of the evening. 

Regional Governor J. S. Luckett introduced the guests 
of honor. 

President Marshall of the National Association spoke 
briefly and compared the stationery business to a game of 
bridge. It is no fun to take every trick—play according to 
the rules and you will get your fair share of tricks every 
game. Don’t cheat to win—cutting prices and misrepre- 
senting are cheating—it’s all right to lose an order, said he, 
but all wrong to lose a customer. The man to whom you 
sell is the man that pays your salary. Don't “kowtow” to 
your boss, but “sugar up” your customer. 


| 
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—— Name od cenceses 6de0 
Address . coeveces 


Thousands of 
Customers ! 


have been waiting 
for this: 


The price of electrically operated time stamps 
has been prohibitive. Business has been under 
the handicap of the old-fashioned clock move- 
ment article. But now comes the Ajax, with 
the genuine Telechron electric plug-in move- 
ment! The response has been tremendous— 
and live dealers who act now can clean up! 


$ y 5 The New Ajax 


Time Stamp 
Attractive dealer 


discounts 








THE ELECTRIC TIMEKEEPER 


Equipped! 
Exclusive 
Features: 


Electric operation— 
no attention needed. 


Locked against un- 
authorized change. 


Six word capacity, 
word roll. 
Completely equipped. 


Fresh inking surface 
always. 


Uneonditionally 
Guaranteed. 


Circulars ready fer 
your imprint. 


About the Telechron: 


The famous Telechron unit operates 
electrically on an entirely new _prin- 
ciple. There is nothing to get out of 
order, adjust, or re-wind. Absolutely 
accurate at all times—no variation is 
possible. Send coupon! 


Ajax Time Stamp 


(Electrified) 








Write, Wire, or Mail Coupon 


AJAX TIME STAMP CO., 354 Broadway, New York 
(Check square for information desired.) 


(0 Please send complete information on your dealer proposition. 
[) Please send complete information on your representatives 
proposition. 

Please ship my order for Ajax Time Stamps (Electrified). 
] Please send demonstrator Ajax Time Stamp (Electrified). 


City State... berveeeseed bee 
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Munson Quality 
in Demand 


HERE are many rea- 
sons why Munson 
International Rubber 
Typewriter Keys have 
always held their place of 
leadership. Here area few: 


First im the field. 
First in favor with typists. 


First choice of office man- 
agers. 


Highest grade rubber. 
Superior workmanship. 


No free offers—but high- 
est quality keys in an at- 
tractive package. 


Easiest to sell. 


Recognized __internation- 


ally for Quality. 


MHA 


ONE GRADE 
KEY ONLY— 
THE BEST 





MUNSON SUPPLY COMPANY 


The Largest Rubber Key 
Factory in the World 


348 Hudson Street, NEW YORK 
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think fast and 





The successful man is the friendly man 
think hard—selling is changing—keep pace with the times 
and changing Marshall said 
that association work is the contact point that brings the 


conditions. In closing, Mr. 
benefits that mean success. 

P. F. Grand of Toronto, the next regional governor of 
the Thirteenth District, was then presented by Mr. Luckett, 
and expressed his appreciation of the honor accorded him in 
being chosen for so important a post. 

J. J. Seitz of the Union Typewriter Company of Canada 
was then requested to introduce General Manager C. P 
Garvin of the National Mr. Seitz presented 
Mr. Garvin in a happy manner and characterized the gen- 


Association. 


eral manager as the “Babe Ruth” of the industry. Mr. 
Garvin complimented the district on the fine gathering 
present; referred to the study of sales as a tremendous 
thing. We are building today a new sales intelligence, 


said Mr. Garvin. The great opportunity today is the devel- 
opment and recognition of the young men in the industry. 
He hopes to establish a retail salesmen’s division and he 
urged those present to study the business, study the out- 
standing men in the industry, point out the opportunities 
to the young men, and development and success will follow. 


silliliaicaia 

Cleveland Typewriter Men Meet 
[The February meeting of the Cleveland Typewriter and 
Adding Machine Dealers’ 
day evening, February 20, at the Olmsted hotel 
L. M. Adler and other newly elected officers were present. 
\ fine chicken dinner 
meeting and there was a very good attendance. 


Association was held on Tues- 


President 
was served prior to the business 

After routine business had been disposed of there was a 
general discussion on unfair business practices and the best 
method of combating them. It was pointed out that the 
matter had been taken up with the Cleveland Better Busi- 
ness Bureau who had promised their codperation. It was 


decided that, in the case of members of the association 
found guilty of such practices, they would be dropped from 
membership. However, since the organization has come 
into being there has been a noticeable dearth of such cases 

There was also a discussion of the next national conven- 
tion that is to be held in August and the majority of those 
present signified their intention of going. 

The next meeting of the association is to be held early 
that time the maiter of rentals 


view of 


in March and at will be 
taken up 


A. E. D. 


with a zoning the city into districts.— 


> — 


Binke Now with Hanna Typewriter Company 

William H. Binke, formerly manager of the Remington 
Portable Typewriter Division of the Cleveland branch, is 
now associated with the Hanna Typewriter Company. 
located in the Hanna building, 2059 East Fourteenth street. 
The company recently opened for business, carrying a com- 
plete line of portables, rebuilt machines and general office 
machines.—A. E. D. 

indie 
New Angle Steel Catalogue 

The new Catalogue “C” of the Angle Steel Stool Com- 
pany, Plainwell, Mich., contains 112 pages, fully illustrated 
and bearing descriptive material of value and interest to 
every dealer who handles chairs. 

The construction of the Angle Steel lines is described, 
demonstrating their rigidity and strength combined with 
lightness. 

Besides a wide variety of chairs for 


many purposes, 


stools, etc., the company produces metal cabinets, lockers, 
shelving, bins, tables, racks, trucks, etc 
mail this catalogue to those who re- 


The company will 


quest it. 
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Typing Position Clerical Position 


“ClemcoGlide” Typewriter Desks With Panels Removed Showing Simplicity oj 
Mechanism and Ample Knee Room for Operator 





Patented Feb. 3rd Also Foreign 
, \ and Nov. 10th, 1925 Countries 
TAKES THE DROP OUT OF “CENTERDROP” {DESKS 
“ClemcoGlide” Patented Features —not found in any other type- 


writer desk— eliminate costly repair bills because there can be no 
“dropping” or “slamming” of the platform. 


You can make typewriter desk buyers WANT “ClemcoGlide” 
when you demonstrate this and other superior features given 


below. You can SELL them (profit and build business) when you 
deliver “ClemcoGlides” FROM STOCK. 


. Easy to raise and lower. Lift only the lid half way. 

Prevents tearing and soiling of clothing. No exposed metal parts. 
Strong platform frame support. Only two parts. 

“Clemco” Tie Rail. Keeps pedestals in alignment. 

Ample knee room. No other desks have it. 

Ball bearing mechanism. Smooth, easy, cushion-like operation. 
Rigid, vibrationless platform. Locks automatically. 
“GlemcoGlide” stops the drop and saves the typewriter. 


SNARE YY o 


“CLEMCO” Advertising-Selling Co-operation Sent te Office Furniture 
Dealers Seriously Interested in Building Profitable Business 


THE CLEMETSEN COMPANY 


3403 West Division St. Chicago, Illinois 


Nation-wide Service Through the Better Office Furniture Representatives 
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Are You Satisfied With Your 
Volume on FILING SUPPLIES? 


You can sell almost any line, for prices on all are 
about the same. 


The big difference to you---the difference respon- 
sible for greater sales and bigger turnover lies in 


1. Obtaining the finest value for the 
money, and 


2. Obtaining the most intelligent and 
immediate cooperation from the 
manufacturer. 


As specialists, we realize that our 
own business can increase only 
with the increasing sales of 
our customers. To Oxford 
a new account means an 
added opportunity to IN- 
CREASE its present volume! 


If you’re not satisfied 
with your present 
volume on filing 

supplies, write to 





Your 
Filing Supply Specialists 


OXFORD FILING SUPPLY COMPANY, 500 Driggs Avenue, Brooklyn, N. Y. 
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(Annual Meeting Connecticut Valley Stationers—Continued 
from page 38) 

Waldo Rice, president of the Boston Stationers’ Associa- 
tion, then extended greeting to the Connecticut Valley 
Association on behalf of Regional District No. 1 and ex- 
pressed appreciation for the support of District No. 1 by 
the dealers in the Connecticut Valley Stationers’ Asso- 
ciation. 

Claude M. Conger, president of the Irving-Pitt Manufac- 
turing Company and first vice-president of the National 
Association, was then called on, and paid a splendid tribute 
to work being done by Charles M. Marshall, president, 
expressed his appreciation of the privilege of being present 
and expressed the belief that 1929 would be an outstanding 
year in association work. 

James E. Feeley, newly elected president of the Con- 
necticut Valley Association, was then called on and ex- 
pressed his appreciation of the honor conferred on him and 
his hope so to serve as to justify the confidence shown 
in him through his selection. 

General Manager C. P. Garvin was then presented. Mr. 
Garvin said the Valley was doing its part of the job in 
New England and that New England should be proud of 
the work it was doing. He expressed his appreciation at 
being made an honorary member of the Connecticut Val- 
ley Stationers’ Association and expressed his belief in the 
growth of the field into a bigger and better business and 
stated his motive as general manager of the National Asso- 
ciation to be a purpose to serve. 

President C. M. Marshall was next introduced. Mr. Mar- 
shall expressed his pride in the industry and the progress 
it had made. It is an ancient and honorable business, he 
stated, but as it is known today is really but about twenty- 
five years old, and the past ten years have been ones of 
rapid new developments. He referred to his own thirty 
years of experience in the business and said that in no 
other business are men called on to meet and serve a 
clientele of the kind served in the stationery field. The 
stationery clientele are the best of all fields. Mr. Marshall 
then spoke of the great need of stock control and its ben- 
efits and covered briefly his personal experience based on 
the work done by Harry Horder of Chicago. He urged 
the dealers to study the sales possibilities in the stationery 
business, and to train employees to do a better job. Find 
out what the consumer needs and wants and you will pre- 
vent hand to mouth buying, he said, for you will carry a 
better stock to meet a known demand and this will also 
simplfy lines for the manufacturers, he added, for the man- 
ufacturer can then concentrate on the lines for which there 
is the greater demand. Mr. Marshall then touched briefly 
on salesmen’s compensation and suggested a method of pay- 
ment arranged according to results produced. He urged 
the dealers to develop a better contact with their customers 
and to cultivate friendliness in business. 

Dancing then followed 

ae 


Neuner Corporation Changes Hands 

The Neuner Corporation, 817-21 South Los Angeles 
street, Los Angeles, Calif., has been purchased by the 
Southern California Stationers, which conducts the busi- 
ness at the same location. H. S. Waplington is president 
of the latter concern. Associated with him in the business 
are Mrs. Waplington (better known in the trade as 
Miss Rice), and Miss Barbara R. Jones, both of whom 
have been associated with the Los Angeles division of The 
H. S. Crocker Company. M. S. Thomas, who had been a 
department manager with the Neuner Corporation, has been 
retained as store manager by the Southern California 


Stationers 
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No. 6260 


The feeling of 
satisfaction which 
is the result of 
genuine good 
service lasts long 
after the price is 
forgotten. 


To establish 
your customers’ 
confidence sell 





The brochure, 
prices and details 
of our exclusive 
agency proposition 
will be sent on 
your request. 


ENGLEWOOD DESK COMPANY 


58th and Lowe Avenue 


Chicago 
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(Second District N. S. A. Meeting—Continued from 
page 37) 

dealer such merchandising information as will promote 
better retail selling in all its varied phases. He told of 
a plan to organize, if possible, a junior retail sales asso- 
ciation and outlined the requirements for membership 
briefly. He then spoke of the work planned for the Na- 
tional Stationer, the publication of the National Associa- 
tion and its purpose to be of direct benefit to the retail 
sales force, and in closing he stated that the association 
had the backing of the manufacturing and retail trade 
representative elements to a degree that meant beyond 
question they would succeed in their undertaking. 

L. M. Brown of Eberhard Faber then addressed the meet- 
ing on Standardization and gave a clear and forceful out- 
line of the advantage to both dealer and manufacturer 





through a simplification of lines and the reduction of the 
number of items carried. 

C. M. Conger, first vice-president of the National Asso- 
ciation, and president of Irving-Pitt Manufacturing Com- 


The desire of business for better fur- 


nished offices has equally raised the pany, then spoke briefly of the value of association work 
standard for Conference and Direc- and stated in closing that it was his belief this year would 
tors’ Room furnishings. This desire be a turning point in the work of the National Association. 

Ed. Kastner of L. E. Waterman Company, then addressed 
has created a popular demand for the the meeting regarding the manufacturers’ part in helping 


the retail clerk to better sales. He summed up the state- 


me 99 ° 
“Six” Series. 
ment that we all have the same problems and the solution 


This popularity is justified by a mas- lies in cooperation. 
. . H. P. Rockwell, agency dealer manager of Yawman and 
sive beauty emanating a sense of ’ secs hep dienes ee ee 
. Erbe Manufacturing Company, Rochester, N. Y., was the 
permanence and security. next speaker. Mr. Rockwell stated that the manufacturer 
, : ‘ can help the retail salesman tremendously through building 
Its finely finished surface, its substan- a better understanding of the products sold. Also sugges- 


tial inner construction, as well as the tions for window display ideas and layouts, stock arrange- 
ment and store display were other aids he suggested as 


selection of woods all the work of part of what the manufacturer can do in cooperative effort. 


master table builders that characterize Original sales ideas can be spread about from city to city, 
and in general the manufacturer can aid greatly by giving 


GUTH TABLES for any business. Py we = 
a broader distribution to worth-while ideas of all kinds, as 


the manufacturer’s men go about from place to place, and 


GUTH TABLES are the satisfying mer > a eae 

: by so doing aid materially in helping the dealer sell goods 
selection of buyers everywhere for ot ib eben 
Offices, Banks, Libraries, Public Build- Harry Ferry of the National Blank Book Company then 


called the attention of the meeting to a statement made by 


ings and Institutions. It 1S the Line Bruce Barton, “The man who does not change, stops.” 
for progressive dealers bringing good He then urged dealers to give the traveling men a chance 
to work with their salesmen and so educate the retail sales- 


returns. ‘ 
men to a better knowledge of the product sold, and he 


recommended that every dealer ask himself, “What am I 


If you are not acquainted with the at 
doing to help my men? 


GUTH LINE we invite your inquiry. Ed. Little of the Wabash Cabinet Company, at the re- 
If there is anything special that you quest of Governor Sargent, then spoke to the gathering 
. . 3 . r s on “Friendship” and reminded those present of the great 
have in mind, our designing staff will though “soveae I value of this most prrcons possession 
work with you in the presentation of [The nominating committee then presented the name of 
plans and suggestions for your client. Charles Sinisgalli of the Utica Office Supply Company 
as the candidate for regional governor to be presented to 
the National Association next October. The selection on 
GUTH TABLES constitute a compre- presentation was unanimously approved and Mr. Sinisgalli, 
A ee ee pete a sak — A in a few well chosen words expressed his appreciation of 
xX earees a eaqnes to harmonize the honor and the hope so to serve if elected as to justify 
with the lines of chairs as made by ‘ ; : ; 

2 leading manufacturers. Stock pose the confidence shown in him by his selection. 
- we ey ars: o The afternoon meeting then adjourned to re-convene at 
the annual banquet at 7:00 p. m. in the main dining room 


of the Ten Eyck hotel 
Annual Dinner. 
Kenneth Gallien, president of the Capital District Station- 


Henry | Guth Associates ers’ Association, presided at the banquet. 


Allentown, Pennsylvania The invocation was pronounced by Rev. John L. Roney. 


Regional Governor F. D. Sargent gave the welcoming 
address and urged all present not to fail to profit from the 
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‘‘Wherever the ‘MILWAUKEE’ is Shown 
in Competition With Other Posture Chairs 


It Licks Them © 


To a Frazzle!” © 


Says This Enthusiastic Dealer 






“It may please you, as it pleases us, to know 
that the Milwaukee Health-Comfort Chair is 
going over in great style. We have sent in 
two repeat orders and others are going for- 


19) 








ward today. 

“Wherever this chair is shown in competition 
with other posture chairs it licks them to a 
frazzle. We had one case here where the office 
was practically 100% of another make includ- 
ing the big boss himself. We putin the Milwaukee 
Health-Comfort Chair and now all the girls but 
the boss himself are using the Milwaukee. And, 
the boss will be converted very shortly.” 






And he adds: “Just refer any dealer to me who 
has any doubt as to what the possibilities of 
this chair are.” But how can there be any doubt? 
The Milwaukee Health-Comfort Chair is recog- 
nized by business leaders as the one chair that 
gives perfect comfort and relaxation; that it 
actually increases the efficiency of employees 
90% at a cost of only 2% of one year’s salary 
paid these workers. Employees are less fatigued 
at the end of the day — healthier, happier, more 





G 


10 SPECIAL‘ FEATURES 


alert 1 Rounded top cross slat conforms 6 All edges and corners are rounded 
perfectly to the contour of user's to prevent rubbing or scratching 
‘ . P back, giving correct support where shoes or damaging clothing. 
Read why the Milwaukee Health-Comfort Chair needed. e 
j “ae . Spindles of back-rest are curved and ere —_ a a 
is superior in every way. The ten special features Bp serer bebe te «ee lowering of chair seat. 
4 ° ° Thumb Screw for adjusting spindl 
opposite should convince you that every office is Seat is also shallow so that front of = Re eee ae ket 
. ° , 3 chair will not interfere with normal 
a live prospect. Write today for our special prop- blood circulation. @ Hand wheel adjustment for raising 
+. fa hl . . ° ° . Seat has deep form- fitting saddle or lowering back-rest for different 
osition. There is still some rich, exclusive territory 4 qantiaee ene an tear heights of users. 


able sitting position. 


10 There is no possibility of pinching 
hands or catching clothing between 
chair back and seat. 


open. Possibly yours. Get it while the “getting” 
dies c Convenient hand-wheel for quick 
5 adjustment of seat spring. 


j Oo 
18 good. 


The MILWAUKEE CHAIR COMPANY 


Executive Offices: 666 Lake Shore Drive, Chicago, Factory: Milwaukee, Wis. 


MILWAUKEE CHAIRS 
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ANNOUNCEMENT 





‘The Jamestown Metal Desk 


Company, makers of what 
have been called—“‘the 
world’s most highly de- 
veloped metal Desks’ — 
now offer a complete 
companion line of Filing 
Cabinets built to the 
For many months ths ine of 82M€ high standards of 
Piling Cabinets pas been esign and workmanship. 


process of development. 

represents the most Eid 

engineering thought both in its design and in the man- 
ner of its fabrication. It possesses distinctive features 
and betterments which set it far above the average 
equipment of this type, yet it is priced no higher. 


Choice sales territories are open. Complete stock and 


details will be available March 15th. 


JAMESTOWN METAL DESK CO., JAMESTOWN, N. Y. 
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meeting by carrying away with them the splendid mass 
of information gained through the experience of the vari- 
ous speakers at the regional meeting. He then read a letter 
from Governor Franklin D. Roosevelt of New York, ex- 
pressing regret at his inability to be present and presenting 
greetings to the gathering from the great state of New 
York. 

C. M. Marshall, president of the National Association, 
recommended in opening that we all learn to be good losers, 
and to learn something from each event we pass through. 
He said we can always learn even though we lose. He 
recommended that in whatever we do we play by the rules 
and not boast when we win. He said the stationery busi- 
ness is a wonderful business and that it is a liberal edu- 
cation to be active in the stationery business. He then 
stated that today there is more and better merchandise to 
sell than ever before and no limit to the growth of the 
business. He then referred to the benefit of association 
work and the good he had derived from his contact with it, 
and stated that he could never repay by his efforts the 
great benefits that had come to him. 

General Manager Garvin said that as general manager he 
must get his inspiration from the members. He then re- 
ferred to resourcefulness as the saving grace of the age 
and selling as the great profession of the age and stated 
that selling today is largely a matter of initiative. He re- 
ferred to the stationery business as becoming the channel 
for providing the tools of business intelligently. He urged 
the building of pride in the business, pride in the job, 
pride in ourselves and pride in the way we do the job. 
He recommended that we encourage the younger men in 
the business and see that they have the proper direction 
in their development and if this be done the coming gener- 
ations will look back on the present generation with pride. 

Claude M. Conger, first vice-president of the National 
Association, was the next speaker. Mr. Conger enlarged 
somewhat on the question asked at times, “What is the 
matter with the stationery business?” Mr. Conger said 
the stationery industry is the same as any other industry 
and if there be anything the matter, it is because some of 
those in the industry are too easily satisfied. That some 
are contented with small success when they could have a 
big success. How big is your vision? he asked. Get a 
bigger horizon, he urged. Learn your own job—all of it. 

Today there are more helps for those that desire help 
than ever before. The manufacturer will help the dealer? 
He must help, for their problems are inseparable. After 
you learn your own job, said Mr. Conger, learn the job 
ahead of you. Owners, aid your employees, he urged. If 
you build the men the business will take care of itself. 

There was entertainment of varied type, including instru- 
mental and vocal music, etc. A number of fountain pens 
donated by the W. A. Sheaffer Pen Company, the L. E. 
Waterman Company, Parker Pen Company, Wahl Com- 
pany, Moore Pen Company and others were given away. 

eG 
U. E. F. Staff Guests of George Crouch 


George Crouch, district manager at New York for the 
Underwood Typewriter Company, was host to the metro- 
politan sales staff and officers of the Underwood Elliott 
Fisher Company at a dinner celebrating the most success- 
ful January in the history of the New York organization, 
The Hotel Majestic was selected as Mr. Crouch’s demon- 
stration of his accomplishments as host. It evidenced his 
ability in the genial reception preceding the dinner, the 
excellence of the menu, and the total absence of speeches. 
The 200 guests chorused various vocal numbers with un- 
restrained symphonic vim while at the table, and during 
the reception preceding the dinner. 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 








OFFICERS: 


Charles M. Marshall, President, Atlanta, Ga.; Claude M. Conger, First Vice-President, Kansas City, Mo.; 
Second Vice-President, South Bend, Ind.; Arthur J. Walker, Third Vice-President, Minneapolis, Minn.; 


B. A. Tuttle, 


William E. Smith, 


Fourth Vice-President, Chicago, Ill.; C. A. Stott, Treasurer, Washington, D. C.; Fletcher B. Gibbs, Auditor, Oak Park, Iil.; 


Charles P. Garvin, General Manager, Washington, D. C. 


REGIONAL GOVERNORS 


District No. 4 John D 
Hanson, Perry & Buck- 
ley Co., New Orleans, La. 

District No. 56. Edward L. 
Little, Wabash Cabinet 

F. D. Sar- Co., Wabash, Ind. 

District No. 6. Alvin R. 
Skibbe. Associated Sta- 
tioners Supply Co., Chi- 


cago. 

District No. 7. Cliff Cody, 
Cc. F. Cody Co., Dubuque, 
Iowa. 


District No. 1. Samuel B. 
Groom, Thomas Groom & 
Co., Boston, Mass. 


District No. 2. 
gent, Albany, N. Y. 


District No. 3. John G. 
Hullett, Baltimore Office 
Supply Co., Baltimore, 
Md. 





REGIONAL GOVERNORS 


District No. 11. E. J. 
Chapman, Helwig-Chap- 
man Co., Portland, Ore. 


District No. 8 Ernest R. 
Hazel, Lockwood - Hazel 
Ptg. & Staty. Co., Atchi- 
son, Kansas. 


District No. 12. M. S.z. 
Thomas, Neuner Corp., 


District No. 9. E. Clifton 
& Los Angeles, Calif. 


Wilson, Wilson Staty. 
Prtg. Co., Houston, Tex. 


District No. 13. J. 8. 
Luckett, Vawter-Luckett, 
Ltd., Toronto, Ont., 
Canada. 


District No. 10. Fred B. 
Abernathy, C. F. Hoecke! 
Blank Book @& Litho. 
Co., Denver, Colo. 


SECRETARY'S OFFICE—4I Park Row, New York. GENERAL OFFICE and INFORMATION BUREAU—525 Investment Bldg., Washington, D. C. 


Place and Time of the Next Annual Convention, Montreal, Canada, October 7 to 10 inclusive. 


Sixth Regional District to Meet in Chicago 

On May 9 and 10 at the Stevens hotel, Chicago, the 
stationers of the sixth regional district of the National 
Stationers’ Association will hold their annual meeting. The 
first day’s sessions, morning and afternoon, will be given 
over to the dealers who will discuss their problems and 
listen to addresses by President Marshall and General Man- 
ager Garvin, whose talks, it is expected, will take up the 
most of the time of the morning’s session of May 9. The 
arrangements committee, consisting of Regional Governor 
A. R. Skibbe of the Associated Stationers Supply Com- 
pany; Sidney E. Collins of the Automatic Pencil Sharpener 
Company; H. Shermer, Associated Stationers Supply Com- 
pany; H. T. Griswold, Sanford Manufacturing Company; 
Fred Christensen, S. E. & M. Vernon; George O. Stevens, 
Stevens, Maloney & Company, and P. B. Buckwalter of 
the National Blank Book Company, is busily at work pre- 
program in antici- 
a large attendance of dealers and others. The 
outlined roughly as 


paring an instructive and interesting 
pation of 
program of the two days may be 
follows 

Thursday, May 9. Registration, 9:00 to 10:00 a. m. In- 
vocation and introduction of President Marshall and Gen- 
eral Manager Garvin, 10:00 to 10:15 a. m. President Mar 
10:15 to 11:00. Remarks by Mr. 


shall’s address, Garvin, 


11:00 to 12:00. 

A buffet luncheon will be served from 12:00 to 1:30 and 
from 1:30 to 5:00 or 5:30, President Marshall will lead the 
dealers in a round table discussion. The banquet will start 
at 6:30 and will be informal. There will be several good 
some high class professional entertainment 


Asso 


speakers and 
W. E. Smith, fourth vice-president of the National 
ciation, will be toastmaster. 

On the same day the travelers and manufacturers will 
hold a 10:30 in the 
expected that the manufacturers and their representatives 


session beginning at morning It is 


will discuss sales meetings, the discussions to be led by 


Fred Schaefer of the Northwest Travelers’ Association 


In the afternoon, the meeting will open at 2:00 p. m. and 


arrangements are being made to obtain a good speaker 
from outside the organization. W. E. Smith of A. W 
Faber, it is hoped, will address the manufacturers and their 


representatives during the afternoon. 
Before the dealers’ session is completed for the afternoon 
of the first day, a nominating committee to nominate the 


new regional governor will be appointed and will bring in 


acted upon before adjournment 
be announced at the 


its report, which will be 
and the name of the 
banquet. 

On Friday, May 10, the joint meeting of travelers, deal- 
ers and manufacturers will be held from 9:30 to 2:00 and 
from 2:00 to 4:30. At this meeting various matters will be 
discussed relating to the mutual interests of manufacturers 
and retailers. An outside speaker will address one of the 
sessions on retail merchandising and management. Furni- 
ture and filing equipment will be discussed, also financing 
a retail business, window and store arrangement, organiza- 


nominee will 


tion and inside management, etc. 

Before the two-day convention is over it is likely that 
the action of the executive committee in approving the 
suggestion of A. R. Skibbe with regard to a proposed asso- 
ciation of retail salesmen will be brought up for discussion. 
As the suggestion is apparently sound, there is little doubt 
but that it will receive the approval of the stationers of this 
district. Mr. Skibbe’s suggestion involves the organiza- 
tion of stationery stores, 
with a view to providing a course of training to be taken 


salesmen connected with retail 
through the medium of sales meetings and a special sheet 
or publication devoted to the art and science of retail sell- 
ing, rewards to be arranged for proficiency It is to be 
believed that there are several 
connected with stationery houses who will be happy to 
strengthen their 


thousand retail salesmen 


themselves of an opportunity to 


Such an association, with a membership 


avail 
selling ability. 
fee of $5.00 a head, should be able to finance itself and form 
a valuable auxiliary of the National Association under the 
direction of a vice-president. 

On Friday evening, February 15, 
Bismarck hotel to 


Governor Skibbe gave 
members of the com- 
mittee on arrangements. Present were Messrs. A. R. 
Skibbe, H. Shermer, P. B. Buckwalter, G. O. Stevens and 
Fred Schaefer of the Northwest Travelers’ Association. A 


a dinner at the 


representative of Office Appliances was also on hand. De- 
tails of the coming discussed and the 
following committees were appointed: Hotels, H. T. 
wold, G. O. Stevens and A. R. Skibbe; Registration, Harry 
Murdoch, Harry Jennison and Herman Shermer. 

It is expected that the convention will be held at the 
Stevens hotel, but if arrangements can not be made there 
for the dates on which must be held, the 
convention will be held at another place which, of course, 


convention were 


Gris- 


the convention 


will be announced as early as possible. 
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No Seams 





















More Substantial No Seams 
Drawer Pulls.One 
Piece Solid Bronze Sidesend Back 
Heavier Steel 
Heavier Label 
Holders 
Ball Bearin: 
Race Rollers 


More Substantial 
Follower Rod 


Steel Channel 
Reinforcements 


A “Wedge” 


Into the Kind of Business 
You Want 


and a line that will hold your connection after you're in. 
Large equipment business reacts to the Invincible No. 900 Line 
because it offers: 
A beautiful cabinet with outstanding mechanical fea- 
tures at an attractive price. 


Has a complete variety of drawer styles, combination 
files, cupboards, gates, corners, all-over tops, etc. 
Comes in 2, 3, and 4-drawer heights. Each height in 


a complete line. Fast Selling 


Embodies also the “Concealed Safe” in any cabinet. . 
sam ; BRE _ ’ No. 900 Line 
Consider what you have to offer, the price you ask,—every nee 
filled uniformly from one make,—every future need supplied to STEEL FILES 
match, by you. This line is continuously surpassing its own in Three Heights 
monthly sales records. It’s a “Winner” ;—tie to it! Full details 
supplied upon request. Write. Substantial cast bronze, 


one-piece drawer pulls, 
heavy label holders, fol- 


~ 
INVINCIBLE METAL FURNITURE CO. lower rod and knob. 
Manitowoc, Wisconsin Heavy sides and back. 
Steel Channel reinforce 
NEW YORK CHICAGO LOS ANGELES ments. No seams. Dur- 
R. Orthwine E. E. Blankmeyer M. Corbett Wa a a 
344 W. 34th Se. 133 W. Lake St. 1206 Santee St. able finishes 
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Fargo Concern Holds Sales Meeting 

[he Pierce Printing Company, Fargo, N. D., held a 
sales meeting for its traveling and outside sales staff early 
in February. The latest developments in the office equip- 
ment and commercial stationery lines were described by 
salesmen from the Yawman and Erbe Manufacturing Com- 
pany, The Diebold Safe & Lock Company, Sanford Ink 
Company, Associated Stationers’ Supply Company and the 
Wilson-Jones Company 

Samuel Deragisch has been appointed to the office at 
Bismarck, replacing the former salesman there, who has 
been assigned to the Montana territory. The company 
now has six travelers. Mr. Deragisch had been with the 
Remington-Rand organization before joining The Pierce 
Printing Company. 

New Orleans Stationers to Entertain Fourth 
District Convention 

The eighth annual convention of the Fourth Regional 
District of the National Stationers’ Association will be 
held in New Orleans, La., April 11 and 12, 1929. The 
New Orleans stationers are to be hosts of the convention 
and they are leaving nothing undone to make the meeting 
instructive and entertaining. 

Official headquarters of the convention will be in the 
Roosevelt hotel. Engraved invitations have been prepared 
and will be mailed to more than 600 stationers and their 
friends in the district. 

The Southern Travelers’ Club has issued invitations to 
delegates and their friends to attend a masquerade ball at 
the Monteleone hotel on Thursday evening, April 11. At 
the ball, visitors will be given a touch of that spirit of 
romance and revelry that marks the carnival season in 
New Orleans. A buffet supper will follow. 

A golf tournament is planned for Friday afternoon, with 
the beautiful Windsor hotel cup, donated by the Windsor 
hotel of Jacksonville, Fla., as the grand prize. Twelve 
lesser prizes are also offered. 

Friday night the New Orleans stationers will be hosts at 
a banquet where a taste of New Orleans’ famous cuisine is 
promised those who attend. 

Arrangements are also being completed for a boat ride 
on the beautiful steamer, “Capitol,” for Friday or Saturday. 

The convention program is replete with good things. At 
the first session C. P. Garvin, general manager of the 
National Stationers’ Association, will give a report of the 
association’s activities and its objectives, and Charles M. 
Marshall, president of the National Association, will give 
an address on “Better Retail Selling.” Several phases of 
this subject will be discussed under the leadership of 
Mr. Marshall. 

During the afternoon of the first day, the following 
addresses will be given: Compensation and Training of 
Salesmen, by E. B. Briggs, New Orleans, La.; Manage- 
ment, the Relation of Turnover in Customer Accounts and 
Collections to a Successful Business, by Cliff Wilson; Sales 
Building Advertising, by William Greenleaf; The Traveling 
Salesman as a Force in Training Retail Salesmen, by Court- 
ney Wall, and The Effect of Delivery Costs on the 
Retailer's Overhead Expense, by Hal Sanford. 

On April 12, the first part of the morning will be devoted 
to Commercia! Furniture. The first subject that will be 
considered is, “To What Extent Do Filing Supplies, Sold 
on a System Basis Increase the Sale of Filing Equipment?” 
Following that, C. O. Thrall, Shreveport, La., will present 
a paper on “The Change and Progress of Office Furniture 
and Its Influence on the Dealer.” A Question Box discus- 
sion will then be led by Charles M. Marshall. The con- 
cluding address, “Merchandise Standardization; Does It 
Increase Turnover and Reduce Capital Investment?” will 
be given by Alvin R. Skibbe. 
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Make one ’phone 
serve 2 or more 





with greater convenience 
and less expense 


Two workers sitting on opposite sides of a double desk—or 
sitting at desks side by side, can easily use the same "phone, if 
mounted on a Dormeyer Telephone Extension Bracket. 

And every ’phone saved is $6 to $24 off the yearly bill. Many 
Dormeyer Brackets pay for themselves twice over the first year. 


The Dormeyer 
Telephone Extension Bracket 


keeps ’phone, cord and all off the desk. Easy to reach for use. 
Out of the way when not needed. Attaches wherever most con- 
venient—on top or side of desk; on wall or window, etc. Hand- 
somely finished in rubberized black. Never rusts. Price low as 
$4 includes mounting. Longer extension a trifle more. Uni- 
versal attachment $1.50 extra. Write for full information. 


The MacLeod Mfg. Co. pepe. 101 


2640 Greenview Avenue Chicago 
Only one stock for trade to carry 


Standard Model 










Universal 
attachment 






makes Standard 
Bracket 
Universal 





The MacLeod Mfg. Co., Dept. 101, 
2640 Greenview Ave., Chicago. 
Send complete information on Dormeyer Telephone Bracket. 


Vour Mate s.c. ods cd cdcdvceonatstcedoenetsebsunsnnesens TTT 
BRGSGEB 000 06 oor tes 0eeeeshenstesee cone wersseneseeeeee . 
Name of Firm............ aceese es comubeks se ates sebsheedias 
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ivERAL TRADE DISCOUNT 


Edw. L. Sibley Mfs. Co. 


Inc. 
Bennington, 


Send for free 
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Philadelphia Stationers’ Association 

Thursday, February 14, 1929, thirty-five regular mem- 
bers and a few auxiliary members of the Philadelphia Sta- 
tioners’ Association gathered at the Bellevue-Stratford hotel 
for the regular monthly meeting. 

President Francis B. Irwin, in calling the meeting to 
order, urged that all present thoroughly discuss the tenta 
tive program that would be presented by the Educational 
committee, in order that any change desired could be made 
and suggestions adopted to make the spring work of the 
association of the most benefit to each dealer 

The usual routine business was quickly disposed of and 
the meeting settled down to the two subjects scheduled, 
that of the Third Regional District convention to be held 
in Washington, D. C., March 11, and the Educational 
committee’s report. 

The regional meeting was considered first. William H 
Brooks of William F. Murphy’s Sons Company, chairman 
of the committee making arrangements for the Philadelphia 
delegation to the regional meeting, was unavoidably absent, 
but his preliminary report giving time and rates of trains 
to Washington was read. The report promised that fuller 
details would be sent to the members by letter. 

Facts concerning the regional meeting program were 
outlined and discussed. President Irwin said, “I would 
hate like sixty to have Philadelphia fall down in attendance 
as it has a wonderful reputation of doing a little more 
than is expected of it.” His appeal brought quite.a number 
of pledges to attend. 

In the absence of Walter F. Crap, chairman of the 
Educational committee, President Irwin read the list of 
subjects arranged for consideration at each of the meet- 
ings from March to October, 1929, inclusive. The list 
included: Ethics, what we mean by and how we practice 
them; Profit and Loss; Store Arrangement; Stock Control; 
Salesmanship, and Educating Salesmen. 

Edward Eisenstein, a member of the committee, was 
asked to explain the subjects more fully. He responded 
readily, and in a masterly way wove each subject of the 
coming meetings into a plea for membership in the local 
association. 

William H. Brooks, Sr., led off the general discussion, 
praising the selection of subjects and saying that none was 
too old to learn. He suggested that certain of the meet- 
ings, because of the nature of the subjects to be discussed, 
should be “closed” and others “open” to assistants. The 
discussion soon became general and several constructive 
suggestions were made. Harry C. Sharpe closed the dis- 
cussion with several illustrations of good salesmanship and 
on motion the program was adopted and the meeting ad- 


journed.—C. H 
oe 


Cleveland Pen Concern Celebrates Anniversary 

The Tiffany Pen Company, who have been in the busi- 
ness of manufacturing and selling fountain pens in Cleve- 
land for the past twenty-two years, are celebrating their 
twenty-second anniversary and are broadcasting the event 
through a daily program over station WJAY.—A. E. D. 

oo i —_——- 

A Couple of American Writing Machine Co. Items 

During the latter part of January, the American Writing 
Machine Company in Denver moved from 1723 Champa 
street to 1643 California street, and Manager Sargent 
reports that the better location and more improved quar- 
ters are responsible for a marked increase in business 

«2 

About the fifth of March, S. W. Franklin, manager of the 
Indianapolis branch of the American Writing Machine 
Company, will move from the store on the Circle, where 
he has been located for the past three years, to more 
commodious quarters at 137 North Meridian street, Board 


of Trade building. 
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jf \Nindow Displays 


produce results for dealers 


Every mail brings letters and photos evidencing the popularity 
of this unique free service. Six effective displays now 
available. More being prepared. How many have you used? 





The Weis Window Display Ser- 
vice was inaugurated in Septem- 
ber, 1928, to give dealers practical 
and skilled assistance in the 
matter of window decoration. The service includes the 
planning of model window displays of Weis Products, 
and the preparation of display cards, streamers, instruc- 
tion sheets and other sales aids for the dealer’s use in 
installing the windows. 


That this novel service met a long-felt need, and that 
it is proving invaluable to the trade, is substantiated by 
the great number who are requesting the free display 
material offered each month. The requests for the Jan- 
uary display alone numbered over 700. 


To date six attractive displays have been provided. 
Before announcing additional displays, we are extending 
another offer to dealers to supply the displays already 
prepared. We believe that there are still a great many 
who will welcome the free material and use it to advan- 
tage during the coming months. 


On the next three pages these six model displays are 
described fully. Check the list now and order immedi- 
ately any that you may not have ordered previously. 
There is no cost or obligation attached. 


The Weis Manufacturing Co. 


162 Union Street 


Monroe - Michigan 
NEW YORK: CHICAGO:— 
A. H. Deany, Inc Associated Stationers Supply Co 
356 Broadway Franklin Street 
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Index Guide 
Display 


This display has proven the most popular in the 
entire series. Over 700 orders have been received 
for it throughout the country—and every mail is 
increasing the figure. 


2 Fee 


The background of the window is a large three- 
panel display card in colors to which actual samples 
of the Weis Index Guide Line are attached, the 
whole presenting a most striking and colorful 
effect. The center panel is 28" by 44". The side 
panels are 14" by 28". 


The merchandise used in the window consists of 
over-the-counter items that you probably have in 
stock, precluding any necessity for ordering. 


We also have a specially prepared newspaper ad- 
vertisement and four 8-page envelope enclosures 
featuring Weis Index Guides and other filing 
supplies for use in conjunction with the window 
display. In ordering display, state if you can 
use the newspaper ad, and how many of each 


of the four enclosures you will require. Also 
give imprinting instructions. 
Complete instructions for installing furnished 


with display material. 


MONRO] 











Free Card Tray 
Display 


This is the latest window developed by the Weis 
Window Display Service Department—a window 
that will boost your sales of Weis Card Index 
Trays. It is easy to install. The merchandise 
used consists of numbers carried in stock by 
dealers. 


Six hand-lettered display cards in colors are 
supplied free. along with complete instructions 
for building the display. These cards have easel 
backs and may be used inside the store for counter 
or table displays after use in the window. 


In addition to the display material, we have two 
newspaper advertisements and a 6-page envelope 
enclosure in colors which feature items in 
Weis Card Index Trays. In ordering, please ad- 
vise how many of the enclosures you require and 
give imprinting instructions. Also state if you 
require any electrotypes or mats. 


A feature of all Weis Window Displays is that 
they may be adapted to windows of every shape 
and size. The instructions furnished are complete 
and illustrated. Send your order today for the 
Card Tray Display and any of the others you 
may have overlooked ordering. 


ff cts MICHIGAN 











Full Instructions Supplied With Each Display 
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displays for your use 


Board 
Display 


This model window display tells about the many 
uses to which Weis Economy Cases and other 
items in the Weis Fibre Board Line may be put 

with profit to the man who sells them, and 
economy to the firm that buys them. 


Fibre 


Free 


Most dealers will find that they have the mer- 
chandise displayed in their stocks. If you find 
that you have not, we have a very interesting 
price on a model assortment. 


Three attractive display cards, lettered and re- 
produced in colors by a special process that gives 
them a most distinctive appearance, are supplied 
free, along with instructions for building the 
the window. The display is easy to arrange, and 
its effectiveness has already been proven by 
scores of dealers. 


In addition to the above material, we will also 
supply free a newspaper advertisement featuring 
Weis Fibre Board Specialties, and an 8-page en- 
velope enclosure in colors describing Weis Economy 
Cases and other fibre board items in good year- 
around demand. In ordering please state whether 
you want electrotype or matrix of ad and say how 
many circulars you can use and furnish imprint. 


MONRO! 
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Free Filing Folder 
Display 


Here is an opportunity to arrange a colorful and 
interesting window display of Weis Filing Folders 
without breaking into your regular folder stock. 
FOR WE NOT ONLY FURNISH FREE IN- 
STRUCTIONS AND DISPLAY CARDS FOR THE 
ha wie BUT ALL MERCHANDISE NEEDED 
AS WELL. 


The display material supplied consists of the 
following: 3 large display cards in colors; 1 large 
window streamer in colors; 20 Weis Supertex 
Letter Folders; 10 Weis Red Leather Folders; 10 . 
Weis Blue Folders, and 10 Weis Red Folders. 


In addition, we will also gladly supply a news- 
paper mat or electrotype featuring Weis Press- 
board Folders, and any reasonable quantity of an 
8-page envelope enclosure in colors featuring the 
full vertical filing folder line. In ordering please 
state if electro or mat is desired, give quantity 
of enclosures wanted, and supply complete im- 
printing instructions. 


In view of the fact that an effective folder dis- 
play is difficult to work out, we believe that every 
Weis dealer will appreciate having this material, 
together with instructions, on hand. 


MICHIGAN 














See Next Page for Other Free Window Displays 
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Free Scrap Book 
Display 


This model scrap book display was first introduced 
in September, 1928. It ‘‘took hold’’ immediately. 
The first month’s mail brought over six hundred 
requests for the display material, and returns are 
still coming in. Incidently, nearly every dealer 
who installed the window reported a _ splendid 
gain in the sale of scrap books. 


Most dealers will find that they can install the 
display by using their regular scrap book stock. 
If this is not the case, we have a very attractive 
offer to submit on an assortment of 17 books of 
various sizes and styles, all of which are good 
sellers and are adapted to use in the windows. 


In addition to the three attractive display cards 
and a colorful window strip for use in the win- 
dow, we will also supply free a scrap book 
newspaper ad and envelope enclosures. The en- 
velope enclosure has eight pages in colors. It 
describes the full line of Weis Scrap Books. In 
ordering state quantity and furnish imprint copy. 


In view of the many uses to which scrap books 
may be put in office, school, library and home, 
you will find this a very profitable window to 
install. Every person passing your store is a 
prospect for a book or two. This window will 
suggest buying to every passerby in a subtle 
manner. Easy to install. Order yours today. 
Refer to preceding pages for other free displays. 














Free Letter Tray 
Display 


Weis Desk Trays and Redi-Racks and the new 
Weis Ezefile are featured in this window display 
in a most effective manner. Through the use of 
window streamers and a novel arrangement of 
the merchandise, the features of the various 
items are brought to the prospect’s attention 
most forcibly. Sales result. 


An assortment of the trays needed to build the 
window may be had, if desired, at a special low 
price. Details of this offer may be had from one 
of our traveling representatives, or by writing 
the factory direct. 


In addition to the free display material and 
instruction sheet for installing the window, we 
will also supply free a newspaper advertisement 
featuring Weis Desk Trays, and quantities of an 
&-page envelope enclosure in colors describing 
the complete Weis Desk Tray Line. The latter 
will be imprinted without cost. In ordering, 
please give full instructions for imprinting, and 
state number of enclosures desired. 


Keeping the windows fresh and interesting is im- 
portant. To most dealers this is not an easy 
problem. It was to simplify this time-taking task 
that the Weis Window Display Service was inaug- 
urated. If you yourself are not directly respon- 
sible for the windows, won’t you place this folder 
in the hands of the man whois. He’ll appreciate it. 


I BO/ 
Yf Cle MICHIGAN 
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An editorial by 
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usiness has found a new route to profits 


W.C. Dunlap, Vice President in Charge of Sales, 
The American Multigraph Sales Company. 


When dwindling profits block prog- 
ress along established lines, business 
must do what Columbus did — find 
new paths to travel. 

A new path to profit has already 
been opened up. A number of con- 
cerns are now using it successfully. 
It has been called *‘Selective Selling.” 

The old system of selling was the 
““leg-work’’ method — dividing mar- 
kets geographically and _ covering 
them promiscuously with a high- 
pressure force of salesmen. 

The new method analyzes markets, 
classifies them into good, better, best 
from one or several points of view, 
and then concentrates the bulk of 
its effort on the “preferred markets.” 

In our own business we have ap- 
plied this new method and results 
have more than justified our ex- 
pectations. Our net profit has in- 
creased; our sales- 


proved as to collections and good 
will among our customers. 

In our own case we give this new 
principle of selling a major share of 
the credit for these developments. 
As one of the tools in applying this 
principle, however, we have developed 
a new type of Multigraph equipment 
which lends itself to the purposes of 
selective selling. It shortens the pro- 
cess of reaching specific markets, 
large or small, with personal informa- 
tion and sales effort. It enables you to 
control the efforts of a sales force 
more effectively and economically. 

Our experience, and that of a num- 
ber of customers, is especially inter- 
esting to executives now engaged in 
finding a solution to the “large- 
volume-small-profit’’” problem. I 
shall be glad of an opportunity to 
give you some of these details. Ad- 
dress your letter 





men are earning 


more money. Our Do You Know 
Your Market ? 


business has im- 





to W. C. Dunlap, 
1836 E. 40th Street, 
Cleveland, Ohio. 








There is a new MULT ILRHAF: 7 for 


today’s new selling conditions. 
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Census Facts on Adders, Registers, Etc. 


rhe United States Department of the Census has re- 
MAS | ERGRADE leased preliminary statistics on the 1927 biennial census of 
manufactures for producers of adding and calculating ma- 


REMANUFACTURED chines, cash registers, and allied products. Totals are an- 


nounced, subject to correction prior to publication of the 


UNDERWOODS printed report: 
Adding (listing) machines and listing-adding-bookkeeping 


machines, $33,026,642. 

Calculating machines, $10,555,068 

Card punching, sorting and _  tabulating machines 
$4,850,291. 

Cash registers, $40,183,284. 

Change making machines, taxicab meters and _ ticket 
counting machines, $3,168,573. 

Fare registers and fare boxes, $1,163,152. 

Parts and attachments, $7,076,618 

“All other products,” which includes non-listing adding 
machines, $6,821,341. 

The total, $106,844,369, represents an increase of 8.6 per 
cent as compared to $98,383,910 reported for 1925, the 





last preceding census year for manufacturers. 

Products Secondary to This Compilation 
Co-operation frequently means letting Adding and calculating machines and cash registers are 
the other fellow do it. produced also as secondary products by establishments 


. : classified in other industries. The value of such products 
But here’s our idea of it. For exam- 


ple, when you send us a rush order 
you may be sure that order will be 
shipped on the day it is receved. 


thus made outside the industry proper in 1925 was $1,158,- 
419, an amount equal to 1.8 per cent of the total value of 
products reported for the industry as classified. The cor- 
responding value for 1927 has not yet been ascertained. It 
will be shown in the final report of the present (1927) 


You may be sure your order is exe- 
Of the forty-one establishments reporting for 1927 


cuted in exact conformity with your census. 


instructions — serial number, type, the geographic distribution was as follows: New York 
etc. You'll get what you ask for, the 9; Illinois, 8; Ohio, 6; Michigan, 4; Missouri, 4; Connecti- 
way you want it, and when you want cut, 2; New Jersey, 2; Wisconsin, 2; one each in California, 
it. Florida, Pennsylvania and Rhode Island. In 1925 the 

industry was represented by the same number of establish- 
This we guarantee. When we say ments. Thirty-two reported for 1927; five went out of 
we'll co-operate with you we put the business prior to the beginning of the year, and four re 
burden of proof squarely on our- ported commodities other than adding and calculating ma 
selves. It’s up to us to make good. chines and cash registers as their principal products ir 
We want your business and we want 1927, They were therefore transferred to their appropriate 

industries. This loss was counterbalanced by a gain ot 


it on the basis of giving you more for 
the money than you can get else- 
where. Our price list, plus our guar- 
antee, backs up this statement. Send 


nine establishments, of which four had been engaged in 
the manufacture of other classes of products as their prin 
cipal output in 1925. Five reported for the first time ir 
, the 1927 census. 

for it. Ty at: ~ ; Q?7 - j Q?S . . ‘ze ; ] 

The statistics for 1927 and 1925 are summarized in the 


” paragraphs following. The figures for 1927 are preliminary, 

The Wholesale Typewriter Co. and subject to correction after review by the bureau. 
Number of establishments—(1927) forty-one; (1925 

Exclusive Distributors of Mastergrade 


Remanufactured Underwoods and Largest 
Wholesale Distributors in the World Wage earners for the year, not including salaried em 


428.430 Broadway New York. N. Y ployees—(1927) 14,372 average; (1925) 13,296 average; i1 
’ ° 2 . 
crease of 8.1 per cent. 
Wages—(1927) $21,756,094; (1925) $21,142,430; increase 


forty-one. 


of 2.9 per cent. 

Cost of materials, shop supplies, fuel and purchased 
power, totaled—(1927) $11,132,191; (1925) $11,165,658; de 
crease of three per cent. Segregated into groups for 1927 
[not reported separately in 1925]—Materials and supplies 
$10,753,846; fuel and power, $378,345 

Products, total values—(1927) $106,844,969; (1925) $98 


peawo0l A 20 . 
—_ aooeeewe aw 383,910: gain ol 8.6 per cent. 


A bien Segregation of Values 
ss SN as a hake em em Sep Adding-listing machines and listing, adding-bookkeeping 
— a machines—(1927) 144,280 machines @ $33,026,642: (1925 

; no comparable data. 
Calculating machines—(1927) 61,784 machines @ $10,- 











555,068; (1925) no comparable data 
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< Hvery office is a live 


ing 


Prospect 


The value of a Lyon franchise has 
advanced. Additions to the line and 
a wider range in prices have in- 
creased the number of your pros- 
pects for Lyon Steel Cabinets. In 
utility and in price, Lyon Steel 
Cabinets meet the requirements of 
every office . . . Along with the 
additions to the line and certain 
refinements in design, there is an 
enlarged advertising campaign. 
This year 50,000,000 page mes- 
sages will appear on Lyon Steel 
Storage and Display Equipment. 
A Lyon franchise thus becomes a 
most valuable franchise... Let us 
give you details on Lyon strength, 
designs, uses and finishes. Let us 
tell you how you can materially 
increase your profits by selling 
Lyon Steel Cabinets. Write us. 


ing 


per 
the 


are 
nts 
icts 


Lyon METAL Propucts, INCORPORATED 


AURORA, ILLINOIS 
Successor to 
Durand Steel Locker Co., Chicago Heights, Ill. 
, i 5 Lyon Metallic Manufacturing Co., Aurora, Ill. 


YON 


: | | STE ESE 
Ss CABINETS 


SHELVING LOCKERS 
CABINETS COUNTERS 


[OB 


STEELART FOLDING 
TABLES AND CHAIRS 
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fo keep your 
private records 


ERE is an_ up-to-date 
method for keeping your 
personal accounts. It is 

easy, quick, and fun. 


Get your personal finances 
off your mind. Stop guessing 
and fussing. Try this new 
method—$ MY FINANCES $ 


revised. 


It will give you an instanta- 
neous picture of your financial 
affairs. Moreover, it will keep 
track of your insurance pre- 
miums, your instalment pay- 
ments—in fact, any financial 
matter that you call on it for! 





It has taken years of testing 

, and investigation to create this 
enuine . . ° 

Genuinn 65 unique method. There is none 







Fabricoid’4.25 other comparable to it—in com- 
COMPLETE pleteness, flexibility, and ease. 


‘Makes all other 
Systems obsolete 


his new method will enable you 
fo make ouf your income tax 
quickly and easily 


F' YR the person who might contained in a handsome Trussell into a desk, small table drawer, 
waste a whole Sunday—or Ring Book. It will readily slip or travelling bag. 
evenings—fussing and fuming Investigate for yourself. Ask 


your stationer to show you $ MY 
FINANCES §& revised. Note the 
exact name—the name with the 
dollar sign. If he hasn't it in 
stock, he will order it for you. Or 
else you can send to us direct. 
Your money will be refunded if 
you are not satisfied. 


with his Income Tax Return. 
Don't do it. Save yourself that 
trouble. Get your personal, 
private affairs in perfect order 
with this approved plan. And it 
makes the keeping of your finan- 
cial records a genuine pastime. 

The entire plan is compactly 





Loose Leaf Ring Book — Lies Flat! 


This is a re-print of a series of advertisements now run- One man out of every twenty is a live prospect; get our 
ning in the leading national magazines on the “1929” isplay cards, window streamers and imprinted circu- 


best seller in loose leaf. lars; capitalize on this item now. 


TRUSSELL MANUFACTURING CO., 23-29 Cottage St., Poughkeepsie, N. Y. 





, 1929 
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Card punching, sorting and tabulating machines (1927) 
26.352 machines @ $4,850,291; (1925) no comparable data. 

Cash registers—(1927) 149,765 machines @ $40,183,284; 
(1925) no comparable data. 

Change making machines, taxicab meters and ticket 
counting machines [combined to avoid disclosing produc- 
tion of individual establishments]—(1927) value, $3,168,- 
573: (1925) no comparable data. 

Fare registers and fare boxes—(1927) value, $1,163,152; 
(1925) no comparable data. 

Parts and attachments—(1927) value, $7,076,618; (1925) 
no comparable data. 

All other products—(1927) value, $6,821,341; (1925) no 
comparable data. 

Value added by manufacture, which represents value of 
products less cost of materials, shop supplies, fuel and 
purchased power—(1927) $95,712,778; (1925) $87,218,252; 
increase of 9.7 per cent. 

Horsepower—(1927) 21,481; (1925) 17,616; increase of 
21.9 per cent 

The Bureau of the Census notes that the extent of man- 
ufacturers’ profits cannot be determined from the census 
figures. No data is collected for a number of expense items 
such as interest on investments, rent, depreciation, taxes, 
insurance and advertising 

The 1927 census determined important figures bearing on 
production which were not compiled for 1925. Future 
reports, beginning with the 1929 census, will afford oppor- 
tunity to compare details, assisting in the formation of 
judgment on important factors which could not be com- 
pared in 1927 as contrasted to 1925. 

> 


Sheaffer Club for $100,000 Men 


The $100,000 Club of the W. A. Sheaffer Pen Company 
for 1928 had twenty-one members, contrasted to fifteen in 
1927. Membership in the club goes to salesmen who 
finish the year with $100,000 sales of fountain pens, pencils, 
desk sets and “Skrip.” They are entitled to preferment in 
the way of extra cash bonuses and other attractive awards. 
Practically all sections of the United States are repre- 
sented, although the western part of the country has the 
most members The 1928 $100,000 club listed as members 
F. A. Squires, New York; Harry Sopher, Iowa; C. M. 
Kimmel, San Francisco; W. N. Modglin, California; C. H 
Johr, Detroit; R. M. Jones, Los Angeles; G. W. Newkirk, 
Fort Worth, Tex.; J. S. Peebly, Oklahoma City; S. K. 
Evans, Milwaukee; M. G. Emerson, Berkeley; G. C. Kenny, 
Omaha; W. E. Huhler, Sioux City; R. E. Donovan, Wich- 
ita; F. L. Ledford, Jackson, IIL; E. Q. Daugherty, Chi- 
cago; O. W. Hedstrom, Minneapolis; D. A. Dey, Denver; 
‘om Stonehouse, West Haven, Conn; J. K. Patterson, San 
Antonio; Jack Carruthers, Portland; J. L. F. Schwartz, 
Philadelphia 

The Sheaffer organization has three clubs to which all 
members of the sales force are eligible: Quota, Full Quota 
ind the $100,000 club, or legion of honor. Membership in 
each carries added emoluments, such as company stock, 
certificates redeemed in valuable merchandise, and emblems 
betokening sales achievements. 

EO 
Swartz Baltimore Visible Manager for Rem Rand 


Paul A. Swartz has been assigned to the post of regional 
visible systems manager for the Remington Rand Business 
Service Inc. He is connected with the Baltimore district 
‘fice, 130 West Fayette street. Mr. Swartz was trans- 
terred from Allentown, Penna. 

Mr. Swartz has been in visible record equipment work 
the past fifteen vears. He started with the Rand Company, 
and continued right on through the various mergers in the 
visible index field. 





A Better Service 
For Desk Users 
exclusively GUNN 


Made in Grand Rapids 


Help your trade to get the best results 
from their staff. Sell them the unex- 
celled service of GUNN LINO. These 
distinctive desks do more than enhance 
the office interior. They promote 
accurate vision and add to the user’s 
comfort. 






“It isn’t a 
UN” 
Unless it’s a 
GUNN” 





The Gunn Furniture Co. 


GRAND RAPIDS, MICHIGAN 


Branch Offices and Salesrooms 


11 East 36th St., New York City 
1027 So. Broadway, Los Angeles 
21 Second St., San Francisco 
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An Added Mun-Kee Feature 
“THE GUARANTEE BAND” 


Every “Mun-Kee” Pad 
now has this band around 
its rubber base — guaran- 
teeing satisfaction. 


GUARANTEE 


This pad has been inspected and is free from defects 
in manufacture. 


If it does not prove satisfactory in every way—return it 
to your dealer—he is authorized to “make good.” 


MUN-KEE PRODUCTS CORPORATION. 


This guarantee is con- 
vincing proof to your 
customer that the “Mun- 
Kee” will do everything 
we say for it. 





” 


This “guarantee band 
is being featured in our 
national advertising this 
year. Be sure to have 
your sales force bring it to 
the attention of your cus- 
tomers—it means in- 
creased “Mun-Kee” sales. 


| MUN-KEE PRODUCTS CORP. 


NEWARK, N. J. 











APPLIANCES March, 1929 


Forts as Factory Sites Attract Sheaffer 

Military engineering seems to guide the W. A. Sheaffer 
Pen Company in the selection of factory sites. Its plant at 
Fort Madison, lowa, is occupied by eight acres of Sheaffer 
factories. The new factory in Canada occupies part of 
the original site of Fort Rouille in Fleet street, Toronto 

The new plant, according to Sheaffer officials is a com- 
plete producing unit. It is arranged to turn out complete 
lines of Sheaffer products, including “Lifetime” pens, me- 
chanical pencils and desk sets for shipments to all parts 


SAMUEL MOBRI OE 


Mavor 





December 20th, 19268. 


The W. A. Sheaffer Pen Company, 
Fort Madison, 
Iowa. 
Gentlemen: - 

It is with pride and satisfaction we 
welcome the establishment of your Canadian Factory 
at Toronto. 

The Harbour property, upon which your 
factory now nears completion, was created with the 
hope that such institutions as yours would come to 
Toronto. Millions have been spent upon this undertak- 
ing in order that the greatest number of manufacturers 
might benefit from Toronto's many advantages. Our 
hopes are rapidly being gratified. 

We wish for your Canadian Branch the 
same progress and prosperity you have enjoyed in the 
United States. 

Once again we welcome you to our happy 


and prosperous Industrial Family. 


fours sincerely, 
_ Mayor. 


LETTER WELCOMING SHEAFFER PLANT TO TORONTO 


of the British Empire. At present exports of Sheaffer 
products to all other countries will be handled from the 
Fort Madison plant. The management of the new plant 
will be directed by a company executive, who will live in 
Toronto. Sales activities will be directed by H. R. Madill, 
general sales manager for Sheaffer in Canada 

Contracts for Canadian advertising have been placed 
through the Cockfeld & Brown Advertising Agency, Ltd., 
Toronto. Much of the appropriation will be devoted to 
color advertising in Canadian magazines with national 
circulation. 


a 


Todd Thirteen-Period Calendar Available to Others 


An item regarding the thirteen-period calendar of The 
Todd Company, Rochester, N. Y., appeared on page 44 
of the February issue of Office Appliances. The Todd 
Company has a supply of these calendars. Business houses 
interested in this adaptation of the thirteen-month calendar 
urged by George Eastman, can secure a calendar on re 
quest to the company at Rochester, N. Y. 

The calendar printed by The Todd Company is in two 
colors, to differentiate the standard calendar from that in 


use in the company’s operations. 


rch, 1929 
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STEELCASE STRENGTH 


In any steel desk the construction is of paramount 
importance. We build Steelcase Desks to be permanently 
beautiful in appearance and permanently perfect in operating 
qualities. This requires a construction which will render 
absolutely impossible any broken down drawers, play in 
pedestals or sagging tops. 


Steelcase Desks are extremely strong and rigid in 
construction. There is no play or weave in the desk, even 
when up-ended and walked with all the weight on two legs. 
Six thousand pounds of steel piled on a Steelcase Desk 

a caused no deflection of the top or binding of the drawer. 


ONTO Many of the country’s largest offices use Steelcase 

| Desks—and are steadily adding to them. Our dealers find 
= that the Steelcase line is unusually well adapted to the com- 
alent plete furnishing of both large and small offices. The Steel- 
ve in case franchise is valuable: you owe it to yourself to learn its 
jadill advantages. Write us now. 
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The _ 
largest selling 


QUALITY 
pencil in 


we. the World 















HE simplest, quickest and easiest way 

to make money is to give your 
customers merchandise they want—that 
they know—that they like. Millions recog- 
nize and demand the VENUS PENCIL as 
the finest pencil money can buy. They 
like ic for the uniform excellence of its 
lead; its smooth, easy writing charac- 


Write today for complete information, prices, discounts, etc. 


American Lead Pencil Co., 500 Willow Ave., Hoboken, N.]. 


teristics and the fact that it is perfectly 
graded for every writing or drawing need. 

Backed by a vigorous and sustained 
national advertising campaign in leading 
publications everywhere, VENUS offers 
you a well known staple line that assures 
regular and rapid turnover, excellent 
profit and a host of pleased customers. 
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Baltimore Clipper Days Revived at Convention 


In the days of billowy sail the Baltimore clipper was 
the token of American export and import trade. Then 
the shipmaster was both skipper and trader. Today's 


market separates transportation and commerce, but there 
of selecting Baltimore the 
location of the sixteenth Foreign Trade Council. The pro- 
ceedings will be discussions of marketing problems with the 


was a touch prophecy in as 


rest of the world. One of the topics is “Air Transport fot 


Commerce Still traveling on the wings of wind! 


[he proceedings at the convention, which will be held 


at Lord Baltimore hotel April 18-19 inclusive, include a 
new feature. This is a conference of representatives of 
thirtv-five foreign trade clubs, export managers’ associa- 


tions, and similar groups of active foreign trade executives. 
Recent years have seen a very rapid development of local 
groups the trade 
departments of local chambers of commerce. 
The 1929 


national 


interested in export trade, and foreign 


These now 
will 


to 


number over seventy convention 


their first 
national collaboration of these local groups in foreign trad 


recognized meeting place effec‘ 


policy, and in stimulating increased foreign trade activity. 


sessions will enable delegates to 


Three merchandising 
bring to open discussion the technical problems of “Install- 
ment Selling for Export,” “New Merchandising Develop- 
ments,” and “Credit Insurance; Does It Exist; Could It 
Work: and Is It Needed?” 
bank- 


at 


of 
educators 


be held 
ers, credit, advertising, traffic 
foreign trade schools of business from all over the country. 


sessions will also by groups 


Informal 


and men and 


The trade adviser service of the council, which has settled 


hundreds of export problems by bringing the inquirer into | 
the | 


direct touch with a recognized national authority at 


convention, will cover all phases of foreign business and 


ill markets which the United States is engaged. 


Visit to Naval Academy at Annapolis 


Naval Academy at Annapolis 


the convention and a special 


The delegates will visit the 


on the Saturday following 


program being arranged for this highly nautical con- 


is 
vention Thursday afternoon of the convention, April 18, 
the delegates will be taken on a trip over Baltimore harbor 
on the municipal ship “Latrobe.” 

convention will be the demon- 
opening evening, Wednesday, April 17, at 
all modern methods of interna 


tele- 


A unigue feature of the 
i 


stration the 


the 


on 
get-together dinner, of 


tional communication, including telegraph, cables, 


phone and radio, for which special wires and hook-ups will 


be provided at the Lord Baltimore hotel. The city of 
Baltimore is taking a very keen interest in the meeting and 


more than one hundred delegates have already registered 
It is anticipated that 
foreign all 
he country, including a large group from Cali 


of the general invitation. 
2,000 


in advance 


more than traders. will be present from 


sections of t 


fornia where next vear’s convention is to be held at Los 
Angeles 
James A. Farrell, chairman of the council, summoned the 


delegates in these words: 
“The foreign trade of the United States for 1928 was one 
development In value it was more than 
In volume it was about 114,000,000 tons 
seventy per cent of the 
total of or more than $3,500.000,000 The three 
great groups of raw materials, crude foodstuffs and animals 
the total, and 


f continued 
$9, 200.000.000. 

“Manufactured products rose to 
exports, 
thirty of 


onstituted together but per cent 


of these 


unmanufactured cotton alone supplied two-thirds. 


“This development in the export of manufactured prod- | 


a preponderating portion of the whole is the out- 
the 
to al 


ucts to 


vear’s trade. 


d 


standing feature of 


“In both exports imports from Latin America 
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Seal your Mail 
...the NEW Way 
. the Way 



















Efficient 
Sanitary 
Neat Work 
Convenient 
Portable 
Attractive 
Durable 


HE new STANDARD 

Junior Seaer is 

obviously far better 
and faster than any sponge 
or porcelain roller, but in 
the long run it is cheaper. 
Rollers break—a sponge 
may last a year — and 
when the fifty cent pieces 
are added together they 
would more than pay for 
a Standard Junior. 



































SIEEISSIE SHS 


Seals all shapes, styles and size of 
envelopes. Nothing to wear out. 
Portable—yet stays ‘‘put”. No 
adjustments, cleaning or replace- 
ments, 


This sealer feeds just 
enough moisture to the 
gummed flap and allows no excess water to wet the con- 
tents or spoil the appearance of the envelope. It is rapid 


and efficient, convenient to use and good for a lifetime. 


New Standard Stamp 
Affixer 


The mew Standard Stamp Affixer 
affixes stamps 5 times faster than by 
hand, neatly and securely. It pro 
tects you from waste and misuse of 
postage. Many improvements in 
this new model. 





Profit for Dealers 


The great demand for the Standard Junior Sealer together with 
its low retail price makes it very attractive to dealers. Standard's 
Co-operative Selling Franchise makes it possible for dealers to 
handle this sealer or other Standard machines without any 
investment. Send for a copy of this Franchise for your consider- 
ation today. 


Standard 


MAILING MACHINES CO. 
Everett, Massachusetts 
Also various hand and motor-driven 
envelope sealers—Postal permit machines 
CLIP THE COUPON 


STANDARD MAILING MACHINES Co. 
Revere Boulevard, Everett, Mass. 
Please send me without obligation: 
f—) Junior Sealer booklet. Our mail averages .... . 
LJ pieces daily. 
‘a Sy _ copy of Co-operative Selling Franchise 


COMES «6 0.0 vases wens sodas bette Benes 
Individual ..... .. 
Address .... 























" 





80 


The Hew Bavv 
Yypewriter Sells on 


CHOICE 
OF FIVE 
BEAUTIFUL 


COLORS 
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BARR. MORSE CORPORAT ION 


ITHACA, N. Y. 
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our commerce continued the encouraging progress it has 


made throughout recent years. 

“These facts furnish occasion for thoughtful considera- 
tion by all those connected in any way with American inter- 
national commerce 

“In order to give special attention and study to the 
principal problems confronting our foreign traders, the 
National Foreign Trade Council will hold the sixteenth 
National Foreign Trade Convention in Baltimore, Wednes 
day, Thursday and Friday, April 17, 18 and 19, 1929. 

‘All those who are interested in the development of for 
eign trade as a vital factor of national prosperity, whether 
in agriculture, commerce, education, industry, finance or 
transportation, all Chambers of Commerce, Boards of 
rade, National and State associations and other industrial 
and commercial organizations, as well as firms and indi 


viduals engaged business, are cordially invited 


n toreign 
to participate 

“Your co-operation toward making the convention a suc 
cess and toward giving it the representation of every sec- 
tion of the country and every factor of international com 
merce, and thus making its service nation-wide, is earnestly 
requ sted.’ 

> 
Prevention of Accidents in Metal Industry 


A notable example of the savings in both life and money 
vhich can be brought about by consistent safety effort in 
industrial plants has been furnished by the accident preven 
tion contest among Metal Manufacturers which has been 
completed by The Merchants’ Association of New York 

New York city’s industries lost 1,183 lives during 1928— 
the period of The Merchants’ Association’s contest. Yet 
among the 9,275 employees of the ninety-three metal man 
ufacturers participating in this contest not a single life 
was lost. There were but 269 lost time accidents recorded 
in all of the plants participating. Thirty-six plants went 
through the contest without one lost time accident. Only 
forty-three of the 269 accidents which did cause loss of 


time, carried partial-permanent disability The winner of 
the contest was Frank J. Quigan, Inc., 65 Roebling street, 
Brooklyn. The employees of this firm worked a total of 
643,466 hours with no lost time accidents. The Metropoli 


tan Iron Foundry, 880 Metropolitan avenue, Brooklyn, was 
second with a total of 205,849 man hours without lost tims 
uccidents, and Dieges & Clust, 568 Broadway, third, wit! 
a total of 196,169 hours, without lost time accidents. 

The experience of the Quigan firm is of especial interest 
because of the demonstration it has provided of financial 
savings brought about by organized safety effort In 
1923, Frank J. Quigan, Inc., paid $3.08 per $100 of pay roll 
for compensation insurance. In 1924 it paid $3.25 per $100 
yf pay roll. In 1926, the company began its organized 
safety efforts. The insufance costs for 1927 were reduced 
to $1.66 per $100 of payroll; 1928 saw a still further reduc 
tion to $1.21. The concern states that, in dollars and 
cents, it has effected a saving of approximately $7,000 a 


year. 

As has been the case in three other contests conducted 
by The Merchants’ Association, the metal manufacturers’ 
contest demonstrated that it is the human equation which 
is the hardest factor to control. The employees of the 
various concerns were subjected to contacts with virtu- 
ally all kinds of machinery. Yet the largest number of 
accidents occurred in the handling of material. 

a 


Frank C. Hughes Heads Franklin Club 


Frank C. Hughes, of John P. Morton & Company, was 
elected president of the Ben Franklin club of Louisville at 


the annual meeting 
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% AANY of the biggest companies of 
eo 4 the United States are users of 
™’Security Steel Shelving. The 
flexibility and adaptability of this shelving 
to fit the exact requirements of every job 
economically —have given it preference 
wherever it has been properly introduced. 


It’s easy for the Security Steel Dealer to 
close this business. For behind the built- 


in qualities in Security Steel Shelving is a 
Co-operative Sales Plan that helps him 


STEEL 


NEW YORK . 
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THIS PROGRESSIVE 1929 PROGRAM 
SELES Secwcty STEEL SHELVING 





FoR You 


Roses Sap 





locate the business—plan and estimate the 
job and then actually helps him close 
the deal. 


Security Steel Dealers have broadened 
opportunity in every branch of the office 
equipment field. 


That’s why Security Steel Dealers are 
getting larger sales in 1929. 


Some mighty attractive Security Steel 
franchises are available. Write today. 


Oo 
SHELVING 


STEEL EQUIPMENT CORPORATION Avenel, N. J. 


NEWARK . BOSTON . NEW HAVEN . CHICAGO . PITTSBURG 
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And Now the VA LL IVAU LW 


PERSONA PRIVATE PROTECTION 














A steel constructed fire and burglary resisting safe to retail for $32.00. 


Hundreds of dealers are selling this safe to doctors, lawyers, profes- 
sional men, small retailers and home owners. 


Drop us a line for full details as to size, net prices, colors, etc. 


One of the 32 sizes and styles of Meilink Safes 


THE MEILINK STEEL SAFE COMPANY =® _ Toledo, Ohio 
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Lift the lid from your business 


All the vital facts and figures ready 


for your inspection every day at nine 


He’ often do you get a bird’s-eye view of 
your business? How often do you get the 
facts and figures that show what progress is being 
made behind doors that you seldom open? 


Once a month? Once a week? 
Not often enough. 


You need this picture every day. You need 
these vital figures every 24 hours. For when you 
base your decisions on timely data, you are work- 
ing with current events, not ancient history. 

With Elliott-Fisher accounting-writing equip- 
ment you can have on your desk each morning at 
nine a simple, understandable report giving you 
all the vital figures from every department. Elliot:- 
Fisher reduces the most complicated accounting 


Elliott-Fisher 


FLAT SURFACE ACCOUNTING-WRITING MACHINES 


Product ot 


Crem Oiiice Fevipment (poration 


342 Madison Avenue, New York 


OTHER PRODUCTS: SUNDSTRAND ADDING-FIGURING MACHINES 


operations to a simple unified plan, which gives 
you a true picture of conditions from day to day. 

Inventories, accounts receivable, shipments, 
cash balance, sales, collections—every basic rec- 
ord that a successful business must keep—are 
posted up to date every day and can be presented 
every morning for your scrutiny. And all this 
without adding a name to your payroll or in any 
wav disturbing your present accounting routine. 

Let us send you detailed information about this 
remarkable method of business control. Use the 
coupon below. We will promptly forward litera- 
ture showing how you can have faster and better 
accounting work in 
your business. 












General Office Fquipment Corporation 
342 Madison Avenue, New York City 


Gentlemen: Kindly tell me how Elliott-Fisher 
can give me closer control of my business. 


Name___ cme al — 


Address denamaage 
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The beantiful 
New Art Metal 
"2600" line desk which 
has many special features. 





Again ArT METAL (fills 
your Market Demand 


“2600” 
by a brand new sixty-four-page 


New “2600” line 
of steel desks has more 


advantages and costs less 


NE of the best values Art 
O Metal has ever offered—the 
"2600" line of Steel Desks. These 
desks have advantages and im- 
provements your Customers Cannot 
fail to see and appreciate. 

Art Metal introduces this new 
line of steel desks with especially 
moderate prices. This is made pos- 
sible by Art Metal’s immense facili- 
ties and quantity production. The 
skilled, experienced craftsmanship 
of Art Metal workers has made 
these desks as sturdy, beautiful and 
efficient as any higher-priced lines. 


The “2600” line has the remov- 
able drawer strike . a very 
attractive feature to your custom- 
ers. It means that desks can be 
changed without moving them 
from one department to another. 

Drawers may be shifted to suit 
the workers’ needs. And drawers 
are larger ... have greater capacity. 
They can be locked by a simple 
push rod located conveniently in a 
leg of the desk. All hardware is 
solid cast bronze. 

These and many other features 
make the new “2600” line of spe- 
cial interest to the business man 
looking for economical efficiency. 
And to help the Art Metal agent 
interest his desk prospects, the 


new line is accompanied 
catalog of “Desks ... by Art 
Metal.”"’ Art Metal Construction 
Company, Jamestown, N. Y. 





“Desks... by Art Metal,” 
the new 64-page catalog of 
modern steel desks made by 
Art Metal Construction Co. 





rt M\atal 


JAMESTOWN - NEW YORK 


THE WORLD’S MOST DIVERSIFIED LINE OF STEEL OFFICE EQUIPMENT 
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——$—————— was 
Fifteen Years Ago 
Pot Luck with Readers of Office Appliances as Published 
in the Month of March, 1914 

“Elements of Waste in the Store’’ discussed losses due 
to personnel inefficiency as well as the material wastes in 
neglected stocks, and carelessness in the use of wrapping 
paper and cord. 

“From the Buyer’s Point of View” told how the station- 
er’s store appears from the aisles. 

Victor K. Spohn, advertising division, foreign depart- 
ment, The National Cash Register Company, contributed 
“Foundations of Selling Success.” 

Ideas on “Care and Handling of Inked Ribbons and Car- 
bons” were contributed by D. N. Owens, of D. N. Owens 
& Company, Baltimore, Md 

Commercial stationery stores of “Twenty-five Years Ago 
and Today” indicated the advances in stocks and display 
facilities during that span of years. 

E. W. S. Shipman, then president of the Typewriter 
Emporium, Chicago, was pointed out as a business man 
who spent a little time each day at billiards, securing 
relaxation, and increased efficiency, upon returning to his 
desk 

The Thorp & Martin Company, Boston, had incorpo 
rated, changing the title to the Thorp & Martin Type- 
writer Company. 

A business show held in the building of the Los Angeles 
Desk Company February 16-21 inclusive, was reported to 
have been a successful exhibition of modern methods. 

The Horder Stores, Inc., Chicago, had established a 
rubber stamp plant at 11 North Market street. 

The Baker-Vawter Company, located on Wabash ave- 
nue, Chicago, has leased the building at 20-22 South 
Clark street. 

— << -- 
Referring to Our Best Advertising Journal 

Scene in a drug store (where they also sell magazines) 
conversation about as follows: 

Customer: Have you “Printers’ Ink”? 

Clerk (quite innocently): No, Ma’am, just Sanford’s.— 
Virginia Prickett. 

an 
Eylar “Tags” Rotarians 

The Minneapolis Rotary Journal has this to say about 
an L. C. Smith man who is widely known throughout the 
United States: 

“To Rotarian Ed Eylar, Minneapolis Rotary should take 
off its hat and extend its very best wishes for a Merry 
Christmas and a Happy New Year. In true exemplification 
of ‘Service Above Self’ Ed furnishes each Friday a sten- 
ographer and typewriter to ‘tag’ visiting Rotarians. Week 
after week this faithful young lady serves Rotary, and to 
Miss Mix and to Ed we wish to publicly express our 
appreciation.” 

<—-—— 


“Little Schoolmaster” Gives a Red 100 


Printers’ Ink conducts a department of miscellany on ad- 
vertising and merchandising, “The Little Schoolmaster’s 
Classroom.” This prints interesting articles with appropri- 
ate comment. Here’s what the schoolmaster said about an 
incident of interest to stationers: 

“Certain correspondence which has come to the School- 
master has impressed upon him the fact that no matter 
how simple your product may be, the public may not know 
all about it. Take the matter of a lead pencil. 





In these 


ways your 
Company 
g . * 
ains time 
—the time of your ex- 
ecutives — (anyone who 
dictates) about an hour 
a day, each, for the av- 
erage dictator. 
—the time of your ste- 
nographers — about two 
hours a day, each. 
— the time of your cus- 
tomers by prompt re- 
plies to correspondence. 
— when you 
“Say it to the Ediphone” 


Let us prove this at your desk. Tele- 
phone “The Ediphone,” your City, 
and ask for the book “An Easy Way 
to Chart Your Correspondence.” 


Ask for Travel Service 


THOMAS A. EDISON, Ine. 


ORANGE, N. J. 











Radio Program Monday Evenings 














86 OFFICE APPLIANCES 


Se) TIES 


THE (DCO 
CHAIN POST 
BINDERS 


YPPER TUBE CARRIES 
INLIMITED EXPANSION 
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SECTIONAL POSTS ARE 
ATTACHED TO INCREAS 
CAPACITY 
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MECHANISM OF C@DCO “B” AND 


FLEXOSEX CHAIN POST CURRENT 
BINDERS. 


The Capacity is increased by adding 
Sections to the Chain Post. 
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THE (DCO “A” AND “SERVICE” 

CHAIN POST CURRENT BINDER. 
NO SECTIONS REQUIRED. 

| PRICE COMPARISON IN the 93x11Z SIZE 

(ADCO “A”—$17.85 to $14.30 


Capacity one to 1000 leaves 


\) CADCO “Service” $15.85 to $12.30 
U Capacity one to 500 leaves 


(ADCO “B”—$14.50 to $11.00 
Capacity unlimited 


(ADCO “Flexosex” $13.00 to $9.00 
Capacity unlimited 
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Your dealer can supply you 


W. G. LLOYD COMPANY | 


Accounting Devices Company Consolidated 


626 SOUTH CLARK STREET, CHICAGO, ILL. 
5 i YY I yp mK NT A GY Gf 


March, 1929 


‘A member of the class who is engaged in advertising 
work in Asheville, N. C., and to whom the matter of pencils 
is of some importance, sent the Schoolmaster this corre- 
spondence. It included a letter written directly to the 
Asheville man by the Joseph Dixon Crucible Company 
which makes a pencil called ‘Dixon's Ticonderoga,’ and the 
Asheville man’s comment thereon 

“Here's the letter which the Asheville man wrote to the 


Schoolmaster: 

It's a pleasure to bring to your attention this evidence that 
the much maligned word “Service” isn’t a dead letter with at 
least one very large manufacturer and advertiser. 

To the Joseph Dixon Crucible Company I'm merely one indi- 
vidual in a vast army of customers, an almost atomic indi- 
vidual in its scheme of business. Yet when I had occasion 
to make the small complaint about a five-—cent pencil which 
the enclosed letter will bring out, you can see to what great 
lengths this great company went to remedy the matter. And 
this was followed up by another letter a few weeks later! 

You just know how I'm going to feel about “Ticonderoga” 
pencils from now on 


“The letter from the Dixon company to which he refers 


‘ , 
nas this to say: 


We greatly appreciate your letter of November 15 because 
we Want every pencil bearing Dixon's name to give 100 per 
cent service, and when not, we consider it a favor to have 
our attention called to the trouble, so that we may correct 
anything that is wrong 

We should judge that the pencils to which you refer have 
been injured so that the leads have been broken. This some 
times happens, particularly with pencils containing a_ soft 
lead, such as the No 

Most of the trouble with pencils is caused by dull pencil 
pointers Very few users of pencil pointers ever think of 
resharpening or replacing the blades, or even touching a drop 
of oil to the gears, and when the blades get dull, they grip 
the point instead of sharpening it and the lead is broken and 
the wood torn 

However, as you have sharpened yours with a knife, and 
find the same condition, it may be that the pencils have been 
injured in some way. 

We are enclosing one-half dozen No. 1386-No. 1 pencils 
which we shall be glad to have you test, and if they reach you 
without being damaged in the mail. we think you will find 
them perfect in every detail We shall be interested in having 
your report on them 

The sale of ‘“*Ticonderoga’’ pencils is increasing so fast that 
we feel that it must be giving general satisfaction. We are 
determined to maintain the ‘““‘Ticonderga’™ as the highest quality 
five—cent pencil that is made, and for this reason are anxious 
to investigate any complaint that reaches us, so as to avoid 
any fault in their manufacture 

We should be pleased if you could send us samples showing 
just how the pencils act of which you complain and at the 
same time to have your report on those we are sending 


“The Schoolmaster agrees with the Asheville advertising 
an that this letter from Dixon represents ‘service.’ At 


the same time he wants to say that it also contains copy 
material that the Dixon company should pass on to pencil 
users There is information on the care of the pencil 
which any man who uses pencils day in and day out would 


like very much to know. If the pencil company will let 


pencil users have such information, it is in line for their 
good will and their money.” 
oneal abiiaamns 
Percy Barringer’s Business Jubilee 
Che business jubilee of Percy Barringer, a power in the 
British stationery field, and president of the Stationers’ 
Association of the United Kingdom, was given special 
recognition in The British Stationer. Mr. Barringer has 
seen the transition from the liesurely business methods of 
the closing years of the nineteenth century to the more 
spirited tempo of the present. And he is in step with 
1929 The article in The British Stationer was written 
by A. E. Owen-Jones, and illustrated with a sepia print 
portrait, tipped on a page of the Stationer. 
eens 


Canadian Import and Export Trade in 1928 


Statistics concerning the import and export trade of Can- 
ada during 1928 have been published by the United States 
Department of Commerce. The totals for that calendar 
cent over 1927. Exports were $1,349,751,403, an increase of 
10.8 per cent. Imports from the United States were $825,- 
740,612 (increase of 16.8 per cent over 1927); exports to 
the United States, $492,541,120 (increase of 3.8 per cent) 
Imports from the United Kingdom—the second most im- 
portant source for Canadian imports—were $190,712,351: 
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Guaranteed Forever 
Against All Defects 


To prove Parker Duofold 
is a pen of lifelong per 
fection, we offer to make 
good any defect, provid- 
ed complete pen is sent 
by the owner direct to 
the factory with ICc for 
return postage and in- 
suzance. 
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In another poll of College Classrooms 


Parker Leads by2to1 
. . » Technical Students Voting 


Professors and college publications No one appraises a pen with bet- 
recently took an impartial poll among ter trained eye than the student of 
technical classes in thirteen colleges technology. 
named below to determine fountain This survey, the third in the co!- 
pen preferences. lege field — furnishes additional evi- 
dence that Parker leads all other pens 


It was found that as many of these 
in consumer preference. 


students now own a Parker Pen as 
own the next two nearest makes com- No dealer can afford to ignore its 
bined. Besides this, when they buy _ significance—that the way to lower 
again, more will select the Parker sales resistance and increase volume 
than the number who will choose the and profits is to PUSH the line the 
next three nearest makes combined. public favors—PARKER. 


Where the Vote Was Taken 


Stevens Institute of Technology, Rensselaer Polytechnical Institute, Marquette University, Cornell 

University, Penn State College, Purdue University, Rice Institute, Carnegie Technical Institute 

Armour Institute of Technology, Louisiana Polytechnical Institute, Harvard University, Massa- 
chusetts Institute of Technology, Virginia Polytechnical Institute. 


THE PARKER PEN COMPANY, Janesville, Wis. 


Junior, Juniorette 


or Lady fold $5; 


ai 
I ae 


‘Duofo 


VIA AIR 


Significant of Parker leadership is.the use of the Parker Pen 

monoplane by Parker executives to speed their business trips. 

The Parker Pen Company ie one of the first commercial con- 

cerns so to employ a plane, just as it is always one of the first to 
use the latest methods of fountain pen production. 




















PRINTED IN U G.A 4001-29 








* Guaranteed Forever 
against all defects 


*To prove Parker Duo 
fold is a pen of lifelong 
perfection, we offer to 
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Parker Duofold De Luxe 
Offers You a 


Higher 
Average Sale 
Combined With Fast Turnover 


Seven years ago Parker ushered in a new 
era of profits for pen dealers with the intro- 
duction of the Duofold Pen. How its unprece- 
dented popularity increased the average sale of 
fountain pens is a matter of history. 





Now we are again raising the price level for 
dealers with the Parker Duofold De Luxe. 
It took Parker to put over a $10 Pen on a 
BIG VOLUME basis. 


By putting extra value in the Parker Duo- 
fold De Luxe, by giving it an original design 
of unequalled beauty, by advertising it Heavily 
and Consistently, we have made it outsell all 
other pens in the same price range by a 
wide margin. 

If you want to increase your profits through 
high-unit sales in volume—put your efforts 


behind The Parker Duofold De Luxe Line. 


THE PARKER PEN COMPANY 


Janesville, Wisconsin 


Parker 


Duofold ‘De Luxe 
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exports to the United Kingdom were $446,136,758; increases 
of 4.7 and 8.9 per cent respectively. 

In the order of importance from other sources of sup- 
France 1.5 from 
from Japan, 84 per cent. Im- 


imports from increased per cent; 


17.8 per cent; 


ply, 
Germany, 
ports from New Zealand increased 49.6 per cent. Exports 
to Germany increased 13.5 per cent, and to Japan increased 
30.5 per cent 

> -— 


House Organ Philosophy 


the the real leaders are 


Che Coach (published co-operatively by the 


A command comes from rear; 
out in front 
Boorum & Pease Company, Eberhard Faber Pencil Com- 
pany, C. Hunt and Sanford 


ufacturing Company). 


Howard Pen Company 


* 


Courage and vision will bring big rewards to the man 


APPLIANCES 


Man- | 


or corporation who can put them to work on the problems | 


and opportunities always before them.—Typebar Bulletin 


(L. C. Smith & Corona Typewriters Inc.) 

* » . 
moderate 
the midst 


Fritz-Cross 


[The happy man is he who is cheerful with 


the unhappy he discontented in 


(The 


means; who is 


of plenty.—Fritz-Cross Service Com- 


pany) 
. * * 

It is remarkable that they talk most who have the least 
to say. 
ufacturing Company). 

* * * 
after she 
Quality 


Hell hath like 
has been on a rapid reducing diet for three days. 
(Clarke & 


no fury a stylish stout woman 


Courts) 
* * * 

You can keep a good man down if he is good for noth- 
ing.—Faultless Loose Leaf Bulletin (The Stationers Loose 
Leaf Company). 

«x * 7 
A spurt counts like thunder at the end of a race, but the 


business race is never over The Scroll (Cutler Desk Com- 
pany) 


* * 


More business is lost because of neglect than because o! 


competition —Osco Business Ideas (Office Supply Com- 


pany) 
The felloy 
Office Topics (Baker Printing Company). 


who is pulling on the oar has no time to rock 
the boat. 


* * 
Don’t step in muck—you might get stuck in it—The 
Office Cat (The Richmond & Backus Company). 
It doesn’t cost as much to keep well as it does to gei 
well.—Bramwords (The Bramwood Press). 
If it isn’t good business it isn’t good selling. —The Pencil 


Crucible 
> —_— 


Colored Machines Inspire Good Output 


Newspape r reports indicate that one of the largest indus- 


News (Joseph Dixon Company). 


trial plants in the United States has made a study on the 
psychological effects of color on workmen operating pro- 
duction machinery. Tests reveal that they react quickly to 


properly chosen color schemes. Energy-precision machines 


reveal that men working at pleasantly colored machines do 


more work. Also they leave their tasks at the end of the 


day with more unexpended vitality and a better frame of 
mind. 
All of which may be significent to the typewriter dealer 


offering a portable machine in color finish to a prospective 


customer. 


“Uncle Dick” in the Berloyalist (The Berger Man- | 








THE HOGE 
STAPLER 

















With the New 
Non-Clogging Feature 


The new non-clogging attachment on the 
Hoge Stapler marks a great advance in 
stapling machine construction. For with 
one simple operation, the jammed staples 
are eliminated. This unique device is 
absolutely foolproof and a valuable time 
saver. 


The Hoge Stapler is scientifically con- 
structed to withstand hard and continuous 
use. The action is rapid and smooth. The 
magazine holds 200 Vitrocoted preformed 
wire staples and is easily loaded. The base 
may be removed in one operation, convert- 
ing the Hoge into a tacking machine. Fill 
and send in the coupon below for further 
information about the Stapler with the blue 
knob. 


Your Jobber can supply you. 


THE HOGE MANUFACTURING CO. 
23-25 East 21st Street New York, N. Y. 


COUPON 


Please send me full information and trade discounts on the Hoge 
Stapler and Vitrocoted wire staples. 


POND «asses 


Street 


City .. 


Name of your jobber 
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Ne. 8500 
“Postur-Chair” 















e 


No, 9606-17 
“Postur-Chair” 














A better day 
and better wor 


The Uhl “Postur-Chair” makes possible a 
better day and a better day’s work. 


A better day—a more comfortable day 
from the Uhl because much fatigue is elim- 
inated. The natural position induced by 
this chair, the big fibre rollers making easy, 
quiet movements, the absence of projecting 
impediments cut down loss of time and 
much exhausting, unnecessary effort. 


The Uhl accomplishes the result by its 
construction, the special seat and low back. 
But in considering such chairs, remember 
there are many so-called posture chairs, 
but only one Real and Approved Steel 
“Postur-Chair”—the Uhl. 


If you would like the benefit of Uhl sales, 
write us today. 


The Toledo 
Metal Furniture Co. 
1426 Hastings Street 
Toledo, Ohio 








Supplies and Equipment of “Big Business” 


The annual report of the Sanitary District of Chicag 
for 1928 gives opportunity to analyze the expenditures of 
that body for office equipment and supplies, contrasted 
to the major expenditures for plant, supplies, operation and 
personnel. Manufacturers of office equipment and appli- 
ances and dealers in office supplies of various sorts were 
paid approximately $207,000 in 1928. The expenses were 
unusually heavy that year as the board had to engage 
professional and technical personnel to defend itself in the 
Supreme Court of the United States for “unlawful diver- 
sion” of water from Lake Michigan through the drainage 
canal, Des Plaines and Iilinois rivers, for diluting the city’s 
sewage. The increased personnel naturally required add 
tional office furniture, machinery and supplies 

The total expenditures for plant, maintenance, operatio: 
extra and special personnel, office equipment and supplies 
etc., were approximately $40,632,000 Even though the 
affairs of the board are not conducted with the same regard 
for operating costs and efficiency as a modern corporatiot 
the expenditures for office appliances, equipment and sup 
plies do not appear to be excessive for a public body 

Newspaper analysts of the report of the Sanitary Dis 
trict scent partiality in awarding business to favored bid- 
ders, but this is one of the weaknesses of the Americar 
body politic. Office supply purchases were concentrated 
largely with Chicago houses, which is natural, as the gen- 
eral offices of the board are in that city Its activities 
extend to the confluence of the Illinois river with the 
Mississippi. 

an 

“Y and E” Veterans March to Captain’s Desk 

Fight employees of the Yawman and Erbe Manufac- 
turing Company, Rochester, N. Y., completed twenty years 
of service recently, which made them eligible to the Vet- 
erans’ club. <A _ pleasing formality is observed. Gustav 
Erbe, president of the company, gives each veteran a com- 
pany check for $100. 

The individuals included in the recent ceremonies include 
John Beyer, experimental department; George Burroughs, 
salesman Rochester branch; Louis Epping, Department 55: 
William Krueger, maintenance work; Otto Moeschler, par- 
cel post clerk; Josephine M. Rometsch, advertising and 
stationery; George Schicker, steel inspection department; 
George F. Smith, cabinet maker 

The “Y and E” Veterans’ club has 162 names on its 
roster, of which 110 are still actively engaged in the busi- 
ness. That’s a healthy situation, since the seniors date 
back to 1880. What changes they have seen in products 


and methods! 
-_—- > ——_- 


Dixon Club Elects Officers 


The Dixon Club, composed of employees of the Joseph 
Dixon Crucible Company, held its annual election at the 
clubhouse, Jersey City, N. J. Edwin A. Sell was re-elected 
by unanimous vote. Bernard Elsinger was elected vice 
president. Other officers are Paul E. Hecht, corresponding 
secretary; Robert A. Harris, financial secretary; William F. 
Schuermann, recording secretary; Harry W. Wilkins, treas- 
urer; Robert Richert, sergeant-at-arms. 

SaaS 
Schubert Distribution Organization Moves 

The Schubert Office Specialty Company, formerly at 
1403-05 South Hill street, Los Angeles, Calif., has moved 
to 228 South Los Angeles street. This is in the heart of 
the wholesale district. The company has a spur track, 
and receiving and shipping departments have been enlarged 
greatly to meet the requirements of increasing business. 
The company had outgrown its previous location. 
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never sold Shelving before” 


91 


C. H. Blaisdell 


When steel shelving and steel lockers were included in the Berloy Agency 
Franchise, two new and profitable channels of volume business were 
opened to Berloy Agents. Their men were schooled in the salient points 
of these two steel equipment items and sales manuals were provided. Now 
from every business center come enthusiastic statements such as quoted 
above by Mr. Blaisdell, Manager of the National Office Specialties Co., of 
Providence, R. I. Mr. Blaisdell has sold several shelving installations of a 
carload each. 


This is the kind of cooperation and sales assistance promised new Berloy 
Agents in the Berloy “600” Picked Merchants Plan. The many profit- 


able installations that have been made by our Agents have justified their 
faith in Berloy. Write for Agency Franchise Details and a representa- 
tive will arrange an interview. 






BRANCHES AT 





Th B Atlanta Jacksonville Philadelphia 
e erger Boston Kansas City Pittsburgh 
Mf. e Chicago Long Island | mn 
I } | Cincinnati City ochester 
g- O pany Columbus Los Angeles _ —_ 
y \—E Dallas Milwaukee an Francisco 
MAIN OFFICE Detroit Minneapolis Seattle 
. Hartford Montreal St. Louis 
Canton, Ohio Houston Newark,N.J. Toronto 





Steel Lockers and 
Steel Shelving in ad- 
dition to the complete 
Berloy Line of Steel 
Office Equipment. 

















BERLOY 





Indianapolis New York 





THE BERGER MFG. CO., 


Canton, Ohio 


Please send information regarding 
your Agency Franchise. 





Address ... 


Deen BORON cao ndanes 0tsancomneos 


Your Name .. 
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iftieth -Anniversary 


of the world’s greatest 
business machine 





The cash register of 1879 


N 1879 a merchant of Dayton, 

worried by increasing losses 
in his business, invented a ma- 
chine to check the carelessness 
and inaccuracy of his sales- 
people. 


It was a crude affair, but it 
increased his profits. The infor- 
mation it rendered was limited, 
but it was at least accurate. 

From this beginning, fifty 
years ago, was born the National 
Cash Register. 


Since then, millions of these 
accurate, dependable business 
machines have been built. 


Today, The National Cash 
Register Company is _ serving 
more businesses in more ways 
and with a greater variety of 
machines than ever before. 


Wherever records are kept and 
money handled, National Cash 
Register products prevent losses 





PACA 
PROD 


One of the National Posting Machines of today 


from carelessness, indifference 
and temptation. They give 
quicker, better service to cus- 
tomers. They furnish the infor- 
mation needed to build business. 


They save time, money and 
labor wherever they are in use. 


Every function that is today a 
part of a cash register mechanism 
was developed and perfected by 
The National Cash Register 
Company. 


The cash register of 1879 was 
built to meet the needs of 1879. 
The National Cash Register 
products of today meet the 
needs of every business, in this 
age of business machinery. 





A 1929 National Cash Register for 
the retail store 


The National Cash Register Company 


Dayton, Ohio, and principal cities throughout the world 


Modern machine systems for business, priced from $60 up in the U. S. A. 
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Preview of Price Maintenance Investigation 


The Federal Trade Commission sent to Congress Jan- 
uary 30 a preliminary report of its economic investigation 
of resale price maintenance. 

The report covers general economic and legal aspects of 
the commission’s inquiry, which is not yet completed, and 
will be followed later by a volume based or a study of 
actual business results of dealing in trademarked or other- 
wise identified products 

The preliminary report “should not be taken to imply 
conclusions or recommendations, which properly await the 
completion of the inquiry,” as the commission declares in 
its letter of transmittal. 

Investigation of resale price maintenance in its many 
phases was authorized by the commission on its own initia 
tive July 28, 1927. 

The letter of transmittal accompanying the report to the 
House and Senate is as follows: 

To the President of the Senate and the Speaker of the House 
of Representatives: 


This inquiry into resale price 
on the initiative of the Commission, but, as it has an imme- 


maintenance was undertaken 
diate relation to pending legislative proposals Volume I of the 
report is herewith transmitted to Congress prior to the com 
pletion of the inquiry for such use as this portion of the 
information may have at the present time. 

This inquiry comprises, (1) an examination of existing law 
and public policy with regard to resale price maintenance 
including some comparison of United States law and policy 
with those of other countries, (2) an analysis of data regarding 
the experience and the opinions of various interested classes 
with regard to resale price maintenance with indications of 
the reasons and motives for various practices relating to this 
question, and (3) the development and analysis of pertinent 
facts of a quantitative or statistical nature based on actual 
business results of dealing in trade-marked or otherwise iden- 
tified products. 

The last mentioned aspect of the inquiry requires more time 
for completion, and will be submitted, as soon as practicable, 
in Volume II of this report. Volume I, which is herewith 
submitted, is confined, therefore, to the first two topics above 
mentioned, namely, the legal situation and the general ex- 
perience and opinions of interested business classes and of 
consumers 

Consumers’ Opinion Sought 

In canvassing experience and opinion, a special effort was 
made to obtain expressions from .consumers The consumer, 
however, is a comparatively inarticulate element of society In 
this country the great mass of the population is, indeed, com- 
posed of producers, but everybody is a consumer. The interest 
of a particular consumer who is also a financially interested 
producer in some definite line,—this line being his preponderant 
interest—however, may be expected to be influenced thereby in 
his reaction toward legislative proposals in this field, provided 
he is conscious of any immediate effect on his business. If 
the consumer is a merchant, for example, his opinions, even 
when approached as a consumer, are likely to be based on his 
experience as a merchant, in so far as the questions raised 
have any practical relation to his own merchandising. But 
farmers, in general, appear to have no special interest in re- 
sale price maintenance, and they express themselves on this 
subject generally in the capacity of consumers. For the rest, 
as representing consumers, expressions of opinion were ob 
tained from members of the National Consumers League and 
from certain professional classes. Expressions from such per 
sons are likely to be made from the point of view of the con- 
sumer, although the National Consumers League is in fact 
a social—-betterment organization, especially interested in labor 
conditions, apparently rather than merely representative of 
consumers This situation may well serve as a reminder of 
the lack of organization and of the means of expression of 
consumers as such. 

It is impracticable here to go into details regarding the 
variation of opinion among consumers, as for example by 
occupation, although this subject receives attention in the 
body of the report. Their opinions, as reported, are against 
resale price—-maintenance, in any form, by a large majority 
The professional classes, who may be described as consumers 
and bystanders, appear to be against it by a small majority. 

Retailers, on the other hand, are for it by a large majority, 
although the chain and department stores are decisively op 
posed thereto. Manufacturers, particularly those making trade 
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IS A PLEASANT SURPRISE 
Write for Particulars 


The FiberstoK line of envelopes on dis- 
play in the “Salesmaker” is a part of an 
ideal sales campaign. 

There are many strong and coordinated 
factors that pave the way to easy and 
frequent sales. 

At the foundation is the natural demand 
for the service the FiberstoK Envelopes 
and Wallets provide. 

This service is given 100% by all Fiber- 
stoK envelopes. Their usefulness and 
durability stand out in comparison to 
other envelopes, assuring repeat orders 
for FiberstoK. 

FiberstoK is nationally advertised. Dis- 
plays in the Saturday Evening Post tell 
millions the advantage of FiberstoK and 
acquaint them with the “Salesmaker”— 
“The easy way to buy envelopes.” 
With FiberstoK quality tied to easy 
buying the consumer needs only the re- 
minder a “Salesmaker” on the counter 
gives. 

The “Salesmaker” displays a complete 
line of high quality FiberstoK envelopes 
which are built into an automatic sell- 
ing plan. 

Write for details about the “Salesmaker” 
—lIt is easily maintained. 


National FiberstoK Envelope Co. 


427-447 Moyer St. Philadelphia, Pa. 
New York Office—150 Nassau Street 
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Constructive Dealer Policy ie 
l Right Merchandise Win! 
and hight Merchandise win. 
* 
5 
| e , 9: 
HE largest volume of pen business in America— ‘ 
rowth five times faster than the industry—that Bese} 
is Sheaffer’s achievement. This leadership is the sum YN ih 
. > STS y)) 
total of the success of Sheaffer dealers, and back of CAGE 
it stand the reasons: the one dealer policy built from Ve - ‘ 
(nt 
the dealer viewpoint, and merchandise of such ori- Say (( 
} inality and character as to capture the market. BN é 
; Zo) ¢ 
Your experience tells you to deal with the leader in (RUF. J 
; Nat 
order to be one. Share this success! Write, now, for EAN 
the Protected Exclusive Sheaffer Dealer Proposition! rx |} 
ex A 
“Merchandising Down to Date’’ increases profit. Y} 
Get your copy. 
PENS-PENCILS-DESK SETS-SKRIP tX 
W. A. SHEAFFER PEN COMPANY FORT MADISON, IOWA, U.S. A \( 
New York : ; Chicago : San Francisco 
W. A. Sheaffer Pen Co. of Canada, Ltd Fleet Street — Toronto, Ont. + { 
Wellington, N. Z. : Sydney, Austhalia : London— 99 Redent Street | 
» Reg. U.S. Pat. Off. | 
Ns 
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LIFETIME PEN@AND PENCIL S. 


Lifetime® pen by 
this white dot 
ee 















‘ | 
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ee! 


Lifetime® pen and pencil performance has been so changed and 

bettered by Balance, the Sheaffer discovery, that previ- 
ous writing, experience holds no comparison. You write 
without tiring, flowingly, with handwriting, character un- 
hampered, for Lifetime® Balance makes these splendid 


1 instruments feel as natural as the fingers of your hand. 
oh | [ So new and fine is this sense of writing, freedom that 
wat} for the pleasure of it we ask you to try it. See your 
aN Sheaffer dealer, watch the Lifetime pen and pencil 
2 Balance Test, then write... You will want 

Sheaffer's Lifetime® pens and pencils forever. 


Lifetime® pens areZuaranteed unconditionally for yourlife. OtherSheaffer 
products are forever juaranteed against defect in materials and work- 
manship. Green and black Lifetime® pens, $8.75; Ladies’, $7.50. Black 
and pearl De Luxe, $10; Ladies’, $8.50. Pencils, $5. Others lower. 


At better stores everywhere 


SHEAFFER’ 


PENS-PENCILS-DESK SETS-SKRIP 


W. A. SHEAFFER PEN COMPANY, Fort Madison, Iowa, U.S. A. 
New York - + + ChicaBo + + + San Francisco 
W. A. Sheaffer Pen Co. of Canada, Ltd., Toronto, Ont.— Fleet Street 
Wellington, N. Z. + Sydney, Australia - London—199 Regent St. 
Reg. U.S. Pat. Off 
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ore offices like this one 


Note the office pictured above. Beautiful, of course. And it's the 
kind which only a few years ago was exclusive. It marked the very 
wealthy, powerful, dominant executive 


> 











\ll this has changed. Luxurious offices are becoming the general 
thing today, because price is no longer a determining factor 
Matched office suites as exemplified in the Macey line, are now pos- 
sible at prices rivaling commercial grades. And they are worth 
vhile. the practical office is a beautiful office 

Many Macey dealers are prepared to outfit an office in its entirety, 
even to the rugs, drapes, lamps, paintings, etc. All Macey dealers 
ire in a position to supply maximum results in office atmosphere, at 
minimum prices—quality considered 


You should be selling these matched 
office suites. Have you a catalog 


The Macey Company 


GRAND RAPIDS, MICHIGAN 


[he Macey Company also makes steel files, steel desks, bool 
cases, filing equipment, supplies, safes, waste baskets, etc 











marked goods, are decisively in favor of it The wholesalers 
are more strongly for it than any of the other groups 

If these opinions are combined into a unified total result by 
giving to those replying as consumers, or to the consumer 
aspect of opinion, a weight of one-half and to producing and 
distributing interests the other half. the consensus of public 
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opinion appears to be quite evenly divided. 


As regards the legal situation and the principles involved, 


T . C 
proposed legislation would give to manufacturers the right, by rade-in ontest 
identified products, 


contract, to fix the resale prices of their 
which, under existing law in this country, is held illegal as a 
restraint of trade. In some foreign countries, such powers of 


price regulation, however, are permitted, and this is consistent ¢ 
with other features of their industrial and trade policies. 

The power to fix resale prices means the power to control 
the prices of goods that are no longer owned Such restriction 


of trade may have a specific and well defined purpose and might 
be allowed by appropriate changes in the law if found to be in 
the public interest, as has been done in some foreign coun * 6 | 
tries where the legal conception of public interest differs from | 

that now prevailing in the United States. In this country the In ( ‘1S Prizes! 
control of the price at which a manufactured product is sold 

to the ultimate consumer can often, however, be completely 

effected under present law; (1) through establishing retail out 


ets the are owned and operated as é facturers’ brancl 
sone a ry hecho a Bae a ne Bogor $250 FIRST PRIZE for the dealer’s 


independent retailers for sale on consignment; or, (3) through . . 
ie salesman turning in the most old 


some other device utilizing the agency type of contractual 


relation But in many lines of business these methods are not . 
, machines. 


regarded as practical 
Producers Can Control Prices 


Under these methods of price-control just mentioned the THREE $50 PRIZES to those turning 


manufacturer continues to be the owner of the goods and has 


1 
. 


Qa, EAN 


CxS oH 


Se ETEES 


- 
SUL en 


———a 


SO 


the responsibilities of ownership, which naturally includes the in the greatest number of old ma- 
power to fix the ultimate selling price. There are evident ad- | e n ° . 
vantages to consumers where this is the situation, because chines from their territories. In the 


responsibility for the condition and quality of the goods, and 
n connection with their use, is definite 


for auxiliary service event of ties, each tying contestant 
and is presumably placed upon a concern which has generally will be awarded the amount tied for. 


greater financial means and technical ability and one to which 
“good will” in the literal sense of the term, is an especially 
important and permanent asset There may be disadvantages TEN $10 PRIZES each for individual 
to consumers if the manufacturer is unable to secure adequate 
distribution, assuming the products are of superior quality or merit. Everyone has a chance. 
have value in stimulating competition. r 
It may be generally true, also, as alleged, that the consumer March, April, May,1929. For com- 
is better and more economicaly served where the emphasis pe - a 
in competition is upon quality rather than upon price. The plete information, write 
question is, would this advantage be made more generaly avail- 
able if the manufacturer were granted the right to fix the 


price at which his identified products are to be resold by all THE BATES MANUFACTURINGCO. 


retailers regardless of the fact that he has parted with own- Est. 1891 ORANGE, N. J. 


ership? The majority of independent retailers, apparently, . 
- : - — : : New York Office: 20 Vesey Street 
believe that such a measure would be desirable. 


What the independent retailer opposes especially is per 
sistent price cutting on trade—marked and branded articles by 
chain stores and department stores and other competitors 
merely for the purpose of attracting customers In certain 
respects, this practice is quite generally regarded as objec-— 
tionable 













But, it is alleged by opponeuts of resale price maintenance “a . 
the mere taking of less than the usual gross margin between Consecutive ‘extuplicate 
purchase price and selling price, still less the mere selling of Duplicate Septuplicate 
an article at a price lower than that indicated by the manu Triplicate Octuplicate 
facturer, fix the retailer's selling price would, if effective, Quadruplicate and 
presumably end the evils of reckless or unjustifiable cutting, Quintuplicate Repeai 


but its opponents allege that it would bring other evils in its 
train It is suggested, on the other hand, that objectionable 
practices of price cutting can be dealt with as an unfair 
method of competition, without giving to the manufacturer the 
power to fix the resale prices of his products. 


fp Ff i PP A A 
PRA APE PH 


Maintenance Confines Competition to Manufacturers 


Under resale price maintenance the margin allowed to the 
retailer would still be a competitive matter to a large extent, | $ $ 
but a matter of competition, obviously, among manufacturers | 
and not among dealers. Thus dealer price competition would $ $ 


largely be eliminated; that is, the dealers would have nothing 
to say regarding the margin taken for handling price—main- 
tained goods, but would act in this matter substantially as 
agenis of the manufacturer In such a position, it is alleged, 
they should be protected, eventually, especially through the 
right of returning unsold stocks at purchase cost and in the 
matter of equal treatment of dealers as to margins 

The fixing of resale prices by an individual manufacturer 
does not amount to concerted and general price fixing by man- 
ufacturers, though this is feared by some, but it necessarily 

——~D restricts the scope of dealer competition. It is claimed, there- 

fore, that the interest of the consuming public would also 
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need some safeguard with respect to such prices. This general 
point of view finds frequent expression in answers to the 
questionnaires discussed in this report. 

The subject of resale price maintenance can be viewed in 
its true light only as a part of a much larger situation; that 
is, in relation to efficiency and economy in the whole scheme of 
distribution. The cost of distribution—the margin between 
producer and consumer—is, at present, alleged to be unduly 
wide, especially on staple articles. This proposition is not 
exact or even quantitative in its terms, and cannot be made 
is a positive and definite statement without extensive analysis 
of the of the concrete facts in statistical form. Without wait- 
ing for that, however, the question is raised by some whether 
encouragement should be given to any tendency to increase the 
margin in question It is contended by those opposed to the 
plan that resale price maintenance not subject to authoritative 
control by governmental, or other impartial, agency, might 
easily cause a widening of trade margins, which are alleged 
to be, often, too wide already. 

The foregoing comments, regarding the facts presented in 
this report on resale price maintenance, are made with a view 
to calling attention to the general nature of the question and 
the opinions expressed and should not be taken to imply con- 
clusions or recommendations, which properly await the com 
pletion of the inquiry. 

By direction of the Commission: 

EDGAR A. McCULLOCH, Chairman 


_— 


J. H. Good Visits “Mimeograph” Headquarters 

J. H. Good, of the Tulsa Typewriter Exchange, Tulsa, 
Okla., visited the general offices of the A. B. Dick Com- 
pany at Chicago February 12. Mr. Good has represented 
the “Mimeograph” at Tulsa some years. He was originally 
typewriter salesman at Tulsa for The Oliver Typewriter 
Company. He liked the city so well that he located there 
permanently. About twenty years ago Mr. Good entered 
business for himself, and he has been eminently successful 








in his chosen work 


Removat Notice metre 


of the Ye Ed Observes Messrs. Ward and Airth 


M The Chicago Sunday Tribune runs a feature, “Our 
ANUFACTURING ’ which Fred Pasley writes from the viewpoint of 


Town,’ 


PART of our PLANT the country editor. Metropolitans enjoy seeing small town 


stuff in a big city newspaper, because so many residents 








to of large American cities originate in “tank” towns. In 
GLEN COVE, Long Island February “Our Town” paid its respects to a typewriter 
manufacturer and a stationer, among others. The items 
are quoted to show the style of “Our Town,” and to let 





New equipment and larger quarters 


to manufacture readers see how these gentlemen stand in their home com 


munities: 
z 
Columbia “Tames P. Ward, the typewriter manufacturer, and presi- 
dent of the Ravenswood Kiwanis club, was ailing last 
e week and a suitable committee was named to convey cheer 
Ribbons & Carbons to the bedside as follows: Drs. C. A. Buswell, surgeon, 
Elmer Sanders, superintendent of the Ravenswood hospital; 


Of Highest Quality Oscar Smith and David Edgar, undertakers; William 
Brownlie, the cut stone contractor; Dr. J. M. Thomas, pas- 
New York City Office and Other Offices tor of the Ravenswood Congregational church. Jim asks 
as Before , i —~ 
that flowers be omitted as he is back at work. 


“ * * 


COLUMBIA RIBBON & CARBON MFG. CO., Inc. ; me a 
We note with pleasure that Neighbor Tommy Aiirth, 


Dixon, Holm 7 . - 
; es & Dixon who runs Chandler’s book store, the Parnassus on Davis 


69-71 Wooster St., New York street, Evanston, is displaying a variety of remembrances 


for St. Valentine‘s day, which falls on Thursday of this 


Dwight Bldg., 1305 Arch St., week, come Shrovetide. They are of fetching design with 
Kansas City, Mo. Philadelphia, Pa. itting sentiments, and embody the gamut of emotions, from 
Agencies in all other Principal Cities in the jocular to the poignantly tender. One, particularly, is 

the United States attractive, depicting a heart prettily transfixed with a 

COLUMBIA RIBBON & CARBON MFG. CO, Ltd. Cupid’s arrow and bearing the legend, ‘To My Valentine.’ 
22 Bush Lane, London, E. C. 4, England Che whole but typifies the enterprising spirit of Fountain 
COLUMBIA RIBBON & CARBON MFG. CO. S. A. square’s popular bookseller, whose sterling qualities, we are 
Viale Abruzzi No, 20, Milano, 119, Italy glad to report, have been recognized by his fellows in his 
Valenzuela 4, Madrid, Spain elevation to the vice presidency of the Evanston chamber 





of commerce and the presidency of the Kiwanis club.” 
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the clasp on this good 


envelope bends, and twists, 
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and bends without breaking 


HE clasp of the improved 

Columbian Clasp Envelope 
is like a contortionist. It twists 
and bends until you think it must 
surely break—bwt it doesn’t. 


Let your customer lift up its 
malleable metal prongs, and 
flatten them down again and 
again. Let him twist them, bend 
them. He will have a job on his 
hands if he wants to break them. 
One reason why this envelope 
carries so well through the mails. 


Before Using! 
Only after it has passed 
chemical tests, and the 
absolute accuracy of 
a whole battery of pre- 
cis10nm imsiruments,can 
the stock from which 
the Improved Colum- 
bian Clasp Envelope 
is made prove that it 
meets our unvarying 

high standards. 


Let him try to 

twist the clasp loose 

from the envelope. Al- 
most impossible. Not much 
chance of this clasp letting his 
catalog or mailing spill out. 

Be certain that your customers’ 
booklets, catalogs or other mail- 
ings will “get there” safely. Sell 
them the Improved Columbian 
Clasp Envelope. Get 32 different 
sizes from your paper whole- 
saler’s stock. 


UNITED STATES 
ENVELOPE COMPANY 


The world’s largest manufacturers of envelopes 
SPRINGFIELD, MASSACHUSETTS 


With thirteen manufacturing divisions 
covering the country 
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Seven Rea- 
sons why the 
Improved Colum- 
bian Clasp Envelope 


is the standard 


. Made from extremely tough, flexible 


stock. 


. “Scotch seams” —they never give. 


. Clasp of malleable metal that resists 


breaking. 


4. Clasp anchored to envelope at four 


points through double thickness of 
paper. 


. Hole in flap patch-reinforced with fibre- 


tough patch. Lines up with clasp every 
time. Inspection at factory makes cert- 
tain of this. 


. Identified by the name “Improved Co- 


lumbian Clasp,” and size number print- 
ed on lower flap of each envelope. 


. Thirty-two stock sizes, to fit practically 


any job without making to order. 


/mproved 


COLUMBIAN CLASP ENVELOPES 
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—— 


Announcing—a New Conklin Endura, the 


Imperial Purple and Gold 








The colors of mag- 
nificent tradition— 
the purple and gold 
of ancient empire— 
are for the first time 
presented in a pen 
and pencil. This 
newest and latest 
Conklin Endura of- 
fers a truly imperial 
magnificence in an 
every day utility, 
covered by an un- 
conditional and per- 
petual service guar- 
entee. Here is a 
new and indescrib- 
able distinction and 
charm that make 
for tremendous sale- 
ability. The price is 
$5—one size only. 
Pencil to match, 
$3.50. 





This remarkable 
new color creation 
by Conklin comes at 
a time when it will 
do the retailer the 
most good. The 
Conklin Endura Im- 
perial Purple and 
Gold is such a pen 
as the world has 
never before seen, 
and is emphatically 
different from any 
of the familiar col- 
ors or color com- 
binations. It 
squarely meets the 
big portion of your 
market that insists 
on having some- 
thing really new. 
Order liberally, for 
this is a number 
that will carry your 
spring and summer 
sales to new high 
levels. 
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THE CONKLIN PEN COMPANY 
TOLEDO, OHIO 
Chicago San Francisco 


New York 





Desk Sets 


ENDURA | Leads | 


Service Unconditionally & ~ Perpetually Guaranteed 


Pens 
Pencils, Sets 
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FREE 


display stand, 
illustrated 
above, with 
every order 
for a 
complete 
assortment 


{Complete 
assortment 


lof 45 Books 
retails for 


$36.90 


usual 
discounts 
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“Certainly is clever,” you will say when you 
first examine a No-ring Loose Leaf Book. 
But it’s more than clever—it’s practical. 
Better than that—it’s convenient. No more 
bulky rings, torn sheets, or lost notes. Best 
of all, a stock of No-ring Loose Leaf Books 
puts you in position to go after an entirely 
new market. 

Not only is every present user of loose leaf 
notebooks with rings a prospect for No-ring 
Loose Leaf Books without rings—but there 
is the tremendous market of thousands of 
men and women, boys and girls, who have 
always wanted a loose leaf book but, for one 
reason or another couldn’t use one with rings. 
Now you can give them what they want. A 
sample book will be sent you on receipt of 
the coupon. 











t RINGS 









~ Mail This 
for a Sample 


NEVA-CLOG PRODUCTS, Ine., 
Bridgeport, Conn. 

Kindly send a sample No-ring Loose 
Leaf Book together with prices and 
discounts. 





Name . 

Street 

GP. occ sPilniclne ccs stockoontiens 

eee a 
OA 3-29 
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The “Continuous Service” Line 


Some desks by reason of elaborate design and much sales 
pressure bring you a high price—once in a while. And 
others come in handy to sell the fellow who must pare 
down initial expenditure, caring nothing about later re 
pair bills—Another case of once in a while. 

Indiana Desks constitute a medium price line of distin 
tive desks. We believe them to be the greatest valu 
ever offered—and dealers who have tested the line are 
in enthusiastic accord. 

from appearance alone, the line might easily sell at 
higher prices. But manufacturing costs have been kept 
down to make possible the present moderate prices 
When properly displayed this line almost sells itself. But 
for full details, write us today’ 


INDIANA DESK COMPANY 
JASPER, INDIANA 


_ JASPER is located here 
on the Southern Railroad 


March, 1929 
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R. R. Davis Youngest Art Metal Manager 
is said to be 


He had 


heen assistant manager at Baltimore until J. W. Lewis was 


Art Metal Construction Company, January 1, 
the youngest branch manager in the organization 


transferred to Philadelphia as manager. 
Mr. Art 
mm to installation He 


Davis knows Metal products from sheet steel 
worked through the various plant 
departments preparatory to taking a sales job. He left school 
July 1, 1919, old, 


Through an acquaintance he heard of the Art Metal Con- 


then eighteen years seeking a 
struction Company, and considered the possibilities of the 
steel furniture that 


Maryland, and went to the factory at Jamestown, N. Y., 


business. At time he was living in 


taking chances on getting a job. The only position oper 
at that time was assisting a bench foreman, at thirty cents 
an hour. He took the job, with the determination of learn- 
ing the business. 

Approximately two years were spent in the shops, work- 
ing in the different departments to get diversified experi- 
ence. Then he decided the sales end was his best oppor 
tunity. He 
manager to give him an opportunity. 


finally in inducing the sales 
After a short 
course in the headquarters offices he was sent to Baltimore 
In September, 1924, 


was successful 


sales 


to take up duties in that territory. 
Mr. Davis was appointed assistant manager of the Balti- 
He continued in this capacity until appoint- 
the this July 15 
Mr. Davis’ 
plenty of 


more branch. 


ment as branch first of year. 
he will have spent ten years with the company. 
that 


chances in industry and business for young men if they 


manager 


experience leads him to feel there are 


ure willing to take life seriously enough, and put in plenty 
f effort preparing for bigger opportunities. 


oR 
Thorp Promoted to “Elsie” Seattle Branch 
E. H. Thorp has been appointed manager of the Seattle 


branch of the L. C. Smith & Corona Typewriters Inc. He 
had been manager at Omaha about six years. He took 
-harge at Seattle when the branch there was moved to a 


handsome ground floor location. 


After completing his education in a commercial school 


Mr. Thorp joined the B. F. Swanson Company, typewriter 


lealer at Omaha. Later he was placed in charge of the 


company’s office at Sioux City In 1912 he joined the 
C. Smith staff, as manager of the sub-office at Sioux 
City. He rejoined the Swanson business a short time, and 


then re-entered the L. C. Smith service as a city salesman 


at Omaha Soon afterward he made manager at 


Mr 
the typewriter industry 


- 
“Old Ironsides” on Childs Calendar 


The annual calendar of S. D. Childs & Company, Chi 


was 


Omaha. [horp’s entire business career has been in 


ago, Ill., was received too late for comment in our Feb 
ruary issue. This calendar is embellished with a process 
color reproduction of the U. S. S. “Constitution,” the same 
vessel which Americans are now helping’ to recondition 


The pride of the young Ameri- 
full 


moonlit sea. 


y popular subscription. 


an navy is shown under sail, with “a bone in her 


teeth,” traversing a The calendar pad com- 


prises current, past and future months, all in legible type. 


om > — 
B. L. Waters and Wife Vacation in South 
B. L. Waters, 


president of the Lyon Metal Products, In- 
-orporated, midwinter vacation, returning to 
Aurora, IIL, February. Shortly 
motored to Atlanta, Ga., where they 
Ivan Allen, of the Allen- Marshall 
Following their stay at Atlanta, Mr. and Mrs. 
The 


being devoted 


enjoyed a 


their home at early in 


atter Christmas they 
were guests of Ivan 
Company. 
Waters motored through Florida to Miami Beach. 
tour several days 


extended to Cuba, 


to Havana. 


was 
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No Competition 


“IDENTIFIES } 
PROTECTS. 


| 
R. R. Davis, who became manager at Baltimore for the | 


career. | 
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Confusion 


.. is the annoying result when keys are not 
properly identified. Still more confusion results 
when keys are “out” and nobody knows who has 
them nor when they will be returned. 





TELKEE sells on sight be- 
cause it meets a real and 
recognized need. It has no 
competition—for the first time 
it offers an adequate system of 
key control, simple enough for 
the smallest establishment or 
home, efficient enough for the largest institution, 
commercial house or industrial plant. 


Easy Sales—Large Profits 


Every live merchant knows that the goods he sells readily are 
the goods that are well stocked and well displayed. Just 
acquaint your customers with TelKee by displaying it promi- 
nently in your windows and on your counters and the system 
will sell itself. 





“Thayer TEL]AEE Corporation 


656 SO. LOS ANGELES ST. 
LOS ANGELES, CALIF. 


! 
| (Attach to Your Letterhead) | 
| THAYER TELKEE CORPORATION | 

656 South Los Angeles Street, Los Angeles, Cal. 
| Send Full Dealer Information on Telkee Devices | 
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Why Guess? 











when you can be sure 


Guessing in some lines 
may be necessary, but as a 
practice in selecting your 
Carbon Papers and Type- 
writer Ribbons, it is un- 
safe, unsound, and un- 
necessary. 


Write us for our new book- 
let, “HOW TO SELECT 
YOUR CARBON 
PAPERS.” It deals with 
the subject of the varied 
requirements of modern 
office systems in connec- 
tion with the use of Car- 
bon Paper and Typewriter 
Ribbons. 


THE 


BUCKEYE 
RIBBON & CARBON CO. 


1466-68 East Fifty -fifth Street 
CLEVELAND, OHIO Established 1896 
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Chicago Binder & File Co. Markets Stock 
The Binder & File 500-08 West 
Thirty-first street, Chicago, Ill., is providing for the ex- 
pansion of the business through the sale of capital stock to 


Chicago Company, 


To facilitate general participation in this issue, 
stock the 


the public. 
the 
Chicago Curb Market. 

Heretofore this has been a closed corporation, the stock 
being held among its officers. There are 50,000 shares of 
value, $10.00) 


There is 


company has applied for listing of the on 


common stock offered (par sold in units of 


three shares at $3000. no bonded indebtedness 
and no preferred stock outstanding. 

The company was established over thirty years ago, with 
a good record as producer of loose leaf devices, accessories, 
forms, business accounting systems and high grade com- 
mercial printing. It occupies its own building, which is 
equipped with machinery for the manufacture of its vari- 
The 
officers are men of extended experience in the printing and 
Kdward J. Visk, president; H. W. Sev- 


W 


ous products from raw material to finished stocks. 


loose leaf trades 


erance, vice president and treasurer; John Chesney, 
vice president and secretary. 
SR = 
Brief Bits About Simplification 


Several items of interest to this field have been gleaned 


from various reports issued by the United States Depart- 
ment of Commerce. 

Simplified Practice Recommendation No. 84 covers con- 
clusions reached in the reduction of lines of composition 
books. The support of 
the industry, 1928 
Copies of the recommendation can be secured for five cents 
in coin the 
ment Printing Office, Washington, D. C. 


The shipping tag industry is considering a 


recommendation has received the 


and went into effect September 1, 


from Superintendent of Documents, Govern- 


program of 
simplification arranged by a committee from the industry 


in collaboration with the commercial standard groups of 
the Bureau of Standards 

Bank checks now conform 82.64 per cent with the sim- 
plification program established for commercial paper of this 
type. An audit made by the division of simplified practice 
shows the support accorded to this movement. Simplified 
No. 50 covers bank checks, 


Practice Recommendation 


drafts, notes, etc. 


—_ a 
LeRoy Shoup Moves Up 


Shoup has been appointed special representative 
Smith & Corona Typewriters Inc., making 
Mr 
Shoup joined the Corona Sales Company at Cleveland in 
1923. When the present organization of the L. C. Smith 
& Corona Typewriters Inc., was effected he continued with 
the Cleveland Mr. Shoup’s 
ability in merchandising Coronas to the dealer trade was 


LeRoy 
the L. C. 
headquarters at the general offices in New York City. 


by 


branch as city salesman. 


recognized, and he was made head of the dealer depart- 


ment at Cleveland. 


Mr. Shoup will contact with dealers throughout the 
United States. He will pay attention to merchandising 
problems. Mr. Shoup had intended taking up art as a 


youth, but was diverted to the business field, in which he 
has shown great aptitude. 

- — > —— 
Angle Steel Pays Extra Dividend 


At the annual meeting of the Angle Steel Stool Company 
at Plainwell, Mich., the beard of directors declared an extra 
dividend of two per cent. The quarterly dividends for the 
remainder of the year were declared also. 

A night shift has been organized to permit production to 


keep stride with orders 
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RECORD BREAKING 
DROGRESS... 


FOCUSES NATION WIDE 
ATTENTION ON Globe SWeenicke 


The phenomenal progress of Globe-Wernicke Dealers in the past 
12 months has aroused nation-wide attention. 

Every Globe-Wernicke Dealer knows that he is enjoying the 
advantages enumerated below. 

These same advantages are open to alert dealers in many attrac- 
tive territories. 

Join this great progressive movement—vwrite for details today. 








“a 
NEw \ 

_, MARKET; STRATEGIC 

Ualimited profi: LOCATION 

Offered Ze’ marh ossibil- 
fae Werun are Globe-Wernicke is 

With Nicke ideally located to 
a Zz Map and serve every market, 
1 Desks North, East, South 

Stee] Partition, Tables and West. No mat- 

Speat? Hauip: ter where you are eo a 
es Equipment i located — you are co 
Bank nd Steel, fo, never more than a ; 
Houses, Me? urt few days away from 
Buildings, eta cipal _ — source assist 

of supply. 









OF THE LINE” 
One complete Ii 






“Globe Wernicke 


Cineinnati 











wit. “See : Sie Pe eee CIR he 
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YOUR PROFITS WITH 
Globe 2Wernicke STATIONERS? Propuctrs 


For almost half a century business 
men all over the world have known-— 

demanded — recommended Globe- 
Wernicke Stationers’ Products. These 
office accessories have pioneered their 
way into thousands of offices-——a con- 
stantly increasing source of profits for 
Globe-Wernicke dealers everywhere. 





The Everyday File is 





Globe-Wernicke is a name that is made in many styles of 
Desk Tray Racks that ° ° ° indexing to fit every re- 
increase the unit sale associated with the best there is to be quirement. it is an every 


; ; ‘ : da ; 
mace Se ante of had—at a price that gives the stationer y profit maker. 


two to six trays. ° 
additional turnovers on his invest- 
ment every year. 


The new Globe-Wernicke Desk Tray 
Racks of wood and steel, in stacks of 
two to six trays, give the dealer the 
opportunity to increase the unit sale, 
and fit the customers’ exact require- 
ments. 


Desk Tray Files, Card Index Cases. 
Everyday Files, Arch Files and Clip 
Boards are only a small part of the 
vast line of profit making products in 
the Globe-Wernicke Stationers’ line. 





Fhe Bpsb Trey, Silo wish mepnatine: Cte grvey of Seant-utnnes Sispe Termite deck Divo are 
aguas tet to et ae are the new Globe-Wernicke Folding , oom Bey Fe, 
combined. Transfer Storage Cases (which will be 
announced in the next issue of Office 
Appliances). 


If you are anxious to put more workers 
on your shelves—to make more money, 
write for particulars. Some choice 
opportunities are open. Write today. 


Globe-Wernicke 


CINCINNATI 





The Peerless Line o/ 
Card Index Cases 
have individual re- 
finements that are 
not equalled today. 


Globe-Wernicke Clip 
Boards in Tar-board 
and Wood, are 
money makers. 





ddjustable Desk Drawer Tray can be extended from 18 inches to 30 
inches—making it adaptable to the wide center drawer of any desk. 
Many of your prospects want this desk accessory. 
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SPECIAL for MARCH 


No. 5 K-1 MODEL UNDERWOODS 
s Serial 1,610,000 to 1,750,000 


We are now offering these K-1 Models, with or without the SHORT RIS- 
ING SCALE, at very attractive prices. These machines have the 
Improved Curved Fronts. Write today for our Latest Prices. 





100% SUPER GRADE REBUILT UNDERWOODS 


These machines are the last word in Factory Rebuilt Typewriters. They 
have the finest enamel finish obtainable. The nickel plating has a copper 
base and we guarantee every machine to be exactly what we claim. 


SEMI-REBUILT UNDERWOODS 
90°% Rebuilt 
Semi-Rebuilts receive exactly the same enamel and nickel plating as 100% 
Rebuilts, but they are not Finally Adjusted or Aligned. These machines 
will save you money if you are able to do the Final Adjusting and Align- 
ing. Write today for our latest prices and circular on how we Semi- 
Rebuild. 


IMPROVED RENTAL UNDERWOODS 


These are selected Rough Underwoods with good nickel and enamel. 
They are thoroughly cleaned and we Re-nickel Type Bars, Cover Plate, 
“T” Plate, Lateral Guide, Paper Fingers, Re-transfer Tie Bar, Re-enamel 
Front Plate and Paper Table, then touch up the entire machine. We also 
replace any battered Type. These machines have a New Keyboard, New 
Ribbon, New Rubber Feet, New Rubber Cover and are Adjusted and 
Aligned. They look like Rebuilts. Write today for our latest prices, 


SELECTED ROUGH UNDERWOODS 


These are selected from the best of our Rough Stock and are always com- 
plete as to parts. Write today for our latest prices. 


are 


for 





WRITE OR WIRE TODAY FOR OUR LATEST WHOLESALE PRICES 


SHIPMAN-WARD MFG. CO. 


Established 1892—37 yrs. Servicing the Dealer 


D 
d 
e 


1773 Shi Buildi . . ° 
‘ealnventweed Ave. Chicago, Illinois 
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PENCIL 


~always sharp : / 
NOW 7 


10: 


This story will be told to readers of 


“THE SATURDAY EVENING POST”’ 


twelve times in 1929—and “big business” will read it ten 
times in 


“THE MAGAZINE OF BUSINESS” 






Soripto 
“HEX AY® 


PP? 








This advertising will bring new business to Stationers—an 
opportunity to build up repeat sales. Be ready to takeadvan- 
tage of the prospects which it will develop. 

Scripto Pencils and allied products have been used for years 
as standard equipment by the leading business houses of 
America and foreign countries. Over five million in use 
and the demand is steadily growing. They have stood the 
test of time and service. 


Efficient ~ Economical ~ Convenient 


The ideal pencil for office, factory, home, school—wherever 
pencils are used. Write for descriptive price list. 
“oO »” 


E rs, yan 
JONG , ey 3 
ScripTo MANUFACTURING Co., ATLANTA, GA., U. S. A. 
DEPT. O- 2 
Canadian Representatives 


Whitelaw, Dickinson & Co., Ltd., Toronto, Ont. 
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Tucson Printer Opens Office Equipment Store 

F. H. Keddington Company, commercial printers estab- 
lished for the past eight years in Tucson, Ariz., opened a 
new department for the retail sale of stationery and office 
equipment late in January The property adjoining the 
printing plant was leased and remodeled to accommodate 
the new salesroom. 

Cc. E. Harmon, who has been in the stationery and print- 
ing business for thirty years, is manager of the new depart- 
ment. Mr. Harmon was formerly connected with the 
Schwabacher-Frey Stationery Company, Los Angeles, Calif 

The floor space in the new store measures approximately 
thirty by seventy-five feet. Considerable of this space is 
used to display “G-F Allsteel” equipment, made by The 
General Fireproofing Company, Youngstown, Ohio. The 
agency for Wilson-Jones loose leaf products has also been 
secured. General stationery items, including Conklin pens 
and pencils, were featured at the opening of the store. 

a 


Proper Casters for Office Chairs 

To move an office chair easily, with least noise and with- 
out damage to the floor is the duty of casters 

For. general use, the best kind of caster is said to be 
one that has a wheel about two inches in diameter. It 
permits easy rolling and subjects the chair to the least 
strain and the floor to the least wear. Casters equipped 
with ball or roller bearings are highly efficient, but they 
require frequent oiling \ satisfactory type of caster is 
one that has all bearings impregnated with graphite or sim 
ilar material as a lubricant. The heat generated by the 
friction of the moving chair draws out the graphite slightly 
and automatically lubricates the bearings, eliminating hand 
oiling. 

[he materials of which the caster wheels are made 
should be different for different kinds of floor surfaces. On 
a cement floor the best material to use is bakelite or similar 
composition that is strong and hard and will stand the 
wear caused by coming in contact with a hard, compara 
tively rough surface 

For linoleum and rubber composition floors, which are 
comparatively soft and resilient and easily cut or marred, 
rubber tired or fibre wheels are the most acceptable. They 
will not injure the floor surface even though the occupant 
of the chair is unusually heavy and rolls it about frequently. 

On polished hard wood floors a caster wheel of hard 
material should be used. Bakelite or a similar composi- 
tion is best. Steel of course is hard enough, but there is 
a tendency for the edges of the wheel to wear rough and 
scratch the polish F. A. W 

ihe. . 
“Amestyle” Direct Mail Stresses One Price Policy 

Che Ames Safety Envelope Company, 55 Sudbury street, 
Boston, Mass., recently distributed a pamphlet entitled 
“Will the Purchasing Engineer Solve the Paradox of 
Profitless Prosperity?” It contained interesting and con- 
structive excerpts from an address by Charles F. Abbott, 
executive director, American Institute of Steel Construc- 
tion, given before the New England Purchasing Agents’ 
Association. The excerpts deal with price cutting and the 
harm that such a practice does to both the buyer and the 
seller. The cover of the pamphlet is of red rope fiber paper 
the same as that from which “Amestyle” mailing and filing 
envelopes are made. Dealers are invited to write for copies 
of the pamphlet for distribution among their customers. 

The “Amestyle Dealer,” published by Ames Safety En- 
velope Company, is a helpful little messenger that brings 
instructive comment and suggestions to Ames dealers each 
month. It is an effective part of the “Amestyle” direct 


mail advertising program 
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Like to wash 
Dishes ? 


Probably not—nor desk tops either. Nothing is 
so satisfactory as a clean fresh desk blotter, easily 
replaced. 


There's an excellent profit in desk blotters for the 
stationer who handles a full assortment. And here's 
how we can assist you in displaying and selli 
them. The WRENN blotter cabinet (made by GF 
A\llsteel) accommodates desk and hand blotters in 
suitable variety of colors where they are prominently 
displayed yet kept perfectly clean and fresh. 

[he cabinet is beautifully finished in mahogany and 
olive green. The highly polished plate glass shows 
up WRENN blotters with excellent effect. We 
have an interesting proposition for stationers in- 
cluding this cabinet and an appropriate stock and 
we'll be pleased to tell you about it. | 





The WRENN PAPER COMPANY 
Middletown, Ohio 
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GF Desk installation in the offices of The Vollrath Co., 
Sheboygan, Wis. Sold by Office Outfitters, Inc., 
of Sheboygan 


OPPORTUNITY 


O job is too big for the aggressive 
dealer who knows his merchan- 
dise and what it will do. 


You can sell complete installations ot 
GF Allsteel if you go after that kind 
of prospects. 


And GF will help you—with a com- 
plete and effective sales promotion 
campaign, and a_ sales-compelling 
background of national advertising 
that reaches the biggest buyers as wel! 
as the smaller ones. 


~% 





Whats his Opinion 
Worth THE GENERAL FIREPROOFING CO. 
os « eonat YOUNGSTOWN, OHIO 





“cue 





THE COMPLETE LINE 
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GF Shelving installation in the Altman Shoe Store, 
Vandersgrift, Pa. Sold by Zachary R. Tait, 
Oil City, Pa. 





OPPORTUNITY 
ye CROSS the street, or next door to 
n- <X you, may be your biggest and 


livest prospect. 


pt Study your territory. Put yourself in 

id the other fellow’s place, and you'll un- 
cover many new opportunities to 
make profitable sales. 


n Remember that GF is always anxious 
ig to help you get a start selling the 
ig larger installations. We want 1929 to 
I] be a still greater year for GF dealers. 


THE GENERAL FIREPROOFING CO. 
YOUNGSTOWN, OHIO aac vas 
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quick, accurate answers 


to all your figuring jobs 


No mental wor 





Why take chances on the accuracy of your 
figures? Why waste precious time? It isn’t 
necessary. For only $125 (terms if desired), 
you can solve all your figuring problems on 
this one machine—the New Marchant Port- 
able calculator. 

It's a complete figuring machine. Not only 
adds, but multiplies, divides and subtracts. 

It’s so simple to operate that anyone can 





master it in ten minutes. No mental work. No 
checking and re-checking. 

Weighs only 16 pounds.( ecupies desk space 
of only 634” x 12”. Slips into a handbag or the 
file drawer of a desk. 

Marchant-designed and Marchant-built for 
smooth performance, efficiency and durability. 
Carries the standard Marchant guarantee. Mail 
the coupon for full details. 


MARCHANT 


Calculator 


Vame. 


iddress- 


MAaRcHANT CatcuLatinc Macuine Gompany, OAKLAND, CALIF. 


Mail me your booklet, “Accuracy and Speed in Figures,” 
with details on New Marchant Portable. 


7 aa 2 en 
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Second Edition of “Techniques” Published 
Eighteen months ago the first edition of “Techniques,” 
an exhaustive treatise on rendering and drawing in pen and 
ink was published by Charles M. Higgins & Company, 


Brooklyn, N. Y. Its enthusiastic reception by architects, | 


draftsmen, artists, instructors and students warranted the 
printing of a second edition which is more profusely illus- 
trated and more complete in its treatment of the subject. 

By text and illustration, “Techniques” describes the 
methods used and the results obtained in the various types 
of art work when executed in Higgins’ drawing inks, both 
in black and in colors Because an unusual process was 
necessary to match accurately the colors of Higgins’ inks, 
and also to show to the greatest possible extent, the differ- 
ence between the various techniques, over six months were 
consumed in the preparation of the second edition. An 
unusual antique paper of exquisite texture was especially 
manufactured so that the many contributions of the coun- 
try’s prominent illustrators would show up to the best 
advantage. 

The new “Techniques” contains twenty pages of instruc- 
tive and helpful information Many novel methods of 
achieving desired effects are suggested. Some novel effects 
are also shown. “Techniques” is intended primarily as a 
handbook of suggestions 

Dealers carrving Higgins’ products are invited to write 
for copies of “Techniques,” as it is part of a merchandising 
ampaign recently inaugurated by the company. The book 
is sold for fifty cents 

Among the exceptionally meritorious drawings presented 
brochure is one by Franklin Booth, done 


in this striking 


with pen and ink in the technique of the wood cut—a 


drawing of great strength and artistic appeal. Other artists 
whose work is represented include Gordon Grant, Arthur 
G. Huil, William A. Heaslip, John R. Neill, W. J. Shetts- 
line, Arthur L. Guptill and others 

as _ 

Portland Firms Use Cooperative Advertising 

Nine office equipment and supply concerns in Portland, 
Ore., pooled a portion of their advertising appropriations 
and used a full page advertisement in the Oregon Sunday 
Journal for January 6, 1929. A center panel occupying half 
the space of the advertisement carried a plan illustration 
of an office, above which were the words “Start the New 
Year Right—Re-equip Your Office.” Under the illustration 
was the following statement “The firms advertising on 
this page are Portland’s largest and most reputable office 
furnishers. They are ready to serve you NOW!” 

In the narrower panels at each side of the page appeared 
the individual advertisements of the following companies: 
Bushong & Company, Irwin-Hodson, The Curtain Store, 
Inc., Cork Floor Products Company, D. C. Wax Office 
Equipment House, Kilham Stationery & Printing Com- 
pany, The J. K. Gill Company, Remington Rand Business 
Service, Inc., and Glass & Prudhomme. 

This cooperative effort to boost the new year trade 
proved to be entirely satisfactory. The companies con- 
cerned do not regret the venture 

diiiuttinn 

C. M. Carroll Returns to Stationery Business 

The January, 1929, issue of “Stationethics,” published by 
the Boston Stationers’ Association, carried a report of C 
M. Carroll, formerly connected with the F. S. Brightman 
Company, New Bedford, Mass. returning to the stationery 
business. Mr. Carroll, after having spent several years in 
ther lines of endeavor, has purchased a substantial interest 
in the F. S. Brightman Company and is now again actively 
ssociated with the kind of business he enjoys. 

a 
is made by standing still—-The Office 
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In every line 
is One top-notcher 


Tue way to build a business 
that fears no competition and grows 
from year to year is to sell merchandise 
that stands up under the grueling test of 
hard use... that can be depended upon to 
serve under all conditions and never fail. 


In folders, there are innumer- 
able lines that look as good as Wabash 
Supreme Quality Folders. Some are 
put up as well, but where will you find 
a line that stands up as they do? They 
are made of material that costs more 
than we need to pay for apparently the 
same thing. They are Supreme Quality! 
aaa the “top-notchers”’! 


Wabash 


SUPREME QUALITY FILING SUPPLIES 











The Wabash Cabinet Co. 
W abash, Indiana Date 19__ 


Please place my name on your list to reccive new Sales Ideas, 
and tell me about your plans to help increase Supplies sales. 





Name 
See... te me! Pe kaee sak 


Firm_ ae PaaS 
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As pioneer desk makers of Jasper, 
Indiana, we can offer you the best in high 
quality desks. Time tried and quality 
tested for fifty-two years. 

Jasper Desk Company, Jasper, Indiana 


We are large enough to serve you and the 
service we offer will meet the most exact- 
ing requirements. Our customers are the 
judges and they have been satisfied. The 
Jasper Chair line is the outstanding line. 

Jasper Chair Company, Jasper, Indiana 


Desks and chairs can be purchased from 
us in pool cars, at carload discounts, lower 
freight rates and the assurance that 
goods arrive in first class condition, with- 
our damage. We solicit your inquiries. 


THE JASPER DESK CO. 


and 


JASPER CHAIR CO. 


JASPER, INDIANA 
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Eberhard Faber Pencils Used by Designers of New 
Horder Building 


\ handsome pencil sketch of the modern headquarters 
building of Horder’s Inc., Chicago. was recently featured 
in each of the company’s ten stores, together with a repro 
duction of a letter from G. B. Hammer of S. N. Crowen 
& Associates, Inc., the architects who drew the plans for 


the new building 





SKETCH OF THE NEW HORDER BUILDING, CHICAGO, 

AND A REPRODUCTION OF A LETTER FROM THE ARCHI 

TECTS STATING THAT EBERHARD FABER PENCILS 
WERE USED IN DRAWING THE PLANS 


Che letter says that the draftsmen and engineers used 
Eberhard Faber No. 600 Van Dyke drawing pencils in 
preparing the plans. It speaks for itselt 

“The Eberhard Faber Van Dyke pencil was used by this 
office in the drawing work of the building for Horder’s Inc 
a sketch of which we are sending you herewith 

“We find these pencils so nice and smooth in use, giving 
1 uniform line.” 

> 

Colonel Mitchell Has Served Two Governors 

In the Topeka Daily State Journal, Topeka, Kansas, for 
February 2, 1929, appeared a picture of Colonel Charles 
L. Mitchell and two former governors of Kansas, Ben. S. 
Paulen and Henry J. Allen, for whom he was aide during 
their terms of office The photograph was taken as the 
three men stood beneath the painting, “Kansas Pioneers,” 
which was painted for Governor Allen in the latter part 
of his administration by George M. Stone, a Topeka artist 

During the eight years he served as aide, Colonel Mitchell 
accompanied the governor in office at the time on many 
trips and on several occasions acted as his representative. 
One of the most important and interesting of his missions 
occurred when he took Governor Allen’s place in Mexico 
City at the inauguration of President Obregon. The Mex 
ican government invited governors and their staffs from 
the states which have a large Mexican population, and as 
Governor Allen was unable to make the trip, Colonel 
Mitchell represented the state. 

Colonel Mitchell is secretary and sales manager of Crane 











& Company, Topeka. 
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1. TeValue- of 
Standardization | 


Mas never been 
more forcibly proven 


ail Cimgyti Ste Desks 
$? 


Standardization 
Did IT 






Browne -Morse Company 
Muskegon, Michigan 
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A New 
Miachine 
Posting 
Service 
To Swell 
Your Profit 
Column 


SHE Irving-Pitt Ma- 
chine Posting line 
is more than equip- 
ment—it is a service. It is 
so complete that you can fill 
every machine posting need 

regardless of size, type of 
machine or posting methods. 





I-P Machine Posting Equip- 
ment is the one absolutely 
complete line on the market 
the one line which intelli- 
gently anticipates every situ- 
ation—and meets it! 


Your customers will appreci- 
ate this service—this ability 
to meet their particular 
needs. And customer appre- 
ciation is the basis for a 
greater volume of business. 


The I-P Machine Posting line 
now embodies the newest 
scientific improvements. It 
offers the maximum of speed, 
accuracy and convenience at 
the lowest cost per record. 


Put this service to work for 
you! It is the most con- 
structive line of merchandise 
offered to the stationery and 
office equipment trade this 
year. Write today for details. 


IRVING-PITT MFG. CO. 
New York Kansas City Chicago 


More Than Equipment 
—A Service 
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On the Selection of Carbons and Ribbons 

“How to Select Your Carbon Papers and Typewriter 
Ribbons for Your Specific Requirements” is the somewhat 
formidable title of a 24-page brochure, four by nine inches, 
recently issued by The Buckeye Ribbon and Carbon Com- 
pany of Cleveland, Ohio. The booklet seems to cover 
every contingency, recommending a Buckeye product espe 
cially designed to meet each need. “There are,” Says the 
booklet, “three outstanding factors to be considered in 
selecting carbon paper First, the size of type on the 
machine; second, the kind of paper or copy sheets; third, 
the number of copies required at one writing.” 

There are no less than forty different grades of carbon 
papers listed and recommended for various styles of type- 
writer type and papers, and for pens, pencils, adding ma- 
chines, Hecktographs, addressing machines, etc. 

In ribbons there are more than fourteen different varia- 
tions, including ribbons for special office machines other 
than typewriters. 

The company emphasizes its years of experience, its 
extended sources of raw materials, and the care and expert 
treatment attending every process 

The booklet is a creditable piece of work and contains 
information of interest. 

a 
Demley, Inc., to Market Riedell Pencils 

Announcement was made February 1, 1929, that Demley, 
Inc., 230 Fifth avenue, New York, N. Y., had taken over 
the national distribution of the Riedell Repeater pencil. 
An exhaustive test of the pencil mechanism and its sales 
appeal was made by Demley, Inc., before it was added to 
the Demley line 

Recently the pencil was introduced into Continental Eu- 
rope and was subjected to tests that only a meticulous 
engineer could devise. It was found that the simple Riedell 
mechanism would function perfectly for 25,000 revolutions, 
or about twenty vears of normal use. This test was con- 
ducted by the Swedish government in a government 
laboratory. 

The Demley organization has had many years of mer- 
chandising experience. It has nation-wide affiliations and 
has established centers of supply in the geographical trade 
centers of the country. As an opening shot in its cam- 
paign of distribution, Demley, Inc., has prepared a-show- 
case assortment of twelve differently finished Riedell pen- 
cils. Dealers are invited to make inquiry. 

_— . 
“Comptometer” Offices at Memphis Moved 

Emmett M. Avery, general soliciting agent at Memphis 
Tenn., for the Felt & Tarrant Manufacturing Company, 
has moved his offices to Suite 209-11 Commercial Bank 
building. The former offices at 314 Messick building had 
become inadequate to care for the increasing demand for 
“Comptometer” operators in the tri-state territory. The 
new location provides about three times the space occupied 
in the Messick building. There is one large classroom, a 
beginners’ room, salesmen’s room and space for the repair 
department. In arrangement and equipment the office 
follows the standard style adopted for “Comptometer” 
schools. 

oe —— 
Stenno Company Installs More Machinery 

The Stenno Ribbon and Carbon Manufacturing Company 
of Portland, Oregon, recently installed additional machin- 
ery at their factory, located at Thirty-first street and Sandy 
boulevard. This equipment was necessary to take care of 
the increased volume of business at the Stenno plant. 

President George L. Koehn recently made a trip to San 
Francisco in the interests of the company. 
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DIETZ DESKS 


The Period Grade 


Desks look very much alike to the 
average buyer but under the sur- 
face there is a difference in quality 
and materials. We know exactly 
what goes into Dietz Desks because 
we manufacture practically all of 
our own parts. 


Dietz Desks are made in combina- 
tion mahogany and combination 
walnut. Panels, slides and surface 
of tops are genuine mahogany or 
walnut. Drawers are dovetailed 
on all corners, framed in at the 
back and have adjustable partitions. 
Every desk can be taken apart to 
pass through narrow doorways. 


The J. F. Dietz Company is centrally 
located. Direct rail connections with 
most markets—freight and time saved 
are added profits. 


Makers of Good Desks Since 1881 
Write for Catalogue and Price List 


J. F. Dietz Company 


_Cincinnati, Ohio 
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Postoffice Officials Know Crane & Co. 
Che clerks in the Topeka, Kans., postoffice never fail to 
discover the mail of Crane & Company and that of Charles 


I... Mitchell, no matter how peculiarly addressed Che 


Topeka Daily State Journal of January 12 reproduced two 


has a new type of chair envelopes, one bearing a rough drawing of a crane followed 


o by “& Co.,” and the other bearing a likeness of Colonel] 
that 18 far more come Charles L. Mitchell cut out of a magazine and pasted on 
the envelope, with the words, “Topeka, Kansas,” printed 


fortable, better look- in the lower right hand corner “Easy,” said the postoffice 
lett to their proper 


clerks and straightway sent the letters to 
4 d th t m k destination. The gentleman who drew the picture of the 
ing, an a a es crane was apparently a little off in his ornithology, for he 
presented the crane with piano legs. We never saw such a 


correct posture practi- bird to which nature-has been thus generous. Perhaps the 
Cranes and associates of Cranes are better fed in Kansas 
. 
cally automatic. 


Vide C. L. M., than whom there ain't nothin’ less skinny 


- oe —_ 
Chain Store Methods Attacked 
In this new chair a shaped posture seat In a recent bulletin published by the American Fair Trade 
nal ; ] dine » bh < oO! - 7 
ind a fully adjustable back support t Association, 71 West Twenty-third street, New York, N. Y. 


entirely new scientific design are com 


ned in such a way that the user sits ‘ 
properly and comfortably all day long emphatically censured Che bulletin quoted from an ad 
] 


without weariness and without effort dress by William J. Baxter, director of research, Chain 
Store Research Bureau, delivered at the recent meeting of 


££ SS ie «<—_—es 


the price cutting methods pursued by chain stores were 


Because of the form fitting posture seat, 


and the tact that the body is actually the National Association of Manutacturers at the Waldorf 
held in place against the back support by Astoria hotel, New York, N. Y. One of the paragraphs 
the deeply scooped seating surface, this we 
quoted is as follows 
chair is unequalled in comfort and in its ie ' : 
fatigue-reducing qualities for those whose lo me there isn't any question as to the advisability of 
work requires long periods of sitting. any retail store [cutting prices] if it can sell some nation- 
ally known product at cost to get the crowd A con- 
he hair llustrate« below is numbered . naapes ’ 
a 0 steiine eather hashes aaune sumer will go to a grocery store and she is willing to pay 
s numbered 435TW. Write for full de- fifty-five cents for a steak, whereas it might be sold for 
scriptior if the complete line of Derby . ‘ 
orrect posture chairs fifty-two or fifty cents elsewhere, if she at the same time 


can purchase Campbell’s soups or some other package 
P DERBY & CO INC woods at cost. ... Scientific retailing means studying the 
. a - blind articles in the store and selling them at full prices 
Gardner, Mass. But what we call open articles, the ones that the consumer 


. , can go from store to store and compare, selling them at 
Pioneer Manufacturers of Correct Posture Seating Equipment 8 ; = - 
low prices. 


I Park Avenue 197 Friend Street The American Fair Trade Association decries such “sci 
New York, N. Y. Boston, Mass. entific retailing” and indicates that the cause of honest 


merchandising has been greatly aided by this “confession” 


of an avowed chain store advocate 


a 
Newspaper Publicity for Quality Park 
Che Quality Park Envelope Company, Quality Park, St 
Paul, Minn, received attractive publicity in the rotogravure 
section of the St. Paul Daily News of February 3. Four 
pages were devoted exclusively to the companies affiliated 
with the Brown & Bigelow interests in St. Paul. The sec 
tion contained a portrait of H. H. Bigelow, founder of the 
company, and an illustration of the large, modern factory 
at Quality Park 
On another page, in the news section of the paper, was 
a history of the company, with a likeness of Leon Bige 
low, president of the company and son of the founder. 
Since its organization in 1918, the Quality Park Envelope 
Company has grown to be the largest manufacturer of en 
velopes in the country west of Chicago. The daily output 
of the factory is 1,000,000 commercial envelopes in addi- 
tion to large quantities of handmade envelopes of red rope 


bre paper. 


- failed 

L. Hyman & Sons Secure “Hummer” Moistener 
Agency 

L.. Hyman & Sons, paper merchants at 35 West Houston 

street, New York, N. Y., have been appointed New York 

agents for The A. C. Hummel Company, Cincinnati, Ohio, 





manufacturers of the “Hummer-Brush” sealing machines 


and label mojisteners 
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In 1929 


more than ever before, the 
Shaw-Walker Exclusive Sell- 
ing Franchise will offer for- 
ward-looking dealers  out- 
standing possibilities for in- 
creasing their business and 
their profits. Today, write for 
full information. 


writes this big Columbus dealer — 


| iin | 


| SHAW-WALKER, Muskegon. Mich 


know 
mak 
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more about the new Shaw-Walker Selling Plan and | comer nanan’ 


more money for me as an exclusive dealer 
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N ow —for the first time—the new 


B&P Visible Ledger nase 


PRESENTS A MOST PROFITABLE ITEM FOR YOU 





Posting Position 


ee a 


Because the visible records greatly simplify and speed up 
operation, they have become an indispensable necessity in 
modern business. Postings, additions, removals and re- 
arrangement of accounts are speedily accomplished. 


There are three positions in which this book may be used. 
The first, or closed, for reference; the second (as illus- 
trated) for posting; the third, or extreme open, for removal 
of sheets. A simple pressure of the release button unlocks 
and opens the prongs. 


Samples to those interested 


BOORUM & PEASE CO. 


P. O. Box 272, City Hall Station, New York City 


349 BROADWAY 84 HUDSON AVENUE 29 OTIS STREET 
New Yor« Crry BROOKLYN, N. Y¥ BosTON, MASS 
214 S. 7rw STREeet 500-532 S. Turoop $1 AT 
I s, M HARRISON, CHICAGO, ILI 
- 
Tse 7) 
BaP ; ee MRR i lie AN 
‘ Bierk Beets | 
| — | 
wt “Stee: | 
” ~ Ow 
—_ 
U 


TATIONERS now have the privilege— 

for the first time—of offering their cus- 
tomers this outstanding value in B & P Visible 
Ledgers. 


This Visible Ledger Outfit or its component 
parts (salable separately) take this type of 
Visible Index out of the high-priced specialty 
held and put it in the straight commodity class 
which can be handled by the entire trade. 


Sales are easy to make, for the many advantages 
are obvious—and profits are liberal. 


VX782 Visible Ledger, size 15'4"xl0'1Yy”, is bound in 
full black levant grain fabrihide, gold tooled, and has 
nickel plated mechanism and metal hinges. 


A very substantial and well reinforced outfit, with leather 
tab index and 200 double entry ledger sheets—retails at 
only $15. All the necessary accessories are also obtainable 


separately. 
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Bates Awarded Certificate of Merit 

fhe Bates Manufacturing Company, Orange, N. J., 
makers of numbering machines, eyeleters and indexes, has 
received a Certificate of Merit from the State of New 
Jersey, Commissioner of Labor. Accompanying the cer- 
tificate was a letter from the Labor Department, which 
reads in part as follows: 

“T am sending you herewith a Certificate of Merit awarded 


to vour firm under the direction of the New Jersey Depart- 


ment of Labor due to the operation of your plant from 
September 17 to December 16, 1928, without a single lost 
time accident 
“There were 563 plants in the State of New Jersey with 
an exposure of 188,701 employees entered in the contest 
under the plan adopted by the State Wide Interplant Safety 
Contest under the direction of the New Jersey Department 
of Labor 
‘Needless to say, it is with a great deal of pleasure that 
we have an opportunity to transmit to you the certificate 
in question, and to express to you our appreciation for the 
splendid co-operation you have given in this connection.” 
- - 
Jeffers Joins O. A. Company of Bridgeport 


F. L. Jeffers, formerly contract man in the New Eng 





land states for The Globe-Wernicke Company, Cincinnati, 
Ohio, has severed his connections with that concern and 
joined the sales staff of the Office Appliance Company, 
1024 Main street, Bridgeport, Conn. 

_ 


J. D. Donovan Heads G. O. E. C. Educational 
Work 
\ recent report from the office of Vice-President M. S. 
Eylar, ot the General Office Equipment Corporation, an- 
nounces the appointment of James D. Donovan as educa- 
tional director of that company 
Mr. Donovan became associated with G. O. E. C. 
through sales promotion work with the Sundstrand Cor- 
poration, Rockford, III Following the joining of the 


Sundstrand and Elliott-Fisher interests he became assistant 

















J. D. DONOVAN 


to the educational director of G. O. E. C. in New York. 
His intimate knowledge of Sundstrand products broadened 
the efforts of this department and greatly facilitated the 
training of the selling force of the newly joined companies. 

His adding machine experience further encompasses four 
years’ service with the Burroughs Adding Machine Com- 
pany, first at Syracuse, N. Y., and then at Cedar Rapids, 
la.. where he was in charge of sales. After three years 
of service there he joined the Sundstrand organization in 
sales promotion and educational activity, where he was 
associated with R. E. Stewart, recently appointed manager 
of the sales statistical division of G. O. E. C. 





ANCES 














Shelving installation at The Strong, Carlisle 
and Hammond Company 





STEEL SHELVING 
IS ADAPTABLE TO 
EVERY PURPOSE 


The unlimited possibilities 
of Van Dorn steel shelving to 
meet various storage prob- 
lems, make it a line that will 
build a profitable volume of 
business for you. 


Van Dorn shelving is easily 
and quickly set up. No special 
tools or instructions are re- 
quired. Can be moved or al- 
tered without depreciation or 
rearranged to meet changing 
storage conditions. Strength 
combined with light weight— 
10% to 30% greater storage 
capacity —resistance to fire 
and lasting durability, make 
it economical to use for every 
storage problem. 

In addition to shelving, Van 

Dorn offers you a COMPLETE 

LINE of files, desks, storage 

cupboards and safes. Write 

for further information. 
The Van Dorn Iron Works Co. 
Cleveland, Ohio 





4 MASTERCRAFTSMANSHIP 
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Economy Number of “Stationery Suggestions” 

The second annual Economy Number of “Stationery 
Suggestions” was published in January by A. Carlisle & 
Company, San Francisco, Calit. The paper stock used 
was the kind ordinarily referred to as butcher paper. Two 
halftones in the center spread didn’t print up very well, 
but for the most part line cuts were used because they 





are more economical [he issue was printed in two col- 


ors, a rather unusual economy teature. On the next to 


the last page, the editor of “Stationery Suggestions” ex- 
An Old Stand-b presses the hope that the Economy Number will not cost 
y much more than other issues, because then it might be- 

come “an embarrassment to the Editor.” 


No stationer’s stock is complete without ee 


Triumph. For punching and eyeleting James E. Foulks Leaves Stationery Industr 
papers with the same tool, nothing bet : y y 


\fter a long association with the office equipment busi- 
ter has been invented. > = ; 
<4 : . ' , ness, James E. Foulks has returned to the financial field 

Made in 7-inch size only. Retails for ' , ' 

ih ie “Me where he started his business career. Mr. Foulks was for 
$3.50 each at a good profit to you. Order , : 
re er : - | many vears New York manager for the Proudfit Loose 

today if vour stock is low. Also ask for : on 

’ f ¢ : Leaf Company. Later he was connected with the Climax 
some oO! our new envelope-size circulars . - \ , 

. ‘ I e | Stationery Company of New York City 
to give out. . . : ' 

& Mr. Foulks is now manager of Collins, Hall & Peckham 
39 Broadway, New York, N. Y. This firm is a member of 
the New York Stock Exchange and is operating a broker- 
age and investment service in securities 

Central Adding Machine Service Moves 
The R. J. Smith Company, operating the Central Add- 
ing Machine Service, has moved from 177 North State 
street to 6 East Lake street, Chicago, Ill. The new quar- 
ters are commodious and well lighted, on the elevated and 
surface lines. The shop is well equipped to handle a 
wide range of repair and service work on office machines, 
including the motor drives. 
The Central Adding Machine Company has service in the 
Chicago territory for the Mercedes calculating machine 
and distributes the Tim. A new electrically driven Tim 
machine is on demonstration, revealing important new fea- 
tures of great interest to business concerns using calculat- 
ing machines. 
> - 
Conditions in California Good 
RETAIL F. L. Reynolds, manager of the American Writing Ma- 
chine Company at Los Angeles, Calif., states in a letter to 
$ 50 Office Appliances that business in his locality is very good 
3 and the outlook is encouraging. The Los Angeles dealers 
, have a good association, whose members are interested in 
local as well as national activities 
Mr. Reynolds believes that typewriter men should have 
a fine year, particularly on the Coast. California has had 
three years of excellent citrus crops and good prices have 
been obtained. 
> 
Urmston Returns from Long Trip 
TRADE MARK REG . . . . . 
R. J. Urmston, of J. S. Staedtler, Inc., well known pencil 


S TATI O NER S house, returned on February 8, from a four weeks’ trip dur- 


ing which he covered about seven thousand miles, going as 
far as the Pacific Coas Mr. Urmston cut down the usual 
seven weeks to four weeks this time and still covered the 
same territory He reports business throughout the coun- 


Made by the Makers of trv as being in good shape and feels that the year will be 


TRIUMPH EYELET PUNCHES prosperous and profitable. 
= >. _— 


THE WM. SCHOLLHORN CO. Checkwriter Company Announces Price List 

Sane Se ~~ Sapeemaal aaa The Checkwriter Company, Inc., 111 Nassau street, New 
York City, have announced a price list of parts and sup- 
plies for all makes of check writers. It is said that this is 
the first time a price list of this sort has been published 


Parts and supplies for all makes of check wriiers can now 





be shipped to dealers all over the country, enabling them 


to make repairs in their own shops. 





GERMANY CREATES 
Cruiser arvel 


NAVIES OF WORLD 
DE D 


ARC WELDED and MOTOR DRIVEN 


It is reported that three thousand men are 
rushing the construction of the “Von Spee,” 
revolutionary new six thousand ton cruiser 
for the German Navy. Denied big ships of 
the line and restricted to six thousand ton 
light cruisers, the Reich is producing ten 
thousand ton armored cruisers capable of 


the seas and of doing heavy battleship duty 
besides. The amazing use of electric welded 
plates instead of riveted, and electric motor 
power instead of steam, has built a cruiser 
capable of carrying six ll-inch, eight 6-inch, 
four sky guns and six torpedo tubes, or an of- 
fensive power never before dreamed of in a 





cruiser this size. 


ELDED VAULT 


driving any other two cruisers in existence off 


VICTORY LINE ARC W DOORS 


Just as Revolutionary in Performance 


With just as amazing a step forward in the construction of 
scientifically designed and electric arc welded vault doors we 
have made obsolete the old style, bulky, riveted plate doors. 
As the new cruiser has more than twice the offensive strength 
of anything afloat of equal weight—so the uninsulated Victory 
Vault Doors will resist fire for more than twice the length of 
time of even heavier old style doors. The insulated vault 
doors constructed by this method offer more resistance with 


less bulk. 
(‘See other side for further details) 


IEBOLD*) SAFE 


ASK YOU RO BAN KLE R. 


Style L Record Room 
Door, Underwriters’ Lab- 
oratories Yy hour label. 











Scientifie Design and Electric Welding Brings 


New Era in 

VAULT 

DOOR 
PROTECTION 


Kivery Architect 


Every architect welcomes these 
new vault doors which solve the 
long felt need of affording C erti- 
fied Protection far in excess of 
that offered by old style plate 
doors. The design is patented, 
the construction is a new de- 
velopment and the performance 
has not been approached. Read 
the following features, send for 
our complete catalogue and you 
will realize that at last there are 
vault doors that you can specify 
and feel certain of the necessary 
protection. 


Victory Vault Doors are labeled by the 
Underwriters’ Laboratories. They range 
from \, hour to over 6 hours protection. 


eatures 


Entirely Electric Welded—Every 
joint is welded, giving far greater 
strength than rivets and screws. 


No possible direct passage for heat 
and flame—Victory Doors are made 
with metals of various gauges each 
supporting and tying into the other 
members so as to reinforce against 
strains of buckling and warping un- 
der the intense heat. The frame 
cannot buckle from the wall, nor 
the door from the jamb, to leave 
direct openings. 

Insulation—The insulation of the 
two and six hour door is reinforced 
and supported entirely independent 
of the outer door plate. Strains set 
up in the outer door plate by heat 
cannot fracture the insulation. 


DIEBOLD SAFE 


Style 152 Record Room Door, Underwriter 
Laboratories 2 hour label. 


_ _ * a . _— 
DEALERS NOTICE 

This advertisement featuring the advantages of our 
vault doors and offering our catalogue is being mailed 
this month to every architect in the United States. 
That means that every architect in your town and 
territory will read about and know of the importance 
of our new Victory Line of Vault Doors. 


They have needed these doors for a long time and 
will start specifying them immediately. Are you going 
to get this business? It is considerable in volume and 
very profitable. Diebold dealers get the benefit of 
this type of sales promotion and you should write 
immediately for our dealer plan. 





¢; LOCK COMPANY, Canton, Ohio 
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Remington Introduces 





New model 


Portable Typewriter 


Adds many new features to world’s most popular portable 


NEW style typewriter—with stream- 
line body, fast action and lifetime 
dependability—has just made its bow. 

It’s the NEW Remington Portable— 
with every refinement that made the old 
one the world’s biggest seller—but with 
many new features added! 

It has the feather-finger touch that 
never tires the hand. A keyboard, stand- 
ard not only in arrangement but also in 
size. The speed and quality of work of a 
big machine—but only one-fourth the 
size and weight. . . So small it tucks 
away in a desk drawer. So light it carries 
like a brief case. . . 

With its NEW Streamline Body it is 
the most beautiful of all writing machines. 
And it comes in color schemes that lend 
a decided note of beauty to every type 
of smart home. 

Perfect Visibility... .. The NEW 
Remington Portable is the one portable 
with perfect visibility. You type on top 


of the roller instead of on the side—so 
your work is never in shadow, no matter 
whether the light is from side, front or 
back. 

Its NEW type bars are always in writ- 
ing position, ready for instant use—no 
raising or lowering. 

The NEW paper bail holds the paper 
tight to the extreme bottom of the page, 
and cards and envelopes as well. It’s 
adjustable with a flick of the finger. 

Its NEW carriage return lever is larger 
and easier to operate — saves a split 
second for each line of writing. 

A NEW carriage lock protects the ma- 
chine from accident or misuse by others. 

The NEW margin release key is on the 
keyboard. . . When you wish to pass a 
margin, either at the right or left, just 
tap the key. 


Paragraph Key ... Here’s something 
entirely new. Even big machines haven't 
it! It’s a little device that makes neatness 
automatic for the amateur... It indents 


paragraphs uniformly, counts spaces, 


lines up sub-headings, puts figures in © 


columns — all with lightning ease. . . 
Works like a space bar—but five times 
as fast. 

Call nearest sales office for full partic- 
ulars. . . Don’t delay — that means lost 
sales opportunities ! 

REMINGTON RAND BUSINESS SER- 
VICE, INC., Portable Typewriter Division, 
374 Broadway, New York, 


The NEW 





Remington Portable 





TYPEWRITING makes writing easy— REMINGTON makes typewriting easy 








A ~ 
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CTER RELL 


Counter 
Height 
Cabinets 





... Are Active Profit Numbers 


Here’s a number from the big Terrell line that has always been 
a winner, and it is going stronger than ever. The Terrell counter 
height storage cabinet makes it possible to provide adequate 
storage capacity for any office in the form of practical, econom- 
ical counters. Assembled from stock, it is attractive and dignified 
in appearance, yet capable of instant rearrangement or expan- 
sion. Using these cabinets, the cost of a counter with the 
advantages of steel construction, adjustability, security, etc., is 
actually less than wood. 


A counter is a courteous barrier protecting the privacy of an 
office, freeing it from countless interruptions. Built with Terrell 
cupboards, counters perform a double duty and keep in the most 
convenient and accessible place supplies, records, etc. 


Good Business 
For You 


Big storage capacity plus a practical 
economical counter besides—that’s 
what Terrell Counter Height Cabi- 
nets mean to your customers. They 
do double duty and pay for them- 
selves over and over. And that 
means good business for you. Our 
catalog is full of good storage equip- 
ment pointers. You owe it to your- 
self to drop us a line for a copy. 
Suppose you do that now. 


TERRELL’S EQUIPMENT CO. 
Grand Rapids Michigan 


i EERE NE AA LS ELE TTD 
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R. E. Stewart Promoted by G. O. E. C. 

The General Office Equipment Corporation, according to 
an announcement of M. S. Eylar, vice-president, has ad- 
vanced R. E. Stewart to the position of manager of the 
sales statistical division. Mr. Stewart, associated with the 
Sundstrand Corporation upon its affiliation with the Elliott- 
Fisher Company, proved a capable authority on Sundstrand 
products, first as a special representative of the G. O. E. C. 





R. E. STEWART 


sales department, and then as assistant to the manager of 
the sales statistical department. 

From his home in Pittsburgh, Mr. Stewart traveled ex- 
tensively from 1912 to 1915, as an auditor of The Pullman 
Company. Later with the McClintic-Marshall Company, 
steel fabricators, he filled a number of accounting posi- 
tions for seven years, entering the World War from their 
employ, and returning to them, where he remained until 
1922. 

He then joined the Burroughs Adding Machine Com- 
pany in Pittsburgh, and two years later was advanced to 
sales promotion work at the main office in Detroit. Shortly 
after his fourteen months’ service in the home office of 
this concern, he accepted the position of assistant manager 
of sales instruction with the Sundstrand Corporation at 
Rockford, Til. 

Within a year he was promoted to manager of sales in- 
struction, where he remained until the creation of the G. O. 
E. C. brought him to New York in January 1927. 

8 
H. W. Buse’s Son Named Candidate for Annapolis 

Henry William Buse, Jr., son of H. W. Buse, executive 
and special railroad representative of the Remington Type- 
writer Division of Remington Rand Business Service, Inc., 
Buffalo, N. Y., and burgess of the Borough of Ridley Park, 
Penna., was recently named a candidate for appointment 
to the United States Naval Academy at Annapolis. He 
will take the examination April 17, 1929. 

Henry, Jr., is a brother of the late Lieutenant F. R. 
Buse, a graduate of Annapolis in 1920, who was killed in 
an airplane crash May 14, 1928. He is not quite seventeen 
years of age, and is a student at the Ridley Park high 
school, where he is captain of the basket ball team. 


pensiiillilialeaeal 
Henry Simler Travels a Bit 

Henry Simler, vice-president and general manager of the 
American Writing Machine Company, Newark, N. J., spent 
most of December and January and part of February “on 
the road.” He started in December making a circuit trip 
into the Middle West and the South, stopping at Chicago, 
Denver, Cincinnati and Atlanta. He returned to Newark 
late in January just in time to make another trip to Chi- 
cago and other points in the Central States. 
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THE TALK 


of 


THE TRADE 
“Sunruco’’ 


EXECUTIVE CUSHIONS 





“*Sunruco”’ engineers have excelled their rigid stand- 
ard for quality and workmanship in the develop- 
ment of this new, beautiful, luxurious Executive 
Chair Cushion. For comfort, it has no equal. For 
appearances, we do not hesitate to state— it is the 
most beautifully designed chair cushion ever made. 
The “Sunruco” Executive Cushion lends prestige 
and dignity to the finest office. 


It is made by secret process of a light, fluffy, por- 
ous rubber core of full 2” thickness. Completely 
housed in an attractive velour envelope. The cover 
is very artistically constructed. Unlike other cush- 
ions, it will not “‘pack’’. Improves with continued 
use. Will not distort. 


Don’t do yourself an injustice by rendering a de- 
cision on this product without first seeing samples 
in each of the four striking colors :— 


Red, Blue, Green and Taupe 


Each 
No. 3 Stenographer’s, size 17”x1534”.. . .$6.00 
No. 5 Arm or swivel type, size 1834x1714” 6.50 


The Sun Rubber Company 
Barberton, Ohio, U. S. A. 


Write for illustrated and descriptive broadside of 
“Sunruce” complete line! 
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COLOR PRODUCTS 


TYPEWRITER RIBBONS 
TYPEWRITER - PEN & PENCIL 


\ CARBON PAPERS 
REFLEX 


WRITING INKS SHOW CARD COLORS 
STAMPING & NUMBERING 
MACHINE INKS 







































































THESE ARE ALL COLOR PRODUCTS 
SOLD BY 
OFFICE SUPPLY DEALERS 





The fact that our business has 
grown and developed largely, 
over a period of 50 years, is in 
itself first evidence that super- 
ior goods are produced, that 
they are sold at reasonable 
prices, and that satisfactory 
service to thousands nas been 
rendered. 


Grade for grade—price for price, 
there are no stationers color 
roducts that surpass the A. & 

. Line. 
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Bates Announces “Trade-in” Prize Contest 

The Bates Manufacturing Company, Orange, N. |] 
maker of numbering machines, indexes and eyeleters, re 
cently mailed to dealers throughout the country an a 
nouncement of a “Trade-in” prize contest. The contest is 
open to the salesmen of any dealer handling Bates ma 
chines. No registration or other red-tape is necessary, as 
the Bates company puts it, as all the salesman has to do 
is trade in old machines for new Bates and have them sent 
through to the factory tagged with his name. 

The contest will run from March 1 to May 31, 1929 


and $500 in cash prizes will be awarded to the winners 





\ PILE OF TRADE-INS 


There will be a grand prize of $250 to the man who gets 
the greatest number of trade-ins, and there will be addi 
tional prizes of $50 each for the winner in three different 
sizes of territory, and ten smaller prizes for individual 
merit. In case of a tie in any division of the contest, eac] 
tving contestant will receive the full amount of the prize« 

Probably this in the first prize contest ever put forward 
in the numbering machine business; certainly it is the first 
“Trade-in” prize contest. The manufacturer hopes by this 
means to bring the great merit of the trade-in plan hom« 
to dealers and their salesmen throughout the country 
When the hundreds of thousands of old machines from te: 
to thirty years of age which are in more or less use or 
disuse, and the high and frequent repair charges which are 
necessary to keep them in condition are considered, the 
magnitude of the trade-in field is apparent. 

The illustration shown of the pile of old machines about 
to be junked at the plant of The Bates Manufacturing 
Company, is partial evidence of the success of the trade-in 
plan and of the way that dealers are taking hold of it. I: 
later issues further details regarding the Bates “Trade-in” 
contest will be given 

> 
Parker Pen Increases Newspaper Advertising 

The Parker Pen Company of Janesville, Wisc., are about 
to launch what they claim will be the largest advertising 
campaign in newspapers ever undertaken by a fountain pet 
company. These newspapers include 209 regular daily pub 
lications, together with 132 publications in college towns 
The total circulation of these newspapers amounts to more 
than twenty-five million 

The Parker advertisements will appear in the regular 
daily newspapers from February to June and in colleg« 
publications during the month of February. 

The Parker people have discovered that a considerable 
increase in sales accompanies an expansion in newspapet 
advertising 

> 
Executive Office Done in Metal and Leather 

An executive office executed in metal and leather by 
Oscar Bach was shown by B. Altman & Company, New 
York, N. Y., at the “Exhibition of Twentieth Century 
Taste” held last autumn \ photograph of the office was 
published in the Christian Science Monitor, Boston, Mass.. 
in the issue of Tuesday, February 5, 1929. The office was 


quite modernistic in design 
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REG. U.S. PAT. OF? 





Sells tor $125 


the new“Y” and “E” 


HIS handy sate, suit- 

able for private offices, 
in large or small establishments, such as ga- 
rages, theatres, stores, and ideal for home use, 
sells for only $125. (Prices higher at distant 
points. ) 

It’s finished in olive green. Natural 
wood finishes obtainable at slight extra 
cost. 

This safe has monolithic insulation—high 


standard of fire protection. It can be equipped 





PERSONAL SAFE 


with a variety of interiors, 
but interiors are not in- 
cluded in above price. 

This safe has a big market and its remark- 
ably low price makes it a good leader. We 
are receiving many inquiries for this safe ~ 
from our advertising in newspapers and the 
Saturday Evening Post. 

Write for literature on this safe—also our 
complete line of “A” and “B” Label Safes— 
and Record Filing Safes. 


YAWMAN 4»? FRBE MFG.(0. 


355 Jay Street, Rochester, N. Y. 


Export Dept., 368 Broadway, New York City 





Cable Address: “YAW MANERBE,” New York 





masks ... S228. «se 
SHELVING... BANK 


WOOD FILING CABINETS 
and LIBRARY EQUIPMENT 
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BINDERS anp FORMS 
For ALL PURPOSES— 


Cesco Products cover a wide range—Forms and Binders—for 
most every conceivable purpose. Whether for hand or machine 
kept records, the Cesco Dealer is in a position to fill the needs of 
his customers efficiently. And in addition he has the advantage 
of the highest type of sales aids, window displays and advertising 
literature. 


THE MOST SALEABLE 
VISIBLE EQUIPMENT 


The New Cesco Visible 
Equipment contains dis- 
tinctive features that in- 
sure greater bookkeep- 
ing efficiency—All-Metal 
Back, Fibre Shoe, Double 
Action Catch and other 
improvements which has 
led some of our dealers 
to commend it as the 
most saleable Visible 
Binder on the market. 


«| 


SEND FOR CATALOG 


Every dealer should have the 
Cesco General Catalog and sep- 
arate Catalog of Visible Record 
Equipment. Exclusive Agencies 
to responsible dealers. 


Nia 














THE C. E. SHEPPARD CO. 
271 Van Alst Ave. 
Long Island City - New York 
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Rohrer Announces New Service for Office Appliance 
Men 


With a record of more than fifteen years in the office 
appliance field covering designing, manutacturing, organ- 
izing, merchandising and managing, A. R. Rohrer now 
announces the development of a service which he believes 
to be equally valuable to manufacturers, distributors and 
salesmen. Manufacturers and distributors may, through 
the Acorn Personnel Service, 17 John street, New York 
City, of which Mr. Rohrer is the head, obtain valuable 
merchandising and marketing data covering the New York 
area. They may also at no expense to themselves obtain 
selected salesmen, representatives and office workers, saving 
themselves needless interviewing of many applicants 











\. R. ROHRER 


The plan under which Mr. Rohrer’s organization ope- 


rates is as follows From hundreds of applicants only the 
best are registered, properly classified and their references 
checked. 


salesmen or office workers, one or two applicants carefully 


Then, as calls are received for certain types of 


selected for the position are instructed to report for the 
interview. This reduces the time and effort of hiring em- 
ployees by a large per cent. 

The Acorn 


sonnel both male and female, consisting of stenographers, 


Agency is prepared to complete office per- 


bookkeepers, accountants, auditors, clerks, typists and office 
boys. The same care is used in the selection of office assist- 
ants as in the selection of salesmen. 

Mr. Rohrer has done some valuable work in this field. 
He made the first working drawings for the Multicolor 
Press at the factory in Fresno, Calif., in 1911, where he 
was connected with the engineering department of the 
Lisenby Manufacturing Company. From that position he 
advanced to the managership of the office. Then he became 
assistant factory manager, assistant sales manager and 
hnally general sales manager. Later he headed the entire 
eastern sales work, taking over the Multicolor Sales Com- 
pany of New York in 1913. 

Through the efforts of Mr. Rohrer it is said that the Mar- 
chant Calculating Machine Company was considerably ad- 
vanced in the New York market. While selling this prod- 
uct he was said to have led the sales force during most 
of the time he was connected with the Marchant organiza- 
tion. During the war, Mr. Rohrer took over the sale of 
the International payroll machine in New York City and 
carried it on until the end of the war. In 1927 he sold 
out to the Multicolor Sales Company of New York and has 


only recently announced his new connection. 


itis 
New York Stationers’ Golf Association 

The first tournament of the season will be held by the 

New York Stationers’ Golf Association on April 25, 1929, 

at the Queensboro Golf & Country Club, Long Island, N. Y. 
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You can 
concentrate 
your buying in 
one New York 
market 


The Fifth Avenue Building can be 
reached, easily, from any part of New York 
City. Buses and surface cars pass the door. 
An elevated line is within a block. The 
building is ten minutes by subway from the 
Pennsylvania Station, and thirteen from 
Grand Central. The New York shopping 
district is a few minutes in one direction, the 
financial district in another. A booth in the 
lobby of the building supplies full informa- 
tion about places of civic interest and amuse- 
ment. 


Situated at the intersection of Broadway 
and Fifth Avenue, this building has a well- 
known address. But, more than that, it is 
well-known throughout the mercantile 
world ...as a buying headquarters. Here, in 
one building, many of the country’s leading 
manufacturers have their office and display 
rooms. You can find men’s wear, women’s 
wear, fine laces, pottery, glass, toys, greeting. 
cards, stationery, novelties and kindred lines. 
Products so numerous and so diversified that 
you can complete many of your seasonal 
requirements on one buying trip, in the Fifth 
Avenue Building alone. 





THE FIFTH 


AVENUE 
BUILDING 


@ Broadway and Fifth Avenue 
at Madison Square, New York 


**More than an office building’”’ 
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= Eugene H. Tower, Inc., Opens Branch Store 

! Eugene H. Tower, Inc., celebrated its thirtieth anniver- 
sary by opening a new branch store in the new Chanin 
building, 384 Lexington avenue, New York, N. Y. 

In 1899, Eugene H. Tower, Sr., staried in the stationery 
business, opening a store in the Dun building at 290 Broad- 
way. During the next twenty years the business was 
moved five times, each removal indicating an expanding 
business that required larger quarters. The parent store 
has been located at 311 Broadway for the past ten years. 

['welve years ago Eugene H. Tower, Jr., entered the busi- 
ness. He now holds the position of secretary and treasurer 
of the company 

The new branch store is eighteen feet wide by thirty- 
eight feet deep. On the Lexington avenue frontage is a 
large window that has an artistic background of leaded 
glass set in a walnut frame. A capital letter “T” is worked 
into the glass design in a most attractive manner. Ample 
space is available in the window for suitable display. 

[wo small windows are located on the lobby directly in 
front of the subway entrance going down from the build- 
ing and also immediately in front of the walk-up entrance 
to the Sterling National Bank. These display windows are 
of an entirely new and modernistic design. Modernistic 
lighting is used with a silver background. All the shops 
in the Arcade have different colored lights in the windows 
which front on the lobby and each blends beautifully inte 
i splendid lighting arrangement. 

he interior of the store is in keeping with the modern- 





istic design of the building. The lights are new in shape 
and effect. The walls are panelled and finished in walnut. 
Jameco Steel Shelving in a Law Library \ll the fixtures are walnut colored and the linoleum floor 
covering is of an attractive brown to blend with the general 
appearance. 

\ complete line of Sheaffer pens, pencils and desk sets 


A-ME- O occupies one show-case. Near the front entrance of the 
store is an Irving-Pitt display case. The “I-P” loose leaf 


line is handled exclusively by both the Tower stores. 
The new uptown store operates as a branch of the down- 
STEEL SHELVING town store. All the buying and stocking of merchandise is 
BUILDS VOLUME AND done at 311 Broadway and special requirements are taken 
care of there as well. The billing is all handled from the 
PROFITS FOR DEALERS mene 
Fugene H. Tower, Inc., is a member of the Stationers’ 
Guild of America. A complete stock of Guild products is 
carried in both of the company’s stores 


The construction and me) 3 , = aa | 
S It is interesting to note that the Chanin building, which 
finish make Ja-me-co is on the corner of Forty-second street and Lexington 


avenue, is fifty-six stories high and is one of the most 


Shelving suitable for modern buildings in New York City. There are twenty- 
use in the office or two elevators in the building and each is of a different 


design and color scheme. The entire building is designed 


Library as well as for to provide the last word in office arrangemient. 


- 
ar storage ur- , , 
regula torag p Boston House Celebrates Twentieth Anniversary 
poses. Che Office Appliance Company of 191-195 Devonshire 


street, Boston, Mass., recently held an anniversary week 





sale to mark the completion of the company’s first twenty 
Catalogs and information vears in business. This sale started on Tuesday, February 


| f ) i 2 : 
on our Agency Franchise given on such articles as desk lamps, manuscript covers, 


will be mailed upon Dur-O-Lite pencils, bond papers, steel pens, baskets, corre- 
request spondence paper and envelopes, desk pads, etc. With every 


5 and continued until February 16. Special prices were 


typewriter sold during this twentieth anniversary, the com- 
pany gave goods to the value of $5.00 


On February 5 all employees wore carnations to mark 


| 
JAMESTOWN METAL EQUIPMENT CO. the beginning of the celebration and moving pictures were 
JAMESTOWN, N. Y shown in the window featuring events of popular interest 
) ° - 


Che company distributed a large number of anniversary 


rulers, completing a most successful celebration 
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These Two Office Necessities Are 


Nation-Wide Sales Sensations 
















The New Sengbusch 
No-Over-Flo Sponge Cup 
(shown at right) 


Just What the Name Implies! No splash- 
ing over furniture or papers when 
sponge is pressed — inner chamber takes 
care of over-flow. Now made in white, 
green and brown porcelain, and maroon 
and green composition, instead of glass. 


Prices, complete with red rubber sponge: 


No. 5— White porcelain . . $1.00 each 
No. 6—Green porcelain .. 1.25 each 
No. 7—Brown porcelain .. 1.25 each 
No. 10—Maroon Composition .75 each 
No. 11—Green Composition . .75 each 


A few minutes, a few motions are saved every 
day in every office that uses these two necessities. 


Multiply those minutes, those motions, by the 
number of days in a year and the saving becomes 
imposing. That is why business offices every- 
where are buying Sengbusch Ideal Moisteners 
and No-Over-Flo Sponge Cups. That is why 


sales have soared to new high levels. 
Are you making your share of these highly 


The New 
Sengbusch Ideal Junior Moistener 
(shown at left) 
The Ideal Junior Moistener is especially adapted for 
finger moistening and general light duty use 


Made of finest ity pure white china. Will last 
a lifetime. The Junior Moistener is a small edition 
of the large Sengbusch Ideal Moistener. Sales suc- 
cesses enjoyed by the larger model will be repeated 
when your customers know they can now buy a small 
size Sengbusch moistener. 


Ideal Junior (small size) Moistener $ .50 
Ideal (large size) Moistener . . . 1.50 






profitable, volume sales? Display these items in 
your windows and on your counters. Tell your 
customers about the increased efficiency enjoyed 
by users. Send for the postcards which we fur- 
nish free, imprinted with your name, and mail 
them to every business office in your community. 


Is your stock complete? Make sure it includes a full 
assortment of sizes and numbers. Push these time 
and motion savers and watch your profits mount. 


Sengbusch 


# SELF-CLOSING INKSTAND CO. 4 


315 Sengbusch Building 


Milwaukee, Wis. 
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Approval! 


“Permit us to express our appreciation of your Cage and 
Counter work recently erected in our new Banking Institu- 
tion. The completed contract was far beyond our expecta- 
tions and the quality and workmanship were completed to 
the very letter. We shall be very glad to recommend your 
Company most highly to any Banking Institution or Office 
Building contemplating the erection of this particular line 
of work.” 





So writes the Treasurer of the Broad Street Trust Com- 
pany in Philadelphia. The illustration shows the counter and 
partition work that merited this hearty approval. Columbia 
can serve you with equal satisfaction. 


Columbia Steel Equipment Company 
Office and Showroom P. O. Box 2244 
1735 Chestnut Street Philadelphia, Pa. 














COLUMBIA 


A QUALITY LINE OF STEEL OFFICE EQUIPMENT 
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Hart and Garrison on Research Tour 

Carl K. Hart, advertising manager for the W. A. Sheaffer 
Pen Company, and W. W. Garrison, vice-president of the 
McJunkin Advertising Agency, spent considerable time last 
month at eastern points. They investigated markets for 
fountain pens, and outlined merchandising and advertising 
plans to aid Sheaffer dealers during 1929. While in New 
York a sales conference was held at the eastern branch, 
80 Fifth avenue. This branch is both territorial headquar- 
ters and display headquarters for the convenience of deal- 
ers. Full stocks of merchandise are handy for the eastern 
retail trade 

F. B. Willis is manager and H. J. Jones assistant man- 
ager of the eastern branch. 

- aS 
Corona Man Heads Finance Organization 

Edward H Qtimby, Dover, N. H., distributor of Corona 
typewriters in Maine, New Hampshire and Vermont for 
the past sixteen years, was recently elected president of the 
Granite State Building and Loan Association's Cooperative 
Bank at Dover. Office Appliances and friends in the field 
felicitate Mr. Quimby on his election to this office where 
no doubt he will be as successful as he is in the typewriter 


business. 
= 


Force Exhibit at Philadelphia Museum 

An exhibit of numbering and dating machines, and other 
marking devices is conducted at the Philadelphia Commer- 
cial Museum by Wm. A. Force & Company, Inc., New 
York, N. Y. This display indicates the labor saving possi- 
bilities of metal dating and numbering machines. Included 
in the devices shown are “Super-Force” typographic num- 
bering machines, used by printers for numbering jobs on 


the press. 


>_> 
Office Stapler Adapted to Industrial Use 

Though “Neva-Clog” stapling pliers, made by the Neva- 
Clog Products Company, Bridgeport, Conn., are intended 
primarily for use in business offices, they have found their 
way into general industry and are used to seal heavy bags 
of various types. 

The Lee Lime Corporation, Lee, Mass., in seeking a 
quick and effective method of sealing lime-filled paper bags, 
experimented with a “Neva-Clog” hand stapler. The ex- 
periment was successful but indicated that a heavier and 
more rugged pair of pliers would be more satisfactory. 
Such a device was developed and met with a ready response 
from other types of industrial organizations. 

Among the concerns who have found the heavy industrial 
pliers efficient are the American Chain Company, which 
uses them to seal bags for Weed tire chains, and a large 
bakery in Cincinnati, Ohio, which uses them to fasten 
glassine bags in which irregular shaped products like rye 
bread are wrapped. Florists have found the pliers pro- 
ficient in fastening paper around plants and bouquets 
of flowers where tying with string is difficult. 

The staplers are also used for sealing paper bags con- 
taining insecticides and other poisonous powders. This use 
came into being as a result of the government regulation 
that requires all bags containing such powders to be sealed 
with staples. 

The Bemis Machine Shop, St. Louis, Mo., manufacturer 
of stapling sealing machinery for all sorts of “Bemis” bags, 
has found the pliers useful accessories. 

A pair of the hand stapling pliers is shipped with each 
packaging machine sent out, so that in case of emergency, 
the pliers can be used when the automatic machine is tem- 
porarily out of commission. 

At present the Neva-Clog Products Company is experi- 
menting with a device that will put in two staples at one 
time and effect other economies in use—F. A. W. 
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MR. AUDITOR 
What about your sorting methods? 
1929 Calls for 1929 Equipment 


Table and pigeonhole sorting are antiquated 
and a needless waste of time and space. 


An inexpensive device that breaks a series of 
1000 pieces into 10s in one sorting. 


INDEXES 
Numerical, Alphabetical, Geographical 
Special Wording 


Made in any size and indexed to fit your needs. 





On desk only when in use 


Standard equipment for such concerns as: 


Montgomery Ward Stores 
Chicago Surface Lines 
Diamond T Motors 
General Motors 

Associated Gas & Electric 
New York Telephone 
DePinna Department Store 
Abrahams & Straus Store 


18,000 Banks all over the world 
We shall be pleased to give you the ideas we have 


gathered in the twelve years we have specialized in 
this work. Catalog and full details upon request. 


THE KOHLHAAS CO. 


Manufacturers of Instant Reference Files 
183 N. Dearborn St., Chicago, Ill. 
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Dallas Apelans Elect Officers 
The annual meeting of the Dallas Apela Club of Dallas, 

Tex., was held on January 26 and the following officers 

and members of the board of governors were elected to 
serve for the ensuing year: President, Joe T. Allen, Ernst 
& Ernst; vice-president, W. Lon Harrell, Dictaphone Sales 
Corporation; secretary-treasurer, Sylvan Jarrett, United 
Autographic Register Company. Board of governors a 
1. Merritt, L. C. Smith & Corona Typewriters, Inc.; Wil- 
liam Campbell, Elliott Addressing Machine Company 
Harry Hitchcock, American Multigraph Sales Company; 
George Doscher, Todd Sales Company 

The retiring officers are President, C. N. Reynolds, 
Dallas Mailing Company; vice-president, William Campbell, 
Elliott Addressing Machine Company; secretary-treasurer, 
Ray Chapman, Burroughs Adding Machine Company 

2 inion 

G Ooo d L. E. Beck Organizes Office Equipment Company 


.. E. Beck, who has operated successfully in the type 





writer business in Hutchinson, Kansas, for the past five 


. 
] Uu g m™m S nm t years, having handled several makes of new typewriters 


and running an exchange, recently opened a store under 

" bs O nN f l T ml 2 d the name of the Office Equipment Company, 114 East 
Sherman street, Hutchinson 

Last August, Mr. Beck started on a trip for the purpose 

of studying marketing conditions and gaining ideas of better 


In buying any article, one eons : 
: - buying and selling. After visiting metropolitan centers in 
likes to feel that he has exer- eighteen states, he returned to Hutchinson in December 
cised good judgement. If the and laid plans for opening the new store. 
product makes oor id. the Rises. shee mpEaret anus re omen . Chree 
. d : departments are now tunctioning, one concentrating o1 
buyer compliments himselt. new and used typewriters, both standard and _ portable 
And B and G desks do make models, and supplies; another on office furniture and filing 
equipment, and the third on job printing. 
good. In actual use, they cncciaaaihiie 
confirm the good judgment W. C. Bieneman Heads Evansville Manufacturers 


At the annual dinner and get-together meeting of the 
. : Evansville Manufacturers’ Association at the Vendome 
easily sell for more money. hotel, Evansville, Ind.. on Tuesday night, February 12, 
Walter C. Bieneman, secretary of the Imperial Desk Com 


of the user. They might 


\n interesting catalog is 

i P - 2 : pany, was elected president of the association to serve for 
vours for the asking. ' a bag 

. ; the ensuing year. Mr. Bieneman is a “live-wire’’ member 

of the association and it is predicted he will make things 

hum under his administration. Dr. A. F. Haake, of Chi 


BENTLEY & GERWIG cago, managing director of the National Association . 

FURNITURE CO Furniture Manufacturers, made the talk of the evening, his 

- ° subject being “Friends and Tendencies in the Furniture 

PARKERSBURG Industry.” John C. Keller, secretary, and F. A. Diek 

W. VA. mann made their annual reports. Gilbert H. Bosse. presi- 

dent of the Imperial Desk Company, was a member of the 

nominating committee. More than a dozen guests fron 

out of town were present, Tell City, Ind., and Henderson, 
Ky. being represented—W. B. ¢ 

a 
“Y and E” Executive Visits Pacific Coast 

Edward Weter, treasurer and general manager of the 

Yawman and Erbe Manufacturing Company, made a busi 

ness trip to Pacific coast points in February. Mrs. Wete: 


accompanied him, taking advantage of seclusion fron 


northern winter and the opportunity to get a glimpse o 





the western part of the United States. 
> 


BENTLEY & GERWIG “Speedball” Colored Inks Announced 
« oward un en 0 Ip; . 4 1 . N. & 
DESKS re : os Sonatina d 7 fine os “Spaniel” pena" inks to 
supplement the “Speedball” black and white inks. Eight 
The heavy panel line colors, specially prepared for pen lettering, are offered in 


the new line, in two ounce bottles. The colors are emerald, 


ereen, vellow, orange, mauve, blue, red, and turquoise 
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THE ROYAL POLICY 
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This business of being a Type- 
writer Dealer is sometimes a 
very difficult one. We realize 
this fact. We have gone to 
great lengths to study His prob- 
lems—to understand His view- 
point. The Dealer's ideas do 
not always agree with the 
Manufacturer's. And yet, by 
a serious effort and a spirit of 
intelligent these 
ideas can be brought closer to- 
gether—they can bring a fuller 
measure of to both 
Dealer and Manufacturer. 


cooperation 


success 


That is the reason for this state- 
ment of the Royal Portable 
Dealer Policy. This Policy 
has been formulated after un- 
remitting and friendly study. 
It is now in operation and con- 
tinues more strongly then ever 
into its Third Year. 
the interest of every Type- 


It is in 


writer Dealer that we publish a 
simple and concise statement of 
this policy: 


FIRST: It is to our interest to 
help make the Dealer's business 
profitable. The Dealer himself is 
to us the most important outlet for 
the sale of Royal Portable Type- 
writers. This newest, finest, most 
popular portable has been put into 


its present position SOLELY by 


OFFICE 


OF 


A MESSAGE TO 
TYPEWRITER 
DEALERS. 


oRres 


Dealer Sales—through Dealer 
Sales it will continue to attain even 
greater success. (Incidentally, 
Royal Portable Sales in December 
broke all records, and then came 
back in January with more sales 
than December. Nothing succeeds 
like success. ) 


SECOND: Less than Five 


Per Cent of our sales last year were 
made through channels other than 
the Typewriter Dealer. All in- 
quiries are forwarded to Dealers. 
We push the Dealer Business 


always. 


THIRD: Nobody can buy a 
Royal Portable Typewriter from 
a Royal Branch office or any dis- 
tribution channel owned or con- 
trolled by the Royal Typewriter 
Company for less than the list price 
of $60.00. There are no Royal 
Portable discounts to anyone except 
legitimate Typewriter Dealers—no 
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DEALER PROTECTION 


teacher discounts—no large user 
discounts—no special concessions 
of any kind. The price of a Royal 
Portable Typewriter is $60. 


FOURTH: An _ intelligent, 
trained crew of Royal Portable 
Department Representatives from 
this Company travels among Deal- 
ers at all times, assisting each in- 
dividual dealer to build his business 
—helping him with his problems— 
aiding always to increase the Deal- 
er’s business and profit. 


FIFTH: One of the Greatest 
National Color Advertising Cam- 
paigns in the magazines this year is 
bringing Royal Prospects into your 
store—when they get there they are 
met with the finest system of Dealer 
Display Helps and Dealer Litera- 
ture which sells them Royal Port- 
ables. 


MAN to MAN—That is our 
Policy. The Dealer's Best 
interests are OUR best inter- 
ests. 


We know Dealers realize and 
appreciate Royal’s firm, help- 
ful and intelligent Dealer Co- 
operative Plan. 


AVAIL YOURSELF OF 
IT 


“Dealers Profit from Royal 
Portable Protection” 


ROYAL TYPEWRITER COMPANY, INC. 


316 Broadway 


New York City 
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USINESS has awakened to Myrtle styles for 1929 lead the 
the money value of good medium priced field in value and 
looking offices. Old time equip- beauty of design. The line is an 
ment will not do. outspoken appeal to the new 


. ; demands of the majority. 
Even so, your style minded cus- cei 


tomer still retains his judgment Your copy of the new Myrtle 
of worth and will not pay merely catalog is now ready. It will be 
for good looks. sent to you on request. 


MYRTLE DESK COMPANY, HIGH POINT, N. C. 


/ GOOD DESKS \ MYRTLE / FOR 29 YEARS \ 


cn" (mon 


MYRTLE DESK CO., High Point, N. C. 
Please send a copy of your n italog 
F ! Name 
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“Good Exporting or Bad Exporting,” 
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Illinois Stationers and Booksellers to Meet 
May 7 and 8 


The 1929 annual convention of the Illinois Booksellers 
and Stationers Association will be held at Moline, Ill. on 
May 7 and 8, at the LeClaire hotel. Plans have been 
made for full day programs covering two days. These 
programs will interest commercial stationers as well as gift 
and book sellers. 

\rrangements have been made for an unusually large 
number of exhibits which will occupy the mezzanine floor, 
overlooking the lobby of the hotel. 

The convention arrangements are in charge of Dan S. 
Hansen, vice president of the office division of Carlson 
Brothers of Moline, who, with associates, is working hard 
to make the convention a success. 

a —_ 
Indiana Woman Is a Successful Stationer 

Mrs. Margaret Howard, owner of the Andy Franz store, 
dealers in stationery and office appliances at Boonville, 
Ind.. is one of the few women engaged in this line of busi- 
ness in Indiana. The store was presented to Mrs. Howard 
two years ago by Dr. T. D. Scales, a banker and one of 
the wealthiest men in Booneville. Mrs. Howard is related 
to the wife of Dr. Scales, and the gift was made on Christ- 
mas day. Mrs. Howard has been remarkably successful in 
the business and carries a large and well-assorted stock— 
as large, it is said, as that carried by some of the stores in 
larger centers. Mrs. Howard believes in newspaper adver- 
tising and claims it has been one of the principal factors in 
building the business.—W. B. C. 


oe 
Chicago File Executives Entertained 


\ group ot Chicago file executives was entertained Feb- 
ruary 11 by the Chicago branch of the Yawman and Erbe 
Manufacturing Company. Space was cleared on the display 


floor after working hours, and chairs arranged for the 
guests Chere was a mutual interchange of information 
between the le 


"" and E” 


all declared that the 


department chiefs and members of the 
About forty 


gathering had 


organizatio1 were present, and 


constructive value. 
eshments were served. 
— > $$ 
Eddington Heads “Elsie” Omaha Office 
R. L. Eddington has been promoted to be manager of 
the Omaha branch of the L. C. Smith & Corona Type- 


Light ref: 


writers In He “joined up” as a city salesman of the 


Omaha branch in 1922. The record made there won for 
him the post of manager of the sub-office at Lincoln in 


February, 1923. In December, 1924, he resumed at Omaha 


as city salesman. 


stiles 
Export Managers Meet March 19 

Che Export Managers Club of New York will hold its 

annual March 19. The sessions will be held 

at Hotel 


nvention 
Pennsylvania. Among the topics ‘scheduled are 
“Export Ethics and 
Policies,” “Credits from the Executive Standpoint,” “The 
Changing Habits of the World’s Peoples,” “The Growing 
Menace o! 


Investments 


Nationalism” and “Construction Contracts and 
\broad—Their Influence on Export Trade.” 
idee 4 
Estate of C. M. Skinner Devised to Widow 


The will of the late Charles M. Skinner, founder of the 


Buxton & Skinner Printing & Stationery Company, St. 


Louis, Mo., has been probated. The estate is left to Mrs 
Elizabeth B. Skinner, his widow, with one exception. The 
daughter, Miss Julia H. Skinner, is to receive $100 monthly 


until her marriage No appraisal of the estate has been 
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o- — 
A Pencil Sharpener 
is a ‘‘Necessity”’ 


and if it’s an 


APSCO 


Automatic Pencil Sharpener 


it’s a source of unalloyed 
satisfaction to the user. 





te"MARVEL 


The sharp, keen edges of the 
deeply undercut cutters are 
one of the reasons for the 
overwhelming volume of 


Pencil Sharpener Sales 
enjoyed by Stationers who sell 
APSCO models exclusively. 


APSCO Cutters CUT 
CLEAN —they don’t 
scrape or tear the 
wood of the pencil. 


Feature “APSCO Models for the Home” 


Write for Catalog 


Automatic Pencil Sharpener Co. 
CHICAGO ILLINOIS 
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Tells the whole 


story at a glance 





The Burns Display Stand on your 
counter or in your window gives a com- 
plete story of the convenience of the Burns 


Hi-Lo Bracket. 


IT DEMONSTRATES— 
—the up and down feature 
—how it swings on the base 
—the simplicity of the extension 
—the many ways it may be mounted 


—ALL AT A GLANCE. 


It requires only a few feet of space in 
return for a constant, untiring selling 
effort. 


—And it costs you nothing — 


When you get the Burns Bracket Dis- 
play, you pay for only those parts as may 
be resold, the base and dummy telephone 
are free. 


1—H87 Hi-Lo Bracket $5.75 
l 98 Mounting .75 
I— 85 - 75 
I— 94 re yb 
I— 83 ” 75 
I— 86 we 1.25 


1—Oak Base 
1—Dummy Telephone 


No Charge 
No Charge 


Total $10.00 


Less your usual discount 


USE THE COUPON 


American Electric Company, Inc., 
State and 64th Sts., 
Chicago, Il. 
Gentlemen: 
Please send me No. 30 Dealer Displays as 
listed above. 
PEE wesecocedsecccece : 56600856606 0000606006 660686000 


BeNNS ccccccces scccece BOUD 
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Important Announcement by “Sunruco” 

The Sun Rubber Company, Barberton, Ohio, through its 
Chicago territory manager, Leslie W. Rouzer, announces 
the conclusion of an arrangement whereby the Associated 
Stationers Supply Company, Chicago, will act as a distrib- 
utor for the “Sunruco” line in the territory served by that 
house, which now includes practically everything from 
Pittsburgh west to the Pacific Coast 


1 


The “Sunruco” line consists of an attractively desi d 


gned 
series ot sponee rubber chair cushions rubber nnger pads 
molded rubber desk guards, and other sundry items in rub 
ber incidental to general office us« 
The Associated Stationers Supply Company has well 
established channels of distribution and is extremely well 


fitted to successfully merchandise the “Sunruco” line 


on 
Levison & Blythe, Pioneer Advertisers 

Che fiftieth anniversary issue of the St. Louis Post-Dis 
patch carried reduced reproductions of the advertising 
pages of the initial issue of the paper published December 
13, 1878. Among the advertisers were Levison & Blythe, 
manufacturers of inks and adhesives, then located at 219 
Olive street, St. Louis, Mo. The company ran two adver- 
tisements, one of which offered fine note paper at $1.00 per 
ream. The present location of the Levison & Blythe Man- 
ufacturing Company is 209 Locust street, St. Louis, where 
fine note paper is still sold but not at the price quoted 


e early advertisement 
_ 
Some Marchant Changes and Promotions 

J. M. Martin, for several years manager of the Marchant 
Calculating Machine Company's branch office at Cleveland, 
(), has been made manager of the company’s Syracuse, 
N. Y.. office. The position formerly held by Mr. Martin 
at Cleveland has been taken by M. J. Griffin, formerly in 
charge of the Columbus, O., office, while W. P. McCann, 
heretofore with the Memphis, Tenn., office of the Marchant 


has been put in charge of the Columbus office. 


John F. Costello, who has been selling Dalton adding 
machines for a number of years, has recently become mat 


ager for the Marchant at Worcester, Mass 


Henry D. Bediord, who has been teaching high school 
commercial courses in Grand Rapids, Mich., has relinquished 
his position as imstructor and is now manager of the 


Marchant Calculating Machine Company’s Grand Rapids 


é. F. Clark, 223 Arcade building, Utica, N. Y., has 
recently taken the Marchant for Utica and surrounding 
territory 

Karl M. Jones, who tor a long time was a member oi the 
Wales organization, now manawes the Providence, R. IL. 


office of the Marchant 


H. G. Schonlau, Marchant district manager at Milw 

kee, has moved to new quarters at 290 Third street 
ae 
Corona Advertising Modernizes Aladdin 

“New Typewriter for Old” is the version of Aladdin's 
classic statement used by the L. C. Smith & Corona Type 
writers, Inc, in circularizing its list of Corona owners Che 
letter calls attention to the new Corona macbire and its 
improvements in design, color combinations, etc It sug 
gests turning tn the old machine for a new one, the olk 
one serving as a down payment with the balance payable 
n thirty days or in installments as desired In an enclo 
sure, the new Corona is illustrated in colors and its fea 
tures described \ return postal card was sent with the 


1 
letter to make i response @asy 
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THe BuckinGHAM SUITE 


OFFICES COLORFUL and LIVABLE 


A commonplace room of average floor space and ceiling height 
may be transformed, as here, into an office suggesting unusual 
richness and distinction. Panelled walls of birch, finished in frosted 
grey, were applied over the old plaster. Then an interesting picture 
or two and a deep-piled, colorful rug. A richly figured walnut desk 
with leather backed chair, costumer and small table en suite. And 
an accenting note of color, beauty and livableness in the walnut and 
leather davenport and occasional chair. 


The trend in office furnishing and decoration lends ever greater 
desirability to the Leopold dealer franchise Leopold dealers find that 
the Leopold Plan of Dealer Support enables them to create office 
interiors such as that pictured here with facility and profit. Ask us 
to tell you about this plan. 


THE LEOPOLD COMPANY 


BURLINGTON, IOWA 


Typical of the satisfying beauty and authentic styling of Leopold furniture 
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In Inviting 
WAITING R@M CORNER 


BUCKINGHAM “occasional” chair 

and telephone stand, a warm toned 
rug, a graceful standing lamp with glow- 
ingly colorful shade—these blend into 
an inviting waiting room corner en suite 
with the Buckingham private office 
pictured on the page preceding. 


The ability to suggest and to create 
interesting treatments such as_ these 
fortifies the Leopold dealer in his position 
beyond that of a competition-driven 
seller of commonplace commodities. 


The Leopold dealer, constantly assisted 
by the Leopold Plan of Dealer Support, 
is firmly placed in that pleasant position 
of being in demand. He is at once an 
interior decorator, an efficiency engineer 
and a merchant. He is modern—of 
today rather than yesterday. And he 
profits in a most satisfying manner. 


If you do not already have the details 
of the Leopold Plan ask us for them 
and for brochures picturing and de- 
scribing the many distinguished Leopold 
Suites. 


The Leopold Company 


BURLINGTON, IOWA 
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CORONA +, the only *99, 999, 999, 99 


Adding Machine Retailing for SSO 





A Machine Without an Equal 
at this Price! 


EVER before has a standard nine- plan which Corona dealers agree is 
bank adding machine of high qual- highly attractive. Full details on re- 
itv, speed and dependability been of- quest. Send coupon to Portable Add- 
fered to the public for as little as $80! ing Machine Co. (Division of L C 
Corona“9” is a manufacturing achieve- Smith & Corona Typewriters Inc) 
ment of great importance to office Dept. 29-M, 51 Madison Ave., New 
appliance dealers and adding machine York, N. Y. 
users. Beautiful to look at, easy to COUPON FOR DEALERS 
use, this machine adds to a hundred j | 
milli ith speed < -omplete accu- ; 
ullion with speed ind complete accu 7 Dept. 29.M, 51 Madison Ave. ; 
racy. It is especially sturdy of build, | New York, N. Y. 
can be easily carried to any job, and Please send me, without obligation, full | 
l | 
| | 
! 
| | 
! 


Portable Adding Machine Co. 


will operate perfectly in any position. facts about the Corona dealer plan. 
An unusually liberal profit margin, na- 
tional advertising, window displays 
and local help are included in a selling |r. eee 


CORONAY 


NAM 1... sccuc cu bls be tees euea Cee 
AGGTOSE ... nuke bicuaseesveue tsetse cee 








144 





THE SESAMEE CO. 


March, 1929 
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Sesamee—the modern lock that 
needs no key—is an exclusive 
added feature of “ E 
SPECIALTY” Efficiency and 
DeLuxe Desks. It will be fitted 
to other desks on request. 


No More Desk Key Troubles 
for the Chief and his Secretary 
if he has a New Effictency Desk Sesamee Locked 


OW do you like the Sesamee Lock 

now attached to our Efficiency 
Desks, Wood and Steel, and the Execu- 
tive’s Desks in our Matched Suites? . . 
The better you understand it and the 
oftener you operate it fhe better you'll 
like it. Everywhere the old fashioned 
key hitherto has been the only means of 
giving security and providing access, the 
Sesamee is fast winning popularity be- 
cause of its mechanical ingenuity and the 
fact that every one used in the office, and 
for personal units, means one less key to 
carry or to lose. 


This drawer lock is so designed that 
you select*and set your own combination, 
any ‘number that has'a special meaning 
to you and is easy to remember. Having 
set your secret combination, it is the only 


one of a thousand that will open it. To 
lock the desk on which the Sesamee Lock 
is used, merely turn the knob and roll 
one or more wheels so that the combina- 
tion cannot be seen. To unlock, flick 
the wheels to combination and turn knob 
so that arrow points towards the wheels. 











Tue Office Specialty 
Mfg. Company, Ltd. of 
Newmarket, Canada, are 
the largest manufacturers 
of filing systems and office 
equipment in the British 
Empire. Their products 











cover every office equip- 
ment need from filing 
folders to record safes. 
Incidentally, this Com- 
pany was the first (over 
a year ago) to adopt 
Sesamee, the modern 
lock that needs no key. 


HARTFORD, CONN. 
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(Annual Meeting, Reg‘onal District No. 1, National Sta- 


tioners’ Association—Continued from Page 36) 


turn-over, discarding old lines that do not sell, putting in 
new lines for which there is a demand; watch buying care 
fully, and other such important activities. He vo‘ced his 
approval of the Harvard Research and told of the benefit 
his company has secured through a man who had been 
nvestigating their business, and he made the definite sug 
gestion that it would be worth while for the National Asso 
ciation to have a man thoroughly posted on store manage 
Association regularly, with an 


ment in the employ of the 
arrangement so made that he could be loaned out to small! 
dealers by the day, so that the small dealer might have 
the benefit of valuable advice of this sort, even though he 


could not afford to hire permanently a man familiar with 


such matters. 


Richard P. Towne of the National Blank Book Company 


was the next speaker His subject was, “The Future of 
Visible Records in the Stationery Store.”’ 


a very able outline of the use of visible records and called 


Mr. Towne gave 


attention to the fact that the stationer had not reached 
the point where he was as well recognized as he should be, 
as a regular channel of distribution for record keeping 
equipment of this character. He also called attention to the 
fact that the direct seller had earned this recognition which 
it was possible for the dealer to earn if he would. He 
reviewed the change in buying Where once we had 
bought the bound book we went from that to loose leaf, 
from loose leaf to machine posting and now to the visible 
equipment, and he reminded the dealer that the visible 
equipment served the portion of the market that was not 
served by loose leaf. Mr. Towne’s talk was very clearly 
illustrated with graphic charts showing proportions of the 
various types of equipment which were sold and it empha- 
sized the remarkably large market for visible equipment 
in the large commercial organizations over the country. 
These graphic charts clearly showed the channels of the 
conduct of business detail and the necessary records to 
permit the functioning of detail work. They also showed 
a very interesting development covering the large increase 
in the consumption of record keeping supplies. These charts 
also showed graphically how sales were created, starting 
with the record-making, then on to the department head, 
then through him to the executive—and they particularly 
brought out the great need and strength of creative selling 
and through this creative selling the elimination of com- 
petitive bidding, the value of the dealer getting in first on 
the need of the product and thus eliminating to a large 
degree the question of the price of the product. He urged 
that salesmen should study the problems of record keep- 
ing and brought oui that the salesman is welcome if he 
has that knowledge. He urged that salesmen sell equip- 
ment because of the beauty of the job and not because of 
the beauty of the product. Find the need of the product, 
apply the remedy and then vou sell service, and price is 
not so important. He pointed out that it is vital that the 
stationer be able to sell equipment to large buyers and if 
able to sell these specialized products, the purchaser will 
receive him favorably in selling the staples. He also clearly 
presented to the dealers that the manufacturer of equ’p- 
ment was ready to help him, but that the burden of accept- 


ing the help was up to the dealer. 


Donald McDonald of the Bradley & Scoville Company 
of New Haven, Conn., was the next speaker of the after- 
noon. Mr. McDonald spoke on “Standardization.” He 
divided the stationer’s stock into five major lines and urged 
that the dealer study his purchases based on the study of 
Sales and reorder on a proper basis through the knowledge 


gained from the study of the movement of sales. He urged 
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are always made by 


PEERLESS DEALERS 


Do you want to sell a product that brings in consistent 
profits, that has a quick turnover, and which is asked for 
by name? Sell Peerless Rubber Typewriter Key Tops. 
With their wide consumer acceptance, they literally “sell 
themselves.” 


The Peerless Key Company does not stop at this adver- 
tising in helping dealers increase sales, but turns over all 
orders, whether obtained by mail or Peerless salesmen, to 
Peerless dealers. The Peerless Key Co. does not compete 
with its dealers by selling direct. 


Dealer helps that really make sales are given you 
free and they bring in repeat customers. Peerless dealers 
never have any comebacks, for all Peerless supplies are 
guaranteed. Quality and service are assured. 


Time and time again Peerless dealers have found that 
selling Peerless Keys means more profit to them with 
quicker turnover and very little sales effort. They'll 
mean the same to you. 


Let us send you a sample Peerless Key and full details. 
Mail the coupon now! 


Peerless Key Company, Inc. 


176 Fulton Street New York City 


Peerless Key Company, Inc., 176 Fulton Street, New York City 


Kindly send us, without obligation, details of your profit- 
building plan for dealers, together with sample Peerless 
Key and Erasure Shield, with our imprint. 


NAME 
FIRM 


ADDRESS 
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TaN CLOTH GUSSETS 





Also In Old Style 


Rep Paper GUSSETS 
With Reinforced Flaps 


Our new price list for 
1929 contains over 600 
standard items in both 
flat and expanding fil- 
ing envelopes of popular 
styles. 

Also large stock of in- 
dexed expanding files in 
both red and manila. 





Concentrate your buy- 
ing and reduce your 
overhead. 
















INCREASE YOUR PROFITS 
BY USING THE 
PROMPT SERVICE AND LOW 
DELIVERY COSTS FROM OUR 
CHICAGO REGIONAL 
WAREHOUSE 


QUALITY PARK ENVELOPE Co. 


Originators of Neur Styles 


Midway 162 N.Franklin St., 
ST. PAUL, MINN. CHICAGO es 
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the dealer to keep a stock in proportion to his volume of 
sales; to keep stock in good shape, and to watch carefully 
for the prevention of useless duplication of lines, and con- 
centrate on securing increased turn-over and in this way 
secure added profit. 

H. B. Elmer, sales manager of The Eberhard Faber Com- 
pany, was the next speaker. His subject was the “Stand- 
ardization of Merchandise.” Mr. Elmer pointed out the 
fact that they make 800 items, with the bulk of their sales 
on eight items and the effort to sell the idea of standard- 
ization was because of the benefit to the dealer through 
standardization. He covered the facts that national adver- 
tising helps to standardize demand; that the dealer should 
cover his investment in the principal numbers of stock 
needed so that he could meet competition. He empha- 
sized the fact that the manufacturer could not control re-sale 
prices; that the manufacturer cannot make the dealer get 
a larger profit, but that the dealer can handle his business 
by standardization so as to make a better net profit and 
that there was every sound merchandising reason for stand- 
ardization and that through standardization the dealer can 
get real cooperation from the manufacturer. 


The next speaker was E. D. Chase ot the Rust Craft 
Company of Boston, who spoke on “The Future of Greet- 
ing Cards in the Stationery Store.” Mr. Chase outlined 
the varied uses of cards today and spoke of the new chan- 
nels through which cards are being distributed and pur- 
poses for which cards are made. He called attention to 
the fact that there are many places today where cards are 
used where letters were formerly He urged the 
dealer to give more service, suggested the selling of postage 
stamps in connection with the sale of cards, and also sug- 


used. 


gested the carrying of special delivery stamps for use in 
connection with cards covering special days. He brought 
out the fact that there is an every-day greeting card busi- 
ness in addition to the national and general holiday busi- 
ness and that the greeting card business of today was not 
one of a few holidays during the year, but an every-day 
business which would bring customers into the store if 
you gave service, and tend to make opportunities for other 
sales. It was brought out that women today bought ninety 
per cent of the greeting cards that were purchased and 
Mr. Chase expressed the belief that there is a market for 
selling greeting cards that men would buy. He urged keep- 
ing an inventory list which would show the cards which 
the dealer should buy and cards he should not buy and his 
talk closed with a general discussion in regard to the min- 
imum size of orders for goods of this sort. 


The next speaker was John F. Molloy of Meriden, Conn. 
Mr. Molloy’s subject was the “Cooperation of Retailers.” 
He stated that there was great difficulty in securing co- 
operation between retailers and that he often wondered 
whether or not it might be best for the dealer to go ahead 
on his own; that there was clear evidence of national co- 
operation, but very little evidence of real individual co- 
operation, although cooperation was a great 
factor in social and He expressed the 
belief that the tendency to cooperate was growing and also 
expressed his inability to make any important suggestion 
as to how to arouse interest in cooperation among dealers— 
that it presented a difficult problem. He emphasized the 
value of trade associations in lifting the standard of an 
industry and commented on the fact that we have a general 
interest in the industry, but that the lack of individual co- 
operation was at times discouraging, while the need was 
continually greater. He urged the dealers in any com- 
munity to learn what would bring them together period- 
that there must be a means found of bringing them 
cooperate, as this could not 
He stated that 


individual 
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fully 
con- 
way 


=| Think What It Means 


sales 
lard- 
ough 


iver- To have thousands of interested business 


ould 

non people come just when you are fully pre- 
— pared to demonstrate your product. 

and 


and: When the conditions are ideal for getting 
| better acquainted with those who seek the 


= best in office methods and equipment. 

lined 

han- 

pur Where the main purpose of showing your 
care product and explaining the value of your 
tage service commands the undivided attention of 
ein those who are so interested that they leave 
ught . ° 

on other business matters behind when they 


not come to see you— at the 
Ae 
nety 


C NATIONAL BUSINESS SHOW 


hich 


be S'an Francisco 
At the Civic Auditorium April 8th to 13th, inc. 


rs” | New York 

Be At the Grand Central Palace October 21st to 26th, inc. 
— Chicago 

Ba: At The Stevens Hotel November 11th to 16th, inc. 

the 

rw “It’s the personal contact that counts” 

a NATIONAL BUSINESS SHOW COMPANY 
p> Frank z Zeal President 

was Chicago 50 Church St. San Francisco 


om- 417 S. Dearborn St. Monadnock Building 
od- C. HL. Hauneie, Maneger NEW YORK Waldo T. Tupper, Manager 
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THIS IDEA WILL BE 
SOLD TO THE PUBLIC 


National Advertising 
will be used to put before 
pencil buyers and pencil users 
The 
Eberhard Faber Buying Guide 


that for the first time organizes 


in simple and practical form 


THE SELECTION OF 
THE RIGHT PENCILS 
FOR DIFFERENT 
SPECIFIC USES 


BUSINESS . . PROFESSIONAL . . TECHNICAL . . PERSONAL 





A copy of this book, that tells the whole plan, 
is yours for the asking 


6,055,675 Eberhard Faber 


Advertisements in a single month 


To help you sell the new pencil-buying idea to American Business 


en big buyer of pencils is the business house 
so it is to business men that the Eberhard 
Faber plan for pencil selection is addressed. 


This message is striking a responsive keynote. 
Thousands of these charts have been supplied to 
progressive dealers for distribution to their cus- 
tomers. 


Buyers for large business houses are writing 
in and requesting details of this plan. 


The demand for the already famous Eberhard 
Faber pencil chart, ““The Right Pencil for the 
Right Use,” has called for a second large edition. 


EBERHARD 
FABER 


The Right Pencil for the Right Use 


Send for your copies now—before this, too, is 


distributed. 


It means dollars and cents to you to cooperate 
with this national campaign to sell pencils on a 
husiness efficiency basis. 

Write also for a copy of the large information portfolio 
“Sell Them with Less Effort and 
Make More Money.” Dept. O- 


30, Eberhard Faber, 37 Green- 
point Avenue, Brooklyn, N. Y. 








For the business-like 
way to sell or buy 

use this 
chart 


pe nceus 
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uuving seemed to be the only thing so far that aroused an 


.ctual cooperative effort. He expressed the belief that this 
was because they could see an immediate result and he 
suggested that if they did meet on this ground of buying, 
they would bring together and naturally lead to other sub- 
jects being discussed He mentioned a number of sub- 
‘ects that might be discussed at such a meeting, such as 
the reasons why customers leave stores, what is the public 
huving., slow moving merchandise, dead stock, and other 
such matters. He recommended that we worry less regard- 
ing the fear of others in the business and that we think 
more of how to grow in strength ourselves. 

P. E. McAuliffe of Burlington, Vt., was the last speaker 
of the afternoon He gave a brief description of his com- 
pany’s new store and recommended in particular good show 
windows vrith the advantage of low backgrounds. He pre- 
sented to the meeting a photograph showing the arrange- 
ment of the various departments of their new building, blue 
prints, and other plans of this sort for the benefit of those 
who might be interested in this particular subject. 

The last speech of the day was a brief discussion by 
President Marshall of the National Association in regard 
to the effect of stock control on the dealer. Mr. Marshall 
told of hearing constantly that there are too many different 
lines of goods and he announced that stock control is the 
only real remedy offered to get relief. He recommended 
finding out what the public want through the keeping of 
a stock record showing what goods there is a demand for. 
The only way to do this is to keep a record of it and no 
matter how the record might be kept this would act as a 
stock control. He referred particularly to the plan fol- 
lowed by Horder’s of Chicago and recommended adapta- 
tions of this to fit the particular business to which it was 
applied. He told of his own company having reduced the 
number of items carried by thirty-two per cent with only 
eight per cent less value, but a much larger volume of the 
better selling items and no over-stock of any of the lines, 
with the entire sales force interested in the character of 
the stock and quantity on hand and not the buyer alone. 
He urged particularly the advantage of stock control in 
helping to increase the profit in the business. 

The attendance at the meeting was geographically quite 
broad, including members from Lewiston, Me, Nashua, 
N. H., Burlington, Vt., Rutland, Vt., Boston, New Bedford, 
Worcester, Lawrence, Haverhill, Andover, 
Mass.: Providence and Woonsocket, R. I., 
New Haven and Meriden, Conn. One hundred and six 


Lowell and 
and Bridgeport. 


persons were registered 
> . 
Royal Typewriter Company Comments on Dealer 
Policy 

lhe Royal Typewriter Company, Inc., New York, N. Y., 
claim a policy which guarantees to all their dealers the 
maximum of profit on every Royal Portable typewriter 
they sell. There is also the absolute minimum of compe- 
tition from the company’s other distributing mediums, 
enabling the dealer to conduct his business without fear of 
competition from the manufacturer 

That this policy is successful, says the company, is evi- 
denced by the fact that after two years, the year 1928 
showed that less than five per cent of Royal portables 
sold went through other channels of distribution than the 
dealer. 

\ working force of field men from the company’s head- 
quarters is constantly in touch with dealers, bringing sales 
Suggestions and ideas for the upbuilding of the dealer’s 
business 

eieitiaie 

One of the first signs of dotage is the entertaining of an 
idea that no one else can do our work.—Uncle Dick in the 
Serloyalist (The Berger Manufacturing Company) 
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FRAMED BLACKBOARDS 
and BULLETIN BOARDS 


For Offices—Lecture Rooms 
and Factories 


Bulletin boards have a place in every busi- 
ness—have become almost indispensable. 


For many years now, leading stationers 
have met this demand—have listed and car- 
ried Weber-Costello Framed Blackboards 
and Bulletin 
Boards as a 
regular 
item. For 
them it has 
meant 
guick turn 
over —a 
good profit 
and repeat 
business. 





Manu fac- 
tured by a 
“46 year old 
institution 
—made of Old Reliable Hyloplate—a Black- 
board famed for its velvety writing surface 
—and supplied in a wide variety of sizes and 
mountings—W. C. Framed Blackboards and 
Bulletin Boards meet every business re- 
quirement. And they are worth while 
cataloging and stocking for they insure you 
a good profit. Send the coupon for styles, 
descriptions and prices. 


GLOBES of the World 


Every office is a potential pros- 
pect for a Globe of the World. 
With the advent of new air 
routes, exploring expeditions and 
political developments—a_ very 
definite demand has been cre- 
ated for up-to-date, attractively 
designed Globes of the World. 
For 46 years Weber Costello has 
been making them in a large va- 
riety of styles and sizes. They 
offer stationers an_ interesting 
profit and good volume. Send the coupon for facts 
and prices. There is no obligation. 


Weber Costello Co. 


Dept. 3 Chicago Heights, III. 
Makers of 
Sterling Lifelong Blackboard, Old Reliable 
Hyloplate, Globes, Maps, Erasers, Crayon 
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PLEASE SEND THE COUPON 
WEBER COSTELLO CO., 
Dept. 3, Chicago Heights, Il. 
Please send me without obligation detailed facts and 
prices on your Framed Blackboards and Globes. 
Name 


Company 
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FOX 
Office Specialties 
Sell Big 






No. 297 
Embossed 
Work 
Distributor 








No. 1105 Period Flexible Desk Pad 


LL FOX products are built up to a high 
i standard. That is why they sell so 
easily. When you sell FOX Office Special- 
ties, your customers know they are buying 
superior merchandise. Standardization on 
the FOX Line means steady and big profits 
for you. 













] he 


is filled 


catalog 
tast 


Fox 
with 








selling, profitable 
office specialties. 
Send for your 






copy today 4 






GEO. E. FOX & CO. 


325 W. Ohio St. Chicago, I11. 
A. H. Denny, 356 Broadway, New York 
New York Representative 


Schubert Office Specialty Co., 1405 S. Hill St. 
LesAngeles, Cal., Pacific Coast Distributor 
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(New Machines and Devices—Continued from Page 34G) 
Faries “Amronlite” Adding Machine Bracket 
The Faries Manufacturing Ill., re- 
cently added the “Amronlite” adding machine bracket to its 
is adaptable for use with 


Company, Decatur, 
extensive line of office lamps. It 
any office 

The cast arm of the bracket clamps to a post of the 
Extending from 


machine that is set on a pedestal or stand. 


horizontally 


is adjustable 


pedestal and 





FARIES POSTING AND ADDING 
MACHINE BRACKET WITH GREEN 
GLASS “AMRONLITE SHADE. 
the arm is a heavy brass pipe stem which is adjustable 


for height as well as horizontally. The minimum height of 


the bracket is twenty inches. The pipe stem can be ex- 
tended fifteen inches, making the total height thirty-five 
inches. From the back of the bracket to the center of the 


shade is thirteen inches. The pipe arm has double adjust- 
able joints back of the shade for both horizontal and ver- 
tical adjustments so that light can be thrown in any direc- 
Each bracket is provided with nine feet of silk cord, 
The shade is of green glass 
black enamel 


tion. 
a pull socket and a plug. 
“Amronlite.” The arm is 
and the pipe stem in statuary bronze. 


cast finished in 


The retail price of the new bracket is $12.00. 


—— — ~S>- —— 
Improved “Durand” Type Cabinets 
Lyon Metal Products, Incorporated, Aurora, IIl., has 
improved the cabinet line known as “Durand.” These 


include wardrobe and storage cabinets, and a combination 





cabinet 


Combination 
A stationery 


TYPE CABINETS—At left, 
etc. At right, wardrobe cabinet. 
storage cabinet is made also 


“DURAND” 
for stationery, 


cabinet for the small office, affording space for clothing, 


office or janitors’ supplies, etc. These cabinets are sturdy, 
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In their beautiful new home office, the Pro- oi 4 

} ‘ ’ ¢ 

vident Mutual Life Insurance Co., of Phila- 
delphia, protects the floors with Bassicks 





























A double - wheel 
office chair caster, 
a NoMar furni 
ture rest and a 
Desk Cup 

three of the ine 
penswe wems im 
the Bassick office 


equipment: line 


1996 sets of Bassicks ...4 to a set... are 
guarding these costly floors 


NO MAR RESTS 


Pe Mutual certainly 
believes in protecting its invest- 
ment in floors. Casters, Desk Cups, 
NoMar furniture rests . . . to the 
tune of 7984 individual items have 
been installed. Bassicks . . . every 
one of them. 


How wise this great insurance com- 
pany is, any linoleum man can tell 
you. Or any office manager who has 
watched expensive floors become 
scarred, dented, scraped, under the 
unguarded legs of furniture. 


C vomplete Protection 


Bassick offers a complete line of pro- 


tective furniture supports . . . quiet, 
easy-rolling casters of wide variety 
. . . broad-footed, easy sliding No 
Mars . . . unbreakable Desk Cups. 


All serve their respective purposes 
honestly and well... all bear the 
badge of quality—the Bassick trade 
mark. 


Your office supply dealer can tell you 
what you should have. Be as wise as 
the Provident Mutual Company— 
go to your dealer and get the facts 
and the equipment you need. Or 
write to us direct. 


THE BASSICK COMPANY 


Bridgeport 


Connecticut 


For 33 years leading manufacturers of casters and furniture 
rests for offices, homes, hotels and factories. 











BASSICK 
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hen YOW think of. Numbering. 
























Think of this 
EXTRA DOLLAR | 


in 
PROFIT 


When it comes to ordering numbering 
machines, think of the “Force” Model 
No. 150. Think of the satisfaction such 
a machine gives your customer for only 
$8.50. Think of the repeat business each 
machine will bring. 





And think of the big profits it means 
the extra dollar above your regular profit 
that you ring up on every sale. 


If you do not know the full profit story 
of the “Force” No. 150 Automatic Num- 
berer let us send you the details at once. 
And let us show how we help you to 
merchandise it. The “Force” proposi- 
tion is of interest to any retailer—partic- 
ularly the thinking retailer. You owe it 
to your business to at least find out about 
the Model No. 150 now. 


FORCE 


Model *150 
AUTOMATIC NUMBERER 








WM. A. FORCE & CoO., INC. 
105 Worth Street, New York 

180 No. Wacker Drive, Chicago, III. 

573 Mission St., San Francisco, Calif. 
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rhe 


hinges, in a rigid steel frame, 


and finished in baked dark green enamel doors are 


hung on specially designed 


which is welded at four corners to form a one-piece con- 


struction. Four exceptionally strong shelves, adjustable on 


one inch centers are included with each s.orage cabinet. 


The reinforced and controlled by a three-point 
locking lock. A =e 


handles in dead black with nicke! trim enhances the appear 


doot s are 


device, using a flat key pair of 


ance of the cabinets. 

The 
coat rod Both wardrobe 
three sizes \ 
facilities is included in the line. 


wardobe cabinets have a shelf for hats, et« , anda 


and storage cabinets are made in 


combining wardrobe and siorage 


While not 


“Durand” 


cabinet 
as luxurious as 


the Lyon cabinets, these utilities answer prac- 


tically every requirement 


i 
New Addition to Boorum and Pease Line 


Che Boorum and Pease Company, 84 Hudson 


Brooklyn, N. Y., has just brought out a useful visible led- 













































































ger, some of the features of which are evident from the 
iccompanyving cut The device is known as the VX78&2 
Visible Ledger, and several advantageous characteristics 
|= 
= 
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= ; = eae st 
— ss: F 
= 
NEW B AND P. VISIBLE LEDGER 
are claimed for it Exposed to full view with each page 
of the alphabetical index are all the accounts carried under 
that particular index Che book is said to be extremely 


permitting removals, additions and rearrangement 


speed ind 


flexible 


of accoun.s with accuracy 


he device is substantially made and its low production 
cost permits it to be offered to the trade at an attractive 
rice 


> 
Carter’s “Constitution” Desk Stand 


The latest addition to the Carter desk stand line made 
by the Carter's Ink Company, Boston, Mass., is the “Con 
stitutto1 It has a base of green Argentine onyx on which 





SHIP'S 


SURMOUNTED BY \ 
MATERIALS TAKEN FROM OLD IRON- 


SIDES 


‘TER DESK STAND 


tL. MADE OF 


is mounted two Carter pens. A ship's wheel made of ma- 


terial taken from the Old Constitution now being rebuilt 


at the Boston Navy Yard, is mounted on the base between 


avenue, 
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Insist on the file with the GREEN TAPED EDGES 
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“GREEN-EDGE” 
Storage Files 


“a better way to file your 
old records for permanent 
protection and accessibility. 


Just lift the one piece cover, to refer to 
old records stored in “GREEN-EDGE” Stor- 
age Files. No flaps, strings, buttons, straps 
or snaps to fuss with. Open in a jiffy just 
like a lid. The last word in accessibility. 


When closed the flap fits snugly between 
the double thickness of the wall. And it stays 
closed. 

Bearing edges of “GREEN EDGE” Storage 
Files are all protected with durable green 
cloth tape. Walls and bottom are of double 
thickness reinforced with gummed cloth tape. 
Clean and dustproof. You can stand on a 
“GREEN EDGE”. It won’t cave in. That is 
permanent protection. 

Everywhere used they have met with unani- 
mous approval and satisfaction. Many of the 
largest firms in the country have adopted 
them as standard equipment. 

THE DEALER who sells “GREEN 
EDGE” Storage Files has a tremendous ad- 
vantage. Our definite sales policy of selling 
exclusively through the dealer protects as 
well as materially increases repeat business 
easily developed. Our money making plan is 
right. Write for full information, prices and 
discounts. 


Fred H. Jones & Son 


215 W. Superior Street 
CHICAGO, ILL. 


Note in this circle how the 
top fits snugly between 
double thickness of front 
side, giving triple thickness 
when closed. Cover rests 
firmly on special support. 
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A Cash Register for the TRADE— 


OFFICE APPLIANCE DEALERS 
and STATIONERS— 


Why not sell your Customers the DODGE Cash 
Register? 


It is a complete unit—for retail distribution. To be sold by 
salesmen familiar with columnar forms and similar bookkeeping. 


f 





The fastest operating machine for making change. Only 
cash register equipped with a coin racking device. Only register 
allowing drawer for exclusive use of currency and checks. In 
one operation;—the cover over the coin rack rolls back—the 
currency drawer opens automatically—the bell rings—the drawer 
counter tallies up a number showing the opening of the register— 
the courtesy flash sign changes from “Call Again” to “Thank You.” 


Upon closing the drawer, the lid over the coin rack closes, 
the second bell of different tone tells you the drawer is closed, 
and the flash sign changes extending the courtesy to the part- 
ing customer “Call Again.” 


As the Cash Register is 
opened it projects a slide, in 
easy position for writing, upon 
which is placed a daily record 
card journal — 11'%x15—folded 
once. 


This card is on folder stock, 
ruled and printed as a daily 
columnar journal, according to 
the latest practice of the best 
bookkeepers. 


The slide is mechanically 
tied up with the drawer so that 
it must be written on with an 
immediate entry of the transac- 
tion just as it occurs, and in 
its complete final classification. 


The Dodge Cash Register is 
tt an adding device. 


The “outfit” consists of 1 
Dodge Cash Register No. 8— 
mahogany—size 14x14x18 in. 1 
mahogany finished working file 
—Il fiberoid transfer file—i00 
ruled cards. This is ready for 
the customer’s instant use. 
Retail price $90.00. 





Other models are the Dodge Cash Register No. 9, which adds 
a coin changing device. Model No. 10, with an extension base 
to hold an adding machine 


Dealers and Salesmen—WHY NOT get some of this wonder- 
ful business—everybody wants some method of handling their 
cash. This Dodge outfit gives them a complete bookkeeping sys- 
tem—detailing their 
business — rather 
than merely showing 
them a total figure 
at the end of the day 
—a figure that is us- 
ually inaccurate and 
never very revealing. 


Write for Cata- 
log — prices and 


discounts. 





RECORDS 












Los Angeles Register & Printing Co. 


Roscoe M. Breeden 
639 So. San Pedro Street, Los Angeles, Calif. 
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the pens. This feature is particularly timely on account 
of the interest shown by school children and others through- 
out the country in the rebuilding of Old Ironsides, which 
will visit many seacoast cities in the United States and 
on the Great Lakes during the next year or two. 

3ecause of its connection with the Old Constitution, it is 
expected that the new stand will prove quite popular. In 
Boston, dealers have met with a ready response in interest 
and in sales. The catalogue number of the new item is 
1,000. It is retailed at $50. 


ahesntiilidnmaiees 
New FiberstoK Display Outfit 

The National FiberstoK Envelope Company, Philadel- 
phia, Penna., is distributing an elaborate display outfit 
packed in a handsome counter cabinet. Each cabinet con- 
tains merchandise worth about $55.00 and is being offered 
to the trade at a considerable saving during the recently 
inaugurated advertising campaign. 

The cabinets are designed in conformity with the “self- 
service” idea Each cabinet displays the merchandise, 
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NEW FIBERSTOK DISPLAY OUTFIT 


names and numbers it, shows the sizes, and gives the 
prices. The customers can wait on themselves. 

The assortment sent with each cabinet is made up of 
twelve of each of twenty popular styles and sizes of 
FiberstoK envelopes sold in the average stationery store. 

Each cabinet is equipped with a pocket in which to place 
the advertising literature that is supplied to FiberstoK 
dealers. In this way, the stationer is able to secure direct 
contact with the FiberstoK advertising campaign in the 


Saturday Evening Post 


New E. Faber Assortments for Unit Sales 

For the convenience of the public, dealers and jobbers, 
Eberhard Faber, Brooklyn, N. Y., has introduced three 
novel assortments which are calculated to stimulate pencil 
and eraser sales. 

From the hundreds of items manufactured by the Eber- 
hard Faber Company, ten were selected as being essential 
to the average business man or woman. This selection 
was made on the basis of sales records and a long experi- 
ence in pencil selling. 

The ten items include a No. 601% Van Dyke pencil, a 
No. 482/2 Mongol pencil, a No. 600/HB Van Dyke draw- 
ing pencil, a No. 866 Mongol red colored indelible pencil, a 
No. 791 Van Dyke copying pencil, a No. 596 stenographic 
pencil, a No. 6639 weatherproof pencil, a No. 100 Pink 
Pearl eraser, a No. 6500 Van Dyke ink eraser, and a No. 
6587 Van Dyke Red Comet typewriter eraser. 

The items are mounted in a brightly colored pocket 
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THE POSTS 
PULL DOWN 
FLUSH WITH ..----, 
THE COVER +] 








FLEXI- 


Mail the Coupon 





OFFICE APPLIANCES 155 


UNLIMITED 


CAPACITY 
Just Add 
a 









LEXI-POST exclusive features mean ready busi- 
ness in larger units-of-sale. This binder is higher 
in price than ordinary binders, but not harder to sell. 
Our big magazine advertising campaign is telling 
310,000 business executives about Flexi-Post every 
month. 
Here are the outstanding advantages of this binder: 
1. Unlimited capacity. 
2. Non-protruding (disappearing) posts. 
3. Direct screw compression. 
4. Two inches of working space, always. 
5. Trouble-proof operation. 


This is a business-builder, for Flexi-Post customers repeat. Find 
out at once if your territory is open for our exclusive franchise. 


Write for full details of Flexi-Post Binders and our complete line 
of loose-leaf goods and supplies. 


STATIONERS LOOSE LEAF CoO. 
Dept. C3 Milwaukee, Wis. 


LEXI-POST 


REG. U.S. PAT. OF F. ; 


STATIONERS LOOSE LEAF CO., 

Dept. C3, Milwaukee, Wis. 

Is my territory open for Flexi-Post franchise? Send booklet and 
catalog. 


Name . ov abs 665666804606 00m 50 eene eee 
Address 





") 
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“Every Duco quality 
destines tt for the office’ 


This modern finish makes business furniture and appliances sell 





““T VERY buyer I know recognizes that Duco 
E is the finish for office conditions,” says a 
manufacturer of business furniture. “We don’t 
have to argue on that point.” 
Of course. Duco has built up its reputation— 
on motor cars, in the home—for its durability 





—its lasting beauty. 
Buyers for offices know that their equipment 
must stand gruelling service—abuse that quickly 





destroys old-type finishes. They know that Duco 
will stand the wear and knocks—stay like new. 

The most prominent dealers are featuring 
business furniture, dictating machines, type- 
writers, filing cases and many other classes of 





office appliances finished in Duco. Furniture 
with Duco finish comes to them in excellent 








condition—the usual touching up is virtually 





eliminated. 

Duco can be easily washed with soap and 
water. It gives the consumer the satisfaction 
that brings repeat sales. 

Let us tell you in further detail how Duco can 
increase turnover and volume. You will be in- 
terested in du Pont co-operation. Write us. 


E. I. DU PONT DE NEMOURS & CO., INC. 
Industrial Finishes Department, Parlin, N. J. 








The Duco oval on tag or seal helps buyers 
identify a Duco finish on many leading lines 


DUCO ... made only by du Pont 
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folder and under each is an illustration and a brief descrip- 
tion of the item so that the purchaser will be able to know 
exactly what pencil or eraser to reorder when the one in 
service is used up. This assortment, known as “A,” retails 
for $0.75 
Assortment “B” consists of a neat package containing 
Eberhard Faber black and colored pencils, penholders, rub 


Manderd tev 


Pret fer | 





EBERHARD FABER ASSORTMENT “C.” 


ber bands, erasers and “Star” type cleaner in quantities 
correct for a small office with two or three employees. It 
sells for $6.50 retail. 


is similar to assortment “B” except that 


Assortment “C” 
the quantities are suitable for the average sized office of 
about a dozen people. This assortment retails for $12.90 

For jobbers and dealers these assortments are intended 
to increase units of sales, decrease sales efforts, and lessen 
wrapping time and expense. Attractive literature describing 
each assortment for counter distribution and use as en 
velope inserts, is available without charge to dealers 

ini 
Eberhard Faber’s “D” Assortment 

The “D” assortment of pencils offered by Eberhard 
Faber, Brooklyn, N. Y., is compact and convenient. The 
flat, sloping mahogany finished stand occupies a counter 
space of only twenty-four by twenty-one inches. It is 
virtually a complete pencil department because it contains 


only “best sellers,” an assortment of pencils that a careful | 


analysis of sales records indicate satisfy more than ninety 
per cent of the demand. A number of “Pencil Selection 
Charts,” recently introduced by Eberhard Faber, are pro- 
vided with each “D” assortment. 


——— 


Retrieving Desk Pencil 

The Initial Novelty Company, Inc., 30 East Twenty-third 
Street, New York, N. Y., distributes a convenient desk util- 
ity. This is a standard to which is attached a lead pencil. 
The connecting cord is attached to a drum, operating on 
the principle of a window shade. The cord is withdrawn 
when the pencil is taken up for use. When finished, the 
pencil is pulled back to the drum by a spring. The stand- 
ards are finished in a selection of colors, with nickel trim 
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20 MILLION 
READERS 







ULL PAGES 
in leading magazines 


A gigantic campaign to create 
faster sales, more profits for you 


N your community, your most logical prospects for 

Rand MCNally Maps, Globes and Atlases are 

reached regularly by Rand M¢Nally & Company’s 
sales-producing national advertising. 

Good window displays, good counter displays, 
identify your store as the place to buy Rand MCNally 
products. 

How about your map stocks now? Are they in 
shape for the extra spring and summer demand? 
Better check up and reorder before the rush. Tele- 
phone your nearest news company branch—or write 
direct. Today! 





America’s 
largest selling 
pocket maps 


Ranp MSNALLY & GomPANY 
Map Headquarters 


Dept. T-27 


536 S. Clark Street 
Chicago 


559 Mission Street 
San Francisco 


270 Madison Avenue 
New York 
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ILADELPHY 


Number Three 


of a Series 


Princeton University 


Had a 
Seating Problem 


Realizing that lecture room chairs are literally “seats 
of learning,” Princeton University made an ex- 
tensive investigation of chairs before reaching a de- 
cision on the type best suited for the new Engi- 
neering School lecture rooms. 


The university authorities wanted a chair that had 
easy comfort, good looks and long wear. And at 
the same time one that fostered the habit of proper 
posture during long lectures. For they recognized 
the fact that prolonged mental alertness is best in- 
duced by proper posture. 


When the problem was presented to Sikes, the solu- 
tion was readily reached. And Sikes XX-7% 
Chairs are today an integral part of Princeton's 
lecture rooms. 


SIKES COMPANY 
Philadelphia 


Chairmakers for 70 Years 


See the 


March 16th 
Saturday Evening 


Post 
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Poole Clock 

The Poole Clock division of the Morse Chain Company, 
Ithaca, N. Y., manufactures an unusual type of clock, which 
Energy for the pendulum is pro- 
a standard flashlight 
case, which is 
10% inches 
in diameter. 


requires no winding 


a weight which is raised by 


The clock is 


supported by a mahogany 


vided by 
mounted in a glass 
base. It 


dial 


battery 
stands 
high, 7% inch base, with a three inches 
It sells for $20.00 
a 
Color Designation on Ruler Saves Eyes 

The Seneca Falls Rule & Block Company, Seneca Falls, 

N. } The “Eye- 


saver” has the scale printed in three colors on the front. 


fh 


has presented an innovation in rulers. 





WUHAN WIESE 


UNAM HAL 
VTL LLL 





hn 


S.F.R.& B.CO. SENECA FALLS.NY. 











“EYESAVER” RULER 


The back shows a protractor and combination inch scale 
The ruler is 12x1'%x% inches, varnished. 

The new ruler was designed by an authority on educa- 
matters, and has an field in commercial 
The ability to read quickly and without eyestrain 
It is packed three 


tional extensive 

work. 

makes the “Eyesaver” a popular item. 

dozen in a carton, with counter display feature 
> 


New Binder for Check Books 
An innovation in check book binders is described in the 
current issue of Du Pont Magazine, published by E. I. du 
Pont de Nemours & Co., Inc., Wilmington, Del. It con- 
sists of an ingenious device which not only permits the 
check to lie flat, but back out of the 
making unnecessary the holding of an un- 


rolls the used stubs 


way, thereby 








CHECK BINDER WHICH _ PERMITS ROLLING STUBS BACK 


OUT OF WAY 
wieldy bundle of stubs with one hand while writing a 
check with the other. The binder is covered with Fabri- 
koid and is available in black and various colors. This 


check binder is manufactured by the Pass Book & Check 
232 Broadway, Denver, Colo. 
> 


Paper Roll Feed for Rotary Duplicators 


Cover Company, 





The firm Societe D’Applications Mecanographiques, 22 
Rue St. Claude, Paris, France, has perfected a paper roll 
feed attachment for rotary duplicators. With this device 





rolls of paper of various sizes are fed into stencil or type 


= 


—— 
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" MYDEX--The Lowest Priced 


hich 
pro- 


= Book Unit on the Market 


ches 
eter. 


This Junior Rand Book 
Unit, Equipped with 
alls, cards and A-Z Inserts 
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Attractively bound in 


Convenient for desk or portfolio. 
red, blue, or green Karatol 


Size folded 8x6. 


XY . EVER before has a genuine Rand Book Unit sold for such a low price 
as the new Mydex. At $2.00 it is the best Visible record value on the 
market. 

Mydex is a typical Rand Visible product in every way. Celluloid-tipped 
pockets hold the cards and protect their visible margin from dust, dirt and 
torn edges. 

Mydex has thirty-two pockets and comes completely equipped with thirty- 
two 5x3 cards and A-Z inserts. The cards are H. R. ruled on one side, 
Ledger ruled on the opposite side. 


Mydex Provides the Ideal Personal Record 
The Mydex Unit equipped with H. R. cards is ideal for use as an address 
record, club membership list or desk tickler and date book. 
Indexed with the “key subject” visible, it provides an efficient record for 
” the lawyer, doctor, public speaker, debating team or salesman. The business 
executive will find it a most practical solution to the problem of keeping notes 
orderly and handy, or as a departmental record for checking work delegated 





a 

i- to the various departments. 

is Used with the Ledger card, Mydex is a most valuable record for any 
-k income or expenditures. It is especially efficient as an income tax or invest- 


ment record. 


2 THE VICTOR SAFE & EQUIPMENT COMPANY 
7 MARIETTA, OHIO 











Rand Book Units-- Visible Records 


of Unusual Convenience 


Rand Book Units for Cards 
As low as $6.00 


t nits—Card 
por hets jor 


Rand Style come 
‘ mitippe d 
Patented 
margin at all times 


removed. Note 


Bool 
with 
construction assures perfect uniformity 
visible 
inacrted of how colored 


vsed to feature special information. 


AND BOOK UNITS are the most 
R convenient and practical equipment 
for any record requiring only lim- 


ited capacity. 


Card Style Book Units are adapted to 


every purpose for which card records are 
used. Tube Style Book Units will give 
100%. visibility and flexibility for lists re- 


quiring one or two iines of typewritten 
information on each subject. 


The Book consists of two leaves 


Unit 





completely 
523, Gai and 8x5 cards 


a] 


Pockets are easily shifted, 
signals are 


Rand Book Units for Tubes 
As low as $6.50 


lnits—Tube Stule are 100% flexible. Tubes 
removed, inserted or shifted without disturb- 
ing the proper sequence of the index. Index informa- 
typed on perforated paper and 
transparent celluloid tubes where it is 
dust and dirt. Colored tubes 


index into convenient divisions. 


Rook 
may be 


sirips of 


tion ix 
inserted in the 
always protected from 
are used to break the 

Colored signals feature 


special information. 





holding the card pockets or tubes, which are 
hinged in the center and open up exactly 
like a book. Every visible index in these 
units is protected from dust and dirt by 
clear, transparent celluloid. Cards cannot 
become dog-eared or torn from frequent 
handling. 

Furnished in black Fabrikoid or steel, 
olive green, Rand Book Units are a profit- 
able line with a practical application for 
every business or profession. Write today 
for further details. 


THE VICTOR SAFE & EQUIPMENT COMPANY 
MARIETTA, OHIO 
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Because It SAVES 


If you do any office 
printing or duplicating at 
all you need a ROTA- 
PRINT. No other 
method, no other machine 
does the work ROTA- 
PRINT will do—faster, 
better, and at equal or 
even less cost. 


ROTAPRINT saves! 
ROTAPRINT makes! 





You Ought To Have 


olaprink 





ROTAPRINT right in 
your office—and without 
engravings, stencils, elec- 
tros, typesetting or high- 
ly skilled labor. 

With ROTAPRINT 
you can speed up your 
whole business—you can 
get more business. Hun- 
dreds of the country’s 
largest firms are proving 
it. It’s time you, too, 
learned all about ROTA- 
PRINT. A line to 





raphy — the finest Los Angeles, Calif. 
kind of printing on Ohio Rotaprint Corp. 


Richmond, 
Clarke & Courts. . 


Office forms, bulletins, 
letterheads, maps, 
charts, advertising | REINER’S ROTAPRINT, INC. 
matter, etc., can be | One Park Avenue New York City 
produced by lithog- AGENCIES 

O. C. Haney Corp. Rotaprint Sales Co. of Va. 


i Cleveland, Ohio Galveston, Texas 
Ohio Rotaprint Corp. re ' . 
Cincinnati, Ohio Rochester Rotaprint Co. 


any ROTAPRINT 
agency will bring 
you full particulars 
va. | Without obligation. 
Write that line now! 








Chicago Rotaprint Agency 
Chicago, Ill. 
N. M. Minnix Co., Inc. 
Washington, D. C. 
Rotaprint Co. of Can- 
ada, Ltd.. Toronto, Can. 
Piedmont Rotaprint, Inc. 
Atlanta, Ga. 
Michigan Rotaprint Corp 
Detroit, Mich. 
Haney Corp. 
San Francisco, Calif. 
Ohio Rotaprint Corp. 
Toledo, 


Oo Cc 


Ohio 


Rochester, N. Y. 


Rotaprint Co. of St. Louis 
St. Louis, Mo. 


Kansas City Rotaprint Co. 
Kansas City, Mo. 
Rotaprint Sales Co. of New 
Engl’d. Worcester, Mass. 


Connecticut Rotaprint 
Corp.. .Hartford, Conn. 


Rotaprint Tulsa Co. 


Tulsa, Okla. 


Mr. Fred W. Pyman 


Madison, Wisc. 
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OFFICE EQUIPMENT EXPOSITION 


“‘Where merit meets its market’’ 
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The best equipment 
on the market 


WILL BE SHOWN TO 


the best buyers 
in the best market 


at the 


CONVENTION HALL 
DETROIT, MICH. 
APRIL 224 to 27th inc. 


1929 


Detroit and vicinity show a power- 
ful, rising prosperity providing pur- 
chasing power for up-to-date office 
equipment second to no market in 
the country. Many of the country's 
leading manufacturers have reserved 
space for this great show. Make Floor Plans are Ready 


your reservations now. Tate Exposition 
Company, Inc. 


225 Broadway 
New York City 
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rotary duplicators by means of rollers Paper from the 
roll is automatically cut into sheets of a required size, 
each sheet passing through the printing mechanism after 
it has been cut. Rolls of paper yielding from 4,000 to 8,000 
sheets can be used. The new attachments permits attain- 
ing a speed of as high as 8,000 impressions per hour.— 
E.R. B 
iietns 
Duplicate “Memosets” 

The Debecey Wholesale & Manufacturing Company, Ltd., 
Oldbury, Birmingham, England, produces an offset letter- 
head, with the copy sheet tipped on the back. The copy 
sheet and letterhead are perforated, and detached readily 
This plan saves the time of the stenographer in gathering 
letterhead and carbon, as the copy sheet is integral with 
the letterhead 

a 
Library Equipment for the Office 

Che library department of the Yawman and Erbe Man 
ufacturing Company, Rochester, N. Y, offers a handsome 
line of library bookcases for commercial and professional 
offices These are five feet, two inches high, and are 
shipped knock down. The design embodies the unit prin- 


pair of paneled ends suftices for a battery 


ple, SO that one 





GLASS DOOR BOOKCASES 


okcases. kach case has a pair oO! glass paneled 
ged doors, provided with a flat key lock. All exposed 
netal parts are semi-dull bronze finish. The shelves are 
idjustable on one inch centers. Stock finishes are quar 
tered oak, genuine walnut or mahogany; a stock of quar 
tered oak is carried at the factory ready for any special 
finish specified by customers. The flexibility of shelf 
irrangement and c enrence make these bookcases effec- 


ome equipme nt 


> 

“Kary-All” Brief Case and Traveling Bag 
The National “Kary-All,” made by the National Briet 
Case Manufacturing Company, 500 South Peoria street, 


cago, Ill, is a new type of case with a special compart 





NATIONAL “KARY-ALL” COMBINATION 
BRIEF CASE AND TRAVELING BAG 


nent for carrying toilet articles and other necessities for 
over-night travel. This compartment is separated from 
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You Hear It 
Everywhere! 


SMALL LLL LL GILLI LLL LLL LLL LLL LILLE, 


“THE BEST SELLING 
MOST PROFITABLE LINE 
OF OFFICE TABLES IN 
AMERICA—BAR NONE” 


St. Johns 


OOOO LOLOL LLL LLL LLL LLL LLL LLL LL LLL ILLS, 


That's what the wise dealers of the country 
think and say about the St. Johns line 

They have this decided preference for St. Johns 
Office Tables because they meet a universally 
insistent demand. They give more real value 
for the money. They sell at a very moderate 
price—sell quickly and easily, and net a very 
substantial profit 

St. Johns Office Tables are famous for their 
sturdy construction. They are built for hard 
usage. Made in all popular sizes—in any 
desired finish. All tables have dove-tailed 
drawers and three-ply bottoms. 


Dealers Like Our Easy Selling Plan 


Our plan of selling makes it convenient to 
handle St. Johns Tables. You need make no 
extra investment, increase your inventory or 
carry any stock 

This popular plan, combined with amazing 
table values, makes the St. Johns line the most 
outstanding proposition ever offered. 


Write today for full particulars—prices and 
complete description. Get the jump on the 
office table business in your territory. 


ST. JOHNS TABLE CO. 


Cadillac, Michigan 


Stdohns 


OFFICE 


Cables 
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the front part of the brief case by a flap so as not to expose 
the contents. There are two graduated pockets in the 
There IS an ACCO PUNCH for every front for carrying the ordinary brief case matter. 
Standard Loose Leaf Gauge and Hole ee Oe Ae te Lieiiee eben 6 1 ga ae 
1€ ary-/ is intended primarily for thé salesman 

or executive who spends only a few days at a time away 
from home and does not wish to carry an extra bag. It is 
compact and light-weight, and has a large capacity in each 
compartment. Each case is provided with two sturdy locks 
and a substantial, comfortable handle. 

The “Kary-All” is made in one size only, sixteen by 
eleven inches, and in three qualities of leather. No. 229 is 
of genuine cowhide, in black or brown, and is listed at $15. 


THE SAFE PUNCH No. 429 is of genuine walrus, in black or brown, or shark 


seal, in mahogany, and is retailed at $25. No. 329 is the 


Why Not Sell de luxe model, made in the highest quality Dresner seal, 
th 





lined throughout and with a patented adjustable handle. 
Its retail price is $32. 
> 


SAFEST STRONGEST SPEEDIEST Calendar Base Patent Granted Columbian Art 


On January 22, 1929, the Columbian Art Works, Milwau- 
? kee, Wis., was granted a patent by the United States Patent 
Office, on the Columbian calendar pad base. Application 


for this patent was filed May 31, 1927. 
The outstanding features of the Columbian base, accord- 


ACCO Punches are just as easy to sell as they ae oe : : 
ing to the patent specifications, are positive locking of the 


are to operate. They’re the safest, the strongest 
and the speediest. wire hoops that hold the calendar pad; ease of unlocking 


Only the short, easy action of the wrist and 
fingertips is necessary to create the quick and 
powerful drive which distinguishes ACCO 
Punches from all others. And the hands holding 











the paper are safe (see illustration), driving “a 
powerfully in but half the distance of other ly 
punches. Z 
ACCO Punches never break, rust, get out of 2 
order, or need servicing of any sort. ilies 3 
ACCO PUNCHES ARE THE KIND TO SELL . 
—THE KIND THAT SELL! e 
13 2\ 2 


—and ACCO PUNCHES sell Parana 


ACCO FASTENERS! 
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COLUMBIAN PATENTED CALENDAR BASE 
without the use of auxiliary devices; no auxiliary fasteners 
in the locking method; wire hoops held in a desired posi- 
tion by friction when calendar pad is being removed or 
ACCO Fasteners insure correct filing, binding renewed, and legs of rubber or rubber covered to avoid 
papers firmly either permanently or temporarily. scratching of desk tops or other surfaces. 
Allow sheets to be removed from or inserted in The mode of locking the wire hoops prevents them from 
a jiffy, in any part of the bound contents. Take being imadvertentiy Gelached bw the lace end checks 
up no room. Broad base assures rigidity and ae 7 ee OF Se eS Oe eneces © 
reinforces papers at perforations, preventing which the desk calendar is subjected in ordinary use, yet 
tearing. For all standard gauges of punching, the loops may be readily unlocked by a simple manipulation 
in any capacity. to permit renewal of the calendar. 


, : Simplicity in design : sons ti is a characteristic 
Send for Latest Catalog and Price List. plic ty lesign and con truct on is a characteristic 
of the Columbian base. It is the intention of the inventor 


AMERICAN CLIP COMPANY to produce an inexpensive calendar base to meet every 
Beebe Ave. and William St. Long Island City, N.Y. requirement demanded of — a device. 

CANADA: Million Dollar Paper Goods Company Formed 

Acco Canadian Company, Ltd. The Bigelow-McGill Company, St. Paul, Minn., has been 

454 King Street W.., organized with a capital of $1,000,000, the majority of 

Toronto which has already been subscribed. Following are the 

EUROPE: ARGENTINA: officers of the new corporation: L. G. Bigelow, president; 

6 hn “— on tag C. H. McGill, vice-president; O. J. Olm, vice-president in 

London, E. C. 4 . Buence Aires charge of production; H. H. Bigelow, treasurer, and E. E. 


Bates, secretary and sales director. 








The Quality Park Envelope Company, St. Paul, Minn., 
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UNLIKE 
ANY OTHER 


FILES 
IN THE 
WORLD 
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AUTOMATIC FILES EXPAND 
(automatically) adding 9 inches of 
working space to every drawer. This 
9 inches of extra working space 
makes filing and finding ee 
easier—more accurate. 


AUTOMATIC FILES COMPRESS 
their contents (automatically). Be- 
sides keeping filed material in per- 
fect oer, wg this compression 
permits 20% more papers per inch. 


country are now building 
up sales volume and profits 
by capitalizing on automa- 
tic expansion and com- 
pression. Write 


lalate and compres- 
sion make four auto- 
matic drawers do the work 
and carry the capacity of 
five others. 


These exclusive features The Automatic File & Index Co. 
° General Sales Offices 
break down sales resistance 1320 Steger Bldg., 28 E. Jackson Blvd. 


Chicago, Illinois 
Factory: Green Bay, Wisconsin 


and dealers throughout the 
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CORONA — 


Special 


A new CORONA to retail 
at only $39.50 (U.S. A.) 


— K of it! A genuine Corona built to 
sell at less than $50. 


Corona Special is a simplified folding port- 
able typewriter. It is the answer to a long-felt want 
in the portable field. 


Corona Special will bring new customers 
into your store and add many dollars of extra profit 
to your yearly business. Write us today for complete 
details of our dealer proposition on Corona Special. 
Just fill in and mail the coupon below. 


L C Smith & Corona Typewriters Inc 
51 Madison Avenue, New York City 





LC Smith & Corona Typewriters Inc 
Dept. O, 51 Madison Ave., New York City. 


Please give me full particulars about your dealer proposition on Corona Special. 


| 
| 
| 
| 
| 
NAMI | 
ADDRESS 

| 

| 











March, 1929 OFFICE APPLIANCES 


and Chicago, Ill, and McGill Paper Products, Inc., Minne 
apolis, Minn., will be operated by the newly organized 
corporation. It is planned to enlarge the scope of both of 
these companies through the extension of their manufac 
turing and distribution facilities 
The lines made by these two companies, “Leatheroid” 
expanding envelopes, file pockets, “Superior” files, etc., are 
already well established among the stationers in the Cen- 
tral West, and the plans of the new organization include 
other lines whose chief characteristics will be quality and 
service, 
> 
Pennsylvania Stationers Meet 
[he Northeastern Pennsylvania Stationers Club held its 


annual meeting in the Hotel Sterling, Wilkes-Barre, Penna., 


February 20, 1929 The following officers were elected: 
Edwin S. Fiske, E. S. Fiske Company, Wilkes-Barre, 
Penna., president; John Reynolds, Reynolds Brothers, 


Scranton, Penna., vice-president; Robert Raeder, Office 
Supply Company, Kingston, Penna., treasurer, and Owen 
B. Ash, Deemer & Company, Scranton, Penna., secretary 

Chirty-four members and representatives were presenti at 
the meeting in addition to three guests and the following 
visitors \. E. Avery, American Sales Book Company, 
Wilkes-Barre, Penna.; Walter Stringer, Joseph Dixon 
Crucible Company, Jersey City, N. J., and George Har- 
scheid and James Campbell, the National Blank Book 
Company, Holyoke, Mass 

( P. Garvin, general manager of the National Station 
ers’ Association, was the principal speaker of the evening. 
In speaking of the stationery business, Mr. Garvin said that 
it is one of the best and highest types of business in the 
country in spite of all the talk to the contrary. A higher 
tvpe of man with higher ideals is being aitracted to the 
stationery business. Mr. Garvin explained that the National 
\ssociation is doing everything that it can to bring the best 
ind most up to date information to the stationery store and 
to its salesmen. 

Manufacturers, Mr. Garvin went on, are just as anxious 
to keep stationers selling and producing as are the retailers 
themselves, and at this time through the co-operaiion of 
the manufacturers and the National Association, strenuous 
efforts are being made to counteract the movement that has 
been made to establish direct selling organizations. Sta- 
tioners today are fast taking on new items and handling 
them as regular stock lines, that heretofore have been in 
cluded in the direct selling organizations’ sales policies and 
sales products. Mr. Garvin indicated that the advertising 
of manufacturers is being so designed that it will tie up 
the stationer in his local market with the national organi- 
zations of manufacturers, a circumstance that is profitable 
to the local stationer. 

Con McCole, a celebrated story teller and humorist, 
amused the assembly with his stories. Another feature of 
the entertainment consists of several musical selections 
rendered by Ed Koeppel of Reynolds Brothers and his 
mandolin and harmonica trio 

<=>. - 

Stationers of Ninth District Meet Next Month 

Che Texas stationers, known as the Ninth Regional dis- 
trict of the National Stationers Association, will hold their 
annual meeting at Fort Worth, April 4 and 5. The meet- 
ing last year at Waco was a great success, and Regional 
Governor E. Clifton Wilson of Houston expects to make 
this year’s meeting even better. One week later the South- 
ern Division, known as Regional District No. 4, will meet 
at New Orleans. Mr. Wilson helieves that manufacturers 
who attend one meeting will find it convenient to be pres- 
ent at both. He extends a cordial invitation to all inter- 
ested to be present at Fort Worth on the dates named. 








A GOOD 
SAFE 


TO SELL 


You can get an S. F. SAFE lab- 
eled by the Underwriters’ Labora- 
interior 


tories —as to size and 


arrangements, to meet the needs 
of your most exacting customer. 





THE CONSTRUCTION and fin- | 
ish of our safe is the very best— | 
50 years of knowing how has | 











are such that it allows the dealer 


taught us this—and our PRICES 
i 


a nice margin of profit. 


OUR PRODUCTS 


STEEL SAFES, A and B Label and Commercial 


STEEL RECORD CABINETS 


SAFE DEPOSIT BOXES, VAULT DOORS 


STEEL BANK EQUIPMENT 
STEEL FILING DEVICES 


Write Us Today 


Catalog and fuil details upon request. 


Stiffel-Freeman Safe Co. 


Lititz, 


Penna. 
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NEW 








CIRCULARS AND PRICES. 
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IBLE 


THE PERSONAL RECORD FILE. 
a 


THE VISIBLE INDEX 
SELLS ON SIGHT 





COLOR—A DESK FILE IN STEP 
WITH MODERN STYLES. 


CONV ENIENCE—NO SEARCHING 
FOR THE A-B-C. 


SIX NEW FEATURES 


ATOZ 


AT A GLANCE. 


COMPLETE WITH 
3x5 RECORD CARDS. 


WRITE FOR 


REPRESENTATION OPEN. 
WRITE FOR PARTICULARS. 





GRIFFITH-HOPE CO. 


WEST ALLIS (MILWAUKEE) WIS. 
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xOK- 4X 
iS PASSED AWAY % 


Louis T. Marshall 


Saturday, February 23, 1929, Louis T. Marshall, promi- 





nent in Chicago commercial stationery circles for the past 
thirty-five years, succumbed to an attack of appendicitis. 
An operation was performed about two weeks prior to Mr. 
Marshall’s death. 

Shortly after graduating from college, Mr. Marshall 
joined the house of George E. Marshall & Company as 
manager of the siationery department. For over thirty-one 
years Mr. Marshall remained with that company and its 


pe Y 


LOUIS T. MARSHALL 








successor, the Marshall-Jackson Company. In February 
1925, when he disposed of his holdings in the company, he 
was vice-president and director. 

Mr. Marshall entered into a partnership with W. E. 
(“Bill”) Smith in July 1925, to represent manufacturers in 
Chicago and the North Central siates. About two years 
ago he became associated with the stationery and office 
supply department of the Fair Store, Chicago, as buyer. 

“Lou” Marshall, as he was known to his friends and as- 
sociates in the trade, was a business man of sound and con- 
servative ability. His passing is noted with sympathy and 
erief by a wide circle of friends. Mr. Marshall is survived 
by his wife and four children, Marjorie, Edward, William 
and Robert 

+t + + 


Alexander T. Brown 

Alexander T. Brown, inventor of the Smith Premier type- 
writer, the L. C. Smith shotgun, and other mechanical and 
electrical appliances, passed away at Syracuse, N. Y., Janu- 
ary 31. He was in his eightieth year. Mr. Brown came 
from a long line of American ancestors; born at Scott, 
Cortland county, N. Y. He was educated at Homer 
Academy, and when twenty-three years old was established 
at Syracuse, then the center of the American firearms 
industry. He is credited with the first adaptation of the 
ball bearing to typebar construction for typewriters. 

Over a term of more than thirty years he did develop- 
ment work in the machine shop of W. G. Lipe, Syracuse, 
from which his various inventions emanated. Out of the 
experimenting done there came the Brown-Lipe Gear Com- 
pany, predecessor of the Brown-Lipe-Chapin Company, a 
subsidiary of General Motors. 

Mr. Brown was an unusual combination of inventor and 
business man. When forty-eight years old he was presi- 
dent of the H. H. Franklin Automobile Company. At one 
time he was executive or member of the board of direciors 
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Here’s a window that can’t miss. Stevens, 
Maloney & Co., Chicago, made it and the 
cash register shows why they keep it up. 







Windows like this bring sales to Horder’s, 


Chicago. It would do the same for you. 





Let this pencil help 


pay your rent 


Fast-moving, easy-selling—see what these 
successful dealers have done with it 


eee your windows pay their board. Don’t __ variety, brilliant colors, marvelous Bakelite 
handicap them with poor-paying displays. construction, assure repeats. 


The windows shown here are paying divi- Ask your wholesaler’s salesman or write 
us for details of this big-profit item. 





dends, their owners tell us. They attract 
customers—make profitable sales—and many. 


The Autopoint market is tremendous—and 
growing. You’re missing profits if you don’t 
go after it. 


Feature Autopoint like these successful 
merchants. Tie up with this fast mover. 


Autopoint’s exclusive features, its attractive 





The “Better Pencil’ Made of Bakelite 


AUTOPOINT COMPANY Sdn  G. Claas uns Gn URE 
4619 Ravenswood Avenue Chicago, Illinois justified it, they say. You, too, can make sales-producing windows. 
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Why don’t you get some of 
this ROYAL Folding Chair Business 
10,500 shipped in January 


(40% were re-orders) 


Every School, College, Club, Church, 
Lodge and Hall is a good prospect 


Our advertising brings hundreds of inquiries which 
are sent to territory dealers. Large production 







permits an unusual low price. Royal folding 
Also manu- 
ufacturers 
ef School 
Furniture 


chairs have many features of superiority. They 
carry a ten-year guarantee, they are surprisingly 


an 
comfortable, fold very flat and stack perfectly. Adjustable 


Steel 
Factory 
Chairs an 


Sample sent without expense or obligation. Stools 


ROYAL METAL MFG. CO. 


Metal Furniture Since "97 


1135 S. Michigan Blvd. CHICAGO 











The Only File Having 


Automatic Lock, Dust- QUIK-LOK Storage File 
Steel Rei PATENTED U. $. AND CANADA 


proot lop ee 




















forcement rhree - ply . . . 
R in eats ‘ i) For the convenient and economical storage of old records of every kind 
) om eve SDiti 
Features, Handy Pull 
Strap, All Smooth Sur 
faces, Steel Reintorced, 
Sag-proot Lid Bulge 
Proof Ends 
No loose parts nor any 
to wear, tear or tangle. 
Distinctive in Appear- 
ance, Durability ind 
(Convenience 
37 SIZES 
Special Sizes to Order 
| OW priced and posi- 
tively guaranteed to 
mwive Satistactory seryv- 
ice. Send for full infor 
mation to your nearest 
distributor or direct 
DISTRIBUTORS 

I Quik-Lok Fi c 
Broadway, N. ¥ fF th 

New York, N { 

Connecticut 
( I Kappes, 
( Pet K \ 
H < Pa 44 < 
St., N I N 
I 
b Roberts A Co.. 120086 
Ls \ < 
and India 
Sewin-Hedecn ¢ P oO IMProved Methods »/x; QUIK-LOK Storage Files ¢) «u/s Efficiency, Economy, Satisfaction 
North-West 


Sch wabache t Sta 4 
Sv e.s THE KAY-DEE COMPANY 
west States 

Manufacturers Steel, Fibre and Paper Transfer and Storage Files 


3644-64 So. 36th St. LINCOLN, NEBRASKA 
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of tifteen’ companies, and managed industries which em 


ploved thousands of men. He was a bank director, trustee 
of Syracuse University, and engaged in other positions ol 
importance. Mr. Brown’s inventive genius functioned even 
to his seventieth year, when he secured patents on au.o 
matic telephones and motor driven harvesting machinery 
He was a liie member of the American Society of Mechan 
ical Engineers, a member of the New York Transportation 


club. and ot various Svracuse organizations 
+ + + 
Charles G. Wiant 


Charles G. Wiant succumbed to a complicacion of influ 


enza at Marion, Ohio, several weeks ago. He founded the 
} 
' 


Wiant Bookstore twenty-four vears ago, which has been 
conducted without change of name or location ever since 
Mr. Wiant was born in Bellefontaine, Ohio, October 16 
1863 Five children were born of his marriage, but one o 


whom survive 


+ + + 
Mrs. M. T. Murray 


Friends of M. F. Murray, secretary of The Fritz-Cross 
Company, St. Paul, Minn., condole with him in ‘he passing 
of his mother some weeks ago. Mrs. Murray, whose hom« 


was in Davenport. lowa, passed away at the home of a son 


at Racine, Wis She was seventy-six vears old, and had 
reared a large family of daughters and sons 
+ + + 


William A. Nerwood 
William A. Norwood, assistant advertising manage: 
Dennison Manufacturing Company, lost his life January 31 
in an automobile accident at Needham, Mass He was 


twentv-eight vears old 


tot + 
Frank Cherrier 


Frank Cherrier, assistant manager of the Ohio Desk 
Company, died January 27 after a brief illness. He was an 
official of the company for many years and was widely 
known in the trade. Funeral services were held from his 
residence 1570 Ivvdale Road, Cleveland Heighis Sa 


+’ + + 
J. Harry Prentiss 


1. Harry Prentiss died after a brief illness February 6, at 
his home in Mill Valley, Calif., to the surprise and regret 
of his many friends, including the members of the Carbon 
and Ribbon Dealers of Northern California, of which he 
was secretary Mr. Prentiss represented The Columbia 
Carbon Company, of Dayton, Ohio, and in a comparatively 
short time had built up a very promising business in San 


Francisco. He is survived by his widow, Emma Prentiss, 


and two children. He was past senior counselor of he | 


U. C. T. and a member of Golden Gate Council. Funeral 
services were held at St. Paul's Episcopal Church, San 
Francisco 


+ + + 
Mrs. Alice Bornhoeft 


Mrs. Alice Bornhoeft, mother of H. W. Bornhoft, suc 
cumbed to a heart aitack at Chicago in February, aged 6% 
She was born in England, and is survived by two daughters 
and four sons. Many of Mr. Bornhoft’s friends knew his 
mother, as during his days in Chicago she made it a point 
to meet his business friends. H. W. Bornhoft is now man 
ager at Memphis, Tenn., for the L. C. Smith & Corona 
Cvpewriters Inc. His many friends will sorrow with him 


in the passing of his mother 


The horn of this new caster 
is of heavy gauge steel with 
a brass plated finish. Rugged 
in construction— beautiful 
im appearance. 


A case hardened steel drawn 
cap that cannot wear out — 
carries an inverted pivot on 
which the caster rides easily, 
silently 












A_ wheel of “Ruberex”— 
solid from bushing to tread 
—unaffected by water, acid, 
heat or cold. Soft tread for 
tile or cement floors—hard 
tread forcarpetsorlinoleum. 


In swiveling the stem never 
touches the spring socket — 
that's the reason Faultiess 
Casters can't fall out 

















I:verything you could ask for 
in an othce chair caster—big, 
sturdy, oversize for comfort— 
easy swiveling for effortless 
motion— soft of tread — 
kindly to Hoors and rugs. The 
new Faultless Caster is made 
as good as a caster can be 
made. 


FAULTLESS CASTER COMPANY 
EVANSVILLE, INDIANA 


New York, Chicago, Grand Rapids, Los Angeles, 
High Point, N. C€ 
Canadian Factory: Stratford, Ontario 


Dealers everywhere are stocking 
Faultless Caste rs—featuring 
Faultless Casters because the 
public welcomes a caster that 
gives lifelong satisfaction—one 
that can’t fall out. Backed by 
\ an extensive national campaign. 
We help you sell Faultless 
Casters. 


FURNITURE - HARDWARE 


Makers of Quality Casters for a Third of a Century 
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in this era of 
growing color 
preference 


— HIGGINS’ 


COLORED DRAWING INKS 


Shown To Their Biggest and Most Con- 
sistent Buyers IN ACTUAL COLORS! 


country’s leading professional 


UGGESTING and demon- 
papers, by exquisite examples 


strating new methods and 


applications of color, to of new and striking color 
architects, artists, engineers, work in Higgins’ American 
draftsmen, instructors and Drawing Inks. 


students, Higgins’ advertising 
is proving itself of greater 
assistance to our dealers 
every day. 


Let us send you an outline of 
this comprehensive advertis- 
ing campaign. 


CHAS. M. HIGGINS & CO. 
271 Ninth St., Brooklyn, N. Y. 


The time-worn subject of ren- 
dering has been given new in- 
terest and new vigor in the 











KEEP 
POSTED 


on the happenings in the office 
appliance field. Know what oth- 
ers are doing and learn of new 
devices just as soon as they are 
ready for the market. A difficult 
matter, you may declare, but it 
will not be very difficult for you. 
Read OFFICE APPLIANCES 
every month and you will be well 
informed concerning all such de- 
velopments. Our force, assisted 
by a thousand sources of infor- 
mation, collects the important ma- 
terial and publishes it monthly. 





A suggestion for your benefit 


more than for ours: Send $2.00 
for a year’s subscription (two 
vears $3.00). In Canada, $2.50 
(two years $4.00), other coun- 
tries in the postal union $3.00 








(two years $5.00). 


THE OFFICE APPLIANCE CO. | 


417 S. Dearborn St. Chicago, III. 
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John J. Little 

John J. Little, forty-eight years old, well known type- 
writer man, died at St. Mary’s hospital at Evansville, Ind., 
early in February, after a short illness. Burial was at 
Carmi, Ill. Mr. Little and his brother, William F. Little, 
were the first agents for the old Fay-Sholes typewriter in 
Evansville more than twenty-five years ago. Later John 
Little was connected with the Remington office at Evans- 
ville. His brother, William F. Little, who published a 
newspaper and was engaged in the stationery business in 
South Carolina, died a few weeks before he did. Both are 

families.—W. B. C. 

+t F&F +& 

Edgar S. Patterson 

The death of Edgar S. Patterson was announced with 
sincere regret recently by the Art Metal Construction Com- 
Y. Mr. Patterson had been con- 


survived by 


pany, Jamestown, N. 
nected with Art Metal for some time and was manager of 
the Pittsburgh branch office at the time of his death, 
Wednesday, February 6, 1929. 

A 


Bert G. Cobb Moves to Oklahoma City 


Bert G. Cobb, who recently connected with the 
Robert Cook Company, Okmulgee, Okla., moved to 
Oklahoma City and become associated with the Standard 


was 
has 








Office Supply Company of that metropolis. Mr. Cobb is 
BERT G. COBB 

in charge of the department handling machine posting 

equipment, visible records and devices, office furniture, 


filing equipment and sundry supplies. 

Mr. Cobb has moved his family to Oklahoma City and 
is now comfortably settled in his new home. 

aa ee 
Raynes Davis to Open Office Soon 

Raynes Davis, who is the Pacific Coast representative 
of the Parrot Speed Fastener Corporation, New York City, 
expects to Angeles, Calif., very 
shortly from which he will serve the trade. Mr. Davis has 
been connected with the stationery field for some time and 
is very well known to dealers on the coast, having lived 
He will represent the 
as well as 


open an office in Los 


in that territory for several years. 
Jaclin Stationery Company, New York, N. Y., 
the Parrot Speed Fastener Corporation. 
RE Siew 
Jack Linsky in Europe on Annual Trip 

Jack Linsky. proprietor of the Parrot Speed Fastener 
Corporation, New York, N. Y., left February 23, on the 
S. S. Olympic for his annual trip to Europe. He will 
remain abroad about six weeks. 

[he journey is made in the interests of the line of im- 
poried goods handled by Mr. Linsky’s company and also 
to care for some matters pertaining to the Parrot Speed 
Fastener, which enjoys a wide distribution in this country. 
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ill the Easter Season mean 
business for you-the Printer? 


Next to the Holiday Season, Easter is the greatest buying 
season of the year. Furthermore, it ushers in general Spring 
buying. Business houses which cater to the varied demands 
which the Easter and the Spring buying seasons create, are 
laying their plans right now to get their share of this business. 
efnd their plans include Printing. You ean get your share! 


Goes Line Will Help You 


GOES Easter Letterheads, with their timely designs and beautiful colorings—likewise the color- 
ful **All-Year’’ Letterheads... GOES Art Advertising Blotters and Folders which offer almost 
unlimited advertising possibilities ... the Advertising Coupons, ete.! Bring all these *‘Printers’ 
Helps” to the attention of your customers and prospects through the mail, and by personal calls, 
and you will get your share of this profitable business. 


Send Today for Sample Sets 


Equip yourselves and your salesmen. Send today for full sample sets, with suggestions as to where 
and how to sell. Put them to work. Thus will the Easter Season mean money for you. 


GOES LITHOGRAPHING COMPANY 


49 West Gist Street 83 (4253) 33 Chicago, Illinois 











ROBARCO 





ADDING MACHINE ROLLS 


MANUFACTURED IN OUR OWN PLANT 


Every roll firmly wound, with smooth edges, 
free from breaks and lint—standard widths 
—special sizes to order. 
No. 900 ADMA BOND—a high grade hard 
finish Bond. 


No. 700 UNIVERSAL—a fine white Writing 
—our “‘best seller.” 


No. 600—S T ERLIN G—a hard finish white 
Print—recommended where price is a 
consideration. 

2- 5/16” rolls packed 100 to carton. 
3-15/32” rolls packed 50 to carton. 


PRICES ACCORDING TO QUANTITY—-send for sumples and quotations 


ROCKWELL-BARNES COMPANY 


1511 WEST 38th STREET CHICAGO, ILLINOIS 
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The Line of Lowest Ultimate Cost 


























An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 


Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 


samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U.S. A. 











AN ORPIN DESK 


Full Size 


It Takes 
The Eye 


A Stout 


Frame 


Capable 





Here is clean dignity of line, smooth, simple carv- 
ig, withal a high power desk for a vigorous pro- 
jucer. It is made either in mahogany or walnut, 


and regularly equipped with the Sesamee combi- 
nation lock—no key to lose, just flick the wheels. 
It is priced at a figure in range of practically every- 
one needing office furniture, a great desk for office 
equipment dealers. Write the Orpin Desk Com- 
pany, 121 Medford Street, Charlestown, Mass., 


for details. 
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‘Conditions in German Office Appliance Trade—Continued 


from Page 25) 


serlin was the largest exhibition ever held in that city. 
Consideration must also be given to the Leipsig fair At 
the Berlin exhibition among the striking features were some 
new bookkeeping machines which could be applied to Ene- 
sh currency New calculating machines were also shown 
ikewise addressing machines, showing developments never 
seen before \ new kind of bookkeeping machine was 


arge number of entries 


shown, to be applied to a 

(iver fiftv per cent of the American exports in the ofhce 
equipment line are sold to European countries Chis shows 
the great value of the European Continent to American 
manutacturers 

It is estimated that there are about two mullion type 
writers in use in Germany and that 400,000 boxes of carbon 
paper and 250,000 dozen of ribbons are needed to supply 
the .vypewriters in use German manufacturers of ribbons 
ind carbons nearly cover the whole market in this country 
but a certain share is left for American concerns 

ihe business in duplicating machines is in good condition. 
This refers to hand apparatus and rotary duplicators. The 
Gestetner duplicator has been well known for many years, 
but in the meantime, several German makes have been 
improved and their sales organizations are putting out 
vigorous competition against foreign machines. The Roneo 
is still a factor in the German market and shows some 
recent improvements. Both the Edison Mimeograph stencil 
machine and ihe Multigraph are doing well, with some 
<ompetition 

[ype duplicators as a whole are not so numerously pur 
«hased at the present time, although there seems to be a 
<lemand for a solid, flat bed type printing machine. 

There is undoubtedly a good future business in adding 
machines at a reasonable price. Sales of these machines in 
Germany have not yet reached the volume that they will 
undoubtedly reach later 

General business is slow, but it is hoped the vigorous 
pushing of sales will substantially add to the dealers’ income 
and that the situation during the coming year may be 
mproved.—FE. R. B 

> 
Some German Carbon Paper Advertising 

\ German carbon paper house recently utilized a sheet 
1 black silk paper with white decoration and white print 
ing to tell the story of the permanence of their carbon pa 
per impressions. An inheritance case had dragged its slow 
way through the courts for many years. Finally, when 
the heirs were all but exhausted, there turned up the per 
fectly preserved copy of a key document made years before 
vith a sheet of Blank’s black carbon paper, and presto! 


he case was immediately ended and justice was done 


~_ : 
Italian Concern Extends Export Activities 

Ing. C. Olivetti & Company, Ivrea, Italy, manufacturers 
§ the Olivetti typewriter, have organized the Hispano 
Olivetti S. A., Via Layetana 37, Barcelona, Spain, for the 
purpose of extending their export business and enlarging 
the sale of Olivetti typewriters in Spain. Ing. Camillo Oli 
vetti is president of the new concern, which has a capiiali 
vation one million pesetas or about $193,000. 

—_ 


Eberhard Faber Products Featured Abroad 

\n attractive and handsome display of Eberhard Faber 
pencils and erasers was arranged recently in the windows 

Hazell, Watson & Viney, Ltd, 160 Shaftesbury avenue, 
London, W. C. 2, England. This firm is the Eberhard 
Faber representative for Great Britain and Ireland. It is 


known as one of the foremost stationers abroad and has 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





POCKET SEALS SPECIMEN IMPRESSION 


TT! 


Cooke Self - Inking 
Rotary Dater Rubber Stamps 











BADGES METAL CHECKS 
MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 28 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 














STABILO 
Thin Colored Pencils 


A Handy Outfit for the Draughtsman and Architect 


An excellent writing utility for every conceivable purpose. Put up in a 
handsome compact package at the nominal retail price of $1.50. 





Write for Discounts 


SWAN PENCIL CO., Inc. 221 Fourth Ave., New York, N. Y. 
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HW BERKSHIRE 
TYPEWRITER 
PAPERS 


; 
| 
| 
| Please the stenographers because they know that 
| erasures can be made—that the typing will show 
| up nice and clear—that the edges of the paper 
| are trimmed—that the container is a good strong 
box and that the stock will be uniform to the 
last sheet. 

| 

| 











UARANTEEDnaotto spiit, 

warp or crack. Guaran- 
teed not to sift dust or ashes 
onto the floor. Guaranteed to 
uphold the dignity of your 
office while performing the 
lowly task of keeping things 
neatand clean. That’s Vul-Cot 
—the hard vulcanized fibre 
wastebasket. Buy them by the 
dozen, one for every worker. 
At your stationer’s in maroon- 
brown, olive green and ma- 
hogany, oak or walnut grains. 


Vil “C0 f National Vulcanized 
Fibre Company 


-the national wastebasket ington, Del. 


Coaramiced iS 








The thirty million readers of these magazines know only 
one wastebasket by name—Vul-Cot! So it’s the Vul-Cot 
dealer who gets their business. Is your store linked 
up with this advertising? If not, write ua for the facts 


National Vulcanized Fibre Co., Wilmington, Del., U.S. A. 





large printing works in London and Aylesbury. The 
Shaftesbury avenue location is the center of a busy district 
and the Eberhard Faber products exhibited were studied 
with interest by thousands. 

Another leading European stationer, W. Benediktus, Rot- 
terdam, Holland, featured Eberhard Faber products in its 
window displays recently. The exhibits were striking and 
proved themselves worthy of presentation by inducing 
many prospects to become customers. 

a 
Almost Any Day’s a School Day Now 

rime was when we thought we were through going to 
school when the principal or the president got us up 
before several hundred smiling relatives and friends and 
placed in our trembling hands a rolled sheepskin, which 
testified, in Latin, that we had completed the course pre- 
scribed successfully, et cetera and sometimes cum laude. 
But now, having gotten out in the world and gone into 
business, we find ourselves still confronted with the black- 
board, the piece of chalk and the eraser. But instead of 
fractions and geometrical problems, we study graphs, 
charts and diagrams. We are lectured on salesmanship and 
what not, and we have to apply the lessons, too, which is 
more than we ever had to do in school. 

Che foregoing is prefatory to some deservedly compli- 
mentary mention of a fine catalogue recently received 
from the Weber-Costello Company of Chicago Heights, 
lll., the school supply people. We don’t usually go out- 
side the office equipment field, and we admit our first 





ONE OF THE WEBER-COSTELLO GLOBES 


inclination was to dismiss the subject with a few lines. 
But we opened the catalogue and were immediately “sold” 
on the many uses of blackboards, bulletin boards, wall 
maps, globes, etc., outside the school classroom. All over 
the country conventions and conferences and lectures are 
going on among manufacturers and dealers and in almost 
every individual house of size. Our export business is said 
on good authority to be forty per cent of the total business 
of the country, hence the growing importance of precise 
geographical information such as only up-to-date maps 
and globes can give us 

Many offices have need of bulletin boards and black 
boards, and practically every office needs a world map or 
a suitable globe of large size properly mounted and me- 
chanically exact 

We are informed that many of the leading stationers 
have for many years regularly stocked these lines—the 
Weber-Costello Company is forty-six years old and they 
manufacture for the trade only 

Che catalogue, which contains many items not here men- 
tioned, is an attractive brochure, handsomely illustrated on 
cream stock. It contains eighty-four pages. 

- 


Many a man who has been made by his enemies, has been 
unmade by his friends.—The Coach (published co—-operatively 
by the Boorum & Pease Company, C. Howard Hunt Pen Com- 
pany, Eberhard Faber Pencil Company and Sanford Manufac- 
turing Company) 
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P eople speak of “good old 49"—as a lucky year—or a lucky 
number. Significant of the gold rush--and big futures, 
of course. 

Good old “49” is still with us—as much a symbol of satisfaction, 
fast turnover, quick profits as ever. But this time it’s the stationers 
and office equipment dealers who are mining the gold of 49—the 
Roberts “49” — the world’s largest selling, popular priced numbering 


machine. 


If you've been prospecting it’s time to quit—settle down to the 
easiest selling, the fastest selling, the largest selling line—settle on the 
Roberts “49” and let turnover do the rest. Write for the Roberts 
sales plan now—1it's a bonanza! 


THE_ROBERTS NUMBERING MACHINE COMPANY 





694-710jJamaica Ave., Brooklyn N. Y. 
Western Distributors 

The Superior Type Co. 3940 Ravenswood Ave., 
Chicago, Il. 


THE ROBERTS — 
NUMBERING 
MACHINE CO. 


TIO JaMAICA ave 
BROOKLYN N.Y 











he World's 
Largest S elling Lowest Priced, 
Numb ering Machine. 








O 


In numbering machine selling the 
Roberts way has removed the risk 





Ts dealers the old way of buying and selling numbering ma- 
chines was too much like the old, uncertain, scratch-gravel, pan- 
mining of “49”. Too much wasted time and energy, on the average, 
for too little return. 

Formerly dealers bought numbering machines this way—often taking 
some chances on slow numbers in order to geta fast-selling leader. Of- 
ten buying too many machines—or too many kinds, to equalize their 
prohts. 

Now, the Roberts “Big Six” has eliminated all this. It enables you to 
get the greatest discounts on a minimum quantity of machines which 
your own experience has proved to be quick movers. The selection is 
all your own—any six machines or multiples thereof at the quantity 
discount. 

This means no risk of loss—less capital tied up in stock, more money 
for running your business, more profits from faster turnover. Your cus- 
tomers have a good selection from which to choose—you have a line to 
answer all requirements. 

The Roberts idea is a modern idea—developed like Roberts machines 
to help you make money. Write for complete details and start standard- 
izing on Roberts Numbering and Dating machines at once. 


THE ROBERTS NUMBERING MACHINE COMPANY 
694-710 Jamaica Ave., Brooklyn, N. Y. 


ROBERT 


numbering machi 














ROBERTS NUMBERING MACHINE CO. 694-710 Jamaica Ave., Brooklyn, N. Y. 


Send me immediately (without obligation) complete information regarding the 
BIG SIX LINE and details on displaying and selling these machines. 


NAME. arn a 
ADDRESS —e rome 
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Paper Punch 


Punches Holes Where You want Them 


Carried right 
loose-leat binder 
Punches sheets 











charts, photos, 
price lists, to fit 
your Binder quick 
lv and accurately. 
llustration shows the x 
\ 
asy adjustment. Punches 
eee / NOTE NEW LIST PRICES 
ruler to any center de 4 . it ps ; ‘ 
sired Set of 3 Punches and Steel Ruler, $1.25 with fibre ruler $1.10 


You hook the little tabs - ~ . c be J 
onto the binder rings and any paper Set of 2 Punches and Steel Ruler .90 with fibre ruler 75 


















comes along is punched in an instant a > ‘ = >: e 
Punched to fit—as accurately as sheets Single Ruler, Steel ........ vees ae ee a ade eeaus 05 
bought especially for your binder Single ) - . 

Especially valuable to users of Ring NGS PURER o.oo ccnccninddes dhoseeeedees bs oanueeneane 35 
Books Makes : handy reasonable a 

. ~ 

priced adjustable office punch SEL) eo 

The Gail is not a toy but a pract <Z/N\\S> 
punch 

The fiber ruler r which the punches 
are mounted is divided into inches an 
fra n 
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Distributors for Cushman & Denison Write for Latest Catalogue. 


} 






‘ Mfg. Co. ' 
MI 4°—~ i ee NGC: Wy yee 
Il Wn USS 


| 
1091llLeonard St. ~S-RPORA | 
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Are You Acquainted with 
Old Town Products? 


Why Not Sell Old Town “Hermetic”? Typewriter Ribbons and 
‘“‘Triple-Wear’’ Carbon Papers? They Will Increase Your Good Will. 


LD TOWN Ruzon ¢Canzon Co. tne. 


aan, BROOKLYN. N. Y. a 
San Francisco England 
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S ‘HE MAGAZIN 
= OF BUSINESS 


Advertised Since 1839— 
Bigger and Better than ever in 1929 


Dealers interested in a big Loose-Leaf line worth pushing, will find it this year in Moore's. 






















Complete. High-grade. Reasonably priced. Liberally advertised. 


—Moore’s Security Binders. 


MOORE’S PRODUCTS Moore's Loose-Leaf Records. 


Moore’s VISIBLE Systems in book form, the basis of 
Moore’s Binders lvan Allen-Marshall’s famous Stock Control System as 


Are DIFFERENT well as other widely adaptable applications of the Book 


Loose-Leaf. 

During 1929, as always for 89 years, Moore’s line will be widely advertised to the consumer 
for a direct tie-up to dealers. Notice Moore’s advertisements regularly in the business publica- 
tions indicated above, as well as our schedule in the big mass magazines like “Colliers,” “Literary 
Digest,” “Review of Reviews,” and 11 trade journals covering leading industries. 


Write today JOHN vm MOORE CORPN. Established 1839 


for Samples, Terms. 5112 Stone St., Rochester, N. Y. 


MOORE S$ ‘2 SYSTEMS 


In Use In More Than 300,000 Offices 


more SP EED with the “BABE” 


‘ ——— ic 
<pEEDa. 
3 “Babe” is the new fastener—the speed fast- 





ener. It’s the fastest made and the low price 
makes it most attractive. 
List Price 
% $3.50 West of 
Mississippi River 


The low price also makes “Babe” an over-the- 
counter item. No “specialty salesmanship” re- 
quired ; instead, just display “Babe” and sales 
soon start. 





With the handsome counter display “Babe” 
shows up to the best advantage. Its striking 
colors are “stoppers”—interest is aroused and 
sales made. The counter display is included 


with all initial orders. Better send yours 
today. 

‘2 PARROT SPEED FASTENER CORP. 
3388 BROADWAY NEW YORK, N. Y. 


Point sharpened sta- 
ples in frozen Blocks 
40 cents per 1000. 
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Weddings 





Thrower-Miller 


John M. Miller, well-known stationer and office appliance 
dealer, and proprietor of Miller’s Book Store, Atlanta, Ga., 
was married on February 12 to Mrs. Rhoda W. Thrower. 
The ceremony, which was performed by the Very Rev. Rai- 
mundo de Ovies, Dean of St. Philip’s Cathedral, took place 
at the home of the bride. Only the family and a few imme- 
diate friends were present. After the reception Mr. and 
Mrs. Miller left for a short trip to Miami and other points 
in Florida.—J. H. R 

— 


Birthdays 


Miss Trisa Helen Marine 

February 13, 1929, a new name was added to the family 
1oster in the household of Carl Marine, who has been sell- 
ing L. C. Smith typewriters in the Chicago territory for the 
past fifteen years. Trisa Helen Marine is the newcomer’s 
name. She tipped the beam at six and three-quarters 
pounds when she arrived. Miss Trisa Helen is the fourth 
child to bring joy to the hearts of Mr. and Mrs. Marine. 

- 


Master David I. Rich 
Mr. and Mrs. J. S. Rich, Detroiit, Mich., welcomed 
David I. Rich to their home February 4—a 734-pound 
youngster, who shows promise and is expected to carry 
along the family name in typewriter circles. Dad is man- 
ager at Detroit for the Woodstock Typewriter Company, 
and friends in the business rejoice that riches are still to 
be had in typewriterdom 
a : 
J. S. A. Wittke a Great Grandfather 
J. S. A. Wittke, head of the J. G. Shaw Blank Book 
Company of New York, is now a great grandfather, and his 
son, W. C. Wittke, is a grandfather. The latter’s daughter, 
Mrs. Morgan, on February 11, gave birth to a daughter, 
Patricia Joan Morgan, who weighed at birth seven pounds 
and eight ounces. Office Appliances offers felicitations 
ie ; 
Robert Saul Levy 
Since December 5, 1928, Mr. and Mrs. Irving Levy have 
been the proud parents of a son named Robert Saul. The 
newcomer is the second son to grace the Levy household. 
Mr. Levy, who is connected with the Art Steel Company, 
New York, N. Y., has been the donor of a good many 
cigars since the appearance of Robert Saul. 
iinwcatan 
Marjorie Jean Stoltz 
January 3, 1929, Marjorie Jean Stoltz came into the world 
to gladden the hearts of her parents, Mr. and Mrs. Eugene 
X. Stoltz. Mr. Stoltz is vice-president and treasurer of 
the Western Furniture Company, St. Louis, Mo. 
‘ ——— 
Miss Elaine Ann Yaffa 
Mr. and Mrs. H. S. Yaffa are the happy parents of Miss 
Elaine Ann. The proud father is connected with the Bos 
ton branch of the L. C. Smith & Corona Typewriters Inc 
- 
Exports of Sales Show Increase in 1928 
Commerce Reports] A considerable increase was noted in the 
United States exports of safes and vaults in 1928. Comparative 
figures are 
Safes and vaults—(1927) 14,751 items @ $844,113; (1928) 18,810 
items @ $1,016,659 


Bank and safety deposit vaults and equipments—(1927) $452 
206; (1928) $842,402. 
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At Last! 





Water Coolers 
that can be displayed 
with pride in any office 


There is no longer any reason for con- 
cealing water coolers, for the new 
Cordley 20th Century Cabinet Coolers, 
Model 800, are just as handsome as any 
other piece of modern office equipment. 


A good sized waste container and a com- 
partment in the cooler for used paper 
cups keeps things spick and span around 
the cooler. Space under the cooler, out 
of sight, for an extra bottle of water. 
This cooler holds the ice twice as long 
as the ordinary type of cooler. 


A handsome paper cup dispenser that 
attaches right to the cabinet will be fur- 
nished free to the purchaser of the 
cooler. 


Mail coupon---Get the full story! 


Cordley & Hayes. 
12 Leonard St., N. Y. 


Please send full information about the new Cordley 20th 
Century Cabinet Cooler, Model 800, with prices and plans for 
me to cash in on the aroused interest in drinking more water. 


Name. , , Seen ° . . oc vencesounhibed 
Street and No ; ‘ coeevesegceus 


CHEF conse crccccecscsesssdvcsesevcess State 2... ccesscevcccsecs 
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Seattle Dealer Leases Important Office Building 

Karl R. Terry, president of the Seattle Office Equip- 
ment Company of Seattle, Wash., has taken a long term 
lease on the Veterans’ Building at Fourth avenue and 
Spring street. The consideration is said to be $200,000. It 
is stated that Mr. Terry will spend about $150,000 addi- 
tional to alter and improve the building and develop it as 





an office equipment center Extensive remodeling is 
planned. 

The Seattle Office Equipment Company recently sold its 
building in the uptown reta‘] district and the present lease, 
which was consummated February 8, marks a new and 
important venture by this company Terry is widely 
known in the stationery trade, having been connected with 
the Lowman & Hantord Stat‘onery Company here for 


many vears ( R. 


> 
E. J. Sullivan Promoted by Remington Rand 


\s part of the celebration of his twenty-fifth anniversary 








with the Remington typewriter organization, Edward J. 


Sullivan, for the past fifteen vears local manager at Rich- 





mond, Va, was promoted by Remington Rand Business 








Service, Inc., to the regional managership of the territory 


For Every Business Need embracing the states of Virginia and North Carolina. 


Hotchkiss has been a pioneer in the development of 
better paper fastening devices since 1894. Today there 
is a Hotchkiss Automatic Paper Fastener for every busi- 
ness need. And the Hotchkiss name and reputation are 
known throughout the world—making Hotchkiss prod- 
ucts the accepted leaders, easy to sell and profitable. 


HOTCHKISS 


STAPLING PIACHINES 


Comprise a complete line, recently increased by the 
addition of the new Model 2A Hotchkiss Wire-Stapling 
Machine. From this line your customers can choose 
just the models they want, just the machines they 





need—that’'s why so many leading stationers standard- EDWARD J. SULLIVAN 
ize on Hotchkiss, the leading paper fasteners. All sta- 
tioners are invited to write for price lists, catalog and descriptive The Remington oftice at Richmond has been in active 
circulars giving full particulars about the Hotchkiss line. Let RE 1883 all ae Ales been rh 
us prove to you that standardizing pays. Pet ee om Ss Pea eS ae Me date * 
late John B. Culpeper, a veteran typewriter man, served 
THE HOTCHKISS SALES CO. 1s manager there for over twenty-five years 
Norwalk Conn. In directing the extension of the company’s business u 


twenty-two cities and towns in the two states, Mr. Sullivar 





will maintain headquarters at the Richmond office. He 
plans to travel frequently so as to keep in close personal 
touch with the sales activities of the offices in all parts « 
his territory 

Mr. Sullivan is a native of St. Louis, Mo., where he 
started his business career in the employ of the American 
Writing Machine Company Later he moved to Virginia 
and entered the service of the Remington Typewriter Com- 
pany at Richmond. He is connected with most of the wel- 


fare organizations and civic clubs of the city and is an 





active member of the Chamber of Commerce Recently 
he served as secretary of the Rotary club. He is well 
known in Virginia and New York, where the news of his 
promotion and continuation in the service of Remington 


Rand was received with hearty approval 


= > > 
A. S. Butterfield Elected Bank Director 


\. S. Butterfield, of Smith and Butterfield, office supplies 
dealers at 310 Main street, Evansville, Ind., has been re- 











elected a director of the Mercantile Bank at Evansville, 
and also of the Morris Plan bank in the same city.— 


W. B. ¢ 
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A New Catalog of 
wbeticner Chair Actions 


Filled with valuable information for 
dealer and manufacturer alike, this new 
catalog fully illustrates and describes the 
complete line of Bettcher Pressed Steel 
Chair Actions. 

Bettcher Chair Actions are being used 
by an increasing number of chair manu- 
facturers. They have recognized the 
many advantages of these up-to-date chair 
actions and are profiting accordingly. 











Send for a copy of this new catalog 
today and learn about the superior 
features of Bettcher Chair Actions. 


The Bettcher Stamping & Mfg. Co. 


3106 W. 6list St. Cleveland, O. 
General Motors Bldg Knickerbocker Bldg. 
Detroit Baltimore 
23 S. Jefferson St., 
Chicago 





Bettcher Chair Actions are fully protected by our own Patents. 
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Every Dealer Can Offer S A T I S F A C T l O N 


DISPLAY 


No. 731 Sanitary Typewriter 


D E ~ K S Desk in Oak 





In almost every office, the desk equipment is most important. executed with a view to ultimate satisfactory perienmante, 
; . Seconding this matter of desk quality and likewise worthy o 

Ww ’ . » @ appearance - . - - : - 
hether there are two or three, or fifty = attention are details of shipment and delivery. Evansville is 


LL __ LL —_ ESS] SOS SS 


and service exercise a powerful influence. An installation of in direct rail communication with most markets, assurin 
EDCO DESKS is a continual reminder of the good service prompt fulfillment of orders, in first-class condition. We'l 
of the dealer who sold it Every detail of manufacture is gladly explain our service or send our catalog. 


EVANSVILLE DESK COMPANY . - EVANSVILLE, IND. 


——__ === === = SSS) 
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Co-operation 
} The dealer who han- 
H dles Imperial Desks 
; . 
ii, gets cooperation. First 
Lit Ht) the Imperial Line is 
designed to meet the 
needs of large and 
|; small business offices. 
th It is priced to sell 
and make a profit for 
| the dealer. 
itil; Imperial advertising, 
we mailing literature, en- 
UT velope enclosures, etc., 
— bring customers into 
your store 
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No. 1261 Flat Top 
60"x34"x30" High 


A LINE IT PAYS TO TIE TO 


your profits if you tie to the Imperial Line. 
















You will increase your desk business and 
Let us tell you more about it. 
Send for Catalog No. 28 





| IMPERIAL DESK COMPANY, EVANSVILLE, IND. a 


1929 
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Choose from the Polar line of 


| Polar Mfg. Co. 


119 N. 4th St. 





Office 


Accessories 


Confident that your trade will wel- 
come these practical and pleasing 
office items if they are not already 
familiar with them, we urge you 
to go over our list, select a suit- 
able assortment and feature them 
for the coming season. 


The Polar line is composed of 
items made to supplement and 
complete the furnishing and equip- 
ment of the modern office. Note 
in the illustration the generously 
proportioned conference desk pad, 
the period waste basket with dec- 
orated panels, the office screens, 
the tickler file and the period cor- 
respondence tray. We have many 
other items for use in the general 
office. Write for catalog. 


Philadelphia, Pa. 
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New Concern Organized in Jasper, Indiana 
Che Jasper Seating Company is the name of a new chair 
manufacturing concern organized at Jasper, Ind., and arti- 
cles of incorporation have been filed with the secretary of 
The capital stock is $150,000. The 
Joseph, 


state at Indianapolis. 


eflicers and directors are as follows: Louis P. 
president; George R. Wilson, vice-president; Leo C 
secretary; Louis T. Koerner, treasurer; Dr. Leo A. 
Alva Elhott and John S. Eckert. 


Che new company is composed of many of the officers, 


Jahn, 
Salb, 


directors and large stockholders of the well known and 
Work will begin 


erected on 


highly successful Jasper Chair Company. 
shortly on the company’s new buildings to be 
Vine street in Jasper. It is announced that practically all 
the stock in the new company has been spoken for. Mr. 
Joseph and Mr. Koerner will have charge of the sale of 
is announced.—W. B. C. 
—_ 

G. H. Bosse May Enter Evansville Mayoral Race 

Many of the friends of Gilbert H. Bosse, president of the 
Imperial Desk urging 
him to get into the race for the Democratic nomination for 
Evansville in the May primary, but Mr. 


the stock, it 


Company at Evansville, Ind., are 


mayor of Bosse 
has not yet consented to permit the use of his name. He is 
the late 
times and 


the nephew of Mayor Benjamin Bosse, who was 


elected three who had a fine record as a chief 
executive. Gilbert 


the Democratic party in Evansville for the past few years 


Bosse has been one of the leaders of 


and he also has been unusually active in civic affairs. Dur- 
ing the last presidential campaign he served on the Demo 
cratic state finance committe —. me 
a 
Mansfield Typewriter Company Moves 
The Mansfield Typewriter Company, Mansfield, Ohio, 


East 


location is on 


has moved from 19 


street. The new the ground floor and is 


much larger and more centrally situated. 

The company is an authorized dealer for L. C. Smith 
& Corona Typewriters, The Fireproofing 
Company, the Portable Adding Machine Company and the 
General Office Equipment Corporation, and also carries a 


Inc., General 


complete line of mechanical office equipment and supplies 

D. L. Burns and T 
field Typewriter Company and have actively managed its 
May, 1924. 


Burns are proprietors of The Mans- 
affairs since The company was established in 
1917 


a 


Typewriters Stolen from Underwood Agency 
On Sunday February 10, thieves entered the 
Underwood store at 15 South Sixth street, Fort Smith, 
Ark., and escaped with equipment valued at $465. 
Five new portables, one standard machine, and five dozen 
The portables, three of 


night, 


typewriter ribbons were taken. 
which were taken from the window, made up the entire 


stock. One ribbon was left by the prowlers. 

The numbers of the standard typewriier taken is 
3/11-764191. The stolen portables carry the following num- 
bers: 4-B 125337, 4-B 128921, 4-B 125511, 4-B 113211, all 


with pica type, and 4-B 195754, equipped with elite type. 
_ i) —— 


Finney Returns to L. C. Smith 


C. D. Finney has been appointed manager of the Cincin- 
nati branch, L. C. Smith & Corona Typewriters Inc. He 
joined the organization as salesman with the Pittsburgh 
His record there won the appointment as 
After a successful career there, 
From 1917 to 1926 


branch in 1905. 
manager at Indianapolis. 
he left to go into business for himself. 
he was in the automobile field 
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“SIT UP” 
easily ! 
in 

EfféEC 
chairs 





This is No. 1 Stenographer’s Chair ball bearing 
(Swivel), genuine Spanish leather upholstering, 
OPTIONAL NEW SADDLE SEAT, Rubroid oil- 
less casters, standard olive green finish; height 
17” to 21%". No extra cost for mahogany, wal- 
nut or black finish. 


CDiisine your 


own workers 


Are they comfortably seated and 
supported in the correct posture? 
Are they sitting up to their work 
or slouching into it? 

It costs no more to corectly seat 
your office or factory workers and 
it pays big dividends in increased 
efficiency. 


Ef &C 


“Scientifically Correct Chair” 
—USE THIS COUPON — 


OA 
FRITZ-CROSS COMPANY, Manufacturers, 


Guardian Bldg., Saint Paul, Minn. 


Please send me your booklet, “What Under- 
lies Efficiency,” also name of local dealer. 


Name 


Address 
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Eye-Ease at the Snap 
of the Switch 





Wherever Desk Lamps 
are needed, sell 





Science demands 
Indirect light 
Complete diffusion 


Soft shadows 


Silverglo provides 
Indirect light 
Complete diffusion 


Soft shadows 





No. 12 


Send for illustrated booklet and prices. 


Silverglo Lamps, Inc. 


300 East Federal St. Baltimore. Md. 
“The Modern Genii of the Lamp”’ 


Lest you forget!—The Silverglo Desk Lamp is an 
all metal lamp, using the modern idea of indirect light- 
ing. No replacement of glass lenses, shades or other 
breakable parts is required. All parts used approved 
by Underwriters’ Laboratories. 
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Harvard's Special Session for Business Men 


iversity is continuing its special courses fo1 


Harvard | 


usiness executives, conducted experimentally last year, 


because of the demand from business men. Seven courses 


will be offered 

Interpretation of Financial Statements, in charge of Pro 
tessor W. M. Cole, Professor T. H. Sanders, Associate Pro 
fessor R. G. Walker, Assistant Professor A. W. Hanson, 
ind H. N. Sweet, lecturer, and member of the firm of 
Lybrand, Ross Brothers & Montgomery 

Public Utility Management and Economics, in charge ot 
Protessor Philip Cabot and Assistant Professor Deane W. 


Malott 


Railway 


William 


Daniels of 


sessor 


lransportation, in charge of I’r 


J. Cunningham; and Professor Winthrop M. 


Yale 


Bank 


University 
Professor O. M. W. 
Biddle, and Associate 


Management, in charge of 


Associate Protessor C. P 
F. Doriot 

Sales Management, in charge oi 
nd Professor H. T. 
ail Distribution, in charge of Associate 
and Associate Professor N. H 
charge of Protessor Nathan Isaacs, 
Biddle, and Associate 


Sprague 
Protessor G 
Protessor H. R. Tosdal, 
Lewis 


Protessor M 


Borden. 


Re 
P. McNaw 
lrust Management, 1 
\ssociate 
lr. H. Brown 


Professor ( ‘i Protessor 


he ving and diming halls of the Harvard Business 
School will be open to members of the special session, and 
the entire facilities of the Harvard Business Library will 


a\ allabl 


ilso be 

Classes will be limited to not more than fifty men, and 

will be held four hours a day for the six weeks’ period 
July 1 to August 10, 1929 

For the past ten years,” said Dean Donham, “the 


been collecting economic material and data in 


the form of cases, problems and similar material from many 
This and 


used to indicate many of the 


different business concerns material, classified 


that it 
fundamental economic principles underlying business, serves 
problems 


organized s may be 


as he basis tor class work The use of these 


provides the opportunity for developing an analytical ap- 
» business, the acquiring of a broader point of view 
of underlying business and economic principles, and the 


with other problems o! 


active aiscussiot! executives 
common interest 
One hundred and seventy-two business men and eight 
teachers « susiness subjects enrolled in the five courses 
offered at the first session last summer. These men—the 
majorit ‘ whom have been in business from eight to 
twenty ears—came from ninety-five different companies 
twenty-six states. Their approval of the work offered 
it the special session last summer is responsible for our 
decision to hold it again during the summer of 1929.” 


> 


Big Shipment of Douglas Fir Plywood 


\ train of forty cars loaded with Douglas fir plywood 
pulled out of the Northern Pacific yards at Auburn 
Wasl Saturday, February 2 


cars of Douglas fir plywood 


Clark \ eneet 


shipment of forty 


nsigned to the R. C. 


inels was ¢ Company 
Chicago, one of the leading plywood distributors of the 
ountr 
Approximately two million square feet of plywood panels 
vere necessary to complete the shipment, the largest single 


shipment of the kind ever sent from the Pacific Northwest. 

Che plywood in this shipment will find its way into many 
different articles \ few of its principal uses in our field 
kinds, drawer bottoms 


store 


include book case s, cabinets of all 


and sides, office furniture, office partitions, show cases, 
wall paneling, etc 


tops 


xtures. table 
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|} NO MORE GLOOM—Gone is the darksome counting house with 
‘| its high desks and cabinets shutting off light and its boxed in ped- 
estals gathering dust. Office furniture dealers and manufacturers 

have driven it away with new, better designs, providing simpler ‘ 
and more effective office layout, reflecting sunshine and inducing } 
cheerful energy. The convenience and quality of Tell City Desks, ee 
constantly advancing with the growth of American business, afford = 2 ELL = 
bigger opportunities to office equipment retailers. Your inquiry : 
will have prompt attention; catalog awaits your request. ANU TUTTI TTT 
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During Transfer Time Feature 
BEN TSON bices 

FILES 
These popular steel cabinets and transfer 
cases will add to your profits during transfer 
season. Strong construction, easy, quick 
operation, various sizes for all requirements, 


attractive olive green, mahogany and walnut 
finishes, are features. 


Stationers interested in good grade steel files 
of moderate cost, should write us for descrip- 
tive matter, prices and discounts. 





Bentson Mfg. Company _ iis." 


Aurora, Illinois 





Bentson 800 line 4-drawer 
letter cabinet Also made New York R 
counter height and in cap size — we s 


epresentative 
4. H. DENNY, Inc. i 
356 Broadway Near Leonard Street 


Pacific Coast Representative 
SCHUBERT OFFICE SPECIALTY CO. 
1403-5 S. Hill Street, Los Angeles, and 

580 Market Street, San Francisco 





The Bentson Transfer Case with 
stacking, interlocking feature. 





Bentson 1100 line counter | 
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AMES MEANS EXCELLENT SERVICE 








Many Successful 
Typewriter Dealers 


assure satisfaction to their customers by depending exclusively on AMES 
as a source of supply for typewriter parts, tools and rubber platens. By 
concentrating their needs for these supplies in one order, they save valuable 
time and much trouble and expense. 


Branch offices, conveniently located, provide quick service in supplying tools, 
rubber platens, and wide selection of parts. Orders for these goods are 
shipped 24 hours after they are received. By devoting our service to the 
trade, we leave the retail field entirely to our dealers. 


If you buy AMESCO platens, you know we give every order utmost atten- 
tion; why not obtain the same service for typewriter parts and tools? 


Remember that 


Ames Means Fixcettent Service 


AMES SUPPLY COMPANY, 564-572 W. Randolph Street, Chicago 


Branch Office and Export Dept. Great Britain Office Branch Office 
50 Lispemard &t., New York Longs, Ltd. 507 Mission &St., Sam Francisce 
78 and 80 Queen Street, London BE. C. 4, England 


TYPEWRITER PARTS — TYPEWRITER TOOLS — RUBBER PLATENS 


ATTENTION STATIONERS! 


ACME STAPLE Bind- 


ing Machines can be sold 












































on sight to every customer 


omnes for office work and 
i 


stapling samples together. 

ACME Stapling Binding Machines and by their faultless per- 
are unequalled for fastening docu- ‘Sr ae see 8 og 
ments, letters, imvoices, proots or formance willincrease 


sheets of paper together 
ACME Staple Binding Machines 
are made especially for heavy duty. 


vour business. 





Parts are interchangeable, and any 
part needed can be supplied at once 
Send us a copy of your mailing list 
os . Used by insurance companies, 
and we will forward literature over inva, Gepenations, 402. 


your name for vouchers, documents, etc. 


ACME Staple Binders are the only 
binding machines designed, built and 
distributed complete from our tactory. 


WE GUARANTEE OUR PRODUCT 


Write for Special Dealers’ Proposition 


ACME STAPLE CO. 


Est. 1894 
1643 Haddon Avenue Camden, N. J. She Siege Goh gree Se 
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On the Outside Looking In 


Current Comment on the Copy and Plans of the Manu- 
facturers and Distributors of This Field, and Brief 
Reviews of Magazine Articles of General Interest 


Aladdin Manufacturing Company.—0O. Sackstader, Jr., general 
manager of this company, contributed to Printers’ Ink “No 
Price Haggling with This Advertised Line.” 

Addressograph Company.—Sales Management and Advertisers’ 
Weekly published “More Facts and Less Bunk in Letters to 
Salesmen.” Lee Comegys, assistant to the sales manager, indi 
cated in his contribution to this symposium that his company 
does not use general letters of the inspirational type for sales 


men The company’s semi-monthly house organ carries such 
matter, as well as technical information of importance 
Dennison Manufacturing Company. — Printed Salesmanship 


published ‘“‘How Dennison Reaches Specific Industries by Di 
rect Mail,’ written by Edward Mott Wooley. 

Dictaphone Company, Ltd.—‘‘How Dictaphone Built Up a 
Market in Britain’ was contributed to Sales Management and 
Advertisers’ Weekly by Thomas Dixon, managing director of 
the British Company. 

Joseph Dixon Crucible Company.—Printers’ Ink published two 
letters showing how a criticism was handled. The response 
from the pencil manufacturer was commented on as an ex 
cellent example of converting criticism into a medium for cr+ 
iting satisfaction and good will 

Eberhard Faber Pencil Company.—‘Eberhard Faber Concen 
trates Lines—and Puts Them on the Counter’ in Sales Man 
agement and Advertisers’ Weekly told of the new merchandis 
ing plan of this pioneer pencil manufacturer. The article was 
illustrated with a picture showing the new counter display 
contrasted to the usual shelf arrangement of elaborate lines of 
pencils 

Remington Rand Business Service tiInc.—‘‘The Advertising 
Gallery” in Sales Management and Advertisers’ Weekly showed 
the Remington Noiseless ad depicting an office woman of 1904 


with the typewriter of the period, ““‘This is the Correct Costume 
for the Operator of a Noisy Typewriter.”’ The ‘Gallery’? com 
mented on the ad: “‘Remington uses an effective figure for im 


pressing buyers who are inclined to stick to out-of-date 
methods.”’ 

Remington Rand Business Service Inc.—That powerful Rem-— 
Rand ad running in general and business publications, ‘‘He 
Played Hookey for Three Years .. .” received recognition 
in Printers’ Ink “Copy That Keeps the Reader Nodding in 
\greement” reviewed several outstanding advertisements 
Emil Brisacher, who wrote the Printers’ Ink article, said that 
the ad carried him along with the “hookey” artist, for every 
man doing creative work of any kind knows how new ideas 
come while relaxing in unfamiliar environment 

W. A. Sheaffer Pen Company.—The Magazine of Business 
(Chicago) published “Cabbages and Fountain Pens.” It nar 
rated the establishment of a policy regarding the sample lines 
carried by Sheaffer travelers, calling for a sample case showing 
the complete line, rather than a selection of but few items. 

Yawman and Erbe Manufacturing Company.—‘A Credit Man 
ager Travels and Helps Sales’’ was contributed to Printers’ Ink 
by Charles E. Zonnevylle, credit manager for “‘Y and E.”’ 


Articles of General Interest 

The National Printer Journalist published an article on cor 
rect posture for newspaper workers 

BE. J Heimer, sales manager, The Barrett—Cravens Com 
pany, wrote for Printers’ Ink “Taking the Kinks Out of the 
Sales Convention.” 

Walter F. Wyman, general sales manager, The Carter’s Ink 
Company, contributed “‘Keys to Sales Success in Canada” to 
Sales Management and Advertisers’ Weekly. 

George W. Lee, manager of the check writer and check 
signer department, The Todd Company, contributed to Printers’ 
ink “Our Weekly Sales Record Was Broken Four Times in 
1928.”" 

‘Checking Advertising’’ was published by System to show 
the methods followed by The Gilman Fanfold Company The 
article was written by G. E. Russell, the company’s sales pro- 
motion manager. 

H. C. Grubbs, commercial vice president, Victor Talking Ma- 
chine Company (erstwhile of The Dalton Adding Machine Com 
pany) contributed to Printers’ Ink an article, “Getting Dealers 
to Stock the Higher Priced Articles.” 

Foreign Themes in American Advertising’’ was an important 
irticle in Printers’ Ink Monthly It was contributed by :, oe 
Lank, assistant export manager, chemical products division, 

I. du Pont de Nemours & Company. 

“Europe Is Now a Good Market for American Products” was 
contributed to Management by M. S. Eylar, vice president of 
the General Office Equipment Corporation and export director 
of the Underwood Elliott Fisher Company. 

E. J. Heimer, sales manager, The Barrett—Craven Company, 
contributed to Class, “Is It Sound Sales Policy to Call on Small 
Industrial Plants?’’ The merchandise considered in this article 
was lift trucks, platforms and portable elevators. 

‘‘Making It Easy for the Salesman to Fight for the House”’ 
was an interview in Printers’ Ink with Nelson Durand, vice 
president, Thomas A. Edison, Inc. The article described a plan 
which aided in solving a problem of management. 

Printers’ Ink published “Sales Compensation Methods Not 
Peculiar to Certain Fields.’’ Contributors to this topic were 
Herman Price, manager pencil department, Joseph Dixon Cru- 
cible Company, and A. G. Frost, vice president, The Wahl 
Company. 

Printers’ Ink published ‘“‘Color and Design Helped ‘Fabrikoid’ 
Enter Home Market.”’ The article told how this Du Pont 
product, formerly one element in manufactured products, was 
brought to the service of American homes, and in a manner 
which preserved the identity of ‘‘Fabrikoid.”’ 

The Magazine of Business published “When Should a Busi- 
ness Mechanize.”’ This considered the use of specialized ma- 
chinery to improve production and increase output. The article 
cited an innovation by the L. E. Waterman Company which 
utilized a machine developed by the organization to conduct 
operations on pen points too small to be handled by human 
fingers with precision and uniformity. 








OVER A MILLION 
are in service 








Throughout the world, wherever checks are written, you will 
find Todd Protectographs and Todd Check Signers in the 
service of modern business. Today more than a million Todd 
machines are protecting funds in transit. They have an ac- 
cepted, an established place in business routine. Not alone 
because of the security they bring to the use of checks—but 
for the saving of time; the saving of labor and the simplifi- 
cation of routine they accomplish. They operate with modern 
speed! 


The new Century Protectograph is a model of simplicity, 
balance and speed. It is considered the greatest value ever 
offered in a moderate-priced check writer. Offices throughout 
the business world have enthusiastically welcomed this fast, 
versatile, adaptable machine. 


Todd Check Signers have relieved business executives of the 
tedious, time-wasting, expensive practice of signing checks by 
hand. The Single Voucher Unit, for offices of moderate size, 
signs 1200 checks an hour. The Six-Unit Check Signer signs 
7500 to 9000 checks an hour. Think of what such speed saves 
in executives’ time! 


The Todd System of Check Protection is inseparably associ- 
ated with modern business efficiency. Consult a Todd repre- 
sentative, without obligation of course, on any question of 
check preparation. 





Todd Expansion Creates Opportunity for 
Salesmen 


National advertising identifies the Todd name with the pro- 
tection of bank accounts—business and personal. New models 
are being made for a constantly widening market. This era of 
expansion means opportunities for men who can qualify to 
represent a progressive organization. If you are interested, 
write to us at once. The Todd Company, Protectograph 
Division (Est. 1899), 1129 University Ave., Hochester, N. ¥. 
Sole makers of the Protectograph, the new Super-Safety Checks 

and Todd Greenbac Checks. 


TODD SYSTEM 
OF CHECK PROTECTION 


The Protectograph eliminates a large percentage of 
all check frauds by preventing rai amounts. 


Todd Greenbac Checks, with their patented self-can- 
celing features, prevent cha of ee’s name, 
date and number and “counterfeiting.” 


Standard Forgery Bonds cover the remaining check- 
fraud possibilities, namely, forgery of signature and 
forgery of endorsement 
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@he Chain Stores have 
the RIGHT IDEA e 


"T iat Cc. HOWARD HUNT PEN COMPANY has always main- 
tained that the proper way to sell merchandise is to openly 
display it. A visit to the nearest “V and X" store will show 
that it’s auccess is based on this plan. Each item is neatly but 
openly displayed, not merely in the box but where the customer can 
see it and examine it. 

Appreciating, however, the desirability of selling certain articles in 
small] standard packages, the C. Howard Hunt Pen Company has 
evolved for the dealer this combination display which meets every 
pen selling requirement. 


| RUBE 


3 





The famous HUNT Pens are openly displayed in this Case, and at 
the same time are conveniently stocked in boxes of a dozen for the 
benefit of the small purchaser. 

This assortment, comprising a full selection of the popular pens of 
today, features the well known HUNT No. 513 Bow! Point, and 
provides this pen in plain steel, Silverine and Gold Plated finishes. 
In addition there are No. 97 Bronze, No. 41 (Eddystone), No. 30 
Nickeled Stub, No. 25 Brass Stub and No. 67 for School and Fins 
Writing; the x98 Silverine Falcon, x65 Silverine Falcon Stub, x24 
Silverine (Ledger) and x21 Silverine for School and Fine Writing. 
The New 17% x 12% x 8% Case is free with the order for this 24 
gross assortment. 





C. HOWARD HUNT PEN CO., CAMDEN, N. J. 





HUNT PENS—Nationally Advertised For Over A Quarter Century 





for partic ular people 


=» PEEDBALL 
PEN INKS 


AK 

~ THERE are few stores which do not experience fre- 
quent calls for SPEEDBALL Inks in popular colors. 

In view of the widespread demand of those friends who 
have used and applauded SPEEDBALL Pens and SPEED- 
BALL Black and White Inks*, we have prepared a line of 
SPEEDBALL COLORED INKS, specially for pen lettering. 
The eight new colors, now obtainable in the popular two 


OUNCE SIZ, are 


Emerald Mauve 
Yellow Blue 
Green Red 
Orang lurquoise 


PEE DBALI 


at 
SHO-canD In 


a 


; SPC COG! 





*supplement these with the splendid new colors 








Cc. HOWARD HUNT PEN CO., CAMDEN, N. J. 
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XG FISK 
i BUSINESS OPPORTUNITIES 


Commerce Department Trade Opportunities 





These trade opportunities compiled by the United States 
Bureau of Foreign and Domestic Commerce are definite pros- 
pects for business from abroad, reported by bureau officials in 
the foreign field Manufacturers desiring to get in contact with 
any of these prospects can secure the names and addresses 
from the bureau at Washington, D. C., or the district and co- 
operative offices listed here The names and addresses must 
not be published by the recipients 


Atlanta: 538 Post Office Bldg. » Memphis: Chamber of Com- 
Baltimore: Association of Com- merce. 

merce, 22 Light St. Milwaukee: Association of 
Boston: 1801 Customhouse Commerce. 
Buffalo: Chamber of Commerce. | Minneapolis: 213 Federal Office 


Chattanooga: 1301 Market St. Bldg. 
Chicago: Room 845, 33 S. Clark | Mobile: 317 Meaher Bldg 

St Newark: Chamber of Com- 
Cincinnati: Chamber of Com- merce. 

merce. New Orleans 225-A Custom- 
Cleveland: Chamber of Com- house. 


merce New York: 734 Customhouse. 
Des Moines: 121 Federal Bldg. | Norfolk: 406 E. Plume St 
Detroit: 607 Free Press Bldg. Philadelphia: Room 812, 80 8S 
Galveston Cotton Exchange 15th St. 

Bldg Portland, Ore.: 215 New Post- 
Houston: Chamber of Com- office Bldg 


merce. Rochester: 55 St. Paul St 
Jacksonville: 308 Greenleaf—/|St. Louis: 1201 Liberty Central 
Crosby Bldg Trust Co. Bldg 
Kansas City: Chamber of Com—/|San_ Francisco 310 Custom 
merce. house 


Los Angeles: 1163 S. Broadway. | Seattle: 820 Skinner Bldg 
Louisville: Board of Trade}! Wilmington, Del Suite 13000, 
Bldg Du Pont Bldg 


In some cases an inquiry of identical number will be found 
listed under several classifications This indicates that the 
same inquirer is interested in the various lines mentioned 


Appliances, office, Buenos \ires Argentina No 36,081; 
sole agency desired. x 
Appliances, office, Wellington, New Zealand No. 36.071; 


purchase contemplated 

Bands, rubber, elastic, Peking, China.—No. 36,450; purchase 
and agency contemplated 

Chairs and stools, plywood, Sylhet, India No. 36,453; pur 
chase contemplated 

Equipment, office, Prague, 
agency desired. 

Furniture, metal, tables and chairs, collapsible, Cali, Colom- 
bia No. 36,035; agency desired 

Furniture, office, including steel desks, chairs, filing cabi- 
nets, ete., Cali, Colombia.—No. 36,072; agency desired 

Machines, accounting, Prague, Czechoslovakia.—No. 36,242; 
agency desired 

Machines, calculating, Cali, Colombia No. 36,042 
desired 

Machines, cash register, Constantinople, Turkey No. 36,233; 
agency desired 

Machines, typewriter, Constantinople, 
agency desired 

Machines, typewriter, Peking, China No. 36,450; purchase 
and agency contemplated 

Machines, typewriter, Prague, 
agency desired 

Novelties, office, Buenos Aires, Argentina No. 36.081: sole 
agency desired 

Paper, bond, fine, 
contemplated 

Paper, writing, fine, Quebec, Canada No. 36,30 
contemplated 


No. 36,242; 


Czechoslovakia. 


agency 


Turkey.—No. 36,233; 


No. 36,242; 


Czechoslovakia 


Montreal, Canada No 6.357; purchase 


7; purchase 


Paper, writing, and envelopes, Bombay, India No. 36,433; 
purchase contemplated 

Pens, fountain, with gold points, colored or flashy styles 
Winnipeg, Canada No. 36,074; purchase or agency contem 
plated. 


Pens, fountain, and pencils, Bombay, India No. 36,433; pur 
chase contemplated 

Pens, fountain, and pencils, Rosario, Argentina No. 36,230; 
purchase contemplated 

Pens, fountain, and automatic pencils, Dresden, Germany 
No. 36,240; agency desired 

Seales, Bahia, Brazil.—No. 36,186; purchase and agency con 
templated 


Scales, all sizes, Cali, Colombia No. 36,042; agency desired 
Safes and filing cabinets, Manila, P. 1 No 6,245; agency 
de sired 


Sets, writing desk, of ‘“Bakelite,”’ Quebec, Canada.—No 
36.207; purchase contemplated 

Specialties and sundries, rubber, Buenos Aires 
No. 36,496; purchase and agency contemplated 
Supplies, office, Manila, P. L—No. 36,245; agency desired 
Supplies, office, and stationery, Vancouver, Canada No 
36,406; agency desired 

Supplies, stationery and school. Harbin, China No. 36,606; 
purchase and agency contemplated 

Supplies, stationery, Cairo, Egypt No. 36,591; purchase con 
templated. 

Stationers’ goods, Peking, China No. 36,450; purchase and 
agency contemplated. 

Stationery, Bombay, India.—No. 36,433; 
plated. 

Supplies, stationery. including playing cards, Guatamela City, 
Guatamela.—No. 36,620; purchase contemplated 

Supplies for typewriter ribbon business, including boxes and 
spools, and uninked fabric for making ribbons, Mexico City, 
D. F. Mexico.—No. 36,454; purchase contemplated. 


Argentina 


purchase contem 
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And Now—one bag. 
does the work of two 


“Kary-All” is a new type of case. For it com- 
bines an overnight bag and brief case in one. 
There’s plenty of room, too, for the necessities 
and two pockets for business matter. For quick 
trips and traveling light, it’s just the thing. 


“Kary-All” has been heartily acclaimed by all 
who have seen it. Sturdy, attractive, practical ; 
many models; all prices. Write for circular 

and discounts. 


NATIONAL 


Brief Case Mfg. Co. 
500 S. Peoria Street 
CHICAGO, ILL. 









Worthy of your 


RECOMMENDATION | 


There between the retail merchant and his 


customer when the deal relationship is formed The dealer's 
personal recommendation is often weightier than any other 
influence and his lines must be of quality to support his 
recommendation 

KUMFORT KUSHINS are becoming more and more ex- 
tensively used in the principal business centers of the U. 8. 
They exc n most of the features and service of chair 
cushions and pads They add to your comfort, protect your 
clothing, stay put on the chair, are of attractive appearance 
and made to ast a lifetime We should like to tell you 
more about them—to explain and demonstrate their quality. 
Ask about our introductory offer 


Featheredge Rubber Company, Inc. KARY-ALL 


342 West Huron Street, Chicago 














DIEMER 
PRODUCTS 


FOR 
SATISFACTION ano SERVICE 
ENVELOPES for 
S filing, mailing and 
Gesiar, ad carrying purposes, 
in RED ROPE and 
JUTE, for flat or 

Manufacturers of folded papers. Also 
Duplicating Supplies Metal End Filing 


30xes. 


Specializing in Dry Stencils 
(Mounted or Unmounted) : 
Sold to the Trade Only show a few of the 
designs carried in 

stock. 


The illustrations 





Ww. Ww. ERSKINE Samples furnished 


NORTH AMERICAN AGENT 





on request. 


320 Broadway 525 Market St. JOHN F. DIEMER COMPANY 
New York San Francisco 519 Broadway (Est. 1869) New York, N. Y. 
SEND FOR CATALOG NO. 30 
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QuickasaF lash! 


End Mistakes—Double Speed with 
Precalculated Verified Answers 


Mellicke ready-made answers to routine problems cut 


calculating time in half for Western Union, Western Blectric 
and many other users. 

Systems without training. 
levers to pull. 


Any employee can use Mellicke 
There are no keys to punch, no 
Just turn the card and copy the answer. 




























The Mellicke line consists 
of the following devices: 


Interest Calculators 
Savings Bank Calculators 
Time Calculators 

Pay Roll Calculators 
Bonus Calculators 

Unit Basis Calculators 
Dozen Basis Calculators 
Freight Calculators 
Express Calculators 
Lumber Calculators 

Coal Calculators 
Commercial Calculators 
Butter-fat Calculators 
Yard Goods Calculators 
Discount Calculators 
Water Bill Extenders 
Blectric Bill Extenders 
Price Checkers 

Vertical Cataloging 
Phone Indexes 


The Dictaform for letters, 
paragraphe and all 
data. 


Mellicke Systems meet every need, and special Calculators 
can be supplied to meet any special requirements. Let us 
show you without obligation how Melilicke systems can save 
money for your business. Write now. 


A gentse—Some valuable territories are still open. Write today. 


Meilicke Systems, Inc. 
3471 No.Clark St. Chicago, Illinois 














INK that 
FADES 






La Salle Street, Chicago, 
looking North from 


NO BUSINESS 


Tie niotives: 


Thats Why Important 
Records are Usually 
Written u wth 
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Your Clothes 
Ona 
Hickory Limb? 


ODERN offices 


are 
M fast replacing the 
old “hickory limb” 


style of wooden costumer 
with the up-to-now Sany- 
metal steel, non-tipping, 
welded-base costumer 
Beautiful baked-on 
enamel finishes harmonize 
with any interior. Prices 
compare favorably with 
“hickory limb” costumers 
Write for special folder 
and prices. 








New York Distributor 
A. H. Denny, 

Inc. 
356 B’way 








The Sanymetal 
Products Co. 


1695 Urbana Rd. 
Cleveland 





















LEATHERWEAR folders have the 
strength and durability suggested by their 
name The individual excellence of each 


file 


LEATHERWEAR paper specialty is augmented 
by the completeness of the LEATHERWEAR 
line 


The popular sizes of wallets, envelopes, 
boxes, folders, covers, etc., are carried in stock 
and ready for immediate shipment 

Write for our catalog and price list 





SANFORD'S 


EMIUM WRITING FLUID | 








McGILL PAPER PRODUCTS 


INCORPORATED 


“The Ink That Has Defied Time for 70 Years’ | 501 Seventh Avenue South, MINNEAPOLIS, MINN. 
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KER BOK ff 
PENS AND PENCILS 





Brooklyn, N. Y.—-The Ebert rd Faber Pencil Company 
eived an ornate metal plaque indicating suc ssf i 
paign in preventing accidents in the plant The Brool 
Chamber of Commerce, which made the presentati l 
ducted a general campaign to reduce accidents in industr 

Chicago, I!|.—Tom Emerson, general sales manager 
Conklin Pen Company, visited the local branch in Feb 


Chicago, Ill.—L. W Faber, of the Eberhard Faber Pe 
Company, visited the local office in February while « I 
midwest points 

Chicago, !tti—Herman Price, manager of the pencil depart 
ment Joseph Dixon Crucible Company, passed through Chi- 
cago in February on his way to the Pacific coast Mrs. Price 
accompanied him 

Chicago, Itll.—H E. Waldron, vice president and general 
sales manager, W. A. Sheaffer Pen Company, conducted a meet 
ing for Oklahoma, Kansas and Texas salesmen at Fort Worth 
in February From Fort Worth Mr. Waldron went to Oklahoma 
City, where his wife was visiting at her old hom 

Fort Madison, lowa.—George C. Holt, purchasing agent for 
the W. A. Sheaffer Pen Company, visited important producing 
centers in the east last month He looked over the markets 





preliminary to making commitments for raw materials which 


NEW MODEL A-10—DICTAPHONE BUILT 


will carry the factory well into 1929 





San Francisco, Calif..-When the “Question Mark’’ with five 
flyers made a new endurance record here by remaining in the 
air for fifty uninterrupted hours, there were sixteen Conklin E if 
pens among the five fiyers, the fueling crews and the ground 
crews, it is stated, and the pens gave complete satisfaction ven | you 
San Francisco, Calif.—The Biltwell Company of New York 
will be one of the exhibitors at the business show to be held . 
here in April Waldo T. Tupper states that the results of never ictate etters 
displaying at the New York and the Chicago shows were so 
gratifying to the company that it is arranging to exhibit its 
product hers 
San Francisco, Calif.—H. Hornbeck, branch office manager fo1 e ICTAPHONE a Ss 
The Wahl Company and J. M. Sandoe, sales superintendent for p y 
California left February 14 for the general sales convention of 


the company at Chicag Three salesmen from the California ° . 
territory are also attending the conferenc: Cordell Smith, Leaving correspondence out of the picture, 
sales representative fro the Northwest, and one salesmal . al s . 
aise Went 00 the etmbontio The Dictaphone still pays for itself in many 
San Francisco, Calif.—When Mrs. Thaden, going up from the valuable wavs. 
Oakland airport, established a new altitude for women, she . 
later called on Oliver R. Pierce manager for The Conklir . . . 
Pen Company and told how her watch and clock both froze Memos, instructions, ideas all off your 
a 20,000 feet b er Conklin en e oO 4 ; er : ; 
' 6 ee ee ee ee ee mind before they’re lost. Verbatim records of 
pen had gone back on her much of her data would have been 
lost and she called to express appreciation of its reliability all delegated work, which prevent any sub- 
She flew alone in a “Traveler 
. 4 ec ’° ee 

Toronto, Ont., Canada.—George A. Beck, office manager at ordinate from ever saying, “I forgot,” or, “I 
headquarters for the W. A. Sheaffer Pen Company, spent sev h ” 
eral days in January at the offices of the Canadian branch. thoug t you meant... 
60-62 Front street His mission was to assist the executives - 
in co-ordinating with company office practice in the United Reports disposed of, completely and ac- 
States. 


curately, and back to you in typewritten 
BIO TT IK form in less time than you could write half 


f LOOSE LEAF | ofthem. 





Baltimore, Md.—Paul A. Swartz, formerly of Allentown, Try it yourself, in your own office. No 
Penna., is now regional visible systems department manage 

temington Rand Business Service Inc., 130 West Fayett« obligation. 

street 


Chicago, Iil.—Trade visitors at the local branch of the Na 

tional Blank Book Company in recent weeks included Mr. LET on 
Williams, of the Williams Book & Stationery Company, Wi Bl AT TU 
nona, Minn., and Harry Squires, of The Columbus Blank Book 


Manufacturing Company, Columbus, Ohio. 
Detroit, Mich.—The Loose Leaf Binder & Equipment Com 


pany has opened offices at 1101 Ford building REG. U.S. PAT. OFF 


; and double your ability to get things done 


Vacationer’s Steamship Cruise Logs for Typewriting. 


Steamship companies arranging vacation cruises rovide pas- 
sengers with log books in whieh to saserd chaly Secemae, The DICTAPHONE SALES CORPORATION 


increasing use of portable typewriters by travelers has caused 


some “ene oon rns to make up the log books in loose leaf GRAYBAR BUILDING NEW YORK CITY 
form. ere’s a thought for the portable typewriter salesmar n . — - 
working voyagers as prospects. The loose leaf log is doatenet Cable Address: Dictaphone, N. Y. Code: Bentley 


for the convenience of the user of the typewriter 
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Brooklyn, N. Y¥.—-The partnership known as the Strand Sta 
t.onery, 635 Fulton street, has been dissolved, David Jacobson 
retiring The business will be continued by Harry Scrantel 
the other partner 

Chicago, Iil.—Stein Bros. Manufacturing Company 701 West 
Washington boulevard, has joined the Chicago Association of 
(‘ommerce 

Chicago, tll.—H. G. Horde: ok his family on a motor jaunt 
in February They drove to Magnolia Springs, Ala where 
E. Y Hords has a plantation of extended area 

Chicago, ttl.—Ernest J. Hazel, Jr of the Lockwood-Hazel 
Company Atchison, Kans was a guest at the local office of 
the Byron Weston Company in the Conway building a few 
weeks ag 

Chicago, I!i.—Increasing business has necessitated the addi- 
tion of several pieces of mail room equipment by Meilicke 
Systems, Inc \ Noiseless folder, Postage—Meter and other ma- 


installed 

The Commercial 
volume of drop in trade 
building at 173 West Madison 
handling orders in the 
salesmen to increase 


have been 
Chicago, Ill. 


considerable 


chines 
Stationery Company is 
fellow 
The improved 
location have en 
of business. 


enjoy- 


ing a from tenants 


in the street 
facilities for 
abled the 


present 


outside the volume 


Chicago, Itil.—The floor salesmen of the Stevens-Maloney 
Company blossomed out in trim jackets in February. These 
are a light shade of gray, made for frequent laundering The 


young ladies in this establishment have worn distinctive smocks 
several years, and the men are now following style by wear- 
ing washable coats. 

Duluth, Minn.—The John Boshart Paper Company has suc- 
ceeded the Peyton Paper Company as local agent for the 
Hammermill Paper Company 

Faribault, Minn.—Montgomery & Emery have acquired the 
office supply stocks of the Sanford Press, and have merged 
them with their own The Sanford Press will continue to han- 
dle steel filing equipment 

Long Beach, Calif.—L. Goldsmith, formerly manager of the 
Western Stationery Company, 244 East First street, has taken 
over the business 

Madison, Wis..—The Dennison Manufacturing Company, a 


Massachusetts corporation, had been chartered in Wisconsin; 


capital stock, $14,000,000; paid in, $11,271,810 
Massena, N. Y¥Y.—The stationery store of F. A. McCarthy has 
been moved from the C. M. building to the Warren block, across 


the street 


Minneapolis, Minn.— The Kaufman Printing & Stationery 


Company was burned out in a fire at 600 Seventh avenue, 
North, February 9 

Newark, Ohio—Jack Turner has opened a stationery, book 
ind novelty shop at 18 North Park place He id been man 
ger of the Scott Book Store 

New Haven, Conn.—The Rourke-Eno Paper Company has 
been appointed an agent by the Hammermill Paper Company 
New Iberia, La.—The Fisher Printing Company has added 
ffice supplies and stationery lines. 

New York, N. Y.—Stewart, Warren & Company, formerly 

129 LaFayette street, has moved to 486 Canal street, where 
creased space is occupied 

New York, N. Y.—Ryskind & Cheriff, 21 Church street, has 
changed the name to the Cheriff Stationery Company 

New York, N. Y.—The Park Stationery & Printing Corpora 
tion, has been chartered; capital stock, $20,000; charter repre 
sentative S. Weiss, 505 Fifth avenue 

New York, N. Y.—Greenfiels Record Binding System has been 
chartered; capital stock, $20,000; Bergner, Millendorf & Berg 
ner, charter representative, 11 Park place 

Philadelphia, Penna.—-The Marx-—Lyons Compar wholesaler 
23 North Tenth street, reports that 1928 was one of the best 
years in its istory The company expresses appreciation to 
the manufacturers and distributors whose co-operation made 
possible the proper handling of the extra volume 

Piant City, Fla.—Harrell B. West is a new salesman for the 
Office Supply Company, 112 Evers street He is a native of 
Pelham, Ga 

Portiand, Ore.—The D. C. Wax Printing & Stationery Con 
pany has acquired practical ll the office equipment and sta- 
tionery stocks of Glass & Prudhomn 

Providence, R. 1.—Arthur C. Tulane, of tl Standard Office 
Supply Companys 21 Eddy street is xpected to return in 
April fron n European tou! He s d continent 
December 29, 1928 

Reading, Penna.—William G. Heintz s established a sta- 

nery business at S3S—40 Penn street He id been buyer 
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Quigley’s ““B” Cabinets 


are Nationally Known 





No. 1000B 


The modern office is using the “B” Cabinet for storage. 
It has a roomy compartment with lock, a shelf for your 
phone book, and a table for your telephone—“3 in one.” 
Made in seven designs to match with the different periods 
of Office Furniture. 

ARE YOU CASHING IN ON ITS POPULARITY? 


THE QUIGLEY FURNITURE COMPANY 
WHITESBORO, NEW YORK 
New York Office: Room 414, 130 W. 42nd St. 
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6657-2C 
SWIVEL TO 
MATCH 







CROCKER CHAIR CO. 


SHEBOYGAN, WISCONSIN 


NEW YORK OAKLAND 


CHICAGO 








ASD 





NEW STEEL 
DESK TRAY 


The Ideal Tray for Desk Drawer 





Most convenient for orderly keeping of 
Change, Stamps, Pins, Clips, Rubber Bands, 
Pens, Pencils, ete. 


A Universal Necessity 
Popularly priced. Each $1.10, Doz. $12.00 


Regular Discounts Apply 
LATEST CATALOG FOR THE ASKING 
Your Jobber or 


ART STEEL COMPANY, Inc. 


401 EAST 23RD STREET NEW YORK CITY 











PREMIER 


STEEL SECTIONAL BOOKCASES 
At the 
Price of 
Wood 


Standard sizes and 
finished in Oak, 
American Walnut, 
Mahogany, in na- 
tural wood effects 
and in Olive Green 
enamel. Construct- 
ed of cold rolled 
steel welded into 
rigid units. 

Each section com- 
plete. No top is re- 
quired. Rec 
doors. Can be had 
with steel doors, 
with glass doors, or 
without doors to be 
used as shelving. 


Folder and Prices 
on request. 








Address All Communications to the Chicago Sales Office 


Premier Metal Products Co. 


JOHN W. MESSIMORE, Sales Manager 


1467 CATALPA AVE. CHICAGO 


Address Pupest Inquiries to F. L. Barreiro, 215 W. 35th St., 
New York City. ory: Mishawaka, Indiana 
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Dealers 


Write Today For These 
Sales Plans 


Ideal low prices have 


IDEAL Stain k 
Linoleum “idened your market 
Desk Tops ©? Linoleum Desk 

Tops and Desk Pads. 

: Dealers now doing 

= ii large volume busi- 
Desk Pade ness. Our plans help 


you. 


Write for details 
today. 


IDEAL LINOLEUM TOP CO. 
109 W. Austin Avenue 
CHICAGO 
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L FREE & BOM qovi al 

: COED 
To INTRODUCE ERADOPENS and ERADO- 
VIALS we will send 2 ERADOVIALS FREE WITH 
EACH 50c ERADOPEN 


PREHISTORIC WRITING 
WAS FOLLOWED BY 
ons ° PENS 








THEN CAME STEEL PENS 
FOLLOWED BY FOUNTAIN PENS AND NOW COMES 


THE CARDINELL S&radopen 


SSS 7 


THIS NEw Gradopen AT 50 CENTS & 75 CENTS EACH 
iS A POCKET ERADICATOR RESEMBLING A FOUNTAIN PEN BUT 
CONTAINS Grado THE SINGLE FLUID ERADICATOR A COMPANION 
TO ALL FOUNTAIN PENS AND AS INDISPENSABLE TO USERS OF INK 
AS RUBBER ERASERS TO USERS OF PENCILS. GradoVials ARE 
THE REFILLERS FOR Gradopens IN 2 SIZES TO RETAIL AT 1S*E25* EACH 


Send 50c for one of these unique and serviceable 


Eradopens and you will receive 80c worth of 


merchandise. 
Or for 25c we will send a trial large size Eradovial. 
Try One. 


CARDINELL INK-OUT MFG. CO., Inc. 


Montclair, New Jersey, U. S. A. 


—— 





























STENCIL 
INK 


The enormous sale of Aladdin 
Duplicating Ink is proof of its 
high quality. It will not spread 

dries quickly—and will give 


These features 


longer runs. 

are guaranteed. 

Aladdin Correcting Fluid has 
already proved itself. We have 


received numerous testimonials 
from satisfied customers. 

Write us today for free sam- 
ples of both Aladdin Duplicat- 
ing Ink and Correcting Fluid. 


We will imprint Aladdin prod- 


ucts with your name and 
address. 

Government, Board of Educa 
tion, and large contract in- 
quiries solicited. Get our 


prices first. 


ALADDIN DRY STENCIL CORP., 72 Duane St., New York, N. Y 














ROLL TOP 


Glass Inkstands 





SLIDE TOP 


Well made, good looking, double-well ink- 
stands to hold red and black ink. Each has 
two pen racks and a pin cup. Made of solid 
sturdy clear glass. Will last a lifetime. Cov- 
ers of hard composition in red and black re- 
spectively. Rolltop covers roll back like 
a desk. 


In addition to inkstands we have a full line of 
stationers’ glassware, stationers’ hardware 
and specialties. 


FRANK A. WEEKS MEG. CO. 
93 JOHN ST., NEW YORK 
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twenty-five years for the stationery store conducted by the 
J. George Heintz estate, which was destroyed by fire Janu 
ary 21. The latter has been discontinued 

Richmond, Va.—Albert Y. Waddey, president of the Everett 
Waddey Company, spent the month of February n the 


Bermudas. 

Rockford, iii.—Karlson’s Klister Company, Tower building, 
416 South Main street, has been chartered to manufacture and 
sell household products, cement, glue, paste, plastic products; 
capital stock, $10,000; incorporators—Levin Fess sriaur J 
Osberg, Kate F. O'Connor 

San Francisco, Calif.—Edward C. Schweitzer is now with Hall 
& Smith, in the capacity of salesman. He was formerly with 
the Office Supply Company 

San Francisco, Calif.—A large number of greeting card manu- 
facturers were exhibitors at the greeting card display which 
opened at the Palace Hotel, February 2, and lasted a full 
week. Many stationers both from the city and from out of 
town attended the display, which was well patronized by the 
stationers and their heads of greeting card departments 


San Francisco, Calif.—-The prize-winning slogan, “A Service 
Station for Office and Home,’ was quickly adopted by Pat- 
rick & Company. J. E. Lombardi, assistant to Fred C. Rohr- 
bach, store manager, said it was a good slogan, had it printed 
in letters a foot in length and prominently displayed in one of 
the windows, with such items as past pencils, pens, social 


stationery and other items that might be used for the home 
as well as for the office 

San Francisco, Calif.—The Schwabacher-—Frey Stationery Com 
pany has acquired the business and plant of Schussler Bros., 
manufacturers and dealers in artists’ materials and art objects 


such as picture frames, mirrors, etc For many years the 
Schussler Bros. have served the trade from their offices and 
factory on Grove street They have also been exhibitors at 
the Furniture Exchange Under the Schwabacher-—Frey man-— 


agement the Schussler plant will be moved to the big factory 
and printing plant of the stationery firm at Third and Bryant 
streets This was enlarged some time ago and occupies a 
large part of a block The sales departments, both wholesale 
and retail, will be conducted in the Schwabacher-—Frey build 
ing at 735 Market street 

Wilmington, Del.—-The new Delaware Envelope Company, 
850 Madison street, is owned by J. M. Sweeten, of the J M 
Sweeten Company, 822 Jackson street 

Winchester, Va.—Winchester Printers & Stationers, Inc., has 
been chartered to buy, sell and deal in merchandise generally 
carried in a stationery store; capital stock, $50,000; T. M. Hiltz— 
heimer, president, Winchester 

Woodside, Borough of Queens, N. Y.—Michael McGowan has 
leased the store at 4511 Forty-eighth street for a stationery 
business 


XG ae 
§ STAMPS « STENCILS « SEALS ‘# 


On Page 226 of this issue is an article, “Proposed Specifica- 
tions for Government Numbering Machines,” telling of a new 
standard specification for this item, to govern future orders for 
Government purchases. 





Chicago, I!l.—Gust. Meyer, of Meyer & Wenthe, is again ac 
tive in the business, after a prolonged illness 

Chicago Iiil.—Morris Sheras, president of the A. D. Joslin 
Manufacturing Company, Manistee, Mich., spent several days 
in Chicago last month 

Chicago, it!.—J. R. Swift, of The Superior Type Company, 
made a showing of the company’s line of rubber toys at the 
New York toy show in February. 

Chicago, Ill.—W. L. Edgerton, of the Eagle Stamp Works, 
returned in February from a motor trip to Florida He took 
his family along for an enjoyable tour. 

Chicago, Ill.—C. O. Lindgren, secretary and western manager 
for the American Numbering Machine Company, made a tour 
of important Michigan centers in February 

Portiand, Ore.—The Irwin-Hodson Company has purchased 
the building at Fifteenth and Gilsan streets, which it has 
occupied the past twenty years, from Adolphe Wolfe. The con- 
sideration is placed at $60,000 

earmontnsntifi temnnniee 
Stenciling Permitted on Imports for Uruguay 

Commerce Reports] The Uruguayan government has issued 
a decree permitting the required indications on shipments to 
that country to be stenciled, instead of being branded, as was 
to have been required, effective March 13. Cases must be 
marked (stenciled or branded) with the gross and net weight 
and volume, in the metric system. Irrelevant markings should 
be obliterated. 
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SPECIAL 
LONG LIFE 
CARBON 


UNCOATED 
EDGE 





The new 


PHILCO 
HUMIDOR 


packing for 
typewriter _rib- 
bons and— 


CARBO- 
GRAPH 


carbon binders 
will build a 





PROFIT 
WITH 





ORIGINAL AND SECOND SHEETS 
LINE UP AGAINST STITCHING 





CUSHION THUMB HOLE al 
BACKING REMOVING ALL 
SHeeT COPIES AT ONCE 










PHILCO 
PRODUCTS 


BIG DEMAND 
EASY TO SELL 
GREATER PROFITS 


= 


AIR TIGHT 
COVER 





CHEMICALLY 
TREATED PULP 
LINING 


METALLIC 
FILTER 
SCREEN 


repeat business 

that no one can 

take away from 
you. 


MODERN, 
CLEVER 
FEATURES, 
NOT 
FOUND IN 
OTHER 
LINES. 


Send for Samples and Dealers’ Proposition 


Phillips Ribbon & Carbon Co., Inc. 


61 Halstead Street 


ROCHESTER, 


NEW YORK 
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Steel 
Brass 


No. 108 
No. 112 





QUALITY BRAND 
CUSPIDORS 


(Formerly made by Ireland & Matthews) 


are 


Demanded 
by 


ntti ti ee 





Particular People 


ere ewe ew eo wow wows 


JOBBERS AND DEALERS: 


Send for our Catalog 











Detroit Metal Specialty Corp 


1651 Beard Avenue Detroit, Michigan 





No. 25 Brass 
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Abilene, Texas.—The 
has been established here 

Birmingham, Ala.—O. D. 
here for the Royal Typewriter Company, Inc 
had an extended experience in the typewriter field 

Boston, Mass.—The local branch of the L. C. Smith & Corona 
Typewriters In¢ sales staff C. A. Peck and 


Woodstock Typewriter Sales 
George A. Pearce is manager 
has become a salesman 


here He has 


togers 


has added to the 


J. H. Wyatt 

Boston, Mass.—lIrving C. Barlow has become manager of the 
ocal branch, Woodstock Typewriter Company He has been 
engaged in the New England typewriter field nine yvears.— 
H. C. Grover is a new Woodstock salesman hers 

Charlotte, N. C.—The Economy Office Equipment Company 


business, 


blank 


has been chartered to do a general office equipment 


dealing in typewriters, desks, chairs, safes, stationery 


forms, books, et« incorporators—W. E. Gates, A. G. Crain and 
S. W. Kirksey. 

Chicago, Itil.—George W. McClellan, manage re for the 
Underwood Typewriter Company spent a week at general 
idquarters in New York last mont! 

Chicago, Itll.—S. G. Edalson has been assigned t ocal Corona 
sales by the L. C. Smith & Corona Typewriters |! He had 


en a typewriter dealer in the west before moving to Chicago 


Chicago, ti—The Teletype Corporation is the new name of 
the Morkrum—Kleinschmidt Corporation. The new name is that 
of the company’s product No change is made in ownership 
olicies and personnel 

Chicago, Iil.—Several home office executives of the L. C. 
Smith & Corona Typewriters In¢ visited the local branch in 


February, during the course of business trips in this vicinity 


They included L. J. Conger, vice president; Charles J. Rogers 
charge of sales \ H. Davidsor 


vice president in superin 


tendent of branches 
Chicago, Ili.—The Ward 
general office on the 


Manufacturing 
first floor Since the 


Shipman Company 
has rearranged its 


counting 


company has not pressed retail sales, the volume of a 


has decreased, as the wholesale business does not require so 
many entries or ledgers. The shipping room has taken much 
of the space formerly required for sales correspondence and 


accounting 
Chicago, Itil.—Edward J 
representative of the 


Goldblatt has been appointed a spe 


cial local branch, Woodstock Typewriter 


Company He has had many years’ successful experience in 
the typewriter field. Mr. Goldblatt’s many friends will be glad 
to know of his new connection.—Harry V. Temple has been 
placed in charge of Woodstock school business in the Chi 
cago territory He is father of Leslie Temple, one of the city 
salesmen of the Woodstock staff.—Reg. Crane has been as 
signed to a Chicago territory He had been connected for 


manufacturer.—P. W. Watson 
been engaged in the 


merly with another typewriter 
has joined the Chicago branch He had 
steel industry prior to undertaking his new work Harry Brahy, 
formerly with the service department of the Chicago 
has moved to California. He to his new home by 
Arthur Sellars, of Wisconsin, and Paul 
joined the department of the 


branch, 
drove motor.— 
Neugas, of Indiana, 
have service Woodstock’s Chi 
cago brancl 

Cincinnati, Ohio.—C. D. Finney has been appointed 
of the local branch, L. C. Smith & 

Columbus, Ohio.—The new 


Mahon starts off auspiciously as distributor for the 


manager 
Corona Typewriters Inc. 
business of O. A. Me 
Woodstock 


typewriter 


Typewriter Company Mr. McMahon has been in the local 
ewriter field a number of years. 

Denver, Colo.—Richard Thomson has been promoted from 
delivery service by the Royal Typewriter Company, In He is 
now learning the first steps of the salesman’s career 

Detroit, Mich.—Alex Mitchell, an experienced junior type- 
writer salesman, is now with the Woodstock branch here. 

Detroit, Mich.—Messrs. Estes and Moley are new men with 
the local branch of the Woodstock Typewriter Company Mr. 


Estes is an old timer, while Mr 
Eastland, Texas.—H. B. Jackson has 
tributor here by the Woodstock Type writer 
Grand Forks, N. Dak.—W. W 
J. Hegstron distributor for L. C. 


Moley is winning his spurs 
been appointed dis 
Company 
joined the Geo 


Smith & 


Jewell has 


Company, Corona 


typewriters He had been with the Arrowhead Typewriter 
Company, Duluth, Minn 

Hamburg, Ark.—Lowery Dunn has been appointed agent 
here by the L. C. Smith & Corona Typewriters In« He han- 
dies five counties in southern Arkansas, clearing his sales 


through the Memphis branch of the 

Harrisburg, til—The Woodstock Typewriter Sales Company, 
F. C. Smith, manager, is a new enterprise Mr. Smith con 
ducts Brown's college 


company 


business here 
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THE OUTSTANDING TYPEWRITER VALUES 


ALSO 


Select Rough Typewriters--All Makes 


REBUILDING SERVICE — EXCHANGE SERVICE — INSTALLMENT FINANCING 












Write for Latest Price List and Complete Details of Our Service 





SMITH TYPEWRITER SALES CORPORATION 


469 EAST OHIO STREET CHICAGO, ILL. 
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World’s Largest Rebuilder of the L C Smith 
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IT SE 


Because it outwears and outlooks all 
chairs of its kind. | 
THE ; | 




















AD-JUS-TO- 
FORM | | 


Chair Simplicity of design—sturdiness of con- 
expressive of dignity J | struction and economy of operation have 
anil marth ia ex- © | been the outstanding features of the Roto- 
and strength, 1s ex speed Stencil Duplicator for 17 years. 
ceeding all deal- Low in first cost yet capable of producing 
ers’ expectations for clean, sharp cut copies of typed, traced, 
7 | drawn or ruled work which popular opinion 








making pronts. thought possible only with high priced 
Why not consider equipment. 

vour chair proposi- | , 

Te ae ee NEW PROPOSITION FOR DEALERS 
tion as an important |) 

profit making situa- |} This efficient duplicator is now being 
tion. There are se- jj merchandised through dealers and the plan 


will interest you, too. Ask us to send 


lect territories open Booklet A 11 and all particulars. 


and maybe one is 


vours. Write. : | 

Che 

| THE MARBLE & SHATTUCK | 

| CHAIR CO. | ROTOSPEED Co. 


CLEVELAND, OHIO DAYTON, OHIO 
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Many small profits 
equal Many small profits, daily sales, 


soon equal a large total. Gener- 
ally such profits run larger than a 
few sales with greater margins. 


WESTERN Desks are designed DE LUXE BRIDGE SET 


and manufactured to obtain the (Hand Decorated) 


| utmost in efficiency and service. at 
These commercial grade desks are Durable, Comfortable and Inviting. 


moderately priced when their high 


quality is considered, and are real Also STEEL FOLDING CHAIRS for 
trade builders. | Auditoriums, Schools and Salesrooms 


Send for catalogue. 
WARK - BEACON 
WESTERN FURNITURE CO. STEEL FURNITURE COMPANY 


Blair Avenue at Palm Street | 
ST. LOUIS, MO. 1410 So. Wabash Ave. 
Chicago 
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Houston, Texas.—The S« hern Typewriter Company has been 
chartered; capital stock, $5,000; incorporators—S. C. Vaughar 


J. T. Fuller and Lila Lee Fullei 
Hutchinson, Kans.—The Office 
been appointed distributor here by the Woodstock Typewritet 


Equipment Company has 


Company 
Janesville, Wis. 
writer Company of Madiso1 110 East 
been purchased by F. A. Hickok, who had been manager her 
Kansas City, Mo.—Sam Hindman has been placed in charge 
rritory of the Royal Typewriter 


The local branch of the Brewington Typ 
Milwaukee street, has 


f national accounts in this te 
Company, In 

LaFayette, ind.—G. W Randolph 
lll., for the Woodstock Typewriter Company, has opened a 
branch here 

Los Angeles, Calif.—Thre« 
sales staff of the Woodstock typewriter branch here Fred 
Barnette, a former Woodstock salesman, has returned to the 
fold; H. H. Tomkinson, recently of the St 
a native son; R. D. Dick, a native of Los Angeles 

Loveland, Colo. Bissey has been appointed dis 
tributor by the Woodstock Typewriter Company in Loveland 
Longmont and Berthoud He operates “That Quick Print 
Shop” in Loveland and Longmount, handling office equipment 


distributor at Danvillk 


additions are 


Louis branch, and 


Lewis J 


and stationery 

McPherson, Kans.—lD. M. Hale has been appointed distribu 
tor by the Woodstock Typewriter Company. 

Marshall, Texas.—E. C. Phillips is manager of the new 
Woodstock Typewriter Sales Company. 

Miami, Fla.—Clayton D. Smalley is a newcomer to the local 
sales staff of the Royal Typewriter Company, Inc 

Minneapolis, Minn.—Jack Sanders and Sherm 
new salesmen with the local branch of the Woodstock Type 


Smith are 


writer Company. 
New Haven, Conn.—The Elm City Typewriter Exchange has 
been established by Frederick Lawn He served his apprentice 
ship in the typewriter business before embarking in the dealer 
line 
New York, N. Y. 
representative of the L. C 


LeRoy Shoup has been appointed special 
Smith & Corona Typewriter Inc 
with headquarters at the general offices 

Oakland, Calif.—J. A old-time San Francisco type 
writer man, has opened up for business on Twelfth street, spe 


Ramus, 


cializing on inspections Mr. Ramus is not only a mechanical 
typewriter expert, but he has traveled around the world and 
has worked for many typewriter concerns on the way, acquir 
ing on his travels an international! typewriter experience 

Omaha, Nebr.—R. L. Eddingfield has been appointed man 
ager here by the L. C. Smith & Corona Typewriters Inc 

Philadeiphia, Penna.—W \. Partee, formerly 
Milwaukee, Wis., for the Royal Typewriter Company, Inc., has 
been promoted to manager of the local branch. 

Philadelphia, Penna.—B. Sternfeld, an experienced typewriter 
man, is a recent addition to the local sales staff of the Wood 
stock Typewriter Company Chas. H. Turner is devoting his 
typewriter experience to the sale of Woodstocks in Cape May 
county, N. J. 

Phoenix, Ariz. 
has been chartered to deal in 
chines, office furniture, stationery, etec., capital stock, $50,000; 
incorporators—Walter J. Thalheimer and I. M. Thalheimer, 507 
Luhrs building, Phoenix. 

Pittsburgh, Penna.—J. M. McMullan has been appointed man 
ager of the local branch, Woodstock Typewriter Company. 

Portiand, Maine.—The Martin Typewriter Company, 562 Con- 
gress street, has leased the two story building at 112 Exchange 


manager at 


Walsh Brothers Typewriters, incorporated, 


typewriters and other office ma 


street, and will occupy the entire structure 

Portiand, Ore.—The Portland Typewriter Exchange is occupy- 
ing a new location at 100% Fourth street. 

Pueblo, Colo.—The Hamilton Equipment Company has been 
established by L. A. Pearce and C. M. Hamilton at 114 West 
Second street Mr. Pearce had been distributor for the Wood- 
stock Typewriter Company, and continues to handle that ma- 
chine 

Rockford, Ili.—C. B. Mattheson has been placed in charge of 
the local office of the Royal Typewriter Company, Inc. He had 
been manager here for the Underwood Typewriter Company. 

Salisbury, N. C.—The Rowan Printing Company, Overman 
building, has established a typewriter department It is under 
the management of Mr. and*Mrs. F. H. DeWitt 

San Francisco, Calif. 
ment of the Woodstock Typewriter Company’s branch here be— 
long to Robert Dunbar, R. T. Baxter, Harry V. Hopkins and 
Ralph Kinman. 

San Francisco, Calif.—According to announcement just made 
by H. A. Sperb, Pacific coast manager, Woodstock Typewriter 
Company, Lawrence Ross has associated himself on special 


Those new faces in the sales depart- 


accounts for the company in San Francisco. Mr. Ross wag for- 
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reported to the’ 





More Sales of 
Carbon and Ribbons 


with the 


GRAND PRIZE 
TESTER 


and the Grand Prize Line 

















SERS of Grand Prize prod- 

ucts know the durability of 
these products . . . their clean, 
sharp writing quality . their 
efficiency and economy. This 
business is repeat business. 


But New Business is needed. 


That’s where the new, improved 
Grand Prize Tester will prove a 
big help. This tester enables you 
to show your prospective cus- 
tomers ... by impartial tests .. . 
the superiority of Grand Prize 
products. 


You are interested in more busi- 
ness. Write us, on your company 
letterhead, for details of the 
Grand Prize plan for dealers . . . 
our service ... and how you may 
obtain the costly Grand Prize 
Tester free and thus make 
more Sales. 


GRAND PRIZE 


_ CARBON AND RIBBONS 


Pacific Carbon & Ribbon Mfg. Co. 


| }. Francis O’Connor, President 





1451 Harrison St. San Francisco, Calif. 


| 396 Flinders Lane, Melbourne, Australia 
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Adelphia Band Dater 


Who makes most money 
from rubber stamps? 


We have had friends tell us that the manufacturer and 
wholesale distributor get the lion’s share—we know certain 
dealers who could if they chose show a really enviable 
margin from a rubber stamp department which costs very 
little to operate. And we have heard of hundreds of users 
who have saved hours and days of time by substituting 
rubber stamps in many of their marking and recording 
problems 

The rubber stamp business has benefited all business— 
maker, user and dealer. The most money is made where 
best service is given—where the right stamp is recom- 
mended for the particular purpose—where the style and 
size of type are wisely chosen. An invaluable guide in 
such matters is the R. A. Stewart catalog, containing illus- 
trations, specimen impressions, sizes, etc., of a compre- 
hensive variety of stamping devices, types, inks, pads and 
racks. We are always pleased to send a copy on request. 


ent OR PORAD, 5 


80 Duane Street, New York, U.S. A. 











Selling agents for the 
B. G. VOLGER 
MFG. CO 
Passaic, WN 
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merly manager of the Toledo office of the company 


San Francisco, Calif.—L. Secor, of the Guaranty Typewriter 
Company, says that business in December with his firm was 


one-third greater than that of December, 1927, and his January 


business was double that of January 1928 At present they 
are hard-driven to fill all orders Mr. Secor is going to ex- 
hibit at the business show to be held here in April, featuring 
Corona products, both typewriters and adding machines He 


s local distributor for Corona products 

San Francisco, Calif.—E. J. Sheehan, general manager of 
the Ames Supply Company, is expected here by Earl S. White, 
manager, Pacific coast office of the company, early in March 


Mr White says that January was the best month they ever 
id on the coast and he hopes that the rest of the year will 
equally successful In this connection he said We feel 
that if we are doing business most of our customers are doing 
usiness 


San Francisco, Calif.—The February meeting of the San Fran- 

cisco Typewriter Dealers’ Association fell on the twentieth, 
third Wednesday in the montl The subject for discussion 

was “Telephone Book Advertising."" L. Secor, secretary of the 
issociation stated prior to the meeting, that the asociation is 
going to limit the amount of space that each firm can use for 
idvertising in the city telephone directory. Membership in the 
organization continues to increase Typewriter Guy and the 
Victor H. Tibbs Company have just become members 100 per 
cent 

San Jose, Calif.—J. D. Welch, who has been making his 
ye here with his son, has gone to work for the Royal Type 
writer Company, Inc., as a city salesman 

San Jose, Calif.—A. Trevaskis, well known in this field is 
now manager here for the Royal Typewriter Company, Inc 
SS South Second street Leo Gunderson, a capable mechanic, 
is now in charge of the Royal service department 

San Jose, Calif.—Beryl Welch, formerly a city salesman at 
San Francisco for the Woodstock Typewriter Company, suf- 


fered the loss of his right leg by amputation. Trouble devel- 
oped from an infected toe, and amputation was necessary as 
gangrene had set in. He was manager here formerly for the 


Foster & Kleiser Company Mr. Welch is back to work, on 
crutches He is a son of J. D. Welch. 

St. Louis, Mo.--L. E. White has been elected president of 
the Hub Club for 1929. He is manager here for the Royal Type 
writer Company, Inc. 

St. Louis, Mo.—H. ©. Hackel, who had been with another 
typewriter company, has joined the local branch of the Wood- 
stock Typewriter Company 

Seattle, Wash.—E. H. Thorp, formerly manager at Omaha for 
the L. C. Smith & Corona Typewriters Inc., has been appointed 
manager of the local branch 

Seattle, Wash.—The Interlaken Manufacturing Company has 
been chartered to construct typewriters and machinery; capital 


(Continued on Page 209) 





BI BOK 
ACCOUNTING MACHINES * 


Chicago, Ill._-Ray Hiff, who was connected with the sales staff 
of the accounting machine division, the Remington Rand Busi 
ness Service Inc., Des Moines, lowa, is now serving as a sales 
man in the accounting machine division at Chicago 

Chicago, tll.—H. J. Davis has become local Elliott-Fisher 
specialist for the Hamilton Autographic Register Company 
During the past five or six years he had been manager of the 
supply department of the local branch, Elliott-Fisher Company, 
excellent showing in building up the department. 


ind made ar 

Chicago, Il).—J. W. Lamphier had the honor of turning in 
the first order for Ellis-National bookkeeping machines to the 
factory at Dayton, Ohio A local bank took seven machines. 
The headquarters office of The National Cash Register Com- 
pany gave recognition to this auspicious event by putting the 
ig on the factory staffs, and issuing a special bulletin in 





nmemoration It bore Mr. Lamphier's portrait 
a t.—B. E. Jordan ha ‘ e sales instructor with 
tl local agency of the ton He Adding Machine Company 


He had been engaged in similar work at the San Francisco 
ency 
Little Rock, Ark.—lD. M. Carr, manager here for the Bur- 
oughs Adding Machine Company, has moved his office from 
114 East Second street to a larger and more modern location 
it 113-15 East Third street 

(Continued on Page 206) 
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An Early American 


MATCHED OFFICE SUITE BY GUNLOCKE 


The suggestion of solid quality in this faithful 
reproduction of the work of early American 
designers, appeals especially to business and 
protessional men. There is a feeling of simple 
strength in the design combined with the 
graceful carving and luxurious upholstery that 
results in an effect at once impressive and 
homelike. This especial appeal enables dealers 
to feature the suite with greater than usual 
result. Besides the overstuffed chair and settee, 
there are a 66-inch desk, an upholstered swivel 
chair and side chair, a costumer and waste 
basket. Folder illustrating the suite, or catalog 
of our complete line on request. 


The W. H. 


Gunlocke 
Chair Co. 


Wayland 
New York 






















® COUNTS WITH AN 


LC LIPoe 


PNEUMATIC INKWELL 


No surplus ink follows the dip of the pen— 


no ink can reach the penholder. Ink bills 
are cut 50% or more, as many railroads and 
public utility companies using these inkwells 
have found out. Eclipse Pneumatic Inkwells 
come singly or in sets, decorated and plain 
Write for dealer offer 


GENERAL ECLIPSE COMPANY 


Dept. A ll" Conn. 





wy 
= 


mill 
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Quality-Burlt 


MOTORS 





Maximum Performance 
Minimum Attention 


N Emerson motors, oversize oil reser- 

voirs in both the ring and wool- 
packed type, special low friction bearings 
and leak proof housings eliminate the 
necessity of frequent re-oiling—thereby 
assuring maximum protection against care- 
lessness and neglect with a minimum of 
attention. 


A. C. and D. C. 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Ave., St. Louis, Mo. 

806 W. Washington Bivd., Chicago, Hl. 
50 Church Street, New York City 


1/30 to 2 hp. 


EMERSON 


MOTORS 





“Standard” 
Filing 
Boxes 


meet every re- 
quirement for 
storage boxes 
Collapsible 
Triple-ply bottom 
Positive fastening 








Saves storage space 





“Built Like a Pirate’s Chest’’ 
STANDARD SIZES 


A superior box at 
the same price. 


DEALERS: 


No 2 Small Deposit Slips 24x 6 x 4 

Ne 4 Deposit Slips 24x 8 x4 Write for our co-op- 
No. 6 Drafts, Checks 24x 9 x 4 erative money-making 
se & Statements 24x10%x 4% # proposition. 

No. 10 Pass Books, 2 rows 24x 7 x 5% You take no risk. Or- 
No 12 Telegrams . ..24x 8%x 5% ders shipped subject 
Ne 7 pire vr seme x .. to your approval. 

No. 1¢ BORGTM canines ...-24x12 x10¥% 

No. 18 Legal Paper ...... 24x16 x10%, And you cam write your 
No. 20 Ledger Sheets ....18x12 x12 owns guarentee : 





STANDARD FILING BOX CO. "5 fstie 5 
L cneeninesneesiiesiaaiiahiianiamnnl 
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| Built to Order Steel 
| Equipment ata 
Moderate Price 


Because special steel furniture 
is not as much in demand as 
stock items, it is very often 
high priced. For nearly a 
quarter of a century Imperial 
installations have met with 
approval in all respects but 
especially in the matter of 
price. Imperial dealers often 
secure contracts because they 
can offer the best in equip- 
ment and service at a moder- 
ate price. As he carries no 
stock, the dealer’s profit is 
not eaten up by storage costs 
or hauling charges. Full par- 
ticulars will be gladly sent at 
your request. 


IMPERIAL 


STEEL CABINET COMPANY 


2130-2152 Fulton Street 
CHICAGO, ILLINOIS 









































$$$ 


A NEW HOOSIER DESIGN 


in the Colonial Suite 


The business world is constantly seeking new things 
and the office equipment dealer who can anticipate its 
demand can share in its favor. This requirement 
extends to the manufacturer as well. 





| 
| In these new numbers in our Colonial suite, we be- 
lieve we have designs that will vie in popularity with 
the best heretofore introduced in the medium price 
class. There is a definite advance in quality—a rigid 
construction typically HOOSIER, a more elaborate 
| design, graceful and dignified—select walnut parts 
(tops, panels and slides of cross-figured walnut 
| veneer) and drawer fronts of solid walnut, overlaid 
with burl walnut veneer. 


No. ABS60 





The New Hoosier Catalog 
is on the press | 


It includes several quite recent additions to our line besides the 
desks shown here, both in the commercial grades and the period 
suites. [t is more complete than ever before and we believe offers 
greater values. If your name is on your books, a copy will go 
to you on publication; if not, write us and we'll gladly put you 
on the list. 


HOOSIER DESK CO. 
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Charleston, W. Va.—Office furniture and fixture lines have 
been added by Ashton & Major, 998 Quarrier street 

Chicago, !tll.—C. E. Straubel, sales manager of The Auto 
matic File & Index Company, visited the Chicago branch in 
February. 

Chicago, tlil.—S. E. Miller has been appointed manager of the 
local branch, The Herring-—Hall—Marvin Ce-npany He had been 
connected with the New York branch. 

Chicago, !iI_—Edward Weter, treasurer and general manager 
of the Yawman and Erbe Manufacturing Company passed 
through Chicago in February on his way to the Pacific coast 
Mrs. Weter accompanied him 

Chicago, Itil.—The Acme Card Systems Company will move 
in March from 116 South Michigan avenue to the new tower 
of the Willoughby building at 6-8 South Michigan avenue The 
company will occupy increased space at the new location 

Chicago, tll.—J. T. Bolan is a recent addition to the Chicago 
sales staff of Lyon Metal Products, Incorporated Before join 
ing Lyon he had been with the Grand Rapids Fixture Com 
pany for three years. 

Chicago, t!l.—The Siebert Products Company, 555 West Mon 
roe street, has been chartered to manufacture and sell office 
furniture and fixtures, restaurant fixtures, etc.; capital stock, 
$5,000; incorporators—Margaret Siebert, Herman J. Siebert and 
Marie Lifton 

Columbus, Ohio.—A. C. Widner has taken charge of the office 
furniture and supply departments of The F. J. Heer Printing 
Company. 

Grand Rapids, Mich.—Milo Schuitema of the Tisch—-Hine Com 
pany has been nominated for a two-year director of the Grand 
Rapids Association of Commerce 

Greenwood, Miss.—Frank Holloman, of F. P. Holloman, In 
‘“Berloy” agent here, won a goodly prize in a drive for new 
members organized by Greenwood Post of the American Legion 

Indianapolis, Ind.—Albert Snyder, formerly in the sales de 
partment of the Wm. B. Burford Company, has resigned He 
is a clerk in the Indiana assembly for the present legislative 
session. 

New Brunswick, N. J.—The Office Equipment Company has 
been chartered; capital stock, $100,000; Philip M. Brenner, char 
ter representative, New Brunswick 

Oakland, Calif.—In order to provide better facilities for car 
ing for increasing East Bay office furniture trade, C. F. Weber 
& Company is moving the Oakland store to a new location, 
having leased the ground floor store at 1727 Franklin street 
The new store will be under the direction of Harry Allen, who 
is well known among members of the office equipment trade, 
having at one time been manager of the Pacific coast branch 
of the Gunn Furniture Company The Weber Company main 
tains other stores at San Francisco, Los Angeles, Fresno, Santa 
Rosa, Sacramento, Calif., and Phoenix, Ariz 

Rochester, N. Y.—D. W. Duffield has been appointed adver- 
tising manager by the Yawman and Erbe Manufacturing Com 
pany He succeeds Carl Gazley, who has gone into another 
field 

San Francisco, Calif.—Announcement has been made that W 
F. Black, formerly San Francisco manager for the Kardex 
Company, has resigned trom Remington-Rand to go into busi- 
ness for himself 

San Francisco, Calif._-A spirit of optimism seems to pervade 
the entire office equipment business. Sales for January in many 
cases exceeded those for December, and generally speaking, 
a most hopeful view is taken of business prospects for the 
coming year 

San Francisco, Calif.—E. H. Weter. general manager of the 
Yawman and Erbe Manufacturing Company, is expected on a 
visit to San Francisco by Charles H. Victor, manager of the 
branch here. He will probably spend a couple of weeks in this 
city and will also call on the southern branch of the “Y and E 


San Francisco, Calif.—F. W. Wentworth, for years one of the 
outstanding members of the office appliance business in San 
Francisco, is at present in Europe with his family His son 
is going to school while Mr. Wentworth and the other mem 
bers of the family are taking a sightseeing trip It is stated 
that Mr. Wentworth plans to return in about eight months 
What he will do on his return remains to be seen 

Sacramento, Calif.—C. F. Weber & Company. the public seat 
ing and office equipment house, with main office in San Fran 
cisco and branches in various cities of California and Arizona, 
will open a new store for school and office furniture and equip-— 
ment at 1013 Sixth street, Sacramento. The sales offices here— 
tofore at Fourth and J streets, Sacramento, will be moved to 
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© 
The Varityper performs steno- 
graphic duties in a secretarial man- 
ner. Send for booklet and descrip- 
tive material. 
Varityper Incorporated 
305 Broadway 
New York 




















Full Line Exhibited 
1718 Washington Avenue 
St. Louis 


No. 105 


In cities large and small, you'll 
find Conrades giving satisfactory 
service day in and day out. They 
are accepted everywhere. 

Ask about our dealer proposition. 


CONRADES MFG. CO. 


1942 North Second Street 
St. Louis, Missouri 


—_—_—___ 
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ey THs TYPEWRITER Risso ; 
FREE OFFER 


SATISFACTION GUARANTEED 








Imperial’s popularity is due to the satisfaction of 
b deals and ustomer 

It's ist qua it a moderat rice 

Dealers now that an Imperial Ribbon sale means 
s satisfied custemer and a repeat order and that repeat 
¢ sn tiply heir profits 

Customers sin Imperial Ribbons are astonished at 
the en tl even, writing the bbhon gives, remaining 
b h neg than others lhe find Imperial Ribbons 
stand i} nile hard image the } not smudge and 
t eras is in l niy 

Im} ul ons come oxed with your imprint if 
’ i wis rin 144 ird re s ry a sample and you'll 
order a gross I coupor low ngs the sample free 


Imperial Manufacturing Co. 
295 Washington St. Newark, N. J. 


Please send us sample typewriter ribbon (at no 
charge) for: 


Machine eereoeoces Gees de ccesccceeee 
Name : seeetes oseecee 

Address 

y , 


f 








————— 





Note the 


Concave Surface 


One of the many good rea- 
sons for LINCOLN’S popu- 
larity among typists is the 
concave surface. 


In selling such a specialty, 
its good qualties are far 
more valuab'e to the dealer 
when they are readily dem- 
onstrated. Lincoln keys are 
superior. 


Would you like to sel!) them? 


LINCOLN 
RUBBER KEY CO. 


27 Thames Street 


NEW YORK 
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the new location and a line of office furniture and equipment 


earried in stock Harland W. Wilson will be in charge of the 
new store, 

San Francisco, Calif.—E. B. Hill, formerly with the Rucker- 
Fuller Desk Company, is now connected with the Gunn Desk 
Company in San Francisco. Stevenson & Son, the Gunn desk 
dealers in this city, are showing some striking looking land- 
scape paintings by well-known California artists in connection 
with their sample office suites. The pictures are comparatively 
inexpensive reproductions by a new process and are attracting 
considerable attention, especially as most people think they 
are originals, until informed that they are not. 

San Francisco, Calif.—According to Remington Rand informa 
tion available here, B. H. Witherspoon, who was the Pacific 
coast manager of The Safe-Cabinet Company previous to the 
Remington—Rand merger and has since been the Remington 
Rand manager for the Los Angeles district, has resigned from 
that position to take charge of a prominent testing laboratory 
in Pittsburgh which rates fire protection devices, etc. Mr 
Witherspoon's position will be filled in Los Angeles by King 
Cooper, formerly manager for Remington-Rand in San Jose, 
Calif.. and who recently has been Pacific coast specialist on 
Safe—Cabinets. 

San Francisco, Calif.—A. Carlisle & Company report a very 
good business in steel equipment, having been exceptionally 
busy since the first of the year with the Van Dorn line. This 
large house has just taken over the office chairs manufactured 
by the Conrades Manufacturing Company, St. Louis, Mo. A 
Carlisle & Company's business in steel desks had grown to be 
so big that it had to put in a chair line in order to offer cus- 
tomers a complete office equipment. The Conrades chairs come 
in walnut and also in green, matching the Van Dorn steel 
equipment colors and combining to make complete and attrac 
tive office furniture outfits. 

San Francisco, Calif.—Edmund R. Dungan, branch manager, 
The General Fireproofing Company, went to Youngstown, Ohio, 
for the managers’ meeting held Saturday and Sunday, Feb 
ruary 2-3. These meetings have to do with branch policies and 
questions of all kinds affecting distribution. The outstanding 
feature of the meeting, according to Mr. Dungan on his return 
here, was the spirit of optimism that prevailed Managers 
from all over the country expressed optimism regarding the 
outlook for 1929. Mr. Dungan said also that so far as San Fran- 
cisco is concerned, sales for January were the largest since the 
branch of The General Fireproofing Company has been oper- 
iting here. Conditions in business seem to be sound and Mr 
Dungan confidently looks for a bigger volume of business for 
his firm in this territory this year than in 1928 

Springfield, Iil.—The Springfield Office Equipment Company 
221 South Fourth street, is a branch of the Wallender-—Pen 
nington Company, Decatur Frank G. Hinds is manager of 
the local store 

Waterbury, Conn.—The Mattatuck Stationery & Furniture 


Company has been hartered capital stock $50,000 incorpo 
rators William H. Hazelhurst and Irena A. Vezina of Water 
bury, and William W. Gager of Watertowr 

Waterloo, lowa.-The Gross All Bee Printing Company has 
remodeled its basement to permit display of a complete line 


of office furniture 
West Palm Beach, Fia.—The UHalsey-Griffith Company has 
expanded, taking increased space for office furniture display 
> 


Britain Requires Origin Mark on Carbon Paper 
Commerce Reports] The British Board of Trade has issued 
orders requiring the placing of a mark of origin on a number 
of products in the import trad Carbon paper is among the 
tems to bear the mark of origin, to appear on and after im 
portations reaching the country March 21, 1929 
= > = 


(Adding Machines—Continued from Page 202) 

Memphis, Tenn.—Emmett M Avery, general soliciting agent 
for the Felt & Tarrant Manufacturing Company, has moved 
his offices from 314 Messick building to 209-11 Commercial Bank 
building. 

Nashville, Tenn.—The local agency of the Burroughs Adding 
Machine Company has moved from 220 Sixth avenue, North, to 
the Medical Arts building 

New Haven, Conn.—Th« Barnes Typewriter Exchange, 6 
Church street, is now agent for the Victor Adding Machine 
Company. The Barnes organization is growing and has several 
times been obliged to take larger quarters The officers are 
W. H. Barnes, manager; W \ tetz, superintendent of sales 
ind J. Perfetto, in charge of the mechanical division 

St. Louis, Mo.—N. K. Parker, formerly with the Burroughs 
Adding Machine Company at Montgomery, Ala., has been trans 
ferred to the local agency.—The local agency has moved to 
410 Boatmen’s Bank building 

Tacoma, Wash.—ltoscoe Townsend, formerly with the Rem 
ngton Rand Business Service Inc. at Great Falls, Mont., has 
been transferred to the local office, 1003 A street. 
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ONLY F MODEL 
_ to stock! 


VISIBLE Model 41 suits 

the needs of 90% of your 

customers — retails for 
$12.00 


Strong; finished in striking 
lustre — black and Chinese 
Red. 

6 Wheels 


Bee 654321 


38-Movement 


AMERICAN VISIBLE 


NUMBERING MACHINES 


NOV18"34 By the makers of 
Fac-Simile Impression AMCODATER 


The great little desk companion with 
sharp metal figures and the long life. All- 
metal constructi es run for 12 years— 


brilliant colors: Chinese Red or 
GEMS GHEE occnccedbevoccesesencesss 
Manufactured by 


American Numbering Machine Co. 
224 Shepherd Ave. Brooklyn, N. Y. 
Chicago London Paris 


Canadian Agents 
8S. 8S. Stafford Co., Ltd., 146 King St. 
Toronto, Canada 




















A new changeable 
“IN and OUT” Board 


Made in standard sizes to accommodate twelve names 
and twenty-four names, special sizes to order, these 
boards will tell at a glance just who is in or who is 
out and when they will return. The twelve name 
size is 11x10% inches. 


Instead of using the old style peg which was very 
often mislaid or lost, a celluloid sliding indicator 
marks the time of return. The names are changeable. 


You can pick up worthwhile orders by showing 
this new board. Prices and information on request. 


DAVENPORT-TAYLOR MFG. CO. 


Main Offices and Factory 
412 Orleans St. 











Like Magic 
CERTIFIED 


Adding Machine Rolls 


interest your bank and corporation 


trade in your high grade service. 
The all-around superiority of Certi- 
fied Rolls attracts worth-while cus- 
tomers. Ask us for samples and 
prices. 


U.S. 


Lace Paper Works, Inc. 
163 Union Ave. Brooklyn, N. Y. 














Al your finger-tips / 


Vital information . . . instantly visible . . . ac- 
cessible! “UNIVERSAL” MULTI-WING 
DISPLAYORS are in demand by executives 
everywhere. Let us tell you how you can 
cash in on this profitable item. Write for 
booklet OE 28. 


NIVERSAL FIXTURE CORP. 


135 West 23rd St., New York City 
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“@old Standard” HOSPITALITY 











certainly ought to include costumer or wardrobe space 
for the visitor who braves the wintry elements. Yet 
what is often the case? 


No costumers, no wardrobes—or at least, not enough 
is the general thing in many offices. And it’s not 
The need of costumers probably hasn't 


intentional. : ; 
been brought to their attention. 






— ; But many dealers are going after this business now 

NEW ~ NEW adh MF like to? Then ask for the 
IN 5 : IN | 
APPEARANCE eeeteeemeem EFFICIENCY | 


Underwood Typewriters 


FURNAS | 
They attract with beauty 
| They satisfy with merit ] FURNITURE 
They mortify competition CO. 
and that means business INDIANAPOLIS 
IND. 


THEY ATTRACT BUYERS 
(and Satisfy Users) 


ON 
OWER UNDERWOOD IGHER 
REMINGTON 


SMITH BROS. 
PRICES || anp ALL OTHERS VALUE 
EXPORT---WHOLESALE 
GENERAL TYPEWRITER EXCHANGE, INC. 


462-464 BROADWAY NEW YORK, U. S. A. 
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| write for the ARLAC 
PLAN for 
DEALER PROFITS 


(backed by national advertis- 
ing and ARLAC co-operation) 





Arlac i The 
| Dry Stencils “ ” 
yen 500 It won’t spurt 
Arl Rotary t re! 
h. diidae . b 
{ema Slipsheeter ecause it can’t! 
up icating (one slipsheet The Presto Inkstand won't spurt. It can’t. Because 
Su li . P . it opens at a touch and inks the pen without pres- 
Supplies instead of 500.) sure. The automatic closing feature also prevents 
evaporation and keeps the ink clean. The saving 
in ink alone soon pays for the Presto—not to men- 
There are several profitable territories available tien the increased convenience of its use. 
for alert dealers Write today for full details Stationers write for descriptive matter and discounts. 
of the Arlac Plan for “two-way” profits PRICES 
Full information and sample stencils—free No. 1—$1.10 No. 2—$1.25 No. 3—$3.00 


_Arlac Dry Stencil Corporation _ BACERACH CPBCIARTY COMPANY 


418 Fourth Avenue Pittsburgh, Penna. 2275 Third Avenue New York City 
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CO : 
OTHER MACHINES 


Chicago, I!l.—The Checkometer Sales Company has filed an 
amendment to its corporate charter changing the capital stock 
from $50,000 to 5,000 shares no par value 

Chicago, Ill.—The R. J. Smith Company, operating the Cen 


tral Adding Machine Service, has moved from 177 North State 
street to 6 East Lake street 

Denver, Colo.—W. H. Sharpe, formerly with the Dictaphone 
Sales Corporation at Birmingham, Ala is now manager of the 
local branch, 1441 Walton street. 

Lansdale, Penna.—The Safe—Guard Check Writer Corporation 


has purchased a building adjoining its plant, to facilitate the 


expansion of the business 

Rochester, N. Y.—The Permagraph 
been chartered to manufacture check typewriters; 
$250,000; Charles H. Sampson and 


Sampson Company has 


capital stock, 


incorporators James L 


Whitley of Rochester, and William B. Joyce, New York City. 
San Francisco, Calif.—The International Business Machines 

Corporation finds that business houses and large corporations 

are more and more installing time-recording clocks, etc., de- 


mand for equipment of this nature being on the increase 
San Francisco, Calif.—The Marr Duplicator Company, for- 
merly at 604 Mission street, has moved to 121 Second street. 


accommodate this growing business. 
Duplicator 


supplies for 


eded t« 
representative of the 


More space was n¢ 
The company is 
pany, Ltd., 
duplicating 


Ellams Com- 


London, and handles a general line of 
machines 

San Francisco, Calif.—In this territory 
recognition of the fact that the national 
of those who are interested in better office meth 
Many national concerns will 
this for the first time on the 
The National 
Company, the Varityper 
Postal Telegraph Company, 
and Pacific 
Waldo R. 
Monadnock 
show to be 


there is increasing 
business show is the 
meeting place 
and exhibit in 


ods 


equipment 


the San Francisco show year 
Pacific 
Company, the 
Wedge 
Iondorsograph Co., 


Telephone & Telegraph 


Register 
Com- 


Among them are Cash 

Biltwell Pencil 
Lock Binder Company, 
National Bundle Tyer Company 
Company Mr. Tupper of 
Tupper Organization, Inc., has taken offices in the 
that the fifth national 
Francisco in April will have a greater 
better quality of display and that an 
confidently expected, following the 


coast 


pany, 


building and business 
held in the City of San 


exhibits and a 


says 


variety of 
increased attendance is 
precedents of the four previous shows. 

San Francisco, Calif.—The San Francisco branch of the Dic- 
taphone Sales Corporation in the year 1928 won the national 
branch trophy for the greatest number of quota points accumu- 
lated. The is now on display at the offices of the cor- 
poration having been taken from Toronto, after that branch 
had won it twice in succession. The third winning would 
have enabled it to keep the trophy. permanently. Speaking for 
Office Appliances, J. H. Best, Pacific coast manager for the 
Dictaphone Sales Corporation, said that business was very good 
Francisco branch during 1928, showing a twenty- 
1927, which itself was an 
that of 1926. The 
bay cities are becoming 
more appreciating the value of the 
their business. The outlook for 1929 
Best's opinion, should 


trophy 


with the San 
increase 
business men of 
Dictaphone- 


two per cent increase over 
per cent 
and the 

more and 


of eighteen over 
San Francisco 
minded and are 
Dictaphone in conducting 
promising and, in Mr. 
1928. 


is very business 
excel that of 
— 


Book List of Publications on Latin America 


The division of regional information, United States Depart- 
ment of Commerce, Washington, D. C., has issued Special Cir- 
cular No. 161, a selected list of bureau publications on Latin 
America. This is a mimeographed publication, which gives 
titles, prices, etc. 

_ — 
Continued from Page 202) 
Fischer, Harry 


(Typewriters 
stock, $90,000; incorporators—Julius W. 
and C. J. Fairhurst. 

Spadra, Ark.—The Southern Typewriter & Novelty Company 
of Spadra, J. M. Whiting, manager, has opened a branch office 
at 301 Brown street, Clarkesville, Ark., to handle all kinds of 
business machines and latest novelties. 

Spokane, Wash.—Bennie Brand has joined the Woodstock 
Typewriter Sales Company here. He had been selling another 
make of typewriter in the local field. 

Waterloo, lowa.—Lawrence T. Bowen, Woodstock distributor 


Vassaw 


here, has added two typewriter salesmen to his staff. 
Wichita Falls, Texas.—Messrs. Lucas and Garlington are 
operating the Woodstock Typewriter Sales Company here. 


Woodstock 
occupying 


department of the 
moved to Chicago, 
Wacker drive 


Woodstock, Ili.—The 
Typewriter Company 
space in the general offices, 35 East 


export 


has been 
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Office Economies 


through QUALIFIED 


The uniform smoothness and 
lack of lint in Qualified— 
plus the full length in each 

roll—effect true office 
economies. The name on 
identifies it. 
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the 
At stationers. 


CENTRAL PAPER CO. 
Menasha Wisconsin 


STATIONERS: If 
already stocking QUALIFIED, 
write us for detailed information 
on the special ways in which it 
assures profits. 


| £ } pa) |) 

OUALIFI 

ADDING MACHINE 
PAPER 


core 

















you are not 












CENTRAL PAPER CO., Menasha, Wis. 
Please send free samples of QUALIFIED. 


O I am a user. () I am a stationer. 











Exclusive Distributors Wanted 


QUEEN 


TYPEWRITER RIBBONS 
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CARBON PAPER 


For Every Requirement 


PRICE LIST AND SAMPLES ON REQUEST 


QUEEN RIBBON & 
CARBON CO., Inc. 


109 Reade Street New York 
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€% >> 
$3 f RIBBONS AND CARBONS 
>? 
$3 WE OFFER THE FINEST 2 
‘ 7 Chicago, Ill.—E. A. Kerzek has joined the soliciting staff of 
7 1 LINE OF , ‘ the Crown Office Supply Company. He had been with the M. B. 
2 4 > Cook Companys Mr. Kerzek appreciates the advantage of hav- 
‘ 1 >? ing a complete line of office supplies and stationery to offer 
43 CARBON PAPERS $f tt! sisiintisutncee 
4 4 , > San Francisco, Calif.—Walter H. Mathews is now represent- 
} ’ > ‘ ing The Columbia Carbon Company of Dayton, Ohio in this 
24 ; 4 territory, with offices at 1101 Hobart building Mr. Mathews 
4 , > took over the representation, following the regretted demise of 
; ’ 7 : the former representative, J. Harry Prentiss. 
a 4 : ‘ San Francisco, Calif.—W. G. Huston, Pacific coast manager 
4‘ >? for Mittag & Volger, Inc., expects a visit in the near future 
} ’ { ‘ from Ira Cole, recently appointed sales manager of the cor- 
4 . > poration Mr. Cole was the late Mr. A. H sarkerding's 
‘ , > ‘ assistant. Mr. Huston is back from a trip through the North- 
} 4 : ‘ west which extended as far as Spokane, Wash. Charles Heintz, 
4 >> shipping clerk for Mittag & Volger in the San Francisco office, 
4° TYPI t~WRITER > ‘ and his assistant, Joe Lanum, were kept very busy with orders 
1 4 : during the whole of January Mr. Huston says that the Jan- 
< 4. ‘ uary business for Mittag & Volger here was the biggest since 
) ’ ‘ ‘ the office was established in 1915. His trip through the North 
24 qi! west was very successful. 
<4‘ >? " pee 
, “ ” . . 
} > EXCLUSIVE FOR ¢ Cobweb” a Trade Mark in Argentina 
’ THE DEA L >? Commerce Reports] An application has been filed in Argen- 
a tina to register as a trade mark the word “Cobweb,'’ to be 
, ER >? applied to supplies and materials for printing houses, book- 
: >? shops, stationers, lithographers and bookbinders; office mate- 
; AND TATIONER > f rial; carbon paper, ete. Applicant, Boote 
aia <——— 
‘ > > 
‘ >> United States Paper Trade in 1928 
} Allen & C YEE comme penal tae 
4 Commerce Reports] United States exports of paper and paper 
‘ en ompan ‘ products, for the first time since the business depression in 
4 1920-21, reached and passed the $30,000,000 mark in 1928. This 
_— - represents an increase in value 9 ifteen per cent over 926 
; ewater ¢ in value of fif 1927 
4 : ; and with the annual average of the five previous years an in- 
4 New York .§ crease of more than twenty per cent. An encouraging feature 
qi of the 1928 exports is the consistent rise from month to month 
.§ compared with preceding years Far from showing an inclina- 
OR tg NG yy ‘ tion to decrease, shipments for the fourth quarter exceeded 
, eee eR Se ce ee those of the preceding three months by twelve per cent, and 
ee”. --r,rrrrwwvwewevwvevvwevweywvrevwvrvvvevwvweveyT of the corresponding quarter in 1927 of twenty-one per cent. 


From the standpoint of volume, an even greater gain was 
undoubtedly realized, since most items on the paper schedule 
show a proportionately greater gain in quantity than in value. 
This holds true not only in regard to the smaller items but also 
for the leading classes, and for those in which American 
paper exporters were able to increase their sales to the greatest 
extent during 1928. 

Comparative figures on exports of special interest to the sta- 
tionery trade are presented here: 

Envelopes—(1927) 2,508,919 pounds @ $422,616; (1928), 2,543,119 
pounds a $405,505 

Folders, filing. index cards and other office forms—(1927) 
1,036,011 pounds @ $321,976; (1928) 1,502,400 pounds @ $516,123 

Paper, blotting—(1927) 3,666,789 pounds@$411,410; (1928) 
,920,957 pounds @ $445,510. 

Paper. cash register and adding machine—(1927) 2,103,534 
pounds @ $212,561: (1928) 3,419,258 pounds@ $359,140 

Paper towels and napkins—(1927) 2,360,487 pounds @ $331,700; 
(1928) 3,018,378 pounds @ $399,910. 

N 1100F—Mahogany Paper, writing—(1927) 13,228,375 pounds@ $1,918,051; (1928) 
25,833,846 pounds @ $2,832,934. 

® ° ° The greatest advance in American paper exports during the 

Is Low Price a Denial of Qualit 9 last few years has been in writing papers, the 1928 exports 

y: having been nearly twice those of the preceding year, and six 

times those of 1924. Though shipments of this particular item 

fluctuate considerably from month to month, the last quarter's 


That a cheap desk should be well built hipments are not only double those of the corresponding quar- 
1927, but also exceed those of the previous three months 


ter in 
and endure the hardships of rough usage 











by forty per cent The increase in the volume of shipments, 
however, has been accompanied by a corresponding decline in 


ec ually as well as one yriced hi her was their average value, which dropped from 17% cents per pound 
] — I 8 n 1925 to 16 cents in 1926, 14% cents in 1927, and 11 cents 
the original and unusual idea on which we in 1928. Exports of writing papers, exclusive of papeteries and 
envelopes, now represent nearly one-tenth of the total exports 
planned the production of Alma ofhce in the paper group and stand first from the viewpoint of the 
, value of the product. 
furmiture Exports of envelopes have held fairly steady at around 
. 2,500,000 pounds annually 
O | J : _ ; Import classifications do not correspond to the export figures 
ur No. 1100 series fully justifies our developed by the United States Department of Commerce. Two 
Th) 4s you will agree upon examination lassifications showing imports of interest from all countries 
ae ' are shown her« 
» - Paper, tissue. copying, etc (1927) 2,231,208 pounds @ $1,836, - 
Built in all the popular styles, finished in 077: 41928) 3,569,369 pounds @ $2,052,868 
, , los . Paper, writing. letter, drawing, etc.—(1927) 5,418,833 pounds 
walnut, mahogany or oak. Write for @$8No 393. 11928) 3.107.574 pounde@ $806,502 
oa 


catalog and price list. 
Survey of Latin American Trade 

The division of regional information, United States Depart- 

ment of Commerce, has compiled Trade Promotion Series No 


71, “United States Trade with Latin America, 1927.’’ This 

A FURNI | URE CO pamphlet can be had for fifteen cents in cash from the Super- 

bd intendent of Documents, Government Printing Office, Washing- 

ton, D. C., or the district and co-operative offices of the Bureau 
HIGH POINT, N. dl of Foreign and Domestic Commerce 

This study reveals the types of American commodities which 

enter into the Latin American trade, and the volume for 1925, 

1926 and 1927 























~ Dhe Comfortable 
Great Northern 
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RAVELERS select The Great Northern for its 

wonderful location in Chicago’s ‘loop’. They re- 
turn because the large comfortable rooms, homelike 
environment, attentive service, excellent food and 
moderate charges make it an ideal hotel. 


New Garage One-Half Block 


400 Newly Furnished Rooms $2.50 a day and up 
Sample Rooms $4.00, $5.00, $6.00, $7.00 and $8.00 


WALTER CRAIGHEAD, Manager 


DEARBORN STREET FROM JACKSON TO QUINCY 
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COLLAPSIBLE STORAGE FILES 
Supreme in Convenience and Economy 


The vault shown is equipped with LIBERTY Storage Files. 
So are more than 30,000 other vaults and storage rooms 
throughout the country, in banks and business firms. 
LIBERTY FILES mean not only good first orders but there 
are constant repeats. We have a very interesting proposition 
to offer to rated stationers and office supply houses. LIBERTY 
FILES not only sell faster but they also yield the larger 
profits. Make us prove our claims. 


Clip this “ad” to your letterhead and 
mail it to us today for the FACTS. 


BANKERS BOX COMPANY. INC. 


RAND MSNALLY BUILDING — CHICAGO, ILL. 
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| Office of Charm and Beauty 
| with Add-A-Unit Partitions 


For the formal office of an executive or the 
modest office of a department manager— 
ADD-A-UNIT Partition offers equal and 
definite advantages. 

In large buildings, or small, ADD-A-UNIT 
Partition permits unique beauty of design 
and finish. It minimizes not only the initial 
cost, but the upkeep expense. Its cost per 
lineal foot is moderate. 

You can find a ready market for ADD-A- 
UNIT Partitions—No experts needed to in- 
stall them. Let us tell you all about this 
money making line. 


Add-A-Unit Partition Company, 


872 WEST NORTH AVENUE 
CHICAGO 
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--99 YEARS OF SERVICE-- 
1830 PIERCECRAFT OFFICE CHAIRS 1929 
HAVE WON AN ENVIABLE REPU- 


TATION BASED ON MERIT 


No. 2401-6W 





S. K. PIERCE & SON CO. 
GARDNER, MASS. 


96-102 Cross 25-27 Carroll Street 
BROOKLYN, N. Y. 


, Street 
Warerooms: BOSTON, MASS. 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 1. 6% inch blade. No. 4. 12% inch blade. 
No. 2. 8'% inch blade. No. 5. 15 inch blade. 
No. 3. 1016 inch blade. No. 516. 18 inch blade. 


No. 6. 24 inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 












handling quantity orders for memo and 
ring books, loose leaf catalogs, price 
books, etc. Many firms would use this con- 
venient, economical method of cataloging 
their goods if the proposition was prop- 
erly placed before them. We shall be glad 
to send full details of our extensive as- 
sortment of these metals, as well as our 
complete line of book rings, posts, keys, 
end lock metals, etc. 


Write for illustrated catalog and price-list. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal Street 
ST. LOUIS, MO. 






wo 


For Memo 
and Ring Book 
Metals— 
MANUFACTURING STATIONERS use 
our metal parts service to advantage in 








MOHICAN 


PENCILS 


A Consistently Good Pencil! 
Why? 


Because it includes the 

Highest Grade Raw Ma- 

terials — Fine Grained 

Cedar —the Smoothest 

Writing Lead—The Best 
Eraser 











Send for Samples and Prices 


UNITED STATES PENCIL CO. 


Manufacturers 


PHILADELPHIA, PA. 














No. 700 


Ideally fitted to the stationers’ selling campaign I D L specialties need 
suitable display to interest and attract your trade 

The No. 700 postal scale is pleasingly designed and neat; dependably 

sccurate and durable. The No. 137 recipe box is aniehes in six attractive 

colors and also with plain front and A-2 index for use on spinet desk or 

in office Card will remain partiy elevated for reference by means of 

automatic follower. 

The I D L Eveletter takes 15 eyelets in a strip Insert papers and press 

the lever juick—sure. 

If your stock is not complete, your order should be placed now 
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Paragraphic reviews of current issues from the catalogue and 
allied fields, classified for convenient reference. 


March, 1929 





Manufacturer 
The F. Weber Company, 1220 Buttonwood street, Philadel-— 
phia, Penna., has issued a new catalogue of artists’ and drafts 


men's supplies. 


From the Lake Manufacturing Company, 1910 Caddo street 
Dallas, Texas, comes an illustrated bulletin on the company's 
“Rubber Neck” flexible handles for rubber stamps. 


The Superior Type Company, 3948 Ravenswood avenue, Chi- 
cago, Ill., has distributed a new catalogue and price list. The 
catalogue makes over 200 pages and cover, showing a number 
of new items, including inks, rubber toys, etc. 

Direct Mail—Manufacturer 
Elliott Addressing Machine Company sent a 
letter on addressing machines, stressing the 
f the company’s Model 300 electrically driven 
Keen Pilot Always Looks Ahead,” heralded a 
from The Tenacity Manufacturing Company, Cincinnati, 
Text and illustration showed why bankers prefer 
binders built upon Tenacity metals. 

The Quality Park Envelope Company, St 
mailed a ‘“‘Leatheroid”’ card narrating why 
on the company’s lines to develop increased 
panding envelopes and other specialties. 

The Acme Card System Company, 116 
nue Chicago, Ill, dispatched a four-page 
showing how the major and minor details of 
recorded so that instant response can be made to a 
inquiry. 

The Oxford Filing Supply 
Brooklyn, N. Y addressed the 
labels for file folders and for addressing, 
which feeds the labels into the typewriter 
are offered The rolls contain 250 labels 
fifty cents 


The 
picture 
range of 


four-page 
selective 
machine 
mailing 
Ohio 
loose leaf 
Chicago. 
rely 
ex- 


Paul and 
stationers can 
orders for 


South Michigan 
illustrated 


business 


ave 
letter 
can be 
telephone 
Company, 500 Driggs 
trade regarding its 
packed in a carton 
platen Six colors 
each, retailing at 


avenue, 
new roll 


Dealer 


The Checkwriter Company, Inc., 111 Nassau street, New York, 


N. Y has issued a price list of machine parts and supplies for 
various makes of check writers Through this service dealers 
throughout the country are enabled to make repairs to check 


writing machines in their own shops. 


Accessory Advertising Matter 


Dealers of the W. A. Sheaffer Pen Company are receiving 
the latest multicolored three panel window trim. Like numer-— 
ous pieces which have preceded it, this newest Sheaffer mer-— 
chandising help has been planned and executed by the well 


known Chicago commercial artist, Bodine. It is thirty-four 
inches high by thirty-six inches wide, in eighteen colors, of 
modernistic design, with a gorgeously plumaged bird of para-— 
dise in rich colors forming the central theme of the decoration. 
while the Sheaffer feature is more or less in the background 
and the dealer story as much to the front as any other part of 


Sheaffer is also shipping to handlers of ‘“Skrip,”’ 
fluid which is produced in five washable colors— 


green, black and blue, and in permanent royal blue 


the wholk 
the writing 
red, purple, 


for everlasting work—an artistic five piece window display in 
rainbow colors This piece is designed not only to tell the 
“Skrip” story by the printed word, but by effective and novel 
display, resting in niches cut into the four pyramids flanking 
the center piece which features permanent royal blue “Skrip”’ 
by a giant reproduction of the bottle itself 

In addition to these two principal helps which are being sent 


to dealers, Sheaffer also supplies a complete new list of selling 
helps for the retail trade, including colored inserts for dealers’ 
letters, identification signs for window or doors, counter and 
window cards with easel backs which feature desk sets, pen 
and pencil lines in all and pen and pencil streamers for 
use on windows 


colors, 
i 
“Seasoning, Handling and Care of Lumber” 


National Committee on Wood Utilization, operating with 
States Department of Commerce, has compiled a 
edition of “Seasoning, Handling and Care of Lum- 
are recommended practices in storing, seasoning 
and handling of lumber Copies may be obtained for twenty 
cents in cash from the Superintendent of Documents, Govern- 
ment Printing Office, Washington, D. C., or from the district 
and co-operative offices of the Bureau of Foreign and Domestic 


The 
the United 
distributors’ 
ber.’’ In it 


Commerce. The booklet is the second of a series of four com- 
mittee reports covering the general subject of seasoning and 
handling of lumber The contributors to the report include 


leading dealers 


xO 
ig 


Paragraphic 





am ——— FIX 
HOUSE ORGANS # 


reviews of current issues from the house organ 
field, classified for convenient reference. 


Manufacturer 

The widening field of the Victor adding machine was illus- 
trated in Walk and Talk (Victor Adding Machine Company) 
Illustrations of dealers’ stores—interior and exterior—were 
shown, from countries widely diversified as to geographical dis— 
tribution 

4 display Fritz—Cross Service (The Fritz—Cross Com- 
pany) was headed “Tailored.”” The theme was developed to 
show the company’s facilities for producing effective letter- 
heads, promotional matter and other printing that fits the indi- 
vidual business. 

The Mouthpiece (Dictaphone Sales Company) showed views 
of two Dictaphone exhibits at the ‘“‘Wiener Messe.”’ which were 
arranged by Ing. Hans Trebitsch, general representative of 
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PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all sizes, 
mail and tape baskets, space baskets, built up 
trays, locker baskets, PEERLESS paper burn- 
ers, wire globe guards, office partitions, wire 
guards, etc. SPECIAL WIRE GOODS 
MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 
2720 Ferry Street 


LAFAYETTE, 
INDIANA 
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BALL BEARING 


COIT’S LETTERING PENS 


J-—------—--------—--------- 


Put these pens to 
writing profit 


These Ball Bearing Lettering Pens might 
just as well be writing profits for you as 
for other dealers. All you have to do is 
display the assortment which we send on 
sales trial. The more you tell,—the more 
you sell. Students, artists, agents, store- 
keepers—anyone who has lettering to do, 
soon adopt these pens. 

Send for our prepaid sales trial assortment, 
of 12 pens, on display card. 


THE BRIDGEPORT PEN ‘CO. 
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239 John Street BRIDGEPORT, CONN. 
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An Opportunity for Young Men 


An old, established firm offers a chance 
te sell a standard product, and GROW 


Only one class of men will be interested in this adver- 
tisement. These are the young men,—perhaps in their 
twenties and fresh from college,—who are wondering 
what line of business to enter. Or the young fellows 
who now have an inside position and want to get out in 
the selling game to broaden themselves both in income 
and experience. 

In short, they are the class of men who are willing to 
work and learn and build their future with us. And to 
such men we wish to tell our story. 

The John B. Wiggins Company has, in the past seventy 
years, developed a national business in all forms of 
copper- and steel-plate engraving. Most of this has 
been carried on up to now by mail. Now we desire to 
establish direct representation and to engage a few 
clean-cut young men who will be a credit to us. We 
prefer that they be in their twenties, and sufficiently 
well educated to be able to converse intelligently. Each 
will be assigned to a certain district in his locality. 
Here he will contact prospective customers and show 
them, from the beautiful book of actual engraved sam- 
ples our complete line. 

Experience is unnecessary, for we would prefer to teach 
the men we select in our own way of selling our quality 
roduct. Their remuneration will be on a commission 
asis. 

Each will be given an opportunity to advance and con- 
nect himself permanently with this firm 


Reply by letter only, please. If 
you are such a young man, we 
would be glad to have a letter 
directly from you mentioning as a 
reference some pr ] t busi 
acquaintance. 





The John B. Wiggins Company 
1153_Fullerton Ave., Chicago, Ill. 


(Established 1857) 

















The Superior 


MULTIPOST 


STAMP AFFIXER and RECORDER 
SAVES STAMPS, TIME and MONEY 


Eliminates four out of five necessary oper- 
ations in the stamping of mail. Prevents loss, 
misuse and mutilation of stamps by keeping 
them locked together in one safe place. 
Makes possible an accurate record of all 


stamps used. 

DEALERS: 
You know that persistent National Advertising 
creates a steadily increasing 
demand for an article, the 
merit of which has already 
been established. Each of our 
advertisements urges pros- 
pects to ask you for the Mul- 
tipost and you should be pre- 
pared to supply them. Under 
our Dealer Plan you carry no 
stock, have no money in- 
vested and are not obligated 
for service. 












If you have not received our 
Dealer Book “Why & 
How,” write for it now. 


Multipost Company 


ROCHESTER, N. Y. 




















APPLIANCES March, 1929 


The Dictaphone for Austria, Czechoslovakia and southwestern 
Europe Good results were reported 


Association 


Rags in Paper (Rag Content Paper Manufacturers) reported 
finding copies of newspaper issued in 1881 in the cornerstone 
of a building destroyed by fire at Appleton, Wis. The papers 
were in good condition—made of rag stock 

A wealth of information about the correct type of carbon 
paper to use for specific classes of typing work was given in 
Typing Tips (The Miller-Bryant—Pierce Company). Several 
suggestions were made to users that will get increased service 
from individual sheets of carbon 

The Addressograph-er (Addressograph Company) published 
an issue devoted entirely to the dual color D-4 “Dupligraph.” 
Detail illustrations brought out the various points of excellence 
which assure economies of time and money in the production 
of all kinds of business forms and promotional matter 

A plan enabling commercial stationers to get profitable busi- 
ness was outlined in ‘“Steel-Strong’’ Dealers’ Every-Month 
(The C. L. Downey Company) The new size of currency to 
enter circulation in the United States July 1 requires new bill 
straps, designed to fit packages of bills of various denomina 
tions 

S. E. Miller, president. The Miller—Bryant—Pierce Company 
contributed “The Opportunity for Typewriter Salesmen to In- 
crease Supplies Sales’’ to the Typebar Bulletin (L. C. Smith 
& Corona Typewriters, Inc.). He showed the importance of 
knowing the correct ribbons and carbons to use in specific 
work, so that the stenographer and typist will get optimum 
results for every task. 

The Berloyalist (The Berger Manufacturing Company) paid 
its respects to the saleswomen of the office equipment field. An 
illustrated article described the sales achievements of Miss 
Hazel M. Porter. The Office Supply Company, Lake Charles 
La., and Miss Jean Bronkan, of Lynn B. Emery, Inc., Detroit 
Mich. Each is eminently successful in selling ‘‘Berloy’’ and 
other products 

The Lyon Standard (Lyon Metal Products, Incorporated) de- 
scribed the stock system of the Addressograph Company, Chi- 
cago Lyon shelving and bins provide storage for 20,000 differ- 
ent stock items, from which there are about 800,000 issues 
during the year. The Addressograph Company has found metal 
shelving particularly convenient, as it facilitates rearrangement 
and changes to accommodate additions to the line, etc. 

Bradley & Scoville, Inc., New Haven, Conn., told Ti-Ps (Irv 
ing-Pitt Manufacturing Company) about a “Vi-Dex’’ stock 
record that escaped the flames when the company was burned 
out It did stand water, however, and was wet a month before 
the owners had access. This record was invaluable in order- 
ing replacement stock. The waterproof sheets used in “Vi 
Dex” are “Hydroiloid,” which saved the record Even the 
binder was intact, although it showed the effects of its ex 
perience 

“Sell Your Sales Clerks First’ in The Coach (published co 
operatively by the Boorum & Pease Company, Eberhard Faber 
Pencil Company. C. Howard Hunt Pen Company and Sanford 
Manufacturing Company) showed how a stationer can put gen- 
uine sales enthusiasm into his clerks, and increase the volume 
of business By showing them inside facts from the account 
books, and indicating the increased volume possible, with an 
offer of a bonus for performance, the dealer can get real co- 
operation from his men and women 

An important article in The ‘‘Y and E” Idea (Yawman and 
Erbe Manufacturing Company) told of the organization estab- 
lished to maintain deliveries in the New York territory follow- 
ing the fire at the Manhattan branch Warehousing arrange- 
ments were made, new stocks shipped and a temporary branch 
secured The entire New York staff turned in with a will, and 
customers did not feel the effects of the fire. Statements went 
out the second day after the fire The company’s filing safe 
brought its contents through intact 

Cigars are foil wrapped to preserve the inherent moisture 
and to protect the cigar until the smoker takes it from his 
pocket The drawback to foil wrapping is that the smoker 
cannot see the color of the wrapper until the foil is removed 
The Du Pont Magazine (EE. Ll. du Pont de Nemours & Com- 
pany) says that “Cellophane’’ is being used now to preserve 
individual cigars. This protects the cigar against breakage and 
drying out, and permits the smoker to pick his color, the shade 
of the wrapper and the workmanship being visible through the 
Cellophane.” 

The Retailers’ Review (W A. Sheaffer Pen Company) in- 
creased its size to twelve pages in January. Four pages of the 
enlarged issue were made up as a rotogravure section, devoted 
to the announcement of the new “balanced’’ pen and pencil 
line The Review has entered its fourth year as a full sized 
business newspaper. Green, the company color, is used for the 
stock. The highest circulation level was reached in January, 
when 50,000 copies were sent to company dealers, prospects and 
their clerks, in the several lines of trade through which 
Sheaffer products are distributed 

Dealer 

A page ad on Esterbrook ball bearing clips was published in 
Bramwords (The Bramwood Press) 

Common Sense (Corlies, Macy & Company Inc.) discussed 
the coal situation, making the point that there are too many 
mines and too many miners Unprofitable mines should be 
closed, and the surplus labor absorbed into other industries. 

“Osco” Business Ideas (Office Supply Company, Inc.) asked, 
“Would You Use a Bathing Beauty for a Window Display?” 
The thought expressed in the article was to use an attention 
attraction that would permit interest to arise, and to lead the 
individual to the stor A flashy attraction that draws mobs 
prevents possible customers from entering the store. 

Good Method Talks (The Gregory, Mayer & Thom Company) 
reprinted ““Keeping Down Office Expenses’ from System. The 
article showed how operating expenses can be cut through the 
intelligent issue and use of office supplies This is impressive 
in that it teaches economy in the use of office supplies from a 
printer and commercial stationer The motive is commendable 
as a builder of good will 
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Our “600 Line,” low 

priced commercial 

grade four drawer 
filing cabinet 


Substantial and hand- 
somely finished; all hard- 
ware brass, in satin brass 
finish. 


Each drawer operates 
on two anti-friction roll- 
ers at the front. This 
value is also available in 
the four drawer legal cap 
size and in the corre- 
spondence unit. 


Very adaptable for in- 
active files or files not in 
use every day. 


Write for our catalogue 
and prices. 


601 Without Lock 
602 With Lock 


Corry-Jamestown Mfg. Corp. 


CORRY, PENNSYLVANIA 


14 W. Terminal 








1740 N. Maplewood Ave. 


MEERA RENE 130982 SESE ORE PORE ERE ICRC RO SE NE REO RE REE EERE 


| FIT-;WELL POSTURE 
: : CHAIRS 


for a better 
day’s work 





tt 


Seat and back fit automati- 
cally to the body and keeps 
the curvature of the back in 
a natural position. No pres- 
sure on the vital parts of 
the spine. It is the proper 
chair for all kinds of 
sedentary work. 


Furnished in oak, birch, 
imitation walnut and imita- 
tion mahogany—also avail- 
able in solid walnut. 


Our new catalog shows 
other Fit-Well designs and 
a line of period styles— 
sent on request 


Colonial Chair Co. 


CHAIR MAKERS FOR HALF A CENTURY 
Chicago 


PRARARARRRRIR ER LE PEK LRM AMI PF RIE RE. 


MHRHHEH KHOR HARRAH AAS HA HK AR RHOAR HAHAHA MAO SL ARPS HA RRO HAR 
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CURMANCO 
Sorting Tray 


= 


DOUBLE PROFITS 


You have Guides tag-board, press-board, plain and metal 
tipped All prices, all kinds, A-Z alphabetical, 1-31 
monthly and plain folders. 


ALL EATING UP INTEREST 


Sell the CURMANCO SORTING TRAY and move this 
inventory. Others do, so can you. This strong durable 
tray is made of 24 gauge Art-Steel electrically welded 
together, finished in Olive Green Lacquer, made to bring 
repeat business 


NOTHING BETTER FOR THE POSTING MACHINE 


LETTER SIZE WITHOUT INDEX, $3.50 
CAP SIZE WITHOUT INDEX, $4.50 


CURRIER MANUFACTURING COMPANY 
Minneapolis, Minn., U. S. A. 
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(There 's an 
Amestyle 


for Every Use 


And there's an Amestyle 
mailing and filing envelope 
for every type of business 
you serve. 

Amestyle dealers have 
been giving their customers 
envelope service that com- 
petitors have not been able 
to measure up to. How? 
Write us for full informa- 
tion concerning the complete 
line, and the new 1929 
merchandising, plan. 


Samples of the numbers 











es illustrated will be mailed for 

ie the asking. Act now for 

your customers—and your 
proht. 


AMES SAFETY 
ENVELOPE COMPANY 
55 Sudbury St. 
Boston, Mass. 


Amestyle Safety Opea- 
1 End Mailing Envelope 
2 Amestyle Safety 

Mailing Envelope 


so Amestyle Reliance 
+ 











¥ 











* 





Vertical File Pockets 


with Flap 
Amestyle Reliance 
Flat Wallet Envelepes 
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The Ideal Chair 
For Clerical Workers 


Ideal. The Cook 
Posture chair is ideal 
for clerical workers 
because it gives real 
comfort and pro- 
motes efficient work. } 
Efficient work is aid- 
ed because the Cook } 
chair abates fatigue. 
It prevents nerves 
from tiring because 
it encourages a cor- } 
rect position. Much 
unnecessary fatigue | 
is produced by incor- ] 
rect chairs; Cook 
chairs eliminate all 


] 
this. ] 


There is a good J 
business in Cook } 
chairs for you. Ask] 
for catalogue and ] 
prices. 


q ] 
C. A.COOK COMPANY } 
Ashland, Mass. I 
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WINDOW 


ODERSISTIC - FIXTURES 
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New Line for Stationery Show Windows 


Ask for Book No. 24D—Use your Stationery 


No. 624 W. 4th St. 
Tue Oscan Orn Co. “Giscssin 0. 
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Visualize 
R Business p 
3" with - 


2 A 
: ¥ me 





See at a glance the location of dealers, undeveloped 
territory, salesmen’s routes, etc. Graffco Maptacks 
are “the eyes of your business” when used with maps 
and charts. Uniform spherical metal heads, sharp 
points of steel. 5 sizes, 21 colors, 1000 combinations. 
Write for catalog. 


GEORGE B. GRAFF CO. 


64 Washburn Ave. Cambridge, Mass. 











A Modern Desk Should Have 
A Modern Lamp 


*Amronlite 


AA 












A committee of prominent stationers in 
reporting to the national convention, urge 
the importance of appropriate grouping of 
office furniture and accessories in increasing 
sales. In selecting a line of desk lamps, 
the dealer should compare the merits and 
consider the exclusive advantages. 


The Slip-On 
3230-A Shade 


There are AMRONLITES to harmonize 
with various color schemes and designs 
from the most conservative thru the 
various periods even to the art mod- 
erne. All AMRONLITE shades are 
fitted with a patent slip-on device 
which holds securely but permits in- 
stant removal for replacement of bulb, 
cleaning, etc., without disconnecting 
wires and without tools. AMRON- 
LITES are especially effective when 
equipped with Mazda inside frosted 
blue daylight bulbs, giving the natural 
daylight effect. Further details in our 
booklet 0-3 on application. 

Are you familiar with our 

line of Faries cuspidors. A 

stock will pay you. Write 

for prices and our descrip- 


tive folder OA-3. 


Faries Mfg. Co. 


Decatur, Illinois 8403 
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Internal 

The Gill-O-Gram (The J. K. Gill Company) commented on 
an order placed in the furniture department for a file to be 
shipped to Hongkong, China 

The Strathmorean (Strathmore Paper Company) described 
the new community house at Woronoco, planned as a com- 
munity center, memorial hall, auditorium, and other con- 
veniences for the millfolk 

The Dixonite (employees of the Joseph Dixon Crucible Com- 
pany) announced the distribution of service pin awards to em- 
ployees in the sales, executive and factory departments. Sev- 
eral thirty-five year pins were granted, and a number of twenty 
and twenty-five year emblems 

Reminiscent of early days, The “Y and E’’ News (Yawman 
and Erbe Manufacturing Company) published “First Outing of 
Yawman and Erbe Manufacturing Company.” The distinctions 
between past and present were indicated by one sentence: 
“They did not miss the Fifty-fourth Regiment band on their 
outing, for they had an accordion.” This was descriptive of an 
outing in 1883 


—_———— 


Agricultural Economists for Federal Service 

The United States Civil Service Commission will receive ap- 
plications for economists for the Department of Agriculture. 
These include senior agricultural economist, agricultural econ- 
omist, associate agriculturalist and assistant agricultural econ- 
omist 

Applications for these positions must be on file with the 
Civil Service Commission at Washington, D. C., not later than 
March 13. The examinations are to fill vacancies in the Bureau 
of Agricultural Economics, Department of Agriculture, for duty 
in Washington, D. C., or in the field. The entrance salaries 
range from $4,600 to $5,200 a year for the senior grade, $3,800 
to $4,400 a year for agriculturai economist, $3,200 to $3,700 a 
year for the associate grade, and $2,600 to $3,100 a year for the 
assistant grade Higher-salaried positions are filled through 
promotion 

Competitors will not be required to report for examinations 
it any place, but will be rated on their education and expe- 
rience, and a publication, thesis or discussion to be filed by 
the applicant The optional subjects are (1) Co-operative 
marketing, (2) crop and livestock forecasting, (3) farm finance, 
(4) farm management, (5) farm population and rural life, (6) 
foreign competition and demand, (7) land economics, (8) sta- 
tistical research, (9) transportation, (10) marketing. 

Full information may be obtained from the United States 
Civil Service Commission, Washington, D. C., or from the sec- 
retary of the United States Civil Service Board of Examiners 
at the post effice or customhouse in any city. 


xoKe— #3 
ie EXPORTS Y 


Typewriters 





United States exports of typewriters by countries during November, 
1928. In exports under this classification where the machine is driven by 
an electric moto the valne of the motor is included with the machine 
By the Division of Statistics, Department of Commerce, 

Standard, New’ Portable, New Used & Rebuilt Parts of 
No 








Countries No. No. 

Austria 530 $ 38.306 129 $ 5,271 462 $ 12,170 $ 750 
Belgium . 462 0.799 260 7,974 199 5,278 2,401 
Bulgaria 1S 910 5 180 . . enbe 
Czechoslovakia . 4s4 32,445 351 12,816 6 1,587 3,174 
Denmark 5S 3,871 11 425 5 169 200 
Estonia , S 519 es , . 
Finland 200 13,553 9,645 h 1,897 82 
France 1,689 130,411 34,470 798 23,820 6,521 
Germany . 393 24,053 24,578 100 2,897 7,438 
(ireece . ees 3o 1,712 492 28 300 seen 
Hungary sues 272 14,819 4,935 223 7,394 

Iceland 180 : 

A 1,355 73,800 9,027 184 4,730 

Latvia 6 485 1 47 

Malta, Gozo and 

OCyprus Is..... ons 450 . 

Netherlands... 423 23,608 4,401 261 7,449 1,279 
Norway . . 6u 4,657 1,602 ee 

Pol. and Danzig 609 44,482 13,680 lll 4,123 792 
Portugal ae : 2,172 2,340 1 43 208 
Rumania . 9,956 2.988 5 230 30 
Sov. Rus. in Eu +,.961 86 ah 12 
Spain ‘ 4,022 7,811 213 8,380 1,042 
Sweden : 6,588 ; 13 691 
Switzerland 10,122 26 1,021 18,0138 
United King 2, 91,752 202 6,744 38,868 
Yugoslavia and 

Albania . 5 0 6 216 i ie ésas 
Canada .. v20 59,954 294 11,008 581 16,736 10,699 
Brit. Honduras 1 7o 4 149 1 65 ada 
Costa Rica... 1 80 48 1,974 9 422 111 
Guatemala . 0) 5.715 i2 1,512 ~ seal 239 
Honduras .... S 761 1 70 2 81 40 
Nicaragua : S 40 21 855 1 42 6 
Panama ... 65 4,069 43 1,634 7 277 17 
Salvador .. 4 145 : 28 
Mexico .. 267 16.129 408 15,008 29 1,202 1,122 
Miquelon and St 

Pierre Is.... 1 50 

Newfoundland and 

Labrador t 280 ‘ : 
Bermudas . 5 0) 2 5 2 68 
Barbados . 1 5S . , 
Jamaica . 16 S42 : ‘ 144 
Trinidad and Tol. . ‘ 1 a 
Other B. W. Ind 2 1) : 2 63 ones 
Co ns cseee , 112 8,481 77 , 240 186 
Dom. Rep..... 22 1,371 2 eae 
Neth. W. Indies 12 770 16 
Haiti, Rep. of 6 430 22 2 9s 

Virgin Is. of U.S 4 226 re <a 
Argentina ... 1,054 69,130 265 10,679 119 5,371 
Bolivia ..... : 27 2,120 3,125 
Brazil .... Stid 61,896 2,283 50 2,356 








SENECA 
RULERS 


‘“‘The Standard of Quality 
and Service for 
Over Fifty Years.’’ 





Write for Illustrated Folder C5 


Seneca Falls 
Rule & Block Co. 


INCORPORATED 
Seneca Falls, N. Y., U. S. A. 
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Build up your sales 
by ordering at once 


Yankee Val-U-Roll 
Adding Machine Paper 


A guaranteed roll containing 250 
lineal feet of paper. All rolls 
are 34 inches in diameter, not 
short in yardage. An excep- 
tional grade of paper at a 
moderate price, considering 
quality. 


oooooooooooooooooooo0oOooOooooooooooo000000 


Manufactured by 


Yankee Paper & Specialty Co. 
MENASHA, WIS. 
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SOMETHING NEW IN 
LETTER TRAYS 


Just what a lot of your good cus- 
tomers have been looking for. 





Made in Quartered Oak and Birch Mahogany 
Letter size 4” Deep. Cap size 5” deep. 


Order samples today and start these sales your way! 


IMPERIAL METHODS CO. 


FOREST PARK, ILLINOIS 


Suburb Chicago 
SCHUBERT OFFICE SPECIALTY CO 
PACIFIC COAST DISTRIBUTORS 
1405 8 Hill Street, Los Angeles, Calif 
580 Market Street, San Francisco, Calif 
GERARD D. WHITE 
2236 Bassford Ave., Apt. 1B, New York City, N. Y. 











... Signals flash facts 
in every index—an easy to apply 
metal signal makes a perfect 
system—Cook’s File Signals 
“stay put’”’ 

Are you posted on the new No. 20 


series for Visible Indexes and Sales 
Display No. 660? 


COOK’ 


are especially designed for the mod- 
ern card file—nickel plated—heavily 
enameled and with ex- 
clusive patented 
features 


Name & Ccoon's 
Address - U 
— —--+3 


| Terms _ = cooK’s cooK’s 
Cook 


- No. : Siays Flush NO.22 No. 24 
THE H. C. COOK CO., ANSONIA, CONN. 
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Standard, New Portable. New Used & Rebuilt Parts of 








Countries No No No. 
Chile . 301 191 7,122 27 1,213 210 
Colombia . 280 288 11,457 4 184 240 
Ecuador 70 81 3,111 see 
Paraguay . : 1 1 36 .s a4 
Peru been 1 102 3,832 17 612 
Uruguay .... 108 112 4,066 10 459 
Venezuela 56 104 4,646 2 8e 17 
DED cscsocese 4 Ses TT 

srit India , 524 S02 29,670 48 1,968 1,820 
srit Malaya.. 61 rot 1,801 ; tans 70 
Ceylon nes 26 10 360 7 278 ; 
China ee 135 227 8,172 33 1,102 243 
Java and Madura 106 115 4.140 2 711 227 
Other Netherland 

E Indies : ee 27 
Fr. Indo-China 25 1,406 eae 
Hongkong os 16 1,304 ” 364 16 500 24 
ees ; 6 480 : ees 
Japan — 48 3,973 12 570 42 1,471 118 
Palestine 1 4y , — a ecce 
Persia sne0ceee 2 160 6 270 ° eee as 
Philippine Is.. 207 20,060 196 7,178 13 473 1,543 
eT _ 7 279 as : 
Syria seeeees 5 389 11 465 oeee ee 
WOE cccesce 197 11,868 133 4,883 : ees 2 
Australia . ; 771 52,608 479 18,250 81 2,101 7,290 
Brit. Oceania.. 3 224 eee ee cece ee 
Fr. Oceania... 1 91 . : 1 10 . 
New Zealand ; 58 4,016 12 468 10 200 1,046 
Belgian Congo... 13 805 21 756 aaa een 
Brit. E. Africa 5 347 S 294 1 40 &% 
Un. of 8. Africa iy 39,467 74 2,743 4 99 1,266 
Brit. W. Africa 1,610 60 2,232 ess 
BRE cccccese 17,576 78 2,832 22° 
Algeria and Tun. 359 , 
Madagascar .. 1,321 20 720 
Other Fr. Africa 160 6 40) cme 
Italian Africa. 2 91 
Liberia 1 105 eee 
Morocco ase ll asa) cece eee 
Mozambique ... 7 490 . cess 113 
Other P. Africa 2 202 10 405 . es ee 
Canary Islands.. 1 go 20 900 nese ee 

Total 18,814 $1,289,074 11,513 $437,968 4,135 $127,214 $114,768 

Shipments from the United States 

Hawali 144 $ 9,373 74$ 3,123 rT 
Porto Rico 46 2,997 35 1,305 2$ 81 3 % 


Adding—Calculating—Billing—Tabu- 
lating—Machine Exports 


United States exports of adding, calculating, bookkeeping and _ bDillin:s 
machines, etc., by countries, in November, 1925 In exports under thi- 
classification where the machine is driven by an electric motor the value 
of the motor is included with the machine. Parts of adding and calcu 
lating machines are not shown separately. They are included under » 
general classification, ‘‘Other machinery and parts of,’’ which is not 
segregated for publication. By the Division of Statistics, U. 8. Depart 
ment of Commerce. 


Listing Typewriter 
adding- bookkeeping Non- listing Listing 
bookkeeping billing adding adding 
machines. machines machines machines 
Countries No. No No. No. 

beet Cccccstsccee OF COR 2$ 246 30$ 1,350 18 $ 2,14 
Belgium peeeescoe OT 14,451 8 1,267 . ae 51 4,706 
Czechoslovakia ..... 16 18,023 to 16,740 ons 151 13,97: 
Denmark . pease 2,581 . i) 288 6 1,251 
Estonia . cece one 1 TT 
Finland 2 1,419 5 1.419 15 R63 8S 6,815 
France 14 11,369 4 9,997 17 860 96 10,117 
(iermany 175 134,894 a 26,931 345 31,88" 
Greece : 1 19% nie 
Iceland , , 2 1d 
Italy 23 19,088 46 27,643 1 225 #4170 17,455 
Netherlands : — 1,965 12 6,901 cane 25 1,857 
Norway rete 686 s 952 ees 66 4,045 
Poland and Danzig.. 13 7,967 2 0 2 291 193 13,72 
Portugal : 6 4 
Rumania . , : nteess son 1 ri 
Sov. Russia in Eu 6 4,430 rar “a 5 ROF 
Spain ° 3 2,997 ; 2,070 eons 39 3,758 
Sweden 2 1,546 6 1,470 20 R92 80 5,10 
Switzerland + 3,844 31 23,065 20 1,320 156 11,846 
United Kingdom . © 56.418 86 24,229 1 58 R4 8.694 
Canada . » a 1,910 2 13,040 3 171 188 15,117 
British Honduras - ‘ ne 1 RF 
Costa Rica ° ° 2 630 eee € 450 
Guatemala ae 24 1,890 
Honduras . 2 206 
Nicaragua : een 3 312 
Panama . : . 3 782 
Salvador . see 2 182. 360 1 100 
Mexico . ; 26 1,116 3s 4,716 
Newfound. and Lab 4 : 1 11] 
Trinidad and Tobago 10 N& 
Cuba .. , 2 1,125 s 3}, 482 39 », 749 
Dominican Rep... : : seme aos 32 4,618 
Netherland W. Ind l 113 7 
Haiti, Republic of cenene - 3 190 
Argentina 7 6,663 6 3.600 : 364 31,320 
Bolivia ‘ 10 2,137 - ae 
Brazil . 7 6,028 “ S34 24 2.775 176 24,168 
Chile . , 2 31% a 74 6,408 
Colombia 2 1,680 1 12% ‘ 108 8,291 
Ecuador 41 2,212 
Peru... aii ii 5 1,708 
Uruguay . sone , 50 3,939 
Venezuela 1 1,745 P s 712 
British India i 2 BO is ceces 29 6,188 
British Malaya ... : , sece 10 750 
China . , 4 5,382 ‘ , sen 39 3,882 
Java and Madura.. os in we i<«8edse anc "sltees 39 2,70 
Japan oo 2 963 ‘ ones 18 1,40 
Philippine Islands pees : 13 965 
Siam . eeees ce eesece a 10 431 
Turkey a60090008000 + eet iz 
Australia : .-. 30 32,058 41 8,175 176 §=16,16) 
New Zealand ....... . aees 5 1,1) Me 
Union of 8S. Africa 1 936 «620 7,167 22 3,544 
Brit. W Africa : l 1.140 
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Where space 
is very 
valuable 


it will pay the ofhce 
equipment dealer to 
display these light dur- 
able stools and stands 
and it pays the user to 


buy them. 


Furnished with rubber 
tips, steel caps or cast- 
ers. Descriptive mat- 
ter and prices on | 
request. 


Searles Electric Welding Works 


Manufacturers 


1850 Fulton Street Chicago | 


PELOUZE POSTAL SCALES | 








HEY tell automati- 

cally the exact amount 
of postage, in cents, re- 
quired on all mail matter, 
including parcel post rates 
by zones. Warranted ac- 
curate. Beautifully finished 
in French gray or gold 
bronze enamel. 





Made in Several Styles 


Intended for in- 
dividual desk, 
library, office or 
shipping room. 
Dealers supplied 
by principal job- 
bers. 





ASK FOR PELOUZE SCALES 


Pelouze Manufacturing Co. 
232-242 East Ohio Street Chicago, Illinois 
Original Manufacturers of Reliable Automatic Postal Scales 

“The Best Scales to Use Are Made by Pelouze” 





























Every Orrice Neeps Tuis 


Stn 


SERVICE 
Unit 
No.131-LB 


ontains 33 
drawers 
each 

8 11/16” 
wide, 

1 3/16” 

high, 15” 
leep 





~ 


E\ EN a small office could use this unit for a 
current supply of forms and for cuts, electros, 
zines, etc. If a broken package of forms is allowed 
to stand on shelves, it gathers dust and many sheets 
in each package are wasted. 

When cuts are stored in ordinary boxes, they are 
often scratched or marred because of the boxes 


falling. 

SERVICE Unit No. 131-LB prevents all this The price is 
ow and the liberal discount permits a good margin for 
you if you will but push the SERVICE No. 100 Line 


Live dealers wanted. Write today! 


Service Steel Products Corp. 


914-918 W. North Ave., Chicago, IIl. (4264) 











Free Hand 
Reg. U. S. Pat. Off. 





A positive grip but in- 
stantly released. 


The Free Hand binder has a positive grip. 
Papers are held securely, firmly and per- 
manently until released. And one hand is 
sufficient to release them—that’s why it’s 
known as the Free Hand. It is efficient 
because adaptable to the job—and univer- 
sally liked. Write for prices and details. 


FREE HAND BINDER CO. 
227 Pearl Street 
New York 
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It wears and wears 


Dealers emphasize this important 
feature. And that feature makes 
for repeat sales and new sales in 
the same organization. 








. Closes automatically. 
. Prevents evaporation of ink. 
Keeps dirt and dust out. 





. Requires little attention. 


ut WN 


7 , ll Bearing Fl ats , 

$y word of mouth, even, the The Ball Bearing Floa Saves pen points. 

ever-wearing qualities of ESCO 

spread quickly and sales spring See how the floating 
: bal! bearing pushes up 


up trom many unexpected corners. against the pen open 


Wipes surplus ink off pen. 


ID 


. Will not spurt. 


8. Cannot clog. 
For economical and profitable _ S atien oak © Saves ink bile. 
sales, stick to ESCO chair pads. otha ee cheasiun i Matis sl aii 
of ink 
Economy Seat Company There Is a Lewis Model for Every Use. 
511-517 So. Paulina St. CHICAGO Lewis Ball Bearing Inkwell Company 














Box 428, Paulding, Ohio. U. S. A. 





SO 
self— 
inking 


STAM P PAD 


Conceded by the largest consumers of 
Stamp Pads to be the only pad having 
every essential quality necessary for com- 








plete satisfaction. 


Guaranteed to outwear any other pad 
25%, and due to its radically different 
type of construction (patented), elimi- 
nates all traces of surplus ink on the 
striking surface of the pad, therefore you 
must get absolutely perfect rubber stamp 
impressions at all times. 


Sample on Request. ° 
: ya Office Chairs 


Peerless Carbon & Ribbon eae 
Mfg. Company, Inc. Empire Chair Company 


Johnson City, Tenn. 


476-478 Broome St. New York, N. Y, Permanent Exhibit — American Furniture Mart 
Space 1526 — 1527 — 1528 Chicago, Ill. 























eR 
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Listing Typewriter 
adding bookkeeping Non. listing Listing 
bookkeeping billing adding adding 
machines machines machines. machines. 
Countries o oO No No. 
Egypt 1 810 
Mozambique 3 225 
Total . 422 $348,791 461 $182,375 185 $12,819 3,165 $293,272 
Shipments from the United States to: 
Hawaii 74 $ 3,123 6$ 3,056 a 18 $ 3,054 
Porto Rico sees 10 1,826 
Card 
punching, sorting Other 
Calculating and tabulating including used 
machines. machines. and rebuilt. 
Countries No. No. No. 
eee , 36 $ 6.750 aii ee 1 $ 460 
Belgium. —e . 141 20,085 és : ‘ 8S 588 
Czechoslovakia 22 2,690 - ee os ween 
Denmark ... ives i bec - oom 1 176 
Finland . baa 16 2,424 . ’ 28 1,895 
France .. ae 2 32,382 2 $ 2.300 8 639 
Germany . we . 199 40,815 4 9,088 35 4,477 
Hungary , oo. 860 aha - bone 2 242 
Italy .... fe . 102 11,230 ; eck 69 3,116 
Netherlands... ned 11 2,606 6 ane 8 8606664060lt~ aes 
DOO cccucscecces ‘ 1 435 . ee ix’ 1 Gens 
Poland and Danzig.. 48 5,700 3 1,225 ~  4aeonee 
Soviet Russia in Europe. 45 11,012 22 26,740 oss 
TS eee 2 715 ‘< ees 1 122 
Switzerland ..... ‘aneee ee 3,500 6 ee... we »““eweus 
United Kingdom 217 60,690 5 2.514 “oe “aii 
Canada eeceser oo. ae 36,522 80 62,067 9 2,196 
Coste MIB ccccccccses . ; , 1 75 
Guatemala ....... 10 ‘ . o< : seese 
Honduras ......... wes 6 ee 
Nicaragua... ; 2 see 
PUM sccccsccess : 2 1 75 
Salvador .......... 6 oe 
Pe ssschenens oa 40 48 3,662 
Newfoundland and Lab 1 eee 
Bermudas .........«.-. 1 aes 
Trinidad and Tobago 1 
CUBE ccccccacccceses 1 
Dominican Republic 6 
Argentina ceseccsose EO 29 _———- 60Ofleeti‘ét RN 
Bolivia sae : : 1 a. ix.  ‘-.e 
Brazil ; ‘ 7 4 7 se 
Chile ‘ , ‘ee 6 . 
Colombia ... 50 1 70 
ree 1 oe 
Uruguay ...... , > 4 2. geese) | |6-nee °° 
Venezuela ....... se .. . Se 6 pee ee me 
British Malaya ...... 11 _ 
CREM 3 coscccecess aos 19 eee 
Java and Madura.... 53 : 7 
French Indo-China , 4 : ee 
SE  stnnnedecteesee 21 2 105 
Australia .......... 12 ° eee 
British Oceania .. ; 1 eee 
SE: a casenceea 4 os ee o eséec 
Union of 8. Africa 10 1,704 a nonmien s+ wnens 
Total -1,619 $320,798 304 $158,335 215 $17,898 
Shipments from the United States to: 
Hawaii .... ad , 23 $ 6,175 Fo ahcbiaanill 1 $ 14 
Porto Rico . ‘ awn 76 1,140 oe  ecees ee occee 


Writing Instrument Exports 


United States exports of writing instruments during November, 1928, 
by the Division of Statistics, United States Department of Commerce: 





tefillable 
pencils and Pencils, Metallic pens, 
pencil Fountain pens except metal except gold. 
Countries leads. Number Dozen Gross. 

BERT ose csesces< $ 1,731 24 $ 307 48 $ eee ae 
Azores and Mad. Is. . 1 25 oeese 20086 eosce 
telgium . 6,725 a” See ° 
Bulgaria 291 15 : 
Czechoslovakia . eeee 6 aeons . oesee 
Denmark . 8,000 1,696 10,7 : : 561 $ 296 
France socoe Se 105 . esses 
Finland oe 1,625 826 
Germany : 854 31 1,000 500 
Iceland. ; 9s i aS. UL Oe ae 
Italy 2,188 7 060 ee 6 weeen 860 casas Coens * Gakae 
Netherlands . 1,546 — -—)h=6hlU)h)6hlt aD Sapesd \ cohen 
Poland and Danzig 116 So ita’ We Oe exvesa <enm 
Rumania 337 i” —l Nee eee eee 
Spain 467 _ Wan beta cdene, seeee. setbe 
Sweden 425 7 
Switzerland . 1,009 99 ees 
United Kingdom 10,319 4,115 5 48,2 23,097 
Yugo. and Albania 120 eceeee 00908  se085 sesee e00se 
Canada -- 12,049 1,382 1 +, 4 1,799 
Costa Rica oe 481 65 50 41 
Guatemala 80 57 see 
Honduras. nO 6 27 199 164 
Nicaragua 1,440 3 32 110 RT 
Panama . 4865 2 ch 208 9% 
Salvador , 12 ', 24 18 25 
Mexico . . 5,323 706 15,281 92 587 9.717 67 D4 
Newfoundland and 

Labrador 79 12 251 2 ABS 22 . wnbde 
Bermudas 67 8 265 144 De 80 cesen” Sotee 
Jamaica 943 54 1,380 1,500 25 

Trinidad and Tob TO 2 86 18 97 bece. Sauls 
Other B. W. Ind i) 115 144 11 shee’ tledie 
Cuba : 241 191 2.120 47.547 10,687 6,397 4,710 
Dominican Rep 14 °6 R90 3,435 581 33 26 
Netherland W. Ind IAS 53 1,327 282 ou) : 
Haiti, Rep. of 86 is 8 300 on : eprint es 
Virgin Is. of U.S 2 n2 40 16 2 éadee 
Argentina 1,°78 162 4.815 25,433 3,752 _ © eesee 
solivia ° . 509 oeebae , TT : ° eevee 
Brazil . 1,098 N67 4.868 4,444 1,231 begee 8 }§©604be 
Chile O87 81 1,958 HD | 23 781 442 
(bolombia S07 Th 2.149 14,804 3.461 1,240 797 
Ecuador 60 13 336 4,386 1,135 206 §=6—eeeee 
Brit. Guiana... 1 

Peru . 185 48 8.577 ct eee 
Uruguay . ‘ 191 49 636 316 ccsen oemen 
Venezuela 477 224 6,432 1,290 140 115 








Fits Every 
Office Need 








Sherman-Manson Tu- 
bular Steel Stands, 
with raised or flush, in- 
terchangeable, right 
and left side shelves 
have been designed to 
fit hundreds of differ- 
ent needs in offices, fac- 
tories and elsewhere. 


Mail the coupon for 
full information and 


prices. 





SHERMAN-MANSON MBG, CO. 


621-31 S. Kolmar Ave., Chicago 





Please send folder with full information regarding your new, lower prices. 


Name = 





City State. 

















AAT? oe 2, 





LAMB DESK 
No. X-3 


Just what you have 
been looking for 







—a desk that will insure increased sales and profits, 
an article of Quality and Beauty, at the right price. 


Our catalog No. 21 shows full line DESKS, Screens, 
and Costumers. If you have not received your copy, 
write us 


George % Lamb 


MANUFACTURER 
NAPPANEE INDIANA 
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Refillable 
pencils and Pencils, Metallic pens 
£01 YEARS OF MANUFACTURING EXPERIENCE pencil Fountain pens except metal. except gold 
Countries leads. Number. Dozen Gross. 
Brit. India 98s 226 7,506 6,379 7 86 eecse 
Brit. Malaya 297 22 340 7,320 1,227 eecce 
\ Ceylon 42 2 722 = «1,621 512 —(:«... 
China as 2,595 1,900 32,582 8,940 2,654 1, Sx 1,087 
Java and Madura 1,108 92 3,377 435 131 eee 
Other Neth. E. Ind. aa peegna ‘a seene 
Hongkong . 172 69 1,706 700 RS 
 * es 12 58 216 sietied . 
Japan : 283 8 145 11,790 4,480 
This ch Kwantung 20a 4 100 speee nen 
is chair is There is an arm Persia ne 13 440 , =. 
~ Philippine 8 22 6 308 35.850 7,652 2 2 
No. C 3004 CXYX chair to match Siam oe 95 i" : 163 ewe : = as . 
Syria. 116 14 278 . eees we 
Turkey 224 ” 275 273 81 4s “ 
Australia 2,19 82 2,697 14,414 1,919 
Brit. QOceamia...... .- ote sees 24 10 
New Zealand 22 9 307 444 194 
Brit E. Africa 46 2 ~~ essae eens cons 
Un. of 8. Africa sane 7 165 480 10% 652 41: 
Egypt ' seas 680 : - 
~~ Liberia see 1 67 nae is 
Canary Islands , 58 2 53 — eee ees - 
Total $78,919 13,306 $208,984 477,241 $98,347 66,241 $34,626 


LENDS DIGNITY-YIELDS PROFITS# nS 90 2068 3008 5,011 $1985 
HIS new Heywood-Wakefield chair 


Porto Rico 207 Tl = «1,618 = 3.895 801 1848 10 

will lend dignity and comfort to any 
office and it will yield good profits to 
progressive dealers. It is soundly made 
for the better trade and is backed by 
our 100 years of manufacturing ex- 


Metal Office Furniture Exports 


United States exports of metal furniture by countries during 
November, 1928 By the Division of Statistics, Department of 
Commerce 






Safes Bank 

and and 
cabinets, safety Other 
fire deposit office 
























perience, and vaults furni- Othe: 
burglar and vy meta!) 
2 Filing cases proof equip— and fix— furni- 
é wood -Wake Melia Countries No. No. ment. tures. ture 
y Austria ‘ 12 $780 s $593 $62 $118 
io oS. PAY. SES Belgium ... 185 5,548 58 2,900 120 87 
Czechoslovakia 1 137 97 4,320 25 
Baltimore, Md. Los Angeles, Calif. Denmark ; 2 63 21 329 oan 
Boston, Mass. New York, N. Y. Finland 1 37 90 4,771 964 - 
Buffalo, N. Y. Philadelphia, Pa. France er are =o 920 688 
Chicago, II. Portland, Oregon ew = met 10 +as 1,138 
Kansas City,Mo. —_—_St. Louis, Mo. aly .... 61 2,305 ... i 1,994 304 
San Francisco, Calif. Lithuania aa ita i 425 aah 
Netherlands - 81 1,978 56 2,799 2,008 161 
DP cncoacens Ten 285 119 6,140 217 901 
Poland and Danzig 56 312 “ - 358 
= _—- _—_____ — — = Rumania ........ 3 27 7 501 
l Soviet Russia in 
Europe . i ae 123 - 
Spain . . 196 3.155 255 7,471 $6.854 4,592 69% 
Sweden .. . 109 951 73 3,925 ae 1,477 389 
Switzerland mad eae wins wis die 49 a6 
United Kingdom. 128 4,863 162 13,889 249 9,863 9,674 
SD in dn ceive 1,066 26,081 373 15,598 458 13,902 39,487 
British Honduras ‘ia Date 5 1,181 o- one 76 
Costa Rica 42 1,552 4 695 — 363 228 
Guatemala 43 1,975 19 1,358 at 1,082 3,347 
Honduras ' 2 &3 8 285 -y 78 189 
H “ , i Nicaragua : ee 1 57 wiih nite 604 
or the appearance of it always has its attractions Panama 123 4,030 8 64: 1,196 16,268 2,132 
HW se hi ; ; H Salvador 27 292 5 543 5 
for the investor. It is likewise axiomatic that a" 203 5.842 98 6.931 1,012 8.040 7.942 


the production of securities should be surround- Newfoundland and 
































: ‘ ) 8 28( P P ea 416 
ed with the same safeguards that surround the ap sanraeat : ae a -* . se 
production of currency. Cheaper production of te nll ; 36 oe 66 1s 

high class securities of this type is made possi- Jamaica ... 47 2,014 112 a 295 
ble by the use of “K B” BLANKS, a series of —— - one , 854 172 a6e 
blank forms printed from steel engraved plates Other British ma ; 
in banknote style after the same manner in which — i out (6 (tee wilh cts CC p+ 4 
United States Bank Notes are produced. These Dominican Repubiic 34 "e698 GRR "200 "201 779 
forms when overpriated have the appearance of Neth rland West od ——* sont (has 

4 °° ey 249 ‘ +) 4 
high-grade securities and a currency look and Haitian Republic 11 441 41 119 51 604 
feel about them that is irresistible to the dealer Virgin Islands of 
i good United States l 38 el . 
and the envester, hence a unusually —— Argentina 236 9,829 92 3,157 15,092 10,292 9,885 
of profit for the printer. Numerous designs in Bolivia 19 «2961 31 3,566 at Fi 

six colors cover an infinite variety of financial Brasil 372 15,329 57 ©2521 18,741 1,689 

| . . Chile o , see se6 Q ° 
and commercial requirements Colombia 101 2,796 220 14,079 7,182 4,287 19,422 

Ecuador 2 4 19 2,164 as 135 336 
: 2S : 2OURST Paraguay ee ates 1,122 
Calera Ce Sawa: Peru 53 «3,724 71 3,514 587 467 
Uruguay 19 1,353 10 630 22 1,299 
Venezuela OS 4.33% 99 4.863 1,237 3,500 
British India 25 697 117 3.434 ose Lt 
British Malay: Te : — — € 
KIHN BROTHERS, Bank Note Engraver Ceylon ; oes se ; aes 150 
205-209 WEST 19th STREET China - = wee Ss ae 
Java and Madura 4 135 1,891 131 

NEW YORK CITY Other Netherland 
East Indies. 21 1,030 2,088 
French Indo-China ees . 150 
Hone Kong 8 499 2 190 686 
lagen 180 7,402 a) 1537 56,626 2,516 10,80: 
Kwantung 60 - 
at 


Palestine 
Persia ‘ l 438 
Philippine Islands ' 14° 2% >.133 
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REGAL REBUILT 
ROYALS 


Trade-marked Nationally Advertise 


Approved by the Manufacturer 





ROUGH TYPEWRITERS 


A UNIQUE FASTENER 
The 


Bump 


. ~ : lot ” 
The Bump fastener is as practi- Stock in 82 Cities 


cal as it is novel and unique. No 
metal staples, pins or clips re- 
quired; instead, the Bump uses 
a part of the object to be fast- 
ened and produces a neat, secure 
fastener. There are two models 
-the stand machine preferred by 
some for its convenient and fast 
operation and the hand model 
here illustrated, preferred by 
others for its portability and 
Identi- 


All Models 
All Types 


All Makes 
All Series - - 


Lowest Prices 


Write for the Regal Plan 


bo 3.23523 95) 235) 39513951 3551395) 235) 2330 39) $05) sess sti Sei ses Sey sey oe5) 25) 


Ta 
<= 


easy squeeze operation 
cal results. 


REGAL TYPEWRITER COMPANY, Inc. 


524 Broadway, 12-14 So. Jefferson St., 
New York, N. Y. Chicago, Illinois 


Cable Address: REGALTYPE, N. Y. 


THE BUMP PAPER FASTENER CO. 
LA CROSSE, WISCONSIN 


Eastern Representatives— 
Seymour-Conover Co., 350 Broadway, New York City 





WESSUSSINLSIN TIT ess ess! 


y 


bssched Neb het Sststistiiet st iet Ost Sssist bes oes 


DEFIANCE INKSTANDS ot st ct ott it 














Good Impressions 

















No. 50 


“The House of Service” 








“DEFIANCE © 


SALES CURKRPURKAIIUN 


72 Spring Street New York 


Sole Mar ture f the Genui 


ne Gem, 
Jumbo Ger and Perfection Desk ( alendars. 














You can recommend 
VICTORY Stamp Pads tv 
your trade with full assur- 
ance of satisfactory service, 
Made of high quality ma- 
terial, they wear long and 
retain a smooth inking sur- 
face despite the most severe 
pounding and scraping. 
Made in six sizes as follows: 

Junior ..2 x3% inches 

No. 0....2%x3% inches 

No. 1....2%=x4% inches 


LUTHER 


55-57 East Park St. 


No, 2....3%x6% inches 
No. 3....4%x7% inches 
No, 4....4 x9 inches 


Supplied uninked, or inked 
in red, black, blue, violet 
and green. We have a 
price-list and details of our 
line of stamp pads, inks, 
mucilage, paste and sealing 
wax for stationers on ap- 
plication. We can furnish 
any of these items for 
your own private brand. 


INK AND STAMP PAD 
COMPANY 
Newark, N. J. 














224 OFFICE APPLIANCES March, 1929 











ant makeit 
a wn actual use 












To have a quiet laugh, put a Neva-Clog Stapling 
Plier in the hands of a prospect who says 
“They're all the same.” Watch him work it 
fast, then slow, on cardboard, leather or wood, 
on one sheet of paper and on fifty. Watch his 
eyes open. Watch him smile with surprise. HE 
CAN'T CLOG A NEVA-CLOG. No one 
can. It's the one stapling machine you can sell, 
certain that it won't give you headaches. 
Neva-Clog Stapling Pliers retail at $5.50, with 
the usual trade discounts. Send for a sample. 


No obligation. 


NEVA-CLOG PRODUCTS, INC. 
BRIDGEPORT, CONN. 


~~ = TAPLING PLIERS 


U.S. and FOREIGN PATENTS 


CROWN PRODUCTS, for more 
than a quarter century, have been 
making “Good impressions.” 


From every quarter of the globe, 
those who sell our products, have 
come to associate the CROWN 
TRADEMARK with quality and 
good service. 


Responsible distributor connec- 
tions are desired in both domestic 
and foreign fields. 


Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U.S. A. 



































= 










“SATELLITE” 
PLAYS A 
STELLAR 
ROLE 


In the field of 
typewriter stands 
“Satellite” is a 
star seller The 
steady, solid-piec: 
top, the accurate 
adjusting mech 
anism, the large 
quiet rollers, al 
combine to make 
a stand that sells 
on sight and re 


STEEL BOUND 
STORAGE BOXES 


mains sold when 
in use All “Sat- 
ellite’ users are 
thoroughly satis 
fled becauss 





“Satellite’’ stands 

give the perfect OPEN 

service desired 

Model 2X, illus ’ 
trated above, is a The dealer who supplies this equipment to his 


simple stand 


trade is in the lead. STEEL BOUND BOXES 
are made in ten stock sizes for storing drafts, 
checks, deposit slips, letters, vouchers, bills, 

etc. Special sizes made to order. Papers thus 
are alee finished stored are made safe from dust or muss at 
Walnut and if small cost. DEALERS: Write for proposition. 
desired, can be had in all metal which is adjustable. 


The metal top is supplied im a baked ebony enamel. 
Write for complete information 


Adjustable Table Company Steel Bound Box Co. 


Grand Rapids, Michigan 5039 Cottage Grove Ave. Chicago 


made entirely of 
metal except the 
top, which is a 
solid piece of 
Oak wood six 
teen inches 
square. The tops 


Model 2X 
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Safes Bank 

and and 
‘abinets, safety Other 
fire deposit office 


and vaults furni— Other 
burglar and ture metal 
Filing cases. proof. equip— and fix— furni 
Countries No. No. ment. tures. ture. 
Siam leak nan , 1 60 ‘ 20 
Australia ..... 87 2,045 23 801 ; 1,856 959 
New Zealand 13 438 : 46 1,116 
Belgian Congo. 4 27 ses 
Union of South 
Africa . 139 3,629 26 1,500 5,467 2,049 
British West 
Africa , 1 3 : 160 = 
i a — 763 17 718 1,268 133 
Algeria and Tunisia 2 100 49 921 . 432 ; 
Morocco .. le bik 12 151 5 115 43 
Mozambique ‘ 6a 
Other Portuguese 
Africa .. ‘ ; , 6 
Total . .4,850$129,093 2,589$135,893$100,668$118, 142$142,629 
Shipments from the United States to: 
Hawaii 96 $2,959 9 $764 $ $4,345 $5,770 
Porto Rico 49 1,242 13 768 450 100 6,089 


Carbons, Ribbons and Filing Supplies Exports 


United States exports of carbon paper, typewriter ribbons, 
filing folders, index cards and other office forms in November, 
1928. By the Division of Statistics, United States Department 
of Commerce: 








Filing 
folders, index 
cards and Carbon Typewriter 
other office paper. ribbons 

Countries forms. Pounds. Dozen 
Austria . $20 196 $88 30 $99 
Azores and Maderia Is ‘fe ey nae 6 12 
Belgium ... 470 iol cee 59 206 
Bulgaria ... : ne - 18 38 
Czechoslovakia : 319 227 40 78 
Denmark .. 628 426 174 455 
Finland .... 872 1,125 289 782 
France ..... 118 73 171 418 
Germany .. 114 9,179 7,726 550 1,380 
Greece .... 16 .s< ‘ 12 30 
Hungary . ‘ eats ‘ 136 554 
Iceland .. ‘ ‘ 10 22 
SS 215 30 10 30 74 
Netherlands 3,307 2,556 2.012 389 1,397 
Norway . , 71 + . 45 110 
Poland and Danzig 179 2,721 1,497 41 123 
Portugal 160 68 40 153 386 
Spain ... 554 os +e 80 241 
Sweden 132 3,418 2,782 60 156 
Switzerland , 1,189 1,130 445 1,303 
United Kingdom 3.332 18,571 15,090 2.033 6,549 
Canada ... 6,797 13,309 7,856 1,035 4,000 
British Honduras , 16 - one “e ates 
Costa Rica 224 115 25 97 351 
Guatemala 1,132 110 100 160 445 
Honduras 2,592 192 229 26 108 
Nicaragua 394 120 64 10 48 
Panama . 1,691 4,446 2,181 52 208 
Salvador . 240 ans - 
Mexico .... 2,540 9,326 6,006 1,263 4,746 
Newfoundland and Lab 

rador ... 10 328 189 11 32 
Bermudas . 35 
Barbados .. : 14 -_ ; 
Jamaica : 306 186 142 65 192 
Trinidad and Tobago. 27 16 10 
Other British W. Indies 32 . . ama 
Ct: conke bac bene 5,183 3,717 4,316 840 2,592 
Dominican Republic... 910 691 517 32 93 
Netherland West Indies 612 9 24 52 225 
Haitian Republic..... 559 14 30 
Virgin Islands of United 

States .. 72 ; aie 
Argentina 2.215 1,107 708 810 2,350 
Bolivia .. 505 : : $4 208 
Brazil . 5,551 1,292 100 414 
Chile ... 17 461 691 2,342 
Colombia 3,169 1,033 20 1,574 
Ecuador 130 62 247 
Peru ... : 670 753 227 624 
Uruguay 82 459 85 397 
Venezuela 1,222 2,310 56 235 
British India 109 2.169 3 633 1,852 
British Malaya. 69 2% 208 529 
China . 557 837 449 102 500 
Java and Madura 3 218 112 
Other Netherland East 

Indies , 93 , ; 
Hong Kong 77 84 
Japan . 95 15,450 10,251 
Persia .. ee , 46 - ‘ bas 
Philippine Islands 647 1,950 895 75 168 
Siam . 19 19 2 7 
Turkey . . 219 235 155 18 i7 
BUG. caccecnes : 70 16,777 8,048 895 3,049 
New Zealand . 478 “al 2 on nae 
Union of South Africa 196 1,313 705 233 577 
British West Africa 100 60 31 69 
Egypt ee al 810 146 60 137 
Liberia ous : 31 aba : — oon 
Mozambique : ‘ 41 40 oe 

Total oeeeeees+ $47,931 120,024 $84,229 13,296 $42,829 

Shipments from United States to: 

Hawaii ‘cateuebin $9,990 934 $487 109 $233 
Porto Rico : 4,710 -- oes 24 152 
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TRINER 


NEW TYPE 
AIR MAIL 


This scale is used by the post office depart- 
ment for air mail. It was selected as the 
best type for the purpose. It is built of steel 
with brass beam and poise. By means of 
deep “V” notches in the beam and a steel dog 
on the poise which seats in them, it is easy to 
get positive, accurate weight. 


All Triner Postal and Parcels Post Scales 
show the latest rates, in effect July 1, 1928. 


Triner Scale & 


Manufacturing Co. 
2714 West 21st Street, Chicago 














AGENTS WANTED 





Vi DAV ER Starts the Day Right! 


In every business office, the first duty of the day is to open 
the mail. speoties that detail accelerates all things t 
follow—handling of orders, bank deposits, shipments, filing, and 
important executive decisions. 


VIDAVER opens the mail at a speed of 21,000 per hour, 


feeding automatically and accurately nding off six thou- 
sandths of an inch from the edge of the envelopes, thus 
avoiding any damage to enclosures, and any interference in 
operation sometimes occasioned in other methods coins, 
clips, or other metallic contents. It opens all sizes and shapes 
of envelopes requiring no previous preparation of envelopes or 
adjustment of machine. 


There are still a few choice territories available. Write us 
in detail of your qualifications; we shall be glad to explain 
our proposition. Our folder “Time” gives details of machine 
and is sent orf request. 


IDAVER 
LETTER OPENER COMPANY 
1755 Broadway New York, N. Y 
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EUREKA 


The Old Reliable Sanitary 
Copying Cloth and Bath 


This standard equipment for the letter press copy 
method is of good repute with all users of that type 
equipment. Features of the EUREKA Bath include non- 
rusting metal construction, and an arrangement prevent- 
ing mustiness or mildew EUREKA cloths are non-ravel- 
ing and treated so as to insure clear-cut, sharp copies 
and absolutely accurate results. Now supplied in new 
office green in addition to the standard aluminum finish. 


DON’T TURN DOWN ORDERS 


for these goods—just forward them to us; we'll fill them 
satisfactorily with neat profit to you and no trouble. 
Write for the EUREKA booklet. 


The EUREKA Blotter Bath Co. 


3732-34-36 South Wallace St., Chicago, U. S. A. 














§ mmm § do Qwewwmanee “ 
nol =" | CANODE 
$83 Bg “| PRODUCTS 


The Canode line of 
Inks and Office Sup- 
plies includes inks, 
inked ribbons, car- 
bons, stencils, etc., 
for all business pur- 
poses, all used daily 
in the modern office 
and sold _ through 
stationers and office 
equipment dealers. 
Especially in _  de- 
mand are Canode 
inks and stencils for 
rotary duplicating 
machines. Every 
item in our line is 
manufactured in our 
» own plant under our 
“own supervision. 


















etestttesesess 


Se 
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During the past seven 
years the name Canode 
has been synonymous 
with unsurpassed qual- 
ity at a popular price. 
Write us for particu- 
lars. 


CANODE INK & 
OFFICE SUPPLY 
COMPANY, Inc. 
3005 Carroll Ave. 
CHICAGO, ILLINOIS 
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Proposed Government Numbering Machine Specifications 


The Federal Specifications Board of the United States Gov- 
ernment has submitted to representative numbering machine 
manufacturers proposed specifications on numbering machines 
of the lever type. The board aims to secure criticism and com- 
ment on the specifications, to receive the attention of the tech- 
nical committee considering this subject. To receive considera- 
tion such comment or criticism should be in the hands of the 
board prior to March 29. 

Following is the proposed master specification submitted to 
manufacturers for comment and criticism 

i—General Specifications 

Numbering machines furnished under this specification shal! 

be self-inking, portable machines for desk use 
\i—Type 

Numbering machines shall be of the lever type, with a small 
lever or handle attached to the frame of the machine by which 
all of the numbered wheels may advance in proper consecutive 
order. The lever shall be of such design and location as to 
permit operation without releasing the plunger handle. 

1ti—Material and Workmanship 

1. The materials used in the manufacture of the machine 
shall be of such kind and quality as may be necessary to insure 
satisfactory operation. 

2. Various parts of the machines and the completed assem- 
bly shall be finished in a workmanlike manner in accordance 
with recognized practices of the trade. 

iV—General Requirements 

1. The machines shall be so designed as to permit of an 
unobstructed view of the printing opening in the base plate 
when the machine is in ordinary operating position with the 
plunger raised. 

2. The printing opening in the base plate shall be equipped 
with suitable guides to show the printing line The exposed 
metal parts shall be finished in nickel plate. chromium plate 
or other equally satisfactory finish. 

3. When so indicated in the invitation for bids, machines 
shall be finished with a particular type of finish. 

4. The plunger handle shall be of hardwood or some equally 
satisfactory material, finished smooth with protective coat, or 
coats, of varnish or lacquer. 

5. All numbering wheels, except the unit wheel, shall be of 
such design as to permit the operator, by some simple adjust- 
ment, to utilize any portion of the total capacity of the ma- 
chine without printing characters preceding the figures desired. 

6. The machine shall be equipped with the number of wheels 
indicated in the invitation for bids, and shall be furnished with 
loose letter sheets, special bases and other accessories, if re- 
quired. 

7. Each machine shall be marked to show the trade name, 
the manufacturer’s name and the serial number of the par- 
ticular machine. 

V—Detail Requirements 

1. Lever type number machines must be able to produce 
legible and clearcut impressions for not less than one million 
consecutive impressions without any failure of the operating 
mechanism, and with only such attention as they may be ex- 
pected to receive from the usual operator, such as the proper 
inking and occasional oiling. 

2. Each machine shall be furnished with a _ suitable felt 
inking pad, a bottle of numbering machine pad ink, and a 
wooden stylus, complete in a substantial wooden box equipped 
with a sliding cover, or a fibre container of sufficient strength 
to protect the machine in shipping. Each box or container to 
be labeled on end to show style, number of wheels, and trade 
name on the machine contained. 

Vi—Method of Inspection and Test 

1. At least two samples shall be tested by the United States 
Bureau of Standards, using the testing machines designed for 
the purpose. 

2. Failure of the test samples to produce one million clear- 
cut, legible impressions without mechanical difficulties, shall 
cause rejection 

Vil—Packing and Marking of Shipments 

Shall be in accordance with commercial practice, unless 
otherwise specified. 

Notes 

1. For definite quantity requirements, samples should not be 
furnished by the bidders unless requested by the ordering office 
to show special features. 

2. Machines required for testing purposes should be furnished 
at the expense of the ordering office, except that when rejec- 
tions occur, replacement of the entire quantity should be made 
by the contractor. 

8. For term contracts, two samples should be submitted by 
each bidder. These should be forwarded to the Bureau of 
Standards to be tested in accordance with Section VI, unless 
similar machines have successfully passed the test require- 
ments and, in the opinion of the director of the Bureau of 
Standards, a re-test is not required. Actual deliveries of ma- 
chines furnished under term contracts should be tested at the 
option of the ordering office. 

4. Samples submitted by unsuccessful bidders should be re- 
turned 

> 


Living and Office Expenses in Porto Rico 

The United States Department of Commerce has published a 
mimeographed bulletin, Special Circular No. 163, division of 
regional information, covering “Living and Office Operating 
Costs in Porto Rico.” This supersedes No. 76 of the same 
series. This details living expenses, rentals, wages and other 
factors in the operation of a business in Porto Rico. 

A paragraph about costs of office equipment says: ‘‘Modern 
office furniture and equipment can be purchased from stock in 
San Juan at prices only slightly above those prevailing in 
New York.”’ 

—g>—__— 


Office Specialty Market in England 
Commerce Reports] The specialty market in Britain was ex 
tended during 1928 and further improvement is expected in 
1929. Office specialties, typewriters, adding machines, pens, 
pencils and office furniture had a fair volume of trade in 1928 
The outlook is favorable for increased business 
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BALTIMORE INDEX MFG. CO. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


RED - BLUE - ORANGE - GREEN - BLACK 
Your Name Stamped on Guide Tab Without Charge 


WRITE FOR 
PARTICULARS 


















112-114 S. Calvert St., 
Baltimore, Md. 





HOLDER 






The “F-B” Loose Leaf Holder is quickly and easily 
adjusted to any size record; it is ideal for trans- 
ferring all sorts of loose leaf records, invoice 
copies, receipts, etc. The extension slides work 
smoothly and freely. The posts are removable and 
either longer or shorter ones can be substituted. 
The “F-B” is almost universally adopted in the 
business world, where it has been found very 
satisfactory. It is economical and efficient. 


Write for prices and details. 


F. B. MANUFACTURING CO. 
1228 INTERVALE AVE., NEW YORK 


N \ : r ¢ 
\(S aaa YY 
\ LL 
Are you the type of man who likes to sell a line a 
which requires no apologies—a line that is a stand- ————— 
ard of comparison? — 
There’s a real opportunity in the Little ribbon and 
carbon line, but it requires men of highest calibre. 
The line will measure up to your expectations, if == . 
you measure up to it. —— 
If interested, write us. Cae, 
A. P. LITTLE, Inc., Rochester, N. Y. 


New York Office—Bible House, Astor Place 






































Your Ink + These Cards and Cases = PROFIT, 














Sete equate Wiggins Patent Scored Cards printed in Printers everywhere are averaging a 50 
your shop and put up in neat Wearwell r cent profit on these cards and cases. 
Lever Binder Cases will prove big money ou can get started at once towards this 
makers for you. big extra profit. Send for one of our three 





Filling an already established demand sample orders today! 


they practically sell on sight. Protected 
Pica ves ces WIGGINS 
always fresh and clean and detach from 

















Stubsof cardsheld frm- | case with a smooth, straight edge. There Peerless 
ly by lever binder in oase is, therefore, no waste from spoilage. Book Form 
Trial Assortment Order Specis! 
‘31.0 THE JOHN B. WIGGINS CO. 


No. 1— 200 cards, 2 styles, and 2 Cases, 2 styles, $1.00 
No.2—1200 “4 * 8s“ 4" 500 1157 Fullerton Ave. CHICAGO 705 Peoples Gas Bidg. 


No3—25000 “4% 15 “ 4 “ 10.00 Wiggins Patent Scored Cards * Wearwell Lever Binder Cases 


Order Now direct from this Advertisement 
— I — i —— i ——  ——  ——  ——  —— Ur 
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U.S. TYPEWRITER RIBBON MFG. CO. 






RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street Philadelphia, Penna. 














STEEL DIE ENGRAVED 


Business Year Round Profits 
Motto Cards in Desk Pads 


_Year ‘round profits are customary with Hoffman’s 
Never-Warp Desk Pads because of constant turnover. 











can be used to good advantage in your The value in these pads is unusual due to concentration 
correspondence especially where quota- you We Gomnty GHD Glmeast sam’ Seunsee At thie season 
tions are being made. They are steel die a fe Oa, A, + 
engraved on a paneled card, size 34x44 for our catalog with prices and discounts. 

inches, and are enclosed in folded wed- L. HOFFMAN 

ding tissue. We give below the wording 145 Lafayette Street New York 





of a few of the cards. 


Beware of the higher cost of the 
lower price. 


Cost is measured by the results 
obtained and in no other way. 


It's what you get, not what you 














[rinters ~$tationers 





pay. : belied Increase Qfour Sales 
Angeeey can cut a9 sod t by using appropriate border blanks in 
takes rains to make a better “ conjunction with your type jobs 


icle. ‘ ™ 
article This Border is one of sixteen different 
styles ~prmted on strong white ledger 


paper ~ size 92x 12 inches -—_ 


100 for $2.00 


We have samples and price list ; send for them | 


The American Embossing Co a4 not much more than the cost of blank paper 
Steel Die and Copper Plate Engraving , —F > . 
and Printing in All its branches rou Ames x Rollinson 
' 2 2 roadway ew Vor 


oe ~ 
‘ Designers -Sngravers - Printers 


192-96 Seneca Street Buffalo, New York 





Write for Prontere circular showing complete hne~ 


















































NEW PATENTED BINDING SYSTEMS 


..ee L HERE IS A HANDY DESK PAD 


, ‘Fr , , , T 4 T , , M d f 
H KS l 0 \ PAPER I ( IR A NY | SE leather—pad slides in 
quic y re ed. ne 
r , r , "; . , , , ry” | , “ry f d 
THAT DESERVES THE BEST.... <= Sar me 
memo books—check 


TYPACOUNT LEDGER to meet the book covers— 


bridge score books 


most exacting requirements for machine —catalog cov- 
. ers, etc. 
hookkeeping, ledger and statement forms. a. «pe 
Send trial order 
for one dozen. 









WRITE FOR SAMPLES 
Stationery &» 


Byron Weston (sompany |\ | sess Cian ‘ 
DALTON. MASSACHUSETTS SYSTEM BINDERY, INC. 442_ North Wells, St. 
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SIMONSON 


For Vertical Letter Files, Ledger 
Check Files, Are 








NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 







‘. 
pte 
‘% 


PATENTED 
~ PATRIA GUIDES 
| We Posting Trays, Card Systems and 
# Indestructible 


, 








* Discount 
Roger A. Simonson & Co. Manufacturers 122S. Michigan Ave., Chicago 


Send for Free Sample and 
Dealers 








AIR MAIL 


and Parcel Post Rate 
Reductions are now in 
effect with greatly ex- 
panded mail service. 


Over 125,000 
TRINER SCALES 


are now used by the 
Post Office Dept. for 
computing and recheck- 
ing mail and parcel post 
up to 70 pounds. 


TRINER SALES CO. 


53 W. Jackson Boulevard Allmail Computing 
CHICAGO, ILL. 4 |b. Scale. 





KEEP S>. * 
STOCKED . fai “0” 





i$? 
geez 
— ~~ . 
Ss Hi $# ae Consistently 
Sag 2 fogs adptent in 
x s national magazines 


x 
[-P y ps for half a century— 


+ 
= ¢ ad Payson’s Indelible Ink. Co. 
67 Henshaw Ave. Nerthampten, Mass. 














PRECISION 
PLATENS 


For Typewriters, Multigraphs, Adding Machines 


Recovered with best black Rubber, non-blooming. We 
originated grinding on cylindrical dead centres, insuring 
same accuracy given engineers’ instruments. Delivered 
free in U. S. 30 years’ experience. New catalog and 
price list ready. 
Special Bargains in Complete Platens. 
We specialize in making ribbons for the trade. 


BUSHNELL MFG. CO. 


125% W. 3d Street Los Angeles, Cal. 





Patented! 
Keep it right in sight! 
Drop it down in your desk. 


= New model retail $20, $24 

and up. Take the 
agency for your lo- 
cality. 


Write for literature. 


Kobler & Co. 


Dept. A. 


11 W. 42nd Street 
New York 


Kobler Copyholder with Liner 






> 




















The Featherweight Eyeshade 


is constructed to protect the 





wearer's eyes from glaring arti- 
ficial or natural lights or bril- 
liant reflections. Durable, hy- 
gienic, adjustable, light weight. 
Where it touches the forehead, 
the celluloid is curled, presenting 











a smooth surface. 


The FEATHERWEIGHT EYESHADE CO. 
Merchantville, N. J. 








JUST WHAT YOU’VE BEEN 
WAITING FOR 


The first price list of 
parts and supplies for 


CHECK WRITERS 


ever issued to dealers 
is now ready. Write 


CHECK WRITER Co., INC., 
111 Nassau St. New York City 


Established 1914 
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LEU OUR ANTEE 


ALL 
LOWEST PRICES 


PERFECT MACHINES 


——SPECIAL DISCOUNTS TO DEALERS————— 
WRIT TO FLAVEN, MANHATTAN BLDG., CHICAGO 











RADIAL DISTRIBUTORS 


Efficient and economical. Will keep corres- 


pondence and papers always on hand and prop- 
erly arranged. The most efficient desk file on 
A very profit- 


the market. Made in four sizes. 
able item for stationers. 


STANLEY 
R 


BRISTOW 


24 Central Avenue 
West Orange, N. J. 


MARKIT TICKET PRINTER 


Every Store and Stockroom should have it 














For printing 
price tickets, 
numbering 
bins, boxes, 
\ shelves, etc 





HOLDERS MAY BE FASTENED TO ANY ARTICLE OR 
SURFACE wood glass, tin, paper et« by means of a 
lasting adhesive materi furn | Made in two sizes. 
Write for prices and discounts ¢t 


HANS H. HELLESOE, 2444 Ainslie St., Chicago 





XTRA—Just out! 
CONFIDENTIAL WHOLESALE 
CATALOGUE No. 375 


24 pages full of information. . . Information and Priges 
on all makes of Typewriters, Adding Machines, Calcu- 
lating Machines, Duplicating-Addressing-Folding-Ma- 


chines, etc. 
Write, Phone or Wire for your copy today! 


JELIABLE 


Typewriter& Adding Machine Corp. 
"All That the Name Implies" 


170 W. Washington Street, Chicago, III, 

















P L ] \ N & E S March, 192¢ 


MARS 


Moon 
Times 


Tribune 


PENCILS 


Globe Trotter 
Half Moon 
Gladiator 
Moonlight 


Luna 


Memphis 


Multator 


9.3. STAEDTLER, INC. 
53-55 worTH ST NEY YORK 


STAEDTLER PENCILS SINCE 1662 


SILICATE BLACK BOARDS 


Made of the best material thoroughly 
seasoned—Framed or Unframed—All 
Frames are Oak Finished. U. S. Gov- 
ernment Contracts and New York City 
Board of Education Specifications for 
40 Years. 


CORK BULLETIN BOARDS 


Framed or Unframed Sizes 18x24 inchee 
Frames are Oak Finished to 4x6 feet 


Dealers write for catalogue 
N. Y. SILICATE BOOK SLATE CO. 
20 VESEY STREET NEW YORK CITY 











THETA 
Uniformity is Uniform fect work. 
assured with DRY Theta Dry 
Theta Dry Stencils are 
Stencils. Each > I E NCILS made of the 
one will give highest qual- 
the same clean, sharp ity materials rigidly 
results. Each one can checked and tested for 


be used with the posi- absolute uniformity. 


tive assurance of per- 


We have a few dealer propositions to offer. 


THETA Dry Stencil CORP. 





























| 175 - Sth Avenue New York 
| 
CHAMPION 
Window or Display Hooks “SECURITY” 






Pen and Pencil Clips 






STEELGRIP 


oe _|| STA-FAST Paper Clips 
in sizes Ne. 0, 1,2,3 &4. 
VAL-CLIP 

= 

* 


Pencil Point Protector, Eraser and Clip 





L. D. VAN VALKENBURG CO., Holyoke, Mass., U.S. A. 
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INDEXES 


IF YOU MAKE YOUR OWN 


Here are sets of tabs which never get out of 
order; nor will characters ever be lost. They 
are in handy “PATENT STRIPS.” 

You can use reinforcing Shields of double- 
filled Albert Holland—gummed with an odor- 
less yet tenacious glue. 

COMPLETE INDEXES 
An ordinary loose leaf manufacturer can make 


a good index But it is logical to reason that 
an INDEX MANUFACTURER can do the job 
better On finer merchandise you can get a 
longer profit 
SPECIALS 

GC. is headquarters. 


G1, AIGNER £00, foi 


id St kbi 
iL “ ~ 4 ‘Koger: Laaf Systeme 
Titles 


Lew Work 
Aianer's Patent Cut Index Stri 
























—_ 





BEACH’S | 
“COMMON SENSE” 


EXPENSE BOOKS 


Weekly for Travelers 
ees for Travelers 


Radio Record 

















Send for samples 


























Beach Publishing Co., 1351 Book Bldg., Detroit 

















POLK’S 


Reference Book 
and Mailing List 
Catalog 


Gives counts and prices 
on over 8,000 differ- 
ent lines of business. 
No matter what your 
business, in this book 
you will find the num- 
ber of your prospective 
customers listed. 
Valuable information 
is also given as to 
how you can use the 
mails to secure orders 
and inquiries for your 
products or services. 
Write for Your FREE Copy 


R. L. POLK & CO., Detroit, Mich. 
Largest City Directory Publishers in the World—Malling List 
Compilers—Business Statistics—Producers of 
Direct Mail Advertising. 








The Fulton Man Says: 


“Check your stock 
ments against our list of 


products: 


Stamp Pads 

Sign and Price Markers 
Daters and Numberers 
Rubber Type Outfits 
Juvenile Type Novelties” 


K Fulton Specialty Company 


Elizabeth, N. J. 


























= 


KWIKSTIK 


The MUCILAGE WITHOUT A BRUSH 
NO MUSS—NO FUSS 


The Sanitary—Serviceable — Sensible Features of KWIKSTIK 


Make Pasting a Pleasure 











FOUR POPULAR SIZES .... RETAIL AT 
10c¢ + 15¢ + 25c + $0c 


The “Famous Fifty” (SOc Office Size) is a 
Consistent Repeater to the Office Trade 


Write for FREE DISPLAY MATERIAL and 











Feature KWIKSTIK for Larger Profits 


KWIKSTIK COMPAN 





3229 S. Ashland Ave..Chicago. 


; 
? 
? 
. 
é 
; 
é 
$ 


Excelsior 
Ink Company 


An Ink for 
Every Purpose 


319 West Ohio Street 
Chicago, Illinois 


BO+O+O+O+O+O+O+O+O+ + 























PREFERRED 
wherever modern busi- 
ness needs good pens. 


ESTERBROOK PEN CO. 
Camden, N, J. 














Now In its eighth successful year; 2 or 4 ounce sizes. Just 
apply dauber; no wiping necessary. 


WALTER G. GIES COMPANY Office: 509 Equitable Bldg., 
Baltimore, Md. 
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a rk I | 2X iglephone withove! 
P- ALI-VISIBLECS 





Celluloid Envelopes with chemically welded seams. Shop 
Record Protectors, raisable faces. Looce Leaf name-line 
Indexers for credit and other lists Transparent signals. 
Celluloid Card Cases, etc., for industrial uses. 


There’s a nice profit for Stationers with the , ’ 
Markilo All!-Visible line Write for samples = maker. A display card or 
and proposition Samples, etc., on request. ~S f the trick. A card of ten $6. 

MARKILO CO., 936-C West 63rd Street Chicago, U. 8. A. Se VieRLUE) Bub.) A. Laon nM en ieee a 


ards. A request will bring you a supply imprinted 


THE COLYTT LABORATORIES 565 W. Washington St 


Engineering) Chicago, Ll 











A-S-E Transfer Cases 


Roller bearing cases which lock into 
solid stacks—no bolts necessary and 
no loose pieces or fittings. 


Heavy band steel frame—drawer 


completely enclosed — bottoms : <a ORIGINAL 

grooved for guides — sides low ; THIN LEAD * MECHANICAL PENCILS 
enough for easy access—bolted “THE WORLD'S STANDARD” 
handle—label holder stamped in , RED PURPLE BLACK 
drawer front—dark green baked ; J BLUE YELLOW WHITE 
enamel finish. } GREEN BROWN INDELIBLE 


These features—together with at- : : FIRM = SMOOTH @ UNIFORM 
tractive prices—make A-S-E Trans- 
fer Cases “Best Sellers.” 


Our dealers and agents proposition 
will interest you. 


ALL-STEEL-EQUIP COMPANY 
Dept. T- 3, Aurora, Illinois 


























Gardner’s Pull Tab Leather Lines 


Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 








The only 
brush that 
thoroughly 
cleans all parts 
TYPEWRIT- 





GARDNER'S HOT 
GOLD LETTERING 















NE ERS, OFFICE AP- 
MACHI S PLIANCES AND DE- 
VICES, Typecieaning end | 
Write for Samples and made of stiff China Bristles, 
Prices General cleaning end made of 
substantial Camel Hair. |} 
d attractive colored display | 
P. A. GARDNER card with each order Big profit to 
dealers. Write for interesting prices. 


LEATHER WORKS 
ne. ‘ 
709 Pine St. St. Louis, Mo. 


ARTHUR W. HAHN, Dept. A. 


Years of Brush Manufacturing Experience. 
195-203 Lafayette Street, New York 





PUTAS CARD PASI 

















{THOMPSON TIME STAMPS |) | STOPevestsnnc NOISE 


Record the hour and 
minute A.M. &P.M., 
firm name and char- 
acter of the transac- 
tion—such as Re- 
ceived, Sent Out, : 
Started, Finished,etc. Printe'ce Top of Paper 
TELLS WHEN THINGS HAPPEN 


Special Seth Thomas Movement with Jeweled 
Balance. No soft metal used in construction. 





Made for L. C. Smith, Remington, Royal and Underwood 
ty: ters. 
hen ordering state ke of hi 
Saves repair calls, does away with desk drumming, makes 
t iter more quiet and snappy. 
© typewriter is quickly and automatically attached and as 
quickly removed, without tools, from the d 











Used by prominent firms all over the world. By Sold at all offices of The L. C. Smith & Corona Typewriters: 
Recta ilane dh as Wits fae 5 Beebo. | | MBA csr moral prpeaton 
Z PCO., Inc. Smith Noise & Shock Eliminator 


240-2 West Z3rd Street New York, N. Y- 











303 Kellogg Street Syracuse, N. Y. 
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Speed Up Your Business 


Air mall speeds up busi- 
nese. Gets information 
out days sooner. 

orders back quickly. 
a = latest portu- 





MR. BUSINESS MAN 


Start using WASHBURNE’S PATENT “O. K.” 
PAPER FASTENERS; you'll never stop. 

POINTS! They hold two to twenty sheets of paper 
tight together. Make check stick to remittance letter. 
Easy to put on or take off. Don’t bulk up files. Not 

costly—box of 100 for only 25c. 

- "em; try "em. 


Sell air m sup- 
Plies and Hanson Air 
Mal! Scales. 


Hanson Air 


Start using SANITARY “O. K.” ERASERS; you'll . 
sever stop. Mail Scale 
POINTS! They erase neatly, quickly. They are 
always clean. They slip in and out of their metal Write for jotgse Saterme- 
ion abou 


holder “just as easy. 
Write us for catalogue and prices. 
THE O. K. MFG. CO. 
James V. Washburne, awe 
Oswego, New York, U. S. A 


and Bath Scales. 


Hanson Bros. Scale Co. 
539 N. Ada St., Chicago 














READEASY 


World’s Greatest Copyholder 
Made i yee four standard sizes: 











Get In On ’ 
This Buy ¢ 


TAS $3.00 
Here’s your oppor- With line fine guide i Raaia a 4.58 
tunity to buy Fold- With line guide.....:: 5.00 


Liberal trade discount. All READEASY 
Copyholders shipped ready for —- 
diate use. No adjustments nec 

Not a screw on them. Standards col- 
lapsible. Fixtures of brass and alumi- 
num and are not affected by weather 
conditions. 

New dealers advised to make first order 
on approval. 


Address READEASY 


223 Grand Ave., West Highland Park 
DETROIT U. 8. A. 


ers at a price—light 
or heavy weight— 
Send for samples 
and prices. 


Folders, Square R. ORTHWINE 


344 W. 34th ST. 


or Tab Cut New York 





























I can connect you 
with high powered 
salesmen who can 


What 


Loose Leaf Rings 















have you put your proposition 
ll over big. Especial 
to se service free to west- 
ern manufacturers. No Large a. | Plated 
New York Write, phone or wire. — to Be FIVE SIZES 
— Inside [a 
Easily, "—150 " 
Case i: 
“ Securely he ey 4 4 


For loose leaf books, binding reports, blueprints, etc. 
A. R. ROH RER| Write for information T nose Leaf Metals 
| The E. W. Carpenter Mfg. Co. 

17 John Street New York Bridgeport, Conn. s 


Acorn Personnel Service Agency 




















KLEEN KWICK KLEENER| |LEONISAACS&CO. TURNER& HARRISON 


“THREE KAY” GLUCINUM PENS — SILVER-ALLOY PENS 


Cleans Typewriter Type 


CLEANLY EFFICIENT 


ECONOMICAL oss SPECIAL IMPRINT 







The Slickest Pens Ever Made 








QUICK 
H , D , Practical; 
Simple, Direct, Pract PENS 
Result of 25. Years’ Ex- FOR THE TRADE 
Full directions with LET US QUOTE OUR PRICES 
one ye per Established 1876 
sk for lideral dealers discounts 
RCE The Turner & Harrison Pen Mfg. Co., Inc. 
E. E. PURCELL FALCON PEN WORKS 
Distributor Wiwetrated catalog on application. PHILADELPHIA, PA, 











Westport Station Kansas City, Me. 
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Azora air cushions and twirlers, two 
highly practical accessories, are 
making typewriting easier for thou- 
sands of users. Sales, both new and 
| replacement, are large. Write for 
prices and discounts. 


| AZORA RUBBER CO. 


S4th and 20th Streets, 
CICERO, ILLINOIS 





LPPLIANCES March, 1920 












DEALERS WANTED 


for a patented typewrit- 
er cushion key, with 
advantages and merits 
no other ~ ssesses. 
You'll get RE ted 
business i selling 


The Master Key 


(No rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co., Ine. 





| THE AzORA THE AZORA 
TWIRLER AIR CUSHION A — Place 
(Cross-Section w) 
PAT. DECEMBER 21, 1916 rooklyn N. Y. 
“ _ a 





What are those 
cars costing us 
to maintain? 


Important question with any 
firm using a fleet of autos. 
Costs must. be watched. 

The Harvey automobile 
expense book shows to a pen- 
ny the exact cost. 

There's a ready sale for 
these little books. Write for 
sample. 


Fred W. Harvey Co. 


214 West Genesee Street 
SYRACUSE, N. Y. 





Size 6%"x3" 











Hands Fly! ~~ ~ ~ with 


LISTO Pencils | 


Energetic, speedy hands flying to every office task . 
fingers relaxed and comfortable even under high pressure 

. giving their best efficiency to every job! Using Listos 
tor every n 


Conserve Writing Efficiency 


Equip your organization with Listos. Feather-light, flexi- 
ble, balanced. Knurled, easy grip. Same non-metallic, 
durable composition as fine pens. Ever-wearing, built-in 
finish in a variety of colors and color combinations. Leads 
in all colors. Write for quantity prices. Dept. G. 


LISTO PENCIL CORPORATION 
Alameda California 


Cn 


















BOEHNER 








Improved 
Stationers and printers , 
use it to build up their enna Sinema Can 
volume on business and LEATHER NOVELTIES 
personal cards. [ttakes a” 0606 ————sSshen ee wm 
the regular loose cards 
holds them firm, keeps 
hem clean Holds 
one as securely 1s a _ 
full cas Imported morocco binding—metal parts highly 
nickeled 28 different sizes 
we manufacture eather novelties only we do not compete 
with engravers or printers Ple ase mention size in asking 


Tor price 
Address, Department OA 


roved Boehner Binder Co. 


iP , 4 Fox Street Aurora, Illinois 



















DEALERS — — SALESMEN 


EXCELLOGRAPHT 


ROTARY STENCIL 


DUPLICATOR: - 


$3750 EQUIPPED. OLDER FREE 


PITTSBURGH TYPEWRITER & SUPPLY ©. 
SUITE 524 ,339FIFTH AVE, PITSBURGH. 





























“Moderately Priced’ 


These are magic words to the dealer, 
who has to think of his ever-increas- 
ing turnover. 

We carry attractive lines, that are 
moderately priced, of five-year diaries, 
bridge sets, address books, date books, 
trip books, guest books, writing cases, 


desk sets, etc. 


Write for circulars. 


KIGGINS & TOOKER CO. 
35-41 Park Place NEW YORK 





No. 02232/43 





























DESK PADS 


Brass Oorners, 
Bronze Corners, 
Leather Corners, Ve- 
lour Back, Moire 
Back, Felt Back 


All sizes in STIFF 
and FLEXIBLE 
pads. Leather cor- 
ner pads made in all 
colors, including 
pastel shades of 
ecrase. 


Manufactured by 


SAINBERG & COMPANY, INC. 


79 E. 130th Street New York, N. ¥. 


Send for illustrated price list. 
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Quick Sellers—Big Money Makers 


ORN = 


od Handy Files 


Their pocket pages keep 
papers in order but instantly 
accessible, indexed A to Z, 1 to 

» or specially classified by 
celluloid covered, removable in- 
dex tabs. 


Idea Books 


with pasteless pocket pages for 
news clippings, striking advte., 
etc. The storehouse for val- 
uable ideas, instantly accessible. 
Albums for Every Purpose 
Autograph, Camera, Portrait, 
Postcard, Dise Record, Greeting 
Card, Memory, “Each we 
Doings. *—Girl’s S-yr. Diar 


Double Dummy Bridge Boards 
Write for prices and special discounts 


W.C. Horn, Bro. & Co. ¥s:; 200 Sth Ave., New York 


























NO. 202 TVORDUR RULER 
IVORDUR PRODUCTS 
Write for catalog. 


Miller Bros. Pen Co. 
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Successfully 
sold by over by leading type- 
3,000 dealers writer companies 





| STENOGRAPHERS PREFER 


Wwe _wowoce tYP6_Cicance 


THE CLAROTYPE CO., Inc. 
____ 16-C Hudson St., New York =—__ ‘York 


MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 
Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


Front and Laurel Streets 








305 Broadway Meriden, PHILADELPHIA, PA. 
N. Y. C. Conn. 
The MOORE MAPTACKS 
HARTER (Smooth Round Heads—Sharp Steel Points) 
HANDISTAND 1 r ’ bs 


is making profits for enter- 
prising dealers every day. 
It can make profits for 


THE HARTER 
CORPORATION 
Sturgis, Michigan 





No. 500 Handistand 


No. 200 No. 100 

18 colors "4 sizes 

A strong, sharp steel point firmly im- 
bedded in heads of aluminum. 

Send for samples and prices on these 

time savers. 


MOORE PUSH-PIN CO. 


















(Wayne Junction) Philadelphia, Pa. 











STYLOGRAPH 





Auto Copy Paper and Cards 
Copy without carbon. 


Tremendous repeat order pos- 
sibilities. 

Exclusive sale to a leading 
dealer in each city. 








‘*Steel-Strong”’ 
The Quality Line of Coin Handling Supplies. 


4 Styles Coin Wrappers 
2 Styles Bill Straps 








Stylograph Co. Coldwater, N. Y. 








Coin Bags—Coin Storage Trays 
Coin Bag Seals Sea Pre sses 
Manual Coin Counters 


Currency Racks Tellers Moiste 
Handy Wrapper Cabinets 





| The C. L. Downey Co., 943 Clark St., Cincinnati, O. | 
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and BUSHNELL are marks that stand 
for quality in red rope products — 


Quality in merchandise is never accidental and the means by which 
it is attained is generally known to competitors, dealers and con- 
sumers. 

The foundation of ‘“‘Paperoid”’ is hemp rope. This information has 
never been withheld and is by no means a manufacturing secret. 
Hemp rope fibre paper must wear longer than even fine grades of 
jute—and certainly outdistances wood pulp papers. 

Look beyond the popular red color in buying envelopes. Ask if 
they are made of HEMP ROPE. If the name BUSHNELL is 
stamped thereon, you need not ask—you know. 


Alvah Bushnell Company 


13th & Wood Streets Philadelphia 


























| 
| IS PRICE COMPETITION AFFECTING | 
| YOUR RIBBON AND CARBON SALES: | 


HEN sell Quality—sell Novelty — sell 
Efficiency. 


Show it—it sells itself. 


| 

| 

| 

| 

| 

Whitedge ‘‘Noiseless’’ carbon paper is clean to | 
handle —durable—makes clear copies. | 
| 

| 

| 


Stormtex Typewriter Ribbons write like print. 


| 

| You don't have to talk Whitedge Carbon Paper 
Write for samples and prices. 

| 


H. M. STORMS COMPANY 


(THE COMPLETE LINE) 
Carbon Papers Typewriter Ribbons 





*RcORDs ererNA 7 
561 GRAND AVE. BROOKLYN, N. Y., U.S. A. 


FRACE Mann 
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The New “EVER READY” Calendars | 






Style M610 





Styles M58 
and M46 


AN 
Combined 
Calendar and Memo Pad 
This is one style of desk calendar that grows increasingly popular each year. It provides the utmost in 
utility and has every appearance of modernness. Made in sizes which allow liberal room for daily notes, 
the pages being wide. It is easy to find any given day to make notes. Calendar blocks of current and 
succeeding months are printed on each sheet. As each day expires it is just necessary to gently pull the 
sheet to be removed and it withdraws easily, leaving no unsightly stubs. Rubber feet prevent damage to 
glass or fine desk tops. Paper is a fine grade of bond and carefully ruled and printed. 

Write us for catalogue. 
Manufacturers of “Ever Ready” Calendars—Bridge Pads—Memo Pads 


TYPO TRADING COMPANY | 


541 Pearl St.. New York, N. Y. 


























New and Better Uprights 


Progress means change. Customers expect improvements 
and new things. Manufacturers of office equipment must 
keep step. 

Hence the new 800 line of steel filing cabinets—a line of 
better files, with movable, rustproof slides and solid brass 
hardware. These are made in a variety of colors and in 
both letter and legal widths. 


“—, Details Which Make Sales 


The frame is formed by welding eight 16 gauge 
drawer slides to four 18 gauge corner posts. The 
top and dividing sheets between the drawers are 
welded to this frame and the 22 gauge furniture 
steel sides, steel top, back and bottom are se- 
curely fastened on the outside. 

The slides are full progressive, in three 
parts, and made from 16 gauge steel. 
Eight rollers are used on each. Rust- 
proofing is an exclusive feature. 

The drawer fronts are 22 gauge furniture 
steel. Body, liner and backs 24 gauge 
O. P. C. R. steel. Followers are positive 
locking, operating in extra drawer 
channel. 


Send for full details and prices. 


AURORA 


METAL CABINET WORKS 
AURORA, ILL. 





























Neo. 641 Letter Gise 
No. 842 Cap Size 
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AUTOMATIC STAPLING MACHINES 


5000 Staples in One Loading 


BUILT FOR BUSINESS 
The EVEREADY Paper Fastener is scientifically 
constructed of high grade steel by skilled mechanics. CLOG 
With ordinary care it will serve you indefinitely. It LOWEST 
is attractively finished in enamel and nickel, weighs COST OF 


WILL NOT 


but a little over two pounds, and requires very STAPLES f 

limited space on your desk. It is provided with rub- nee on, % 

ber silence posts, which make its presence on your slid 
desk a pleasure instead of a nuisance. It will not fies 

scratch or mar the desk — 

OPERATE 





“The Result of Long Experience 6eTy?? 
and Knowledge of Re- MODEL “D 


quirements” FULLY GUARANTEED 
MODEL ‘sk’ WRITE US FOR CIRCULARS AND DEALER 
PROPOSITION 
Built for Heavy Duty, 
6-Inch Throat Eveready Mfg. Co. (or sostow 
Uses Same Staple Tape Factory General Sales Office 


» 
as Model “D 34 South Bridge St 50 Church St. 
Worcester, Mass. New York, N. Y¥. 





“MA INE 0" aM Mein mii ATT 


“Mi B 99 To us “M. B” stands for “MON BUREAU”. 
To you “M. B.” stands for “MORE BUSINESS” 


If you want to extend or enlarge your trade, here is an opportunity for you! 
American goods are extremely popular in France and much needed, too. This 
especially applies to office furniture and all modern business appliances. 
To sell your goods in France, you should advertise in the 
right French medium. Now, this right medium is M. B. 
because it is the progressive business publication “par 

MON excellence.” As a matter of fact, M. B. was the first to 
BURE AU advocate highly efficient business methods in France and 
UE MAGAZINE DE ORGANISATION was the pioneer of modern office equipment in this country. 
a So it is no wonder that it is read all over France, Belgium, 
Switzerland, Spain, Italy and Rumania, by the most 
progressive firms, that is by the firm that is likely to be 
interested in your goods. 


QAUUAL/AAALUSSAOMSAMMOAOOOS AANA LAML ddd) UU LdlaigY?: 


Mo 


Advertisements in this magazine are practically sure to 
bring trade for you because it reaches the very public you 
are anxious to get at. 

Write today to the Advertising Manager of M. B. He will be pleased 
to send you a free copy of this interesting publication. His depart- 


ment will write ads that pull for you or translate your copy into 
French just as you like. 


_ “MON BUREAU, ”” 186, Faubourg St-Martin, PARIS, 2 Xeme Arrt. (FRAME) 


Suman UNA HANNA Hite I (VGH TTVVAOUATAOO OO ASV TTA 











HNVTVNOVALUL 0100000000000 NELLA Lt 
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VICTOR: +: leading its field 


built an addin g machine like a watch 


STURDY,»COMPACT-,,OF STAMPED METAL 
PARTS »» AND SOLD IT AT A LOW PRICE 


— departure from out-worn traditions produced the 
first portable adding machine—of unquestioned quality—at an 
amazingly low price. It was a Victor—built, like a watch, of stamped 





$712 


AND NORE metal parts; it was compact, light in weight, with a case of steel. 
poeting Bok wa The aggressive, vigorous leadership which produced that first 
dicast enltnaa. Victor, is maintaining Victor’s supremacy today....the buyer of the 

tion models, present-day Victor buys unquestioned quality for $75 and more—and 


receives the benefit of features which many higher priced machines 
do not contain. A Victor on Free Trial from any Victor Agency! 
VICTOR ADDING MACHINE CO., 3900 N. Rockwell St., CHICAGO 


VICTOR 


STANDARD 
ADDING MACHINES 
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The leading ARE YOU? 


trade paper} | suaco"* 
for the office equipment GREAT BRITAIN? 


industry in 





If so, there is only one 
Ger many way of keeping abreast 
of the times and that 
is by the regular 
monthly receipt and 
perusal of the 


BRITISH STATIONER 


a monthly journal 
for the Stationery and 
Allied Trade whose 
editorial pages are 
unique for news, in- 
struction, originality 


“Biiro-Bedarf-Rundschau” and general interest. 
(Office Equipment Review) 





BB 
R 






Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 





Subscription Rates 
$4 per year $6 for 2 years 
Specimen copy free - 





Biiro-Bedarf-Rund schau ail piease roe jour 


Berlin-Charlottenburg 5 


Germany 
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A SHORT CUT to LEADERSHIP 


w 


lr you desire leadership, try the simple formula of carrying 
leading lines. For leading lines accomplish two things oO they 
create satisfied customers and they bring to your name the 


prestige of the lines themselves. 


In the filing equipment field, the leadership of F. E. B. is 
unquestioned, for it is the most complete line manufactured 
anywhere today, and it contains more improvements and inno- 
vations than all other lines together. Carry the F. E. B. line, 


and you have made a good stride toward leadership yourself. 


HERE’S ONE 












3 ply 
Top and Tab 
where the 
wear comes / 


G / 


Without requiring extra 
weight or bulk, the F. E. B. 
Tripltop Folder gives triple 


The Tripltop Folder is an 
excellent example of the 
type of innovation that 
strength where it is need- 
ed. It’s the best there is. 


has brought leadership to 


F.E.B. and F.E.B. dealers. 


Filing Equipment Bureau 


Manufacturers of the Widest Line of Filing Supplies in the World 
F. E. B. Building a~ 27 Melcher Street a~ Boston, Mass. 
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Burroughs 








Typewriter 
Bookkeeping Machine 











Burroughs Typewriter Bookkeeping Machine 


combines ordinary typewriting with many auto- 
matic features that make posting simple, fast 
and accurate. 


It posts several related records at one time— 
such as statement, ledger and full width proof 
journal; and accumulates the totals necessary 
for a positive proof of correct posting. 


Such features as automatic selection of columns, 


BURROUGHS ADDING MACHINE COMPANY, 6 


automatic alignment, automatic punctuation, 
correction key, electric carriage return and the 
printing of the complete balance with a single 
key depression—all result in less fatigue, 
fewer errors, less operator turnover and 


greater production. 


Call the local Burroughs man for more infor- 
mation or a demonstration on your own work. 
Or check the applications that interest you. 





413 SECOND BOULEVARD, DETROIT, MICHIGAN 


Gentlemen: Please send more information about the Burrough- Typewriter Bookkeeping Machine on the work I have checked. 


Distribution iccounts Receivable 

Labor materials— purchases —-ales Ledger and statement in combination 

eX pens cash ledger and end of month state- 
ment with or without carbon 

. sheleton of itemized 
Costs 

As shown om stores records, payroll — 

and distribution summaries, cost I ayroll 

sheets, ete. Om cash or check payments 
Name . 7 as : Firm a 








iccounts Payable Stock Records | 

Ledgers with or without remittance Of quantities—values—_or both «puan- 

adv ive Journal-voucher system in- tities and values together 

stead of ledger— including registra- 
tien of invoices 


Journalizing and 
General Ledger 


Complete typewritten description and 
multiple columnar totals 


Sales Audit 
By clerks and departments, cash, 
charge and C. O. D. 


Address - - 





ADDING - BOOKKEEPING - CALCULATING AND BILLING MACHINES | 





1 Neater Letter— 
Quicker, Better” 





eaeonoere2e2e2 


LSPs ec ee e2eee ® 


Te sim e)2 Se |e 
ieee 


The Woodstock Typewriter is compact, simple, sturdy, 
rot S thames alae lcs Mesos lelelei Mal liteliatcar tale mr laveliticokmeloeraalerielic 


. it is the versatile machine built for a long, long life C) 


of Good Work... Well Done. " 
‘fA neater letter — quicker, better’’ 


WOODSTOCK TYPEWRITER COMPANY 
35 East Wacker Drive +» CHICAGO, ILL. 








Or 












“Seervecetnr 





= IN COMMERCE 


—— 


WW 





r) ERVING both the village storekeeper 

S and the merchant prince—a durable, 
dependable medium for recording details 
of distribution—the Underwood Type- 
writer is the World's Standard in speed- 













ing commerce through the traffic lanes of 
the earth. @No matter what your type- 
writer needs may be, there is an Under- 
wood that will satisfactorily meet your 
requirements. @Ask our nearest repre- 
sentative to demonstrate the Underwood 

the Machine that Speeds the World's 


Business. 


UNDERWOOD 


** SALES AND SERVICE EVERYWHERE: > 














